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Extra values- 
but you can't see them 


There’s the steadfast insistence upon 


Our dealers find lots of values in 
Webster’s Carbon Papers and type- 
writer ribbons that can’t be seen—even 
with the strongest magnifying glass. 

For example, there’s the time-tested 
integrity of the manufacturer, which 
works steadily in your interests to give 
you a fair deal at all times, including 
a fair and equal price policy. 

There’s the sales and merchandising 
assistance and continuous national ad- 
vertising behind the product to insure 


a consistent profit for you. 


quality which brings uniformly good 
results for all your customers and re- 
peat business to you. 

There’s our factory warehouse system 
which means faster deliveries to make 
good your depleted stocks. 

It’s because you can’t see these things 
that the word, WEBSTER, and a well- 
known brand name appears on every 
package. They stand as a guarantee of 
extra value to your customers and of 


extra profits to you. 


F.S. WEBSTER COMPANY 


13 Amherst Street, Cambridge 42, Mass. 











{OFFICE APPLIANCES is 
a news and technical trade 
journal, serving the entire 
industry of office equipment. 
It covers the manufacture 
and distribution of office 
machinery, office devices, of- 
fice furniture, office supplies 
and the complete range of 
commercial stationery. Its 
comprehensive news reports 
of the industry and its valu- 
able special articles upon 
subjects germane to its field 
have given it unusual pres- 
tige. It serves a clientele 
composed of managers and 
agents for the various office 
machines, devices and sup- 
plies, commercial furniture, 
commercial stationery deal- 
ers and many of the largest 
corporations in the United 
States. It also reaches some 
dealers in forty-eight other 
countries who deal in Amer- 
ican office equipment. 


[No person, firm or corpo- 
ration either directly or in- 
directly connected with the 
industry the journal repre- 
sents has any share in its 
ownership or voice in shap- 
ing its policy, which has in 
view at all times the best in- 
terests of the field it serves. 
It aims to discuss all sub- 
jects fairly, and to furnish 
its readers reliable informa- 
tion concerning the progress 
and development of the of- 
fice appliance industry. It 
will answer any questions 
germane to its field to the 
best of its ability, and it 
asks its readers in all parts 
of the world to aid it with 
inquiries and suggestions to 
which it will give prompt 
and earnest consideration. 
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(To the Whrld's Principal Ma bet Places) 


Founded by George H. Patterson and Developed Through Thirty-Four Years 
by Evan Johnson. 
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{SUBSCRIPTION RATES 
in the United States and its 
possessions and Mexico—one 
year, $2.00; two years, $3.00; 
three years, $4.00. Canada— 
one year, $2.50; two years, 
$4.00; three years, $5.50; 
Foreign — one year, $3.00; 
two years, $5.00. Remit- 
tances may be made by 
personal checks, drafts on 
New York or Chicago, post 
office or express money or- 
ders, or in American postage 
stamps or currency, if sent 
by registered mail. Single 
copies, twenty-five cents. 

{CHANGE OF ADDRESS. 
Subscribers may have their 
mailing addresses changed as 
often as desired. Notice re- 
ceived before the fifteenth 
of the month will permit 
delivery of next issue at 
new address. Both old and 
new addresses must be given. 


{CONTRIBUTIONS are in- 
vited upon any topic of 
interest to this trade. All 
accepted manuscripts will be 
paid for at space rates. Un- 
accepted manuscripts will 
not be returned unless post- 
age is enclosed by the sender. 
Correspondents should give 
their names and addresses, 
which will be withheld from 
publication if requested. 


{ADVERTISING RATES 
upon application—only ar- 
ticles of office equipment 
or directly related products 
eligible. 

{Entered as _ second-class 
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under Act of March 3, 1879. 
‘Office Appliances” is regis- 
tered in the United States Pat- 
ent Office, Washington, D. C. 
{COPYRIGHT. Contents 
covered by copyright, 1946, 
by the Office Appliance 
Company. 
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These advertisements present the products of the leading manufacturers in each division of the industry. Because of the ground 
for honest differences of opinion, the publishers obviously cannot undertake to guarantee transactions between advertisers and 


customers. 


A 


Acco Products, Inc. 
Ace Fastener Corp. 


170 
83 


Acme Bulletin & Dircty. Corp.243 


Acme Staple Company 
Acme Visible Records, Inc. 
Adirondack Chair Co. 
Agency Paper Co. 

Aigner, G. J., Co. 
All-Steel-Equip. Co. ... 

Allen Calculators, Inc. 

Allen & Co. .... 

Alma Desk Co. ta 
Almac Plastics, Inc...... 
Amberg File & Index Co. 
Amer. Carbon Paper Mfg. Co. 
Amer. Hair & Felt Co.... 
American Map Co., Inc.... 
Amer. Photo Laboratories...... 
Ames Supply Co................... 
Anderson-Hickey Co., Inc.. 
Art Metal Construction Co. 
Art Steel Sales Corp....... 


149, 50, 51, 52, 58, 54, 55, 


Associated Stationers Supply 
OK, cantuialie 

Autocopy, Inc. 

Autopoint Company 


B 


Bainbridge, Kimpton & Haupt, 
Inc. 123, 

Bankers Box Co........ 

Barkley, C. L., & Co. 

Bates Mfg. Company 

Beck Duplicator Corp., The 

Better Packages, Inc. 

Bickett, L. M., Co. 

Bolens Products Co. 

Boorum & Pease Co. 

Bright Chair Co. 

British Staty. Exporter 

Brown, Arthur, & Bro. 

Browne-Morse Co. . 

Buckeye Ribbon & Carbon Co. 

Business Efficiency Aids 

Business Mach. Products Inc. 


Cc 


Calculator Equip. Co. 

Canvas Products Corp. 

Cardinell Corp. 

Clarotype Co., The 

Codo Mfg. Corp. 

Cole Steel Sales Co. 

Collier-Keyworth Co. 

Columbia Industries . ORS 

Columbia Rib. & Car. Mfg. Co. 

Columbia Steel Equipment Co. 

Commercial Controls Corp. 

Commonwealth Publishing Co. 

Consolidated Business Systems 
aes aOR 

Consolidated Stamp Mfg. Co., 
Ine. = 

Continental Ink Co. 

Cook, The H. C., Co. 

Cooke & Cobb Co., The 

Copy Papers, Inc. 

Copy Right Mfg. Corp. 

Corona Typewriter . 

Corry-Jamestown Mfg. Corp. 

Cotterman, I. D. ‘“ 

Cram, The George F., Co. 

Cramer Posture Chair Co. 

C-Thru Ruler Co. 


Dd 


Daco Card & Index Co. 
Darnell Corp., Ltd... 

Dawn Mfg. Corp., Ltd. 
Dayton Stencil Works 

Dick, A. B., Company 
Dixon, Joseph, Crucible Co. 


iiealaaallinase deoniboes 115, 
Domore Chair Co. 
Downey, C. L., Co. 
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Eaton Paper Corp. 
Esterbrook Pen Co., The 
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215 
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187 
119 
137 


214 





through the journal 


Eureka Specialty Prtg. Co. 243 
Eversharp, Incorporated 197 
F 
Fair Furniture Co. 233 
Farber, Louis H. 146 
Faries Mfg. Company 163 
Federal Fibre Corp. 236 
Feldco Loose Leaf Corp. 225 
Fisher Mfg. Co., Inc. 168 
Frankel Carbon & Ribbon Co...185 
Freeland Payroll Calculators.._.101 
Fulton Specialty Co. 204 
G 
Galef, J. L., & Son 242 
General Fireproofing Co 65 
General Pencil Co. 180 
Gibbons, Thomas H., & Co. 59 


Globe-Wernicke Co., The 74, 75 


Graff, Geo. B., Co. 215 
Graphic Duplicator Co. 236 
Gregory Fount-O-Ink Co. 94 
Guide System & Supply Co. 145 
Gunlocke, W. H., Chair Co 51 
Gunn Furniture Company 61 
H 
Hall-Welter Co. 245 
Hanson, J. L., Co. 196 
Hanson Scale Co. 220 
Harding, Milo, Company 247 
Harriman-Welts, Inc. 212 
Harter Corporation 91 
Herring-Hall-Marvin Safe Co...188 
Heyer Corporation, The 253 
Higgins Ink Co., Inc. 247 
High Point Bndg. & Chair Co...172 
Hotchkiss Sales Co. 222 
Hunt, C. Howard, Pen Co. 240 
I 
Imperial Desk Co. 186 
Imperial Mfg. Co. 121 
Imperial Methods Co. 182 
Indiana Desk Co. 239 
Ink Specialties Co., Inc. 196 
Int’) Bronze Tablet Co., Inc.....224 
Invincible Metal Furniture Co...173 
J 
Jasper Chair Co. 86 
Jasper Desk Co., The 162 
Jasper Office Furniture Co. 237 
Jasper Seating Co. 199 
K 
Kahn, David, Inc. ... 93 


Leopold Co. 126 
Lightning Calculator Co., The..147 


Little, A. P., Inc. 240 
M 

Magnus Chemical Co. ..230 

Manifold Supplies Co. 45 

Markilo Co. .... 243 

Markwell Mfg. Co. 84 

Mashek, Frank Co. 79 


Master-Craft Corp., Div. S.-W...113 


McLennon Pen Company 144 
Meier, Joshua, Company 161 
Meilicke Systems, Inc. 208 
Meilink Steel Safe Co. 183 
Metal Office Furniture Co. 141 
Meyer & Wenthe, Inc. 207 
Michigan Desk Co. 106 
Midwest Naturalite Co. 143 


Miller-Bryant-Pierce, Div. LCS_.218 


Mimeograph, The 43 
Mittag & Volger, Inc. 53 
Mohler, A. 244 
Monroe Cale. Machine Co. 105 
Moore Push Pin Co. 243 
Morey Products Company .228 
Multistamp Co., Inc., The 108 
Myrtle Desk Co. 221 
N 

National Blank Book Co. 77 
National Desk Co., Inc. .132 
Neva-Clog Products, Inc. 209 
New England Woodworking 

Co. a 234 
New Indiana Chair Co. 120 
Norta Distributing Co. 195 
Northern States Envelope Co.....179 

oO 

Oakville Co., Div. Scovill 165 
Office Furniture Wholesale Dis- 

tributors 235 
Old Town Rib. & Car. Co........... 55 
Oxford Filing Supply Co. 98 

P Q 

Pacific Cb. & Ribbon Mfg. Co...139 
Packwood, G. H., Mfg. Co. 169 
Peerless Imperial Co., Inc. 121 
Peerless Steel Equip. Co. 248 
Pemberton, L. N., Prtg. Co. 243 
Pengad Mfg. Co. .242 
Phillips Process Co., Inc. 158 
Photo Materials Co........ ....136 
Pierce, The, Co. 242 





THE SERVI 


of its 
practically every member 


office equipment, supplies 


pares advertising copy, 


up to date, or to replace 
other form of destruction, 


tin which is mailed frequently to leading manufac- 
turers. 


CE BUREAU | 


of Office Appliances is maintained for the exclusive 
use of subscribers and advertisers. 
various commissions 


In the execution 
this bureau calls upon 
of the staff. It answers by 


personal letters all inquiries upon matters germane to 
the field, it furnishes special reports upon articles 


of 


names of manufacturers of 


any article wanted, puts man and job together, pre- 


furnishes list of desirable 


agents and dealers in nearly every country, aids for- 
eign dealers in securing U. 
other ways performs useful service, all without charge. 
Subscribers in every land have made, and are making, 
good use of this bureau; manufacturers in every sec- 
tion of the field have evidence of its proved valuc. 
Subscribers’ requests for catalogues to bring their files 


S. A. lines, and in many 


the file in case of fire or 
are broadcasted in a bulle- 
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They do, however, offer their services in resolving any disagreements which result from relations established 


Plymouth Rubber Co. 251 
Polychrome Corp. .......... ..190 
Post, The Frederick, Co. 130 
Pronto File Corp. 118 
Quality Park Envelope Co. 249 
R 

Red Feather Products, Ltd. 213 
Regal Typewriter Co. 228 
Reuben Company 107 
Rex-O-Graph, Ine. -. ee: | | 
Reyam Plastic Products Co.......131 
Rite-Line Sales Co., Inc. 211 
Rite-Rite Mfg. Co.. cee 
Rivet-O Mfg. Co. 4 242 
Roberts Number Mach. Co.........212 
Roberts, Weldon, Rubber Co.....251 
Rochester Wire-O-Binding, 

Inc. ... stores 244 
Rockwell-Barnes Co. saeee OD 
Ross-Gould Company i 240 
Royal Metal Mfg. Co., The 252 
Royal Typewriter Co. 57 

Ss 
Santos & Co. 148 
Schollhorn, William, Co. 160 
72 


Security Steel Equipment Corp. 
Sengbusch Self Cl. Inkst’d Co...250 


Service Products, Inc. 231 
Shallcross Co., The ------208 
Shank Leather Goods Co. ..--198 
Shaw-Walker Co. .. ..100 
Sheaffer, W. A., Pen Co. = we 
Sheppard, C. E., Co. 164 
Shipman-Ward Mfg. Co. 176 
Sikes Co., Inc., The 189 
Sinclair & Valentine Co........ ae | 


Smead Mfg. Co., Inc., The..103, 104 
Smith, L. C., & Corona Type- 


writers, Inc. ej 
Speed-Key Mfg. Co. 243 
Speed-O-Print Corp. . 73 
Speed Products Co..... 87 
Spencer Rubber Products Co.....246 
Staedtler, J. S., Inc....... 242 


Standard Business Mach. Co. . 99 
Standard Dup]. Machs. Corp..... 81 


Starkey Paper & Supply Co.......248 
Stationers Loose Leaf Co. 245 
Stein Bros. Mfg. Co. 193 
Stewart, R. A., & Co..... 217 
Storms, H. M., Co. 114 
Stratford Pen Co...... 125 
Sturgis Posture Chair Co........... 95 
Superior Type Co. 217 
Swan Pencil Co., Inc. 232 
= 
Technygraph Co., The 216 


U 
Underwood Corporation 
Back Cover 


Union Pencil Company ..210 
U. S. Bronze Sign Co......... 244 
U. S. Typewr. Rib. Mfg. Co.....203 
v 
Vail Mfg. Co. : 157 
Van Dyke Industries 89 
Veet Mfg. Company 96 
Victor Adding Machine Co. 109 
Victor Safe & Equip. Co. 206 
Wy zZ 
Wabash Filing Supplies, Inc.....175 
Wansco Paper Products Co., 
ie 219 
Warshaw Mfg. Co. 211 
Webster, F. S., Co. 2 
Weis Mfg. Co. 67, 68, 69, 70 
Wells Office Furn. Co. 166 
Wilson Jones Co. 159 


Wolber Duplicator & Supply Co.229 


Wood Office Furn. Institute......174 
Woodstock Typewriter Co..142, 216 
Write, Inc. . 224 


Yawman and Erbe Mfg. Co. 178 
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For the benefit of the subscribers the lines advertised are here classihed. Many of the requirements of the modern business offic: 


are represented. Should subscribers be interested in any article of office equipment not 



























listed here, they are cordially invited to 






















































































communicate with the service bureau, through which the information will be promptly and cheerfully furnished by letter, without 

obligation. 
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on Jones Co....... eee Chairs, Office Imnerial Desk Co... ..186 Globe-Wernicke Co., The...... a 

Biee Print Papers Bright Chair Co 231 Indiana Desk Co...... 239 Invincible Metal Furn. Co................. 173 
Post, The Fred., Co.. 130 Cramer Posture Chair Co...... 129 Invincible Metal Furn. Co 173 Metal Office Furniture Co. ........ 141 

Blue Print and Plan File Cabinets Domore Chair Co. 117 Jasper Desk Co.. 162 Peerless Steel Equip. Co............. a 
All-Steel-Equip. Co. 226 General Fireproofing Co.. 65 Jasper Office Furniture Co. 237 Rockwell - ay Co. 

Anderson-Hickey Co. ....... icon Gunlocke, The W. H., Chair Co...74, 75 Leopold Company, The 126 Shaw-Walker Co. 

Art Metal Construction Co. Pe 63 Harter Corporation ...................... .. 91 Metal Office Furniture Co 141 Victor Safe & Equip. Co. 

Art Steel Sales Corp........ eae High Point Bending & C hair Co. 122 Michigan Desk Co... 106 Weis Mfg. Co.........-.........+4 67, 

‘ - 49, 50, 51, 52, 53, 54, 55, 56 saeper Goats Ca... R wre 4~ hoe a ostihiie 221 Yawman and Erbe Mfg. Co. 
rowne-Morse ae = 85 asper Seating Co.. , of ational Des ‘o., Ine.. 13 

Cole Steel Sales Co.. tite 238 Metal Office Furniture Co.. ae Peerless Steel Equip. Co. 248 Filing Cabinets, Wood 

Columbia Steel Equipment Co........187 Miehigan Desk Co. ai a Royal Metal Mfg. Co.... 252 Art Metal Conntenetoen,, Co. - 63 

Corry-Jamestown Mfg. Corp...............110 New Indiana Chair Co.. Security Steel Equipment Corp...... 72 Art Steel Sales a % 

General Fireproofing Co...... a 65 Royal Metal Mfg. Co.. Shaw-Walker Co. ...100 149, 

Globe-Wernicke Co., The...... 74. 75 Shaw-Walker Co. " Victor Safe & Equip. Co... 206 

Invincible Metal Furn. Co...........173 Sikes Co., The ........ Wells Office Furniture Co. 166 pater Morse, Co Aids ae 

Peerless Steel Equip. Co...................248 Sturgis Posture Chair C Sitch Yawman and Erbe Mfg. Co. 178 Business Efficiency . 65 

Pronto File Corp..... RGD ni Wells Office Furniture Co......... 166 7 General Firepreofing Co +4 

Shaw-Walker Co 100 Cute eee Diaries (See Memo Books) Globe- Wernieke Co... The . . “98 

Yawman and Erbe Mfg. = : 178 Bright Chair Co 031 + Dietating Machines imperial ae OS ; 

Bond Boxes Cramer Posture Chair Co...... 129 Standard Business Machine Co. 99 pew — rey tos 

Art Steel an 0 - ee ee come Ge So < : a Dictating Machines, Used New England Woodworking Co. = 
od, 04, 55, 5 Yr a 3 do Shi Ww i, \ 7 & i 

General, Fireproofing C9. wimeEy Gunlocke, The W. H., Chait Co... 31, wen * roa ~~ ws erm Te ek Roemer 

e Co. Riciicicmnt ay Te arter Corporation ............... 91 isplay Racks Shaw-W a ’ ....100 

cart Cases High Point Bending & Chair Co.......122 Pierce, The, Co. 242 — rhoe cag Ng I 

All-Steel-Equip. Co..... ee asper Chair Co. 86 —s Drafting Instruments & E Weis Mfg. C 67, 68, 69, 7 
: sae vusmctran eis Mfg. Co.. 7, 68, 69, 7 
Art mew Construction Co 63 ao ee Co. oo Brown, Arthur & Bro 88 Wells Office Furniture Co... savers 166 
rowne-Morse (Co. ... LEAR 85 haw-Walker Co. - 0 Cardinell oe 227 Yawman and Erbe Mfg. Co. A T8 
Corry-Jamestown Mfg. Corp.. 110 Sikes Co., The .................. ooo 89 Post, The Fred., 130 
General Fireproofing Co..................... 65 Sturgis Posture Chair Co..... vane 95 Filing Supplies 
Globe-Wernicke Co., The 74, 75 Wells Office Furniture Co 166 Duplicating eshine and Supplies yee a a tar 
tunn Furniture Company { i Autocopy, Inc. 241 BOGE, Nie Son Sateen ¥ 
Michigan Desk C “in oer 5S 106 a ae = Bainbridge, Kimpton & Haupt 122, 223 Amberg File and Index Co 199 
New England W oodworking Co 234 Jesper Seating Co. Beck Duplicator Corp., The............. "219 Art Metal Construction Co... . 63 
Peerless Steel Equip. Co...... 248 New Indiana Chair Co............. Columbia Rib. & Carb. Mfg. Co 49 Barkley, C. L., & Co.. 2 
Shaw-Walker Co. ~ 100 Copy Papers, Ine. ....... 191 Browne- Morse Co. ..... 85 
Wabash Filing Supplies, inc.......175 Check Protectors & Writers . Dick, A. B., Company. 43 Cooke & Cobb Company... 208 
Weis Mfg. Co. 67, 68, 69. 70 Hall-Welter Co. ...... . 245 Frankel Carbon & Ribbon Co...........185 Corry-Jamestown Mfg. Co..............-. 10 
Yawman and Erbe Mfg. Co.........178 Checks, Stamped Metal Graphic Duplicator Co. 236 Daco Card & Index Co. 42 

Bookkeeping Machines Dayton Stencil WorK3.........---0---:.-..-244 Harding. Milo, Company 247 General Fireproofing Co.... . 65 
Underwood. Corporation Rak Cover Meyer & Wenthe, Inc. ..........-.e--:-c00-207 Heyer Corp., The......... 253 Globe-Wernicke Co., The 

Box Letter Files Clip Boards Ink Specialties Co., Inc 196 Guide System & Supply Co. 

Amberg File & Index Co 199 OS a Miller-BryantePlerce, Div. LCS... 218 Metal Office Furniture Co. 141 
Art Steel S Cc ‘ ; Coin Bags, Tiays & Wrappers) Miller-Bryant-Pierce, Div. LOS NY ‘ : 

ee ber i‘ . 4k Oe Art Steel Sales Corp. ie Mimeograph, The ......... 43 pate bee gg rng Envelope Co 179 

» 9S, Ov, * 149. 50, 51, 53. 54. 55. 56 Mittag & Volger, Inc. 53 or ns Supply Co. : 
Cole Steel Sales Co............ 238 , » 53, 54, 55, 9 . : 55 Pronto File Cor 
Globe-Wernicke Co., The 74, 75 Downey, C. L., Co 220 wt re 8 «i arbon Co 55 Senate Peak Bains Saree 
Rockwell-Barnes Co. . 205 Coin Changers re Sa ae oe = Rockwell-B 
pr r seerenneceneenn BO a ', Pee Pengad Mfg. Co.... 242 ockwell-Barnes Co. ...... 

Weis Mfg. Co 6 68. 69 0 Galef, J. L.. & Son 242 ; » 

Brief & (, 68, 69, 1 , dessd Polychrome Corporation 190 Shaw-Walker CO, --.-..-.-.ccoe-oreo-soreswrenu 
hey Zipper Cases 2 Copyholders Red Feather Products, Ltd 213 Smead Mfg. Co., The. 103, 104 
Mashek, Frank Company . 79 Acco Products, Inc Rex-O-Graph, Ine. 167 Veet Mfg. Company. baases 
mel Craft Corp., Div. S-W.........113 Copy Right Mfg. Corp. Shallcross Co.. The 208 Victor Safe & Equip. 

euben Company ........... Se Dawn Mfg. Corp., The........ Sinclair & Valentine Co 192 Wabash Filing Supplies, Inc 
Stationers Loose Leaf Co... ich Rite-Line Sales Co., The........ Smith, L. & Corona Type Warshaw Mfg. Co 
Stein Bros. Mfg. Co.. linia ange Wells Office Furniture Co.... weno 66 writers Sa 7 (Continued on page 9) 
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Weis Mfg. Co 87, 68, 69, 70 
Yawman and Erbe Mfg. Co 178 
Finger Pads 
Speed Products Co..... ‘ 87 
Folders (See Filing Supplies) 
Fountain Pen Desk Sets 
Union Pencil Co 210 
Fountain Pens, Mfrs. 
Esterbrook Pen Co., The 135 
Eversharp, Incorporated 197 
Kahn, David, Inc.... 93 
Sheaffer, W. A., Pen Co. 71 
Stratford Pen Company.. 125 
Globes, Geographical 
Cram, The George E., Co 235 
Gummed Cloth Rings 
Graff, Geo. B., Co.. 15 
Warshaw Mfg. Co... 211 
Honor Rolls 
Acme Bulletin & Directory Corp....243 
Int’l Bronze Tablet Co., Inc 224 
U. 8. Bronze Sign Co. 244 
index Card Signals 
oo ey . ee 204 
Graff. Geo. B., Co... 215 
Victor Safe & Equip. Co 206 
index Tabs 
Aigner, G. J., Co...... 127 
Amberg File hy Index Co. 199 
Barkley, C. L., & ¢ 92 
Globe-Wernicke Co., Tine 74, 75 
Guide System & Supply Co. 148 
Markilo Co. ... eae 243 
Master-Craft Corp., “Div. ‘s-W 113 
Shaw-Walker Co. 100 
Sheppard, The C. E., 164 
Speed Products Co............... 87 
Veet Mfg. Company 96 
Victor Safe & Equip. Co 206 
inks (Writing), naan, | Ete. 
Continental Ink ¢ 232 
Harriman Welts, — 212 
Higgins Ink Company, Inc.... 247 
Ink Specialties Co., The 196 
Rivet-O Mfg. Co. 242 
Stewart, R. A., & Co 217 
Inkstands 
Sengbusch Self. Cl. Inkst'd Co 200 
Key Cases 
Columbia Industries 124 
Labels 
Bureka Specialty Prtg. Co. 243 
Imperial Methods Co, 182 
Oxford Filing aw Co. 98 
Smead Mfg. Co. 108, 104 
Warshaw Mfg. Co..... : 211 
Weis Mfg. Co i 67, 68, 69, 70 
Ladders, a ig Store & Vault 
Cotterman, I. 225 
Leads for Sinem ‘Poncils 
Autopoint Company ... “= 97 
Dixon, Jos., Crucible Co...........115, 116 
Eversharp, Incorporated 197 
Kahn, David, 93 
Rite-Rite a 244 
Sheaffer, W. . Pen Co. 71 
Leather Goods 
Canvas Products Corp... - 244 
Mashek, Frank, Company.... 79 
Reuben Company ....... 107 
Shank Leather Goods Co. 198 
Stein Bros. Mfg. Co 193 
Leather Upholstered Furniture 
Bridge Chair Co ‘ 235 
Gunlocke, The W. H., Chair Co 5 
Jasper Chair Co........ 86 
New Indiana Chair Co. 120 
Letter Trays (See Desk Trays) 
Library Equipment 
All-Steel-Equip. Co. . 226 
Art Metal Construction Co. 63 
Art Steel Sales Corp. m 
49, 50, 51, 52, 53, 54, 55. 56 
e orry Jamestown Mfg. c orp 110 
General Fireproofing Co.. 65 
Globe-Wernicke Co., The 74, 75 
Peerless Steel Equip. Co 248 
Security Steel Equipment Corp. 72 
Shaw-Walker Co, om 100 
Yawman and Erbe Mfe Co. 178 
Lockers and Storage Cabinets 
All-Steel-Equip. Co. . 226 
Anderson-Hickey Co, . 128 
Art Metal Construction Co 63 


Art Steel Sales Corp 
149, 50, 51, 
Browne-Morse Co..... 
Corry -Jamestown Mfg Corp 
General Fireproofing Co. 
Globe-Wernicke Co., The 
Invincible Metal Furniture Co 
New England Woodworking Co 
Security Steel Equipment Corp 
Shaw-Walker Ce. . 
Yawman and Erbe Mfg. Co. 

Loose Leaf Books & Systems 
Amberg File & Index Co 
Boorum & Pease Co. 

Feldeo Loose Leaf Co. 
Master-Craft Corp., Div, S-W 
National Blank Book Co 
Sheppard, The C. E.. Co 
Stationers Leose Leaf Co. 
Wilson Jones Co. ; 

Loose Leaf Metals and Devices 
Sheppard, The C. E., Co. 

Wilson Jones Co. 

Loose Leaf Sheet | pnts Celluloid 
Aigner, G 
Markile Co 
Meier, Joshua, 
Wilson Jones So 

Mail Bags, Canvas or Leather 
Canvas Products Corp 

Mail Distributors 
Glebde-Wernicke Co 
Victor Safe & Equip 


Co 


rhe 
Co. 


6 





Mailing Machines 
Commercial Controls Corp....... 
Standard Dupl. Machs. Corp... 


Map Tacks 
Graff, Geo. B., Co 
Moore Push Pin Co 


Maps 
American Map Co., Inc 
Cram., The George F., 

Matched Office Suites 
Art Metal Construction Co 
General Fireproofing Co 
Globe-Wernicke Co., The 
Leopold Co. . 
Royal Metal Mfg 
Shaw-Walker Co. 

Memorandum Books 
Boorum & Pease Co 
Gibbons. Thomas H., & Co 
Master-Craft Corp., Div. S-W 
National Blank Book Co 
Rockwell-Barnes Co 
Shank Leather Goods Co 
Union Pencil Company 
Wilson Jones Co. 

Memorandum Devices 
Autopoint Company . 

Bates Mfg. Company 

Mending Tape 
Warshaw Mfg. Co. 

Metal Badges, Checks, Tokens, Ete. 
Dayton Stencil Works 
Meyer & Wenthe, Inc 

Metered Mail Systems 
Commercial Controls 

Moisteners 
Better Packages, 
Mohler , * 
Rivet-O Mfg. Co 
Sengbusch Self Cl. 

Numbering Machines 
Bates Mfg. Company 
Roberts Numbering Mach 

Office Partitions and Railings 
Globe-Wernicke Co., The 

Office Printing Outfits 
Fulton Specialty Co 

Pads, Figuring 
Boorum & Pease Co 
National Blank Book Co 
Rockwell-Barnes Co 
Wilson Jones Co 

Paper 
Agency Paper Co. 

Eaton Paper Corp. 
Rockwell-Barnes Co 
Wansco Paper Products Co., 

Paper Clamps 
Acco Products, 
Cook, H. C., Co 
Esterbrook P en Co, 

iraff, Geo. B., Co. 
Hunt, € Howard Pen Co 
Vail Manufacturing Co 

Paper Clips 
Oakville Co., Div. Scovill 
Vail Manufacturing Co 

Paper Fastening Machines 
Ace Fastener Corp 
Acme Staple Company 
Bates ~" Company 
Hotchkiss Sales Co 
Markwell Mfg. Co 
Neva-Clog Products, 
Speed Products Co 
Victor Safe & Equip. Co 

Paper Fasteners & Washers 
Oakville Co., Div. Scovill 

Paste (See Inks, Adhesives, Etc 

Pencils, Mechanical 
Autopoint Company 
Kahn. David, Inc 
McLennon Pen Co 
Rite-Rite Mfg. Co 
Sheaffer, W. A.. Pen Co 

Pencil Sharpeners 
Hunt, C. Howard, Pen Co 

Pencils, Wood Cased Lead 
Dixon, Jos., Crucible Co 11 
General Pencil Co 
Staedtler, J. S.. Inc 
Swan Pencil Co 

Penholders 
Dixon. Jos 

Pens, Steel 
Esterbrook Pen Co 
Hunt, C. Howard, Pen Co 
Sengbusch Self Cl. Inkst'd Co 

Pins and Pin Containers 
Oakville Co., Div. Scovill 
Vail Mfg. Co 

Platens, Typewriter, 
Ames Supply Co 
Shipman-Ward Mfg. Co 

Postal Meters 
Commercial 


Postal Scales 
Commercial Controls C 
Hanson Scale Company 


Presentation Covers 
Amberg File & Index Co 
Oxford Filing Supply Co 
Smead Mfg. Co 


Price & Sign Markers 
Eureka Specialty Prtg. Co 
Fulton Specialty Co 
Stewart, R. A., & Co 
Superior Type Co 


Publishers 
British 


Punches 
Acco Products, Inc 
Bates Mfg. Company 
Boorum & Pease Co 
Globe-Wernicke 
National Blank 
Wilson Jones Co 


Co. 


Co 


Corp 


Inc 
Inkst'd Co 


Co. 


Inc 
Inc 


The 


Crucible Co 115, 


& Ete. 


Controls Corp 


orp 


103, 


Staty. Exporter 


Book ( 


Co., The 74, 


211 


244 


207 


97 


102 
176 


119 


119 


220 


199 


104 


Push Pins 
Moore Push Pin Co 

Ribbons ane —— 
Allen & ( 
Amer. The Paper Mfg. C 
Ames Supply Co...... ea 
Beck Duplicator Corp., : “The... 
Buckeye Rib. & Carbon Co 
Codo Mfg. Corp... 
Columbia R. & C 
Copy Papers, Inc 5 
Frankel Carbon & Ribbon Co 
Little, A Inc. an 
Manifold Supplies Co 
Miller-Bryant- Pierce, 
Mittae & Volger, Inc 
Old Town Rib. & Carb. 
Pacific Car. & Rib. Mfg. 
Peerless Imperial Co... 
Pengad Mfg. Co 
Phillips Process Co. 
Regal Typewriter Co 
Royal Typewriter Co., 
Shallcross Co., The 
Shipman-Ward Mfg 
Storms, H. M., Co. 
Underwood Corporation 


Site. Go. 


Div 


Co. 


Inc. 


Co 


Rapides 





LCS. 


} 
Back Cover 





U. S. Typewriter Ribbon Mfg. Co...203 
Webster, F. 8., ; RS 
Write, Ine 224 
Rubber Bands 
Plymouth Rubber Co..... 251 
Spencer Rubber Products Co 246 
Rubber Stamps 
Mever & Wenthe, Inc 207 
Stewart. R. A., & Co 217 
Superior Type Co. 217 
Rubber Type 
Fulton Specialty Co 204 
Superior Type Co 217 
Stewart, R. A., & Co 213 
Rulers, Transparent 
OI TO OD. avcenncccteentecersctinene 172 
Safes 
Art Metal Construction Co 63 
General Fireprofing Co _~ 25 
Globe-Wernicke Co., The susgeed We ae 
Herring-Hall-Marvin Safe Co. 188 
Invincible Hetal Furniture Co.. 173 
Mellink Steel Safe Co..... : 208 
Security Steel ‘Equipment Corp. 72 
Shaw-Walker Co. ; 100 
Victor Safe & Equip. Co att 206 
Yawman and Erbe Mfg. Co 78 
Scrapbooks 
Globe-Wernicke Co., The 74, 75 
Hanson, J. L., Co 5 ....196 
Weis Mfg. Co 67, 68, 69, 70 
Wilson Jones Co 159 
Seals, Gummed 
Eureka Specialty Prtg. Co 243 
Secretary Desks 
Art Metal Construction Co. 63 
General Fireproofing Co . 65 
Globe-Wernicke Co., The..... 74, 75 
Peerless Steel Equip. Co 248 
Shaw-Walker Co ES 100 
Wabash Filing Sup plies, “Ine 175 
Shelving 
All-Steel-Equip. Co 226 
Art Metal Construction Co 63 
Browne-Morse Co 85 
Corry-Jamestown Mfg. Corp. 110 
General Fireproofiing Co 65 
Globe-Wernicke Co., The 74, 75 
Security Steel Equipment Corp. 72 
Shaw-Walker Co 100 
Sians, Changeable Letter 
Acme Bulletin & Dir. Corp 243 
Slide Rules 
C-Thru Ruler Co 172 
Post, The Fred., Co a3 
Stamp Affixers 
Commercial Controls Corp. 119 
Stamp Pads 
Bates Mfg. Co 201 
Fulton Specialty Co 204 
Meyer & Wenthe, Inc 207 
Phillips Process Co 158 
Rivet-O Mfg. Co 242 
Rockwell-Barnes Co. 205 
Stewart, R. A., & Co 217 
Superior Type Co 217 
Stamps, Duplicating 
Multistamp Co., Inc., The... 108 
Stands for Office Machines 
All-Steel-Equip. Co. 226 
Anderson-Hickey Co 128 
Art Steel Sales Corp...................... 
149, 50, 51, 52, 53, 54, 55, 56 
Fair Furniture Co........00..00..000.. .233 
General Fireproofing Co ..65 
Globe-Wernicke Co., The 
Harter Corporation 91 
Peerless Steel Equip. Co. 248 
Shipman-Ward Mfg. Co 176 
Sturgis Posture Chair Co 95 
Wells Office Furniture Co 166 
Staple Extractors 
Ace Fastener Corp &3 
Schollhorn, William, Co 160 
Staples and Stapling Machines 
Ace Fastener Corp 83 
Acme Staple Co 244 
Bates Mfg. Co 201 
Hotchkiss Sales Co 222 
Markwell Mfg. Co 84 
Neva-Clog Products, Inc 209 
Speed Products Corp 87 
Vail Manufacturing Co 157 
Stencils, Brass 
Dayton Stencil Works 244 
Stenographers’ Note Books 
National Blank Book Co 77 
Rockwell-Barnes Co. 205 
Stools 
Harter Corporation 91 
Wells Office F irniture Co 166 
Storage and Transfer Cases 
All-Steel-Equip. Co 22¢ 
Amberg File & Index Co 199 
Art Metal Construction Co 63 
Art Steel Sales Corp 
49, 50, 51, 52, 53, 54, 55, 56 
Bankers Box Co 138 
Barkley. C. L., & Co . 92 
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Browne-Morse Co..... 
Cole Steel Sales Co. : 
Columbia Steel Equipment Co. 













Corry-Jamestown Mfg. Corp. 110 
General Fireproofing Co... - 65 
Globe-Wernicke Co., The..... 74, 75 
Guide System & Supply Co 145 
Imperial Methods Co......... 182 
Invincible Metal Furniture = 173 
Metal Office Furniture Co.. 141 


Peerless Steel Equip. Co. 
Pronto File Corp..... 
Rockwell-Barnes Co. 
Security Steel Equipment Corp... 
Shaw-Walker Co : 
Wéeis Mfg. Co.. - F ae 69, 
Yawman and Erbe Mfg. Co.. 78 
Store Fixtures and Equipment 
All-Steel-Equip. © 
Strong Boxes, Fire Protected 
Herring-Hall-Marvin Safe Co......... a 
8: 











Meilink Steel Safe Co.. 

Tables 
Art Metal Construction Co................. 63 
Browne-Morse Co..............---- ..- 85 
Corry-Jamestown Mfg. Corp. 110 


General Fireproofing Co...... .. 65 
Globe-Wernicke Co., The. 
Peerless Steel Equip Co. mS 
Security Steel a Corp. sina 
Shaw-Walker Co........... ie 
Victor Safe & Equip. “Co... 
Wells Office Furniture Co... 
Tax Record Books & Systems _ 
Commonwealth Publishing Co........... 137 
Telephone Accessories 
Bates Mfg. Co................ 
Reyam Plastic Products Co. 
Victor Safe & Equip. Co. 
Telephone Stands 
Art Metal Construction Co.. 
Art Steel Sales Corp.... 
149, 50, 51, 52, "63, 54, 55, ae 
General. ‘Fireproofing es 
Globe-Wernicke Co., The..... 
Peerless Steel Equip. Co. 
Shaw-Walker Co 

















Yawman and Erbe Mfg. Co............. 
Thumb Tacks ; 
traff, Geo. B., Co.... sab 215 
Oakville Co., Div. Scovill........ 165 
Ticket Holders te 
Aigner, G. J., Co.... Seactaestsia 127 
Vail Manufacturing Co... 157 
Trimming Boards 
American Photo Lab...............-..-. 249 
Photo Materials Co. 136 
Tying Bands & Devices 
Rochester Wire-O-Binding, Inc. 244 
Type, Typewriter 
Ames Supply Co. main 102 
Shipman-Ward Mfg. 5 ee: 176 
Typewriter Cleaning Material 
Bainbridge, _— & Haupt, 
BIND abevesreecesisiensessskepncienesonancssenees 123, 223 
Cardine 227 
Clarotype Co. esate 200 





Harriman-W: elts, Inc.. 












Mittag & Volger, Inc. . .. 58 
Norta Distributing Co.. 195 
Red Feather Products, Ltd. 213 
Regal Typewriter Co........... .228 
Rivet-O Mfg. Co. 242 
Shipman-Ward Mfg. Co. 7 
Webster, F. S., Co.......... 
Typewriter Cushion Keys 

Peerless Imperial Co. 121 
Shipman-Ward Mfg. Co. 176 
Speed Key Mfg. Co... 243 
Speed Products Co 87 





Typewriter Cushion Knobs and Bases 
Amer. Hair & Felt Co......... 
Ames Supply Co.. 
Rickett, L. M., Co. 
Business Mach. ‘Products, 
Peerless Inmperial Co.. 
Shipman-Ward Mfg. Co... 

Typewriter Dip Cleaning Machines 
Magnus Chemical Co....................... 

Typewriter Parts and Tools 
Ames Supply Co...... 
Shipman-Ward Mfg. 

Typewriter Tables 
(See Stands for Office Machines.) 






“Ine. 











Typewrites, Mfrs. of 
Royal Typewriter Co...... 57 
Smith, L. C., & Corona Type- 3 

WTS cases crccnecesnnneentiernsniinessiocces 
Underwood Corporation Back Cover 
Woodstock Typewriter Co...........142, 216 

Typewriters, Rebuilt and Used z 
Regal Typewriter Co............ 228 
Shipman-Ward Mfg. Co......... 176 

Visible Systems Equipment 
Acme Visible Records, Inc.. 133 
Aigner, G. J., Co ete 127 
Art Metal Construction Co.... 63 
Boorum & Pease Co..... 181 
Globe-Wernicke Co., The 74, 75 
Master-Craft Corp., Div. S-W.. 113 
National Blank Book Co.... 77 
Ross-Gould Co, ........ ecient 
eo 100 
Sheppard, The C. E., Co.. 164 
Stationers Loose Leaf Co...... ' 245 
Victor Safe & Equip. Co..... 206 
Wilson Jones Co... eee 159 
Yawman and Erbe Mfg. , 178 


Wardrobe Racks 
New England 
Waste Baskets 
Art Steel Sales Corp... 


Woodworking Co 234 


149, 50, 51, 52, 53, oo 55, 56 
Bainbridge, Kimpton & Haup 

ne. . r ti23, 223 

Cole Steel Sales Co. 28 


Cons Jamestown Mfg. Corp..... 
Federal Fibre Corp 
General Fireproofing 
Globe-Wernicke Co., 
Peerless Steel Equip 
Shaw-Walker Co. 


Wholesale Stationery 


Co ; 
The 
Co 





Associated Stationers Supply Co 194 
Bainbridge ema & Haupt, 
Inc wine, Ba 
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EWANTS AND OR SAli 


The rate for classified advertisements is ten cents a word, minimum charge $2.00. 


SITUATIONS WANTED 





POSITION WANTED: Fifteen years’ experience as outside salesman, 
buyer and manager. Thorough knowledge of the printing and stationery 
business. Would prefer to represent manufacturer in the Southwest. 
World War II Overseas Veteran. Available about March Ist. Write 
A-42, care Office Appliances, Chicago 6. 





POSITION WANTED: Experienced indexing, systems, and office equip- 
ment, stationery and printing salesman wants connection. Will work on 
commission, salary, or will purchase interest. Will consider traveling. 
Address A-43, care Office Appliances, Chicago 6. 





MECHANIC with limited experience as typewriter repairman is open for 
new connection. Prefers Minnesota, the Dakotas, Wisconsin or Iowa. 
Address A-44, care Office Appliances, Chicago 6. 





TYPEWRITER, ADDING MACHINE MECHANIC seeks connection, estab- 
lished firm. Repairs al! makes, 17 years’ experience, can sell. Go any- 
where; good references. Age 40, married. Paul R. Smith, 3117 Kinsey 
Ave., Des Moines 17, Iowa. 





COMBINATION SALES AND SERVICE MAN fully qualified on type- 
writers, adding and dictating machines, experienced service manager. 
Prefer western U. S. References. Address A-47, care Office Appliances, 
Chicago 6. 


OFFICE MACHINE SALESMAN with remarkable record is open for new 
connection in West Coast area or Southwest. Operated own business, 
sold machines to dealers for manufacturers and has served as branch 
manager. Experienced particularly in typewriters, adding machines, cal- 
culators and other accounting machines. Will serve as field representative 
for manufacturer, operate machine department for established dealer, or 
will consider other suitable opening. Well acquainted with dealers from 
coast to coast. Capable of doing first-class selling job. For particulars 
address A-48, care Office Appliances, Chicago 6. 


MECHANIC—22 years’ experience on the bench and outside, married, 
wishes position with a reliable dealer. Best of references. Address A-50, 
care Office Appliances, Chicago 6. 








SALESMEN WANTED 





WANTED: Experienced indexing, systems, and furniture salesman by 
well established stationer with largest stocks in this territory. Salary 
$75.00 per week plus traveling expenses. Car furnished. State age, experi- 
ence, and former connections. Address N-166, care Office Appliances, 
Chicago 6. 





AAA-1 MANUFACTURER of most complete, fine quality line of hek- 
tograph and spirit duplicating materials, printed forms and supplies, 
inked ribbons, carbon papers, etc., has territory openings for steady, 
reliable type of salesmen who are workers. New exclusive products have 
created an unusual opportunity for able representatives. Permanent 
employment. Excellent earnings on commission basis with guaranteed 
drawing account and expenses paid. Full credit on all business in as- 
signed territory. Old Town Ribbon & Carbon Co., Inc., 750 Pacific Street, 
Brooklyn 17, N. Y 





WANTED FACTORY REPRESENTATIVE 


By nationally known mid-western manufacturer of office equipment and 
supplies. Excellent opportunity. Must have experience selling dealers; 
be able to conduct sales meetings; evaluate markets; open up new dealer- 
ships. The position is full time and permanent. Give complete back- 
ground and details of experience. All letters shall be kept confidential. 
Write N-174, care Office Appliances, Chicago 6. 





OUTSIDE AND INSIDE SALESMAN WANTED. Experienced capable 
commercial, Stationery and Office Equipment salesman for old estab- 
lished firm, in fast growing California Central Valley city of 20,000. 
Send references, age, experience, and photo if interested. Address N-165, 
care Office Appliances, Chicago 6. 





REPRESENT ESTABLISHED MANUFACTURER Tags, Labels, Tickets. 
Christmas Cards, Seals, etc., to cover New England, Middle Atlantic and 
Central States, West to St. Louis. Must have established contacts with 
retail and wholesale stationers. Drawing against commission. Address 
N-177, care Office Appliances, Chicago 6. 





WANTED: Young man experienced as inside salesman in office supply and 
equipment lines by well established stationer carrying largest inventory 
in this territory. Starting salary $65.00 per week. State age, experience, 
and former connections Write N-172, care Office Appliances, Chicago 6. 








EXECUTIVES WANTED 





WANTED: Merchandise Manager and Buyer for large rapidly growing 
organization having both retail stores and industrial sales organization. 
This is not just a buyer’s job as it requires executive initiative and man- 
agement ability as well as merchandise knowledge. This is a splendid 
opportunity for the man who can qualify. Write Mr. R. P. Lewis, The 

P. Lewis Company, 203 Paterson Bldg., Flint 3, Michigan, stating 
experience and giving full information about yourself. All replies will be 
kept in complete confidence, of course. 
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MANAGER WANTED. Complete charge Chicago Office Equipment Busi- 
ness. Sales, four man shop. Specialize in Elliott Fisher, Sundstrand 
Bookkeeping Machines. Participation in profits. Assured future. Oppor- 
tunity to buy business if satisfactory. Address N-171, care Office Appli- 
ances, Chicago 6. 








MECHANICS AND REPAIRMEN WANTED 





TYPEWRITER AND OFFICE MACHINE MECHANIC: prefer man with 
excellent knowledge of Noiseless typewriter. Excellent salary and plenty 
of overtime. Ideal working conditions with advancement. ill consider 
combination sales and service arrangement. References exchanged. Write 
for full information. Address N-167, care Office Appliances, Chicago 6. 





WANTED—Experienced typewriter and adding machine mechanic who also 
has sales experience. Flat salary guarantee with liberal commission on 
repairs and typewriter sales. Must furnish references as to reliability. 
Thatcher Printing Co., Plainview, Texas. 





OFFICE APPLIANCE MECHANICS: Here’s a chance to go in business 
for yourself. Take over our Service Department on a profit sharing basis. 
All equipment furnished. Must be capable of handling all makes of add- 
ing machines and typewriters as well as some experience with Remington 
Accounting machines. A suitable contract will be offered to the right 
person. Address N-175, care Office Appliances, Chicago 6. 





WANTED—Experienced typewriter and adding machine mechanic who 
also has sales experience. Salary with commission on sales and repairs. 
Office supplies in connection. A-1 references necessary. Standard Printing 
Company, Cuero, Texas. 





TYPEWRITER AND ADDING MACHINE MECHANIC, all makes of 
machines, Established 45 years. About sixty "miles from Detroit, Michi- 
gan. Adrress N-164, care Office Appliances, Chicago 6. 





TYPEWRITER REPAIRMAN WANTED. He should be especially good 
with Royals and Smiths. Good pay with chance to become shop foreman. 
Located in the north Missouri River Basin. Write N-168, care Office 
Appliances, Chicago 6. 





BOOKKEEPING MACHINE SERVICE MAN: Must be experienced on 
Burroughs Bookkeeping Machines and Moon Hopkins. Permanent posi- 
tion, good pay. All applications strictly confidential. Write N-169, care 
Office Appliances, Chicago 6. 





EXCELLENT OPPORTUNITY FOR QUALIFIED REPAIRMAN with estab- 
lished concern having plans for expansion. Dealers for Royal, Dick, Fri- 
den, Victor, Dictaphone, Ditto. Compensation based on record and 
ability. Give complete information first letter. Russell Stationery Com- 
pany, Box 2011, Amarillo, Texas. 





EXPERIENCED SOBER OFFICE MACHINE MECHANIC wanted by well 
established firm. Give references and qualifications, and what expect to 
make. Box 69, Fulton, Ky. 





TYPEWRITER AND ADDING MACHINE MECHANIC WANTED. Perma- 
nent. Address N-170, care Office Appliances, Chicago 6. 





WANTED EXPERIENCED DICTAPHONE AND EDIPHONE repairman. 
Young Office Equipment Co., 170 North LaSalle St., Chicago 1. 








REPRESENTATIVES AVAILABLE 





SOUTHWESTERN REPRESENTATIVE AVAILABLE. To handle one high 
class line to dealers with headquarters in Dallas, Texas. Returned over- 
seas veteran, lifetime experience in the printing, office furniture, equip- 
ment and supply business. Address A-45, care Office Appliances, Chicago 6. 





MANUFACTURERS ATTENTION—Here’s a man with 12 years experi- 
ence in selling to Government and private business—now wanting to repre- 
sent your organization in Washington. Write James F. Hardy, Barr 
Building, Washington 6, D. C. 





EXPERIENCED SALESMAN with established following in California sell- 
ing stationery to jobbers, chain, department, drug, gift, stationery stores, 
etc., desires additional line. Commission basis. Address A-46, care Office 
Appliances, Chicago 6. 

FOR PACIFIC NORTHWEST AND ALASKA, experienced office equip- 
ment, systems, and stationery sales organization desires to represent 


factory lines direct to wholesalers and retailers. Commission basis pre- 
ferred. Address A-51, care Office Appliances, Chicago 6. 








REPRESENTATIVES AVAILABLE ABROAD 





C. PELLA & CO. S8.R.L. Moreno 830 Buenos Aires, Argentina, is willing 
to represent a responsible firm dealing in office appliances, preferably 
typewriters, adding and calculating machines new or used. Offer best 
banking and commercial references. 
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WANTS AND FOR SALE, Continued from page 7 





BRAZIL 


RELIABLE SALES ORGANIZATION, wholesalers on General Office Sup- 
plies and Equipment, Drafting and Surveying Supplies, accepts representa- 
tion on commission basis or distribution on own account. Best references. 
Please write to Inter Comercial e Industrial Ltda.—Caixa Postal 52 

Sfo Paulo, Brazil. 








REPRESENTATIVES WANTED 





DISTRIBUTORS WANTED by manufacturer of fast-selling, new kind of 
typewriter base. Has many important features that make it far superior 
to old type of felt or rubber pads. Some choice territories still available 
to organizations calling on typewriter dealers. Write for details, outlining 
what territory you cover. how many salesmen you have, other lines you 
carry, to N-176, care Office Appliances, Chicago 6. ; 


WANTED TO BUY RETAIL BUSINESS 


FORMER OPERATOR of book and stationery store desires to re-enter 
field in the West. Interested particularly in California or Colorado but 
will consider other states. Would like college bookstore or similar if 
available at reasonable price. Address A-49, care Office Appliances, Chi- 
cago 6. 


RETAIL BUSINESS FOR SALE 





WILL SELL SUCCESSFUL office machines business located in Chicago. 
Established in 1939. Specializes in bookkeeping, adding, addressing ma- 
chines, etc. 4 man shop completely equipped. Substantial inventory. 
Investment will require about $25,000. Reasonable — arrangements 
will be made with substantial parties. Address N-173, care Office Appli- 
ances, Chicago 6 





= 


REPAIRING AND OVERHAULING 








COMPTOMETERS REPAIRED, 
Write, Chicago Adding Machine Service, 
Til. 


overhauled. Comptometer parts repaired. 
537 S. Dearborn St., Chicago 5, 








TRADE SCHOOLS 





TYPEWRITER REPAIRING 
Students operating own repair shop. 
Box 269, Osborn, Ohio. 


Original, simplified Home Study Course. 
Weber Typewriter Mechanics School, 








TO RENT REPAIR SHOP 





WILL LEASE fully equipped repair shop in established concern of per- 
centage basis, in Fargo, N. Dak. Parts stock furnished and plenty of 
work guaranteed. Address N-163, care Office Appliances, Chicago 6 








FOUNTAIN PEN REPAIRING 





WELTY'’S REPAIR ALL MAKES FOUNTAIN PENS, Desk Pens, Pencils, 
etc. Repaired at Standard prices but now require 90 to 150 days’ time. 
We especially feature “CONKLIN,’?’ SWAN, WATERMAN, WAHL, PAR- 
KER, WELTY, SHEAFFER, MOORE, etc., but can repair all other makes. 
We feature Gold Pen Points and Repairing. Mail all makes to ONE place 
for better service. ASK ABOUT NEW WELTY PENS, $1.50 TO $10.00 
LIST. Welty Pen and Repair Co. (Est. 1904), 38 So. State St., Chicago 3. 





FOUNTAIN PEN REPAIRING~--Largest and best equipped pen shop in 
Middle West gives TWO-DAY SERVICE on Fountain Pens and Mechanical 
Pencils. Authorized and recommended by Sheaffer, Parker, Eversharp, 





Waterman and other leading manufacturers. Factory prices All work 
guaranteed. We pay return postage, furnish dealer repair envelopes. 
Price list and envelopes on request. Collins Pen Shop, 150-52 E. Fourth 
Street, Cincinnati 2, Ohio. 
GUARANTEED FOUNTAIN PEN REPAIRING 

SAVE TIME AND MONEY BY SENDING ALL YOUR PEN AND PENCIL 
REPAIRS TO KENTUCKY PEN COMPANY. OVER 1,000,000 PENS HAVE 
BREEN REPAIRED BY OUR FACTORY TRAINED EXPERTS FOR DEAL- 
ERS THROUGHOUT THE COUNTRY. FULLY AUTHORIZED BY ALL 
LEADING MANUFACTURERS INCLUDING PARKER, SHEAFFER, 
EVERSHARP AND WATERMAN. PROMPT SERVICE. WRITE TODAY 
FOR PRICE-LIST, DEALER DISCOUNTS AND FREE REPAIR EN- 


VELOPES. 


KENTUCKY PEN CO., INC., 316-A West Chestnut St., Louisville 2, Ky 








ADDING MACHINE PARTS, TYPE, etc. 


Machine Parts 
request a 


and Calculating 
parts upon 


Adding 
specific 
Calif 


LARGE STOCKS of new and used 
iailable. Quotations furnished on 
Dehn, Jr., 16483 101st Ave., Oakland, 


BURROUGHS, 


FOR SALE AND WANTED TO BUY, USED EQUIPMENT 





ELLIOTT-FISHER, Burroughs, Moon Hopkins, Adding and Calculating 
machines, Comptometers, Electromatic Typewriters, and Fanfold machines, 
bought and sold. Chicago Office Appliance Co., 587 South Dearborn St., 


to0om 306, Chicago 5. 





QUANTITY of Monroe and 
rough, complete. Inquiries 
American Business Machines, 


Calculators, hand and electric, 
types of other machines. 
New York 13, N. Y 


Marchant 
solicited on all 
135 Grand St., 





ELLIOTT-FISHER Machines, Adding Machines, Comptometers, Burroughs 
and Monroe Calculators, Typewriters and all office machines bought and 





sold. Teeter-Warsh Co., 849 N. 3d St., Milwaukee 3, Wis. 
BURROUGHS, MOON HOPKINS, ELLIOTT-FISHER. We buy, sell, repair, 
rebuild. Comprehensive service ed dealers. Adding and Bookkeeping 


Machine Service Co., 1307 Grand, Kansas City 6, Missouri. 





adding machines—all 


ealculating machines, 
434 Caswell 


ELLIOTT-FISHER machines, 
Crowley Company, 


office equipment, bought and sold. W. J. 
Bldg., Milwaukee 3, Wis. 





BURROUGHS, MOON HOPKINS, Elliott-Fisher, Remington Accounting 
Machines, and everything in the office machinery line. State model, serial 
number and we will quote highest cash Sox International Office Appli- 
ances, Inc., 326 Broadway, New York 7, N. Y 


Bookkeeping Machines, 


MOON HOPKINS, Elliott-Fisher 
Dorrell-Markel, 93 


Comptometers, all makes calculators bought and sold. 


S. 11th, Minneapolis, Minn. 
DICTAPHONES, EDIPHONES—for 20 years, headquarters for machines, 
cylinders, wholesale. Chicago Dictating Machine 


supplies, Supertone 


Co., 28 South Wells St., Chicago 6. 


rebuilding, sales 


Foremost specialists in ; 
American 


equipment. Write for catalog. 
New York 3, N. Y. 


EDIPHONES 
dictating 
235 Fifth Ave., 


DICTAPHONES 
and purchases of 
Dictating Machine Co., 


KARDEX, ACME, all makes used visible filing equipment. Thousands of 
reconditioned cabinets, panels, books, always on hand. Special service and 
prices to dealers for purchase or sale. Get our quotations. Chas. Ss. 
Nathan, Inc., 548 Broadway, New York 12, N. Y 

other visible systems, attractively 


moderately 
Office 


GUARANTEED REBUILTS, KARDEX, 
refinished, thoroughly rebuilt for years of additional service, 
priced. Used equipment also bought and — Universal 
Equipment Co., 7-9 Waverly Place, New York 3, 


bought in quan- 


Adding machines, Comptometers, 
119 Lafayette 


Mercury Business Machine Co., Inc., 
Y. CAnal 6-7044. 


WANTED—Calculators, 
tities at best prices. 
St., New York 13, N. 


FOR SALE: TWO SLIPSHEETERS, one speedliner spirit duplicator, one 


small Elliott addressing machine, one Elliott-Fisher with cabinet, four 
register, CAXI3AES8D-190100. Elliott-Fisher and duplicator require slight 
adjustment. Address All Make & Reliable Typewriter Company, 16 W. 


Bryan St., Savannah, Georgia. 


MULTIGRAPH RIBBONS 


and other wide inked ribbons remanufactured, 
also silk ribbons. New ribbons of all kinds in the reel. 


Dealer proposition. 


Lewis, 413 West State, Milwaukee. 

OFFICE FURNITURE DISTRIBUTOR IS INTERESTED IN BUYING 
FURNITURE AND ACCESSORIES IN LARGE QUANTITIES. WRITE- 
WIRE—PHONE OFFICE FURNITURE WHOLESALE DISTRIBUTORS, 74 
BROAD STREET, NEW YORK 4, N. Y. BO 9-8231. 

ACME (Insite) 8x5—14. and 23 drawer units, also 6x4 and 5x3 size. 


Quantity of MeCasky Production Panels. Commercial Card System Co., 


135 Grand St., New York 13, N. Y. 





KARDEX, ACME, POSTINDEX, etc., visible filing equipment of all types 
bought and sold. We specialize in this field and offer full cooperation to 
dealers. Commercial Card System, 135 Grand St., New York 13, N. Y. 
WANTED—Want to buy an Olm Filing Folder Machine. Address, Ivan 
Allen-Marshall Co., Atlanta 1, Ga. 

WANTED TO BUY Surplus equipment of all types. Ready buyer. Colum- 


bia Trading Corp., 7 Waverly Place, New York 3, N. Y 

WANTED 
Factograph cabinets, in 6 and 12 drawer 8x5 
size, complete with card holders. We are also interested in extra 8” 
International card holders in any quantity. Advise what you have avail- 
ible. E. H. Heineman, Box 552, St. Louis 1, Mo. 


INTERNATIONAL Visible 


VISIBLE EQUIPMENT bought, sold and exchanged. We specialize in re 
built Kardex, Acme and International Visible Factograph cabinets, as 
well as other makes. Write and tell us what Visible Equipment you need 
or have for sale. Special prices to Dealers. E. H. Heineman, 4 North 
Eighth St., St. Louis 1, Mo. 
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BUSINESS OPPORTUNITIES 


Wanted Abroad 


Business Connections Wanted by Bombay Firm—Rustomjee, Sons of 
Hoshang House, 70-C, Gowalia Tank, Bombay 26, India, a firm for 
exporting, importing and manufacturer representation, desires to estab- 
lish business relations with American manufacturers of air-conditioning 
units and a complete line of office requirements, except office furniture. 
The India firm is especially interested in typewriters, adding machines 
and calculating machines. The organization has connections all over 
India, Burma and Ceylon and post-war plans include establishment of 
sales offices, showrooms and warehouses at Calcutta, Lahore, Madras, 
Karachi, New Delhi, Colombo and Rangoon. For reference, interested 
manufacturers are directed to the Discount Bank of India, Ltd., Sir 
Phirozeshah Mehta Road, Fort Bombay 1, India. The usual terms of busi- 
ness are exclusive agency and distribution rights for India, Burma and 
Ceylon on a commission or a buy-outright basis. The advertising charges 
are to be borne jointly. All inquiries from the trade territory allotted 
are to be referred to the Bombay firm which states, “If certain areas 
are already represented, we will be interested in taking up representation 
for the territories which may still be open. Interested manufacturers 
are asked to submit complete catalogs and literature from the very 
beginning in order that they be informed of the sales possibilities without 
loss of time. Air mail correspondence may be found feasible to speed 
communication.” 





Ma2irid Representative Seeking Agencies—L. Jubert, Marques de Cubas, 
25, Madrid, Spain, is interested in receiving offers for the exclusive 
sales representation or agency in Spain of American firms selling office 
appliances and supplies. Mr. Jubert states the. he has been established 
since 1925 and operates with a good sales organization of traveling sales- 
men. Besides stationery items in general, he would welcome offers from 
houses manufacturing duplicators, adding and calculating machines. Illus- 
trated catalogs are wanted, by registered mail, to accompany the 
correspondence. The Spanish importer is particularly interested at this 
time in an adding machine of nine keys, simple or standard type, and 
states that if manufacturers desire to save time they could send six 
copies of invoice for 250 machines of this type. 


Sven Kihiberg Seeks Contacts for Swedish Firm—Managing director 
Sven Kihlberg of the firm of Josef Kihlberg, Hjo, Sweden, is now in the 
United States for several weeks seeking to find new agencies and articles 
for his organization. Typewriters, adding machines, stapling machines, 
staples and other office machines and equipment are wanted by the 
Josef Kihlberg firm, which has a main office in Hjo, two offices in 
Stockholm and a showroom in Gothenberg and sells the products through 
different sales organizations. Information regarding the firm can be 
secured through The National City Bank of New York, N. Y. Manu- 
facturers are asked to communicate with Sven Kihlberg, addressing their 
letters and brochures to him, care of the Swedish Chamber of Commerce, 
45 Rockefeller Plaza, New York 20, N. Y. 


Agencies Wanted for New Business in Denmark—Frode Thingsig, Kilde- 
gaarden 12, Aarhus, Denmark, is proposing to start his own agency for 
vltice machines and desires contacts with American manufacturers of 
these products. In order to secure import permits in Denmark, 
Mr. Thingsig desires to complete the negotiations as soon as possible. 
For 16 years, he has been connected with the office machine business, hav- 
ing been employed by the National Cash Register Company for nine years, 
the last five years serving as manager of the branch at Aarhus, the second 
largest city in Denmark. Mr. Thingsig is 36 years of age and states that 
his capital is adequate for the business which he is opening up. 


Stockholm, Sweden, Firm Seeks U. S. Contacts—-The firm of Oscar Del 
lert, Luntmakregatan 36, Stockholm, Sweden, seeks contacts, for sales 
representation, with American manufacturers of stencils, mechanical lead 
pencils, fountain pens, adhesive transparent tapes, rubber pencil erasers, 
rubber bands, pencil sharpeners and staples for use in paper fasteners and 
stapling machines. For 20 years Oscar Dellert has been exclusive dis- 
tributors in Sweden for such well-known firms as Columbia Ribbon and 
Carbon Manufacturing Company, New York, N. Y.; E. S. Perry, Ltd., 
London; and Markwell Export, Ltd., New York, N. Y. Buying is done on 
own account for a sales organization covering all of Sweden, and financial 
control is retained of an office appliance firm selling to Swedish con- 
sumers. 


Lines Sought by Mexican Agent—-Abe Baum, importer, exporter and 
manufacturers’ agent, P. O. Box 9096, Mexico, D. F., Mexico, is interested 
in obtaining several additional office equipment and supply lines to handle 
throughout Mexico. He now represents The B. L. Marble Chair Company 
and The Troy Sunshade Company. Manufacturers of the following lines 
are invited to send him catalogs and price information: desks, files, desk 
sets, stapling machines, list finders, perpetual calendars, and_ simila 
products. As a reference he gives the Bano Latino Americano, S. A., 
4A De Balderas Num. 34, Mexico, D. F., Mexico. 


Samples, Quotations on Stencils Wanted in Holland—The H. Delnay, 
Sweerts de Landasstraat 12, Postgiro No. 176508, Arnhem, Holland, wants 
manufacturers to send samples of stencils for Mimeograph, Edison, Dick 
and Gestetner rotary duplicators with latest quotation on 50 or 100 boxes, 
24 to 48 sheets each. The samples and quotations are wanted via air mail. 


Dealer in Spain Seeks Information From Pcn Manufacturers—Heliodoro 
Benedet, Arguelles 37, Oviedo, Spain, is interested in receiving catalogs, 
samples and other information from manufacturers of founta.n pens or 
other types of pens made from metal and non-rusting steel with 14-karat 
gold points. 


Representation Sought by Firm in Amsterdam J. Buzaglo, Den Tex- 
straat 29, Amsterdam C, Holland, a commission agency, is seeking con 
nections with American manufacturers of office appliances. Good connec- 
tions are claimed in the Dutch market, assuring a large turnover of goods. 


Office Machin:s Sought in Czechosiovakia—Jirovec A Spol, Narodni Tr. 
32, Prague, Czechoslovakia, desires to represent American manufacturers 
of office machines. The firm specializes in the sale of calculating and 
bookkeeping machines, but is interested in all types, including rebuilt 
machines. 
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Wanted at Home 


J. S. Greer Seeks Products for Colorado Firm—Now established at 
15 North Tejon Street, Colorado Springs, Colo., J. 8S. Greer is interested 
in making contacts for the supplying of products to be handled at his 
firm dealing in office appliances, machines and equipment and providing 
service for office machines. In the new store, which will shortly expand 
to a different location with adequate display room, J. 8. Greer desires 
several fast-selling items such as pen sets, erasers, lead, pencil sharpeners, 
typewriter ribbons and paper. Agencies are held for i C. Smith and 
Corona typewriters, the Ediphone and the Fridén calculator. 


Akron Firm Wants Additions to Office Systems Line—The firm of 
Stinaff’s, 34 South High Street, Akron, 8, Ohio, has recently moved to 
more commodious quarters where the keeping of larger inventory is 
possible. Additions to the present line of office systems, not miscellaneous 
stationery items, are wanted, and communications from manufacturers 
will be welcomed, 


Lines Sought for New Office Machines Firm in Denver—Operating the 
Office Machines Co., as a new firm at 1443 Welton Street, Denver 2, Colo., 
W. C. Brower is seeking contacts with manufacturers whose lines would 
fit in with a typewriter exchange. Most lines of office specialties, furni- 
ture, files and kindred products are wanted. 


Agencies, Products Wanted by Elyria, Ohio, Firm—Purchasing a new 
building near the center of the business district in Elyria, Ohio, the Baker 
Typewriter Sales & Service Company, 230 East Second Street, is ready for 
expansion, Salesmen and manufacturers are asked to contact the company 
in regard to the handling of items, preferably on an exclusive basis. 
Office furniture, and office appliances and supplies are wanted. 


Arkansas Firm Seeks Merchandising Connections—Wann & Shirrell of 
347 East Main Street, Batesville, Ark., handling printing, office supplies 
and stationery, seeks connections with dealers or manufacturers with 
whom they could establish an account and buy office furniture, including 
steel filing cabinets. 


Trade Literature Wanted by Firm in Texas—Establishing an office 
supply business in connection with 20-year-old printing office, the Fulwiler 
Printing Company, 116% Chestnut Street, Abilene, Tex., desires catalogs 
and other information from manufacturers and wholesalers of office 
supplies and equipment. 


Greenville, N. Y., Firm Seeks Articles for Office-—Warren Stevens, 
Greenville, N. Y., is interested in receiving information from manufac- 
turers of low-priced lines of fountain pens, mechanical pencils and 
office specialties. 














CORPORATION REPORTS AND 
FINANCIAL NOTES 


Parker Pen Company, Janesville, Wis.Directors of the Parker Pen 
Company, Janesville, Wis., have voted to call a special meeting of stock- 
holders in February to act en a proposal to increase the number of 
authorized shares from 200,000 to 500,000 and issue two no par common 
shares for each of the 189,950 $10 par common shares outstanding. The 
other 10,050 authorized shares are in the company treasury. (Chicago 


Tribune, January 5.) 





General Fireproofing Company, Youngstown, Ohio—Directors of General 
Fireproofing Company on November 19 declared a dividend of 25 cents 
per share on common stock and a regular quarterly dividend of $1.75 
on preferred stock. The common dividend was payable December 10 to 
stock of record, November 26, and the preferred is payable January 2 on 
stock of record, December 20.—AK. 


Art Metal Construction Company, Jamestown, N. Y.—Directors of Art 
Metal Construction Company have declared a dividend of 50 cents a 
share, payable on January 2 to holders of record, December 16. A similar 
payment was made in previous quarters.—GET. 


Addressograph-Multigraph Corporation, Cleveland, Ohio—This company 
reported for year ended October 31, net income of $1,143,146, or $1.25 a 
common share, compared with $1,208,728, or $1.59 a share during the 
preceding 12 months.—AK 








NEW TRADE LITERATURE 





Rockwell-Barnes Company, Chicago, has just issued a completely- 
illustrated informative folder concerning Rock-a-File basic filing im- 
provements in steel. Illustrations depict the system in use and show 
how space can be saved. Model floor plans are included. Copies of this 
trade literature can be secured from the Rockwell-Barnes Company at 
35 East Wacker Drive, Chicago 1, Lllinois. 


Standard Business Machines Company, Chicago I1., has just issued an 
attractive brochure in color telling about the new Sound-On-Wire for the 
office. Distinctive features, outstanding advantages and principles of this 
new recording device for increasing business etilciency are told in the 
trade literature which may be secured from the Standard Business Ma- 
chines Company at 542 South Dearborn Street, Chicago 5, II. 





MISSING MACHINES | 





H. S. Hutchinson & Company, Book Store Building, 222-226 Union Street, 
New Bedford, Mass.—-A new Remington typewriter, Model 17, serial 
No. J-726926 markline pica, 11-inch carriage, is missing from the New Bed- 
ford Y.M.C.A. Any information relative to the whereabouts of this ma- 
chine should be forwarded immediately to H. 8. Hutchinson & Company. 
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PATENTS 


Copies of patents shown here can be obtained 
from the Commissioner of Patents, Washington, 
D. C., for ten cente each in cash, postoffice 
money orders or certified check. Stamps and 
personal checks not accepted. 


2,300,041. Caleulating Machine. Harold T. Avery and 
Theodore H. Lassagne, Oakland, Calif., assignors to 
Marchant Calculating Machine Company, a corporation 
of California. Application December 1, 1943, Serial 
No. 512,452. Granted December 4, 1945. 

2,390,125. Binder Case Construction for Books. Frank 
Stanley Schade, Holyoke, Mass., assignor to National 
Blank Book Company, Holyoke, Mass., a corporation of 
Massachusetts. Application September 13, 1944, Serial 
No, 553,812. Granted December 4, 1945 

2,390,163. Typewriting Accounting Machine. Erich 
Mez, Berlin-Charlottenburg, and Friedrich Pott and 
Werner Heinze, Zella-Mehlis, Germany; vested in the 
Alien Property Custodian. Application June 22, 1936, 
Serial No. 86,664. Granted December 4, 1945. 

2,390,203. Communication System. Richard H. Camp- 
bell, Racine, Wis., assignor to Webster Electric Com 
pany, Racine, Wis., a corporation of Delaware. Appli- 
cation February 28, 1944. Serial No. 524,178. Granted 
December 4, 1945. 

2,390,215. Swivel Chair. George M. Grill, Kew Gar 
dens Hills, N. Y., assignor to Lewyt Corporation, a 
corporation of New York. Application August 9, 1944, 
Serial No. 548,665. Granted December 4, 1945. 

2,390,219. Staple. Desmond R. La Place, Pittsburgh, 
Pa., assignor to Bocjl Corporation, Pittsburgh, Pa., a4 
corporation of Delaware. Application June 13, 1942, 
Serial No. 446,985. Granted December 4, 1945. 

2,390,259. Carbon Interleaved Record Assembly. James 
Gordon Kerr, Washington, D. C., assignor to Moore 
Business Forms, Inc., a corporation of Delaware. Ap 
plication May 19, 1944, Serial No. 536,291. Granted 
December 4, 1945. 

2,390,294. Display Mount. Carroll N. Cross, Middle 
Mass. Application October 14, 1942, Serial No. 
983. Granted December 4, 1945. 

2. "390, 396. Accounting Machine, Pascal Spurlino and 
Konrad Rauch, Dayton, Ohio, assignors to The National 
Cash Register Company, Dayton, Ohio, a corporation of 
Maryland. Original application October 2, 1940, Serial 
No. 359,374. Divided and this application September 13, 
1943, Serial No. 502,128. Granted December 4, 1945. 

2,390,413. Printing Machine. Waldemar A. Ayres, 
Kew Gardens, N. Y., assignor to International Business 
Machines Corporation, New York, N. Y., a corporation 
of New York. Application December 31, 1942, Serial 
No, 470,741. Granted December 4, 1945. 

2,390,414. — Machine. Waldemar A. Ayres, 
Kew Gardens, N. Y., and Ralph E. Page, West Orange, 
N, J., assignors to jt Business Machines Cor- 
peration, New York, N. Y., a corporation of New York 
Application July 29, 1943, Serial No. 496,606. Granted 
December 4, 1945 

2,390,441. Adding and Subtracting Mechanism. Harold 
Hall Keen and Thomas Oliver Wright, Letchworth, Eng 
land, assignors to International Business Machines Cor 
poration, New York, N. Y., a corporation of New York 
Application August 9, 1940, Serial No. 351,948. Granted 
December 4, 1945 

2,390,466 Drawing instrument. Walter Harry 
Schneider, Ridgefield, N. J., assignor to Keuffel & Esser 
Company, Hoboken, N. J.. a corporation of New Jersey 
Application March 29, 1941, Serial No. 385,793. Granted 
December 4, 1945 

2,390,479. Mobile Accounting Device. Arthur K. 
Watson, New Canaan, Conn, William L, Lewis, Bing 
hamton, N, Y., and James L, Walsh, Washington, D. C., 
assignors to International Business Machines Corpora 
tion, New York, N. Y., a corporation of New York. Ap 
plication July 10, 1942, Serial No. 450,470. Granted 
December 4, 1945 

2,390,541. Writing Implement. Henry C. Klagges, 
Collingswood, N. J., assignor to The Esterbrook Steel 
Pen Manufacturing Co,, Camden, N. J., a corporation 
of New Jersey Application March 16, 1943, Serial 
No. 479,305. Granted December 11, 1945. 

2,390,549. Reeording Apparatus and Method. Albert 
W. Metzner, Dayton, Ohio, assignor to The Standard 
Register Company, Dayton, Ohio, a corporation of Ohio 
Application April 29, 1942, Serial No. 441,000. Granted 
December 11, 1945 

2,390,554. Typewriting and Manifolding. Stephen 
Haines Plum, Il, Madison, N. J. Application February 
23, 1940, Serial No. 320,398. Granted December 11, 
1945 








390,573. Envelope Hopper For Mail Treating Ma- 
chines. Robert A. Dohl and Edward G. Ziegelhoefer, 
Rochester, N. Y., assignors to Commercial Controls 
Corporation, a corporation of Delaware. Application 
a 22, 1943, Serial No. 484,042. Granted December 
Ll, 1945 

2,390,583. Printing Machine. Walter T. Gollwitzer, 
Euclid, Ohio, assignor to Addressograph-Multigraph 
Corporation, Wilmington, Del., a corporation of Dela- 
ware. Application July 21, 1941, Serial No. 403,272. 
Granted December 11, 1945 

2,390,587. Printing Machine. Robert L. Hatfield, 
Cleveland Heights, Ohio, assignor to Addressograph 
Multigraph Corporation, Wilmington, Del., a corpora 
tion of Delaware. Apllication January 16, 1942, Serial 
No, 426,973. Granted December 11, 1945. 

2,390,612. Reinking Machine For Typewriter Ribbons. 
Leon L. Ogg, Creston, lowa. Application November 4, 
1942, Serial No. 464,487. Granted December 11 ,1945 

2,390,636. Writing Instrument. Laszlo Jozsef Biro 
Buenos Aires, Argentina. Application June 17, 1943, 
Serial No. 491,206. Granted December 11, 1945. 

2,390,667. Inkstand. Gustav J. Sengbusch, Milwau- 
kee, Wis Application February 3, 1944, Serial No. 
520,858. Granted December 11, 1945. 

2,390,864. Cerrespondence Portfolio. Warren V. Bay 
ley Los Angeles, Calif. Application April 26, 1944, 
Serial No. 532,925. Granted December 11, 1945. 

2,890,870. Accounting Machine. Arthur R. Colley 
Oakwood, Ohio, assignor to The National Cash Register 
Company, Dayton, Ohio, a corporation of Maryland 
Original application January 30, 1941, Serial No 
376,670. Divided and this application December 9, 1943, 
Serial No. 513,556. Granted December 11, 1945 

2,390,958. Portfolio. Samuel Perlin, New com, a. 2 
Apnlication September 11, 1944, Serial No. 553,636 
Granted December 11, 1945 

2.390.974. Paper Filing Panel. Roy E. Wells, James- 
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2,391,056. Keyboard Perforator. Ross A. Lake, Oak 





town, N. Y assignor to Art Metal Construction Com : x ‘ K 
pany, Jan estown N Y.. a corporation of Massena ts. Park, IJl., assignor to Teletype Corporation, Chicago, 
\ppli cation February 27, 1943, Serial No. 477,423 Ill., a corporation of Delaware. Application February 
ted December il, 1945 22, 1943, Serial No. 476,693. Granted December 18, 
2,390,987 Folding Cover for Typewriting Machines 1945 : ‘ : ‘ ? 
or the Like. José Gonzalez Cabrera, Habana, Cuba 2,391,062. Adhesive Tape Dispensing Device. Paul S. 
Application January 24, 1944, Serial No. 519,570 Madsen, Bethany, Conn., assignor to The Seamless 
Granted December 18, 1945 Rubber Company, New Haven, Conn., a corporation of 
2.391.054. Multiple Payment Coupon Book. Edward Connecticut. —, > 1940, Serial No. 
A. Kelly, Indianapolis, Ind Application March 18, 360,397. Grante ecember 18, 1945. ' 
1944, ‘Serial No. 52 2 104. Granted December 18, 1945 2.391.089. Keyboard Release Mechanism. Carl M 
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Friden, Pleasanton, and Anthony B. Machado, Oakland. 
Calif., assignors to Friden Calculating Machine Co., 
Ine., a corporation of California. Application November 
+ aa Serial No. 465,112. Granted December 18, 


2,391,097. Typewriting Machine. Frank P. Kuhl, 
New Yerk, N. Y., assignor to Underwood Corporation, a 
corporation of Delaware. Application June 14, 1943, 
Serial No. 490,945. Granted December 18, 1945. 

2,391,098. Caleulating Machine. Anthony B. Machado, 
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San Leandro Calif., assignor to Friden Calculating 
Machine Co., Inc., a corporation of California. Applica 
tion April 3, i944. Serial No. 529,332. Granted De- 
cember 18, 1945. 

2,391,247. Carton or Box Opener. Carl T. Knudtson, 
Blue Earth, Minn. a a 7, 1944, Serial No 
543,922. Granted December 
* 391,285. Display Container and Blank Therefor. 
Marshall I. Williamson, New York, N. Y., and Raymond 
Fink, Easthaven, Conn., assignors to National Folding 


1946 


Box Comapny, New Haven, Conn., a corporation of New 
Jersey. Application January 25, 1943, Serial No. 473,- 
434 tranted December 18, 1945. 

2,391,364. Twine Holder. Clarence D,. Threlkeld, 
Bellingham, Wash. Application January 18, 1945, Serial 
No. 573,381. Granted December 18, 1945. 

2,391,385. Fountain Pen. Max Boral, New York, 
N. Y. Application September 16, 1944, Serial No. 
554,430. Granted December 25, 1945. 

2,391,471 Towel Cabinet Timer. Ramiel Morris, 
St. Louis. Mo. Application April 4, 1942, Seria! No 
437,621. Granted December 25, 1945. 

2,391,557. Fountain Pen. Ejnar Erik Ejerson, Stock- 
holm, Sweden. Application January 28, 1944, Serial 
No. 519,989. Granted December 25, 1945. 

2,391,673. Envelepe. Albert M. Broudy, Pittsburgh, 
Pa. Application March 21, 1944, Serial No, 527,476. 
Granted December 25, 1945. 

2,391,771. Time Sehedule Caleulator. Charles C 
Clark, Columbus, Ohio. Application April 17, 1943, 
Serial No, _ 483,525. Granted December 25, 1945. 

2,391,777. Embossing Machine. Walter T. Gollwitzer, 
Euclid, Ohio, assignor to Addressograph-Multigraph Cor- 
poration, Cleveland, Ohio, a corporation of Delaware. 
Original application May 31, 1938, Serial No. 210,897, 
now Patent No. 2,265,229, dat December 9, 1941. 
Divided and this application October 25, 1941, Serial No. 
416,547. Granted December 25, 1945. 

2'391,825. Caleulating Machine, Arthur J. Fettig, 
Detroit. Mich., assignor to Burroughs Adding Machine 
Company, Detroit, Mich., a corporation of Michigan. 
Application January 31, 1942, Serial No. 428,989. 
Granted December 25, 1945. 

2,391,859. Room Cooling Deviee. Earl Babcock, Dun- 
can, Okla., assignor to The Goover Company, North 
Canton, Ohio, a corporation of Ohio. Application Octo- 
ber 22, 1937, Serial No. 170,454. Granted January 1, 
1946. 

2,391,897. Sound Controlled Recorder and Reproducer. 
Gerard A Harrington, Baltimore, Md. Application 
March 22, 1944, Serial No. 527,561. Granted January 1, 
1946 

2,391,911. Automatic Telephone Dialer. Thomas W. 
MacKenzie, Cranford, N. J. Application February 27, 
1942, Serial No. 432,677. Granted January 1, 1946. 

2,391,984. Printing Telegraph Apparatus. Ross A. 
Lake, Oak Park, IL, assignor to Teletype Corporation, 
Chicago, Ill., a corporation of Delaware. Original appli- 
cation February 22, 1943, Serial No, 476,693. Divided 
and this application February 26, 1944, Serial No. 
524,101. Granted January 1, 1946. 

2,392,028. Automatic Weighing Scale. Benjamin 
Cooper, Netcong, N. J. Application March 13, 1942, 
Serial No. 434,532. Granted January 1, 1946. 

2,392,031. Sheet Assembly Device. Howard G. Deny- 

ven, Cincinnati, Arthur L. Hess, Silverton, and Edward 
R. Hess, Deer Park, Ohio, assignors to Ditto, Incorpo- 
rated, Chicago, Ill, a corporation of West Virginia. 
Application October 30, 1943, Serial No. 508,422. 
Granted January 1, 1946. 
92,078. Stenographic Machine. Milton H. Wright, 
Lake Bluff, Ill., assignor to Stenographic Machines, Inc., 
a corporation of Illinois. Original application Decem- 
ber 16, 1939, Serial No. 309,582. Divided and this 
application May 18, 1942, Serial No. 443,469. Granted 
January 1, 1946. 

2,392,082. Printing Machine. Franklin E. Curtis, 
Euclid, Ohio, assignor to Addressograph-Multigraph 
Corporation, Wilmington, Del., a corporation of Dela- 
ware. Application January 13, ‘1941, Serial No, 374,259. 
Granted January 1, 1946. 

2,392,256. Typewriter Demonstrator. Frederick W. 
Nichol, New York, N. Y., assignor to a 
Business Machines Corporation, New York, 
corporation of New York, Application April 3. 1941. 
Serial No. 391,088. Granted January 1, 1946, 

2,392,275. Reeording Apparatus. Henry L. Tholstrup, 

Rochester, New York, assignor to International Business 
Machines Corporation, New York, N. Y., a corporation 
of New York. Application December 14, 1944, Serial 
8,161. Granted January 1, 1946. 
2,276. Typewriting Machine. Richard von Rep- 
pert, Rochester, N. Y., assignor to International Busi- 
ness Machines Corporation, New York, N. Y., a corpo- 
ration of New York. Application December 11, 1943, 
Serial No. 513,939. Granted January 1, 1946, 

2,392,287. Interlocking Device for Storage Cabinets. 
Jacob Mandel, New York, N. Y., assignor to Pronto File 
Corporation, New York, N. Y., a corporation of New 
York. Application October 16, 1942, Serial No. 462,269. 
Granted January 1, 1946. 


DESIGN PATENTS 

143,109. Design for a Combination Desk Unit. Scott 
P. Akers, Washington, D. C. Application August 31, 
1945, Serial No. 121,758. Granted December 11, 1945. 

143,125. Design for a Display Stand. Robert Brinke- 
ma. Kew Gardens, N. Application April 4, 1945, 
Serial No. 118,859. Granted December 11, 1945. 

143,142. Design for Writing Pa or the Like. 
Milan Freund and Paul Neuberger, New York, N. Y. 
Application August 7, 1945, Serial No. 121,301. Granted 
December 11, 1945. 

143,146. Design for a Calculator. James M. Hobbs, 
Tucson, Ariz. Application July 3, 1945, Serial No, 120,- 
502. Granted December 11, 1945 

143,149. Design for a Display Raek. Rodney W. 
MacDonald, Seattle, Wash. Application June 18, 1945, 
Serial No. 120,176. Granted December 11, 1945. 

143,192. Design for a Display Cabinet. Martin M. 
Drogin, Philadelphia, Pa., assignor to Wreshmaster 
Corporation, Newark, N. J., a corporation of New Jersey. 
Application June 3, 1944, Serial No, 113,846. Granted 
mr Ke 18. 1945. 

143,193. Design for a Display Cabinet. Martin M. 
Drogin, Philadelphia, Pa., we = to a 
Corporation, Newark, ation of 
Jersey. Application June 3, "ho44, “Serial No. 113, oer 
Granted December 18, 1945. 

143.230. Design for a Smoker’s Stand. Onnie Mankki, 
Cleveland, Ohio, assignor to Smokador Manufacturing 
o., Ine., Bloomfield, N. J., a corporation of Delaware. 
Application July 7, 1945, Serial No. 120,570. Granted 
December 18, 1945. 

143,231. Design for am Urn. Onnie Mankki, Cleve- 
land, Ohio, assignor to Smokador Manufacturing Co., 
Inc., Bloomfield, N. J., a corporation of Delaware. Ap- 
plication July 7, 1945, Serial No. 120,568. Granted 
December 18, 1945. 

143,265. Design for a Desk. George C. Brainard, 
Youngstown, Ohio, and Raymond Loewy, New York, 
N assignors to The General Fireproofing Company, 
Youngstown, Ohio, a corporation of Ohio. Application 
Jame 22, 1945, Serial No. 120,257. Granted ber 
25, 1945. 

143, 266. Design for a Desk. George C. Brainard, 
Youngstown, Ohio, and Raymond Loewy. New BR 
N. Y., assignors to The General Fireproofing 
Youngstown, Ohio, a corporation of Ohio. wean ol 
June 4 1945, Serial No. 120,260. Granted  Woommber 
25. 1945. 
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As You Sow— 


ERTILE GROUND “south of the border” 
appeals in this post-war era, but as this industry 


sows in the virgin soil, so shall it reap. 


This is no time for shallow plowing and scanty 
scattering of the seeds of friendship. It’s no time 
for business relationships on the basis of grab—the 


take-all, give-nothing philosophy. 


The flow of office appliances and equipment to 
Latin America can flourish for a time as goods 
become available for foreign trade. But without 
mutual willingness to exchange products and supply 
credit facilities, and without serious attention to a 
policy of understanding the Latin American peoples 
and their cultural and political ties, the river of 
commerce must eventually dry up in a slough of 
hatred. 

No successful American manufacturer in our 
industry would think of developing a territory in 
these United States without sound exploration. It 
also holds true that the manufacturer should not 
be naive enough to believe that he can blindly 
stumble into a profitable business in South Amer- 
ica. He must carefully appraise the climate, the 
resources, the politics, the language, as well as import 
and export possibilities. 

The manufacturing skill which can produce mil- 
lions of office machines for the Latin American 
trade must be exchanged for the products of the 
pampas and the mines. There must be more study 
of the Latin American languages in our schools, 
more actual living with our neighbors than mere 


tourist excursions. 


Drawing by William 
Roscow, courtesy of 
Credit and Financial 
Management, 


New York, N. Y. 
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The Trade Journal of the Office Equipment Industry 





Market Potentials for Office 


Equipment in Latin America 





NOTE: Mr. Orleans writes from a broad experience 
in the export field. His company maintains an office 
in Rio de Janeiro, Brazil, and has agency connections 
in most of the countries in the world. During the war 
Mr. Orleans was in a branch of the Army that per- 
mitted him to observe commercial conditions in many 
areas. His comments are based on careful analysis and 
study of export problems. 


N LATIN AMERICAN and the Spanish-speaking 

countries there exists today a profitable and com- 
prehensive market for office equipment, stationery and 
office supplies. It is a market estimated to be worth 
$50,000,000 in annual volume to United States manu- 
facturers. In the immediate future there exists a re- 
markable opportunity for the cultivation of those for- 
eign outlets. 

If, as, and when domestic production capacity ex- 
ceeds consumption, it will be vitally important to have 
an export demand ready to take up the slack. Dealers, 
importers, and consumers in Latin America and the 
Spanish speaking countries are anxious to obtain goods 
manufactured in the United States. There is an active 
feeling of good will for American products in this field. 
This, with the current inability of other nations to 
ship goods, presents a golden opportunity for Ameri- 
can expansion. A foreign market established today 
may well mean the difference between profit and loss 
for American manufacturers in the years to come. 

The fact that domestic demand at the present can 
so easily consume current production should not lead 
to a short-sighted policy of not preparing for the fu- 
ture. Companies viewing the picture from a long- 
range angle are deliberately and logically allocating a 
certain percentage of their production at this time to 
foreign sales in order that their manufactures, their 
names, and their trade-marks may be established firm- 
ly for a future essential diet. 


Geography of Markets 


One of the important factors in Pan-American trade 
is the matter of geography. From the standpoint of 
shipments from the United States it is of little sig- 
nificance because goods can be moved with equal ease 
from the Atlantic seaboard, the Gulf of Mexico, or 
the Pacific Coast. Ports of destination do not present 
a problem, either, but a thorough knowledge of the 
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By Fred A. Orleans 


President, 
Orleans Company, Inc., 
New York, N. Y 





QUESTIONNAIRE 


The following brief questionnaire was prepared in the 
hope that answers to it would facilitate understanding of 
mutual problems of office equipment and supplies impor- 
ters in other countries and exporting manufacturers in 
the United States. From understanding and study will 
come a sound basis for international business relations. 
Readers are urged to send answers to the queries in as 
full a form as possible, directing mailings to the editor 
of OFFICE APPLIANCES. 
1. What lines do you carry? 

What companies do you represent? 

What territory do you cover? 

How do you cover it—by your own salesmen? by 

agents? 

How many salesmen or agents do you have? 

What financial and/or business references can you 

give? 

W hat credit terms do you require? 

8. What suggestions do you have to offer on shipping? 
packaging? 

9. What types of items are best suited to the market 
in your country? 

10. What items would you like to add to your present 
lines? 


* & 


Don 


= 





geography/ of the countries of Central and South 
America is of genuine value to U. S. exporters. Under- 
standing of distances between commercial centers, dif- 
ficulties or facilities of transportation between those 
centers, international boundary lines, and so forth 
will help to make possible efficient export practices. 
What one doesn’t know can definitely be harmful in 
this matter. 

At the present time practically all export business 
is done by irrevocable letters of credit. Of more im- 
portance at the moment are tariffs, which play im- 
portant parts in the exporting business because the 
more we, as a nation of people, buy from abroad, the 
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more we can Sell to other 
countries. Study of tariff 
regulations of the United 
States and Latin America 
will provide a helpful back- 
ground. 

Contacts in the Latin 
American markets are 
readily obtained. The 
Bureau of Foreign and Do- 
mestic Commerce, Wash- 








ington, D. C., gives excep- 
tional service. The booklet 
“Guides for the New and 
Prospective Foreign Trader” 
put out by this Bureau will 
be found of value. Trade publications offer an effective 
means of reaching this field. The publication “Efectos 
de Escriterio” is a quarterly magazine printed in Span- 
ish and devoted entirely to promoting sales of United 
States office supplies in Spanish-speaking countries. 
The American Office Supply Exporters, an association 
comprised of export managers of leading office supply 
companies, holds monthly meetings for the discussion 
of export matters and issues frequent bulletins on 
this subject. 





FRED A. ORLEANS 


Demand for All Types of Items 


Every type of office supply and equipment can be 
sold in the Latin American countries, not excluding 
even greeting cards. The greatest demand, of course, 
is for those items with distinctly American charac- 
teristics, such as efficiency devices. 

In many instances a single agent can cover any one 
Latin American country effectively, since such agents 
ordinarily have representatives who make regular trips 


to all buying centers. Some firms, however, have found 
it advantageous, because of transportation and com- 
munication difficulties in countries like Colombia, to 
appoint individual agents in the main cities of Colom- 
bia—Bogota, Barranquilla, Cali, Medellin—which are 
located in different parts of the country. 


The best practice in appointing agents would be to 
have a personal interview with prospects. Such agents 
frequently come to the United States to make con- 
nections. On the other hand, information as to the 
capabilities of representatives can be obtained from 
non-competing manufacturers in the office supplies 
field. In many cases, this method has been followed 
with excellent results. Information on agents can be 
obtained through a bank, Foreign Credit Underwriters 
Association and a publication such as the American 
Exporter, which has at hand an extensive file of infor- 
mation on foreign agents and distributors. Individual 
reports can be obtained from the Bureau of Foreign 
and Domestic Commerce for $1.00 a report and if 
information on any firm is not already in the file of 
the Bureau, the field service will compile a report at 
no extra charge above the dollar. Membership in an 
exporters’ association helps considerably in this mat- 
ter. 

Summarizing, the problems of an export depart- 
ment are essentially the same as the problems of a 
domestic sales department. The market must be sur- 
veyed, a sales staff built, promotion programs organ- 
ized, and an executive group established in such a 
way that the business finger will always be on the 
pulse of conditions. As in the achievement of any 
worth-while objective, there is no simple and easy 
path to success in the export field. Good results come 
from hard work and thoughtful consideration of the 
importer as well as the exporter. : 


Ration Merchandize Equitably To 


Central and South America 





NOTE: Mr. Danforth’s comments are concerned with 
Brazil as an export market for United States manu- 
facturers. His assertions apply with equal force to any 
foreign market. Careful consideration of his remarks 
is urged. 


NFORMATION coming to us from many Official and 
I extra-official sources, trade associations, chambers 
of commerce, and so forth, reveal that the post-war 
scramble for American 
merchandise is on, and that 
if Brazilian importers do 
not fight for equitable 
treatment, they will be left 
behind. It is strongly inti- 
mated that other prospec- 
tive buyers are more ade- 
quately represented by their 
governments than are Bra- 
zilian buyers, furthermore, 
that official buying com- 
missions representing for- 
eign governments have a 
greater amount of influence 
and are able to bring upon 
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By Stephen P. Danforth 


President, 
Casa Pratt, Inc., 
Rio de Janeiro, Brazil 


American suppliers greater and more effective pres- 
sures than are available to Brazilian importers of 
United States merchandise. 

If entirely true, this is an alarming situation, re- 
quiring early attention at the policy-making level. If 
merchandise in short supply is to go to those who 
get there first with the cash, and shout loudest, some 
of our best and staunchest friends will be treated most 
unfairly. 

When there is not enough to go around, equitable 
rationing as a first step is a “must.” We and our 
aliies have been fighting for our lives, and simple com- 
mon sense dictates that we should not now forsake 
the fruits of our efforts. It would seem, therefore, 
upon first consideration, that the schedule of priority 
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izations very quickly disintegrate if not supplied 





und among prospective consumers of United States produc- 
adi tion should run about as follows: with merchandise. 
, to First, our own nationals. Third, it places a brake on inflation in foreign 
_ Second, the nationals of our allies. markets. 
— Third, the nationals of neutral countries. Fourth, it restrains incoming competition from 
Fourth, the nationals of the defeated countries. other foreign sources. We are reminded that pre-war 
to In this representation we are particularly interested competition of other foreign manufacturers of type- 
nts in the second category, namely, the manner in which writers, adding machines, calculating machines, du- 
endl American exportable surpluses of manufactured goods plicating machines and other office equipment, was 
the are to be apportioned among allies of the United rapidly driving United States manufacturers out of 
om the Brazilian market. 
: States. ‘coat 3) 
lies ° oy It must be remembered that if in the future no 
yed Several ey can re oa Ameria fae enemy of the United States is to make “guns” they 
be tories with whom we have discussed this problem agree will all insist upon making “butter.” If all the nations 
ers that the production of their factories shall b 7 divided of the earth are to be highly industrialized and, with 
nn and allocated equitably and that the allocation will be the exception of the “big five,” are to make only 
or- maintained and increased proportionately vee plant “putter,” the exportable surpluses of “butter” meeting 
al capacity apereases. This policy has been established in the Brazilian market are going to be highly com- 
on for obvious reasons: petitive. American executives who are framing post- 
if First, it is fair. war export policy are advised to give present needs 
of Second, it gives foreign sales and service organiza- of Brazil their immediate and sympathetic considera- 
at tions products with which to keep in business a very tion. It is not a market which can be abandoned and 
an important consideration, as sales and service organ- recovered at will. 
t- 
_ UNITED STATES TRADE INDEX 
[> The first issue of the United States Trade Index, 
i- listing North American manufacturers with products 
a for export to Latin America, is now in the process of 
le compilation and will be issued by Dun & Bradstreet 
y in the spring of 1946. Distribution will be through the 
y Dun & Bradstreet offices and agents in the 29 Latin 
e American markets and a total edition of 40,000 copies 


e will be placed in the hands of principal buying offices 
—manufacturers, sales agents, banks and government 
purchasing divisions. 

J. L. Fleming, vice-president, said that the foreign 
sales and research division of the agency was encour- 
aged to take on the task of compiling the index be- 
cause of the great increase in requests from Latin 
American buyers seeking reliable sources of supply in 
a wide variety of durable goods. 





TWO GREAT RECORDS IN '45; MARCH OF DIMES CAMPAIGN SEEKS ANOTHER IN JANUARY 


While achieving great records of untreated for lack of funds, regard- 


production for the war abroad, 
American industry's planners and 
workers in 1945 also made record 
contributions to the fight against a 
still unbeaten enemy at home—the 
war against infantile paralysis. 
Launching the new March of 
Dimes on January 14, those con 
ducting the campaign hope to bet- 
ter even the 1945 March of Dimes 
which topped all previous appeals 
and enabled the National Founda 
tion for Infantile Paralysis to carry 
on its organized fight against polio 
wherever this crippling disease 
struck. 
_ The need was never greater than 
in 1945, when more than 13,000 
cases were reported. The Na- 
tional Foundation disbursed more 
than $1,000,000 in emergency aid 
to epidemic areas in fulfillment of 
its pledge that "'no victim shall go 


FIGHT 


INFANTILE 
PARALYSIS 





MARCH OF DIMES, JANUARY 14-31 
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less of age, race, creed or color." 

As before, half of all contribu 
tions in the January 14-31 campaign 
is retained by the local chapter of 
the National Foundation for In- 
fantile Paralysis for special equip- 
ment, hospitalization, transporta- 
tion, treatment and care of polio 
patients. The other half goes to the 
national organization for research, 
education and emergency aid in epi- 
demics. 

This year, for the first time, the 
March of Dimes is being conducted 
without the living presence of the 
man who founded the movement 
and who is its symbol. It is a fitting 
memorial to the late President, of 
whom it can be said, as it also can 
be said of many others throughout 
the United States: “It did not con- 
quer him!'' 
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Selective Service Sells Specialties 


Specialization is Necessary 
To Genuine Service 


cialization, and specialization is 





HE SELLING of _ intelligent 

service is the primary objec- 
tive of a successful office supply 
and stationery store! Merchan- 
dise is merely the instrument of 
this service. The dealer must think 
first of the customer’s problem, 
not the space to be filled on his 
desk or in his office. If the dealer 
will raise his thinking to this high 
level, the transfer of merchandise 
to the customer will take place as 
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By J. E. Tufft 


a matter of course. This transfer 
with a reasonable mark-up for 
profit will take place as an end 
to service, not as an end in itself. 

This type of sales psychology 
most emphatically requires spe- 


the key word behind the service 
which results in the transfer of 
merchandise from dealer to cus- 
tomer in the stationery store of 
Schwabacher-Frey in Los Angeles, 
according to R. E. Shepherd, vice- 
president. 

When all is said and done, spe- 
cialization means knowing the 
most that can be Known about 
merchandise in stock. In the case 
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of a large establishment it means 
a free interchange of information, 
a full co-operation among depart- 
ment heads in order that no key 
man may be unaware of the stock 
in another department or not cog- 
nizant of the help that such stock 
can be to a customer when placed 
in his hands. It cannot be hoped 
or assumed that a department 
head can know as much about 
stocks and service in another de- 
partment as he does in his own. 
However, it can be assumed that 
he should acquire more than a 
mere casual knowledge of the 
merchandise and of the possibili- 
ties for service throughout the 
entire institution. A “good neigh- 
bor” policy among department 
heads is a primary essential. 


Specialized Training 


Specialized training never stops 
in the Schwabacher-Frey organi- 
zation. When a factory offers a 
course of training, whether it 
deals with a new method of pre- 
sentation, a new article of mer- 
chandise, or new system of office 
practice designed to save time and 
money for a potential customer, 
the department head, if at all pos- 
sible, takes such training, even if 
it means a trip across the conti- 
nent, as is frequently the case. He 
is expected to get a thorough 
knowledge of what the specialists 
in the factory have in mind and 
on his return is expected to be 
able to impart his new knowledge 
to his subordinates until each 
salesman is in turn a specialist. 
He is required also to meet with 
other department heads monthly 
and withhold nothing that will 
help them in their departments. 
Naturally, he receives always as 
much as he gives, for there is no 
department in which new ideas 
are not constantly coming to the 
fore. 


Analyzing Problems 


In this world of growing busi- 
ness complexity, office procedure 
everywhere is in a constant state 
of evolution. An office is a grow- 
ing thing. The manufacturer 
knows this and his products are 
therefore evolved to meet the 
growing and the changing needs. 
He aims to minimize procedure 
and reduce labor costs for the 
ultimate consumer, and he strives 
to turn out machines, forms and 
procedures to those ends. The 
man making the final sale is hard- 
ly a salesman if he does not know 
in a very thorough way what the 
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manufacturer has in mind. He 
must school himself to give the 
potential customer the true pic- 
ture of all that the manufacturer 
is trying to do for him. However, 
the salesman must learn to be a 
true analyst. He must grasp the 
customer’s problems, sense its size, 
suggest possible short-cuts in pro- 
cedure, and so on, thus guiding 
the customer’s mind accordingly. 
He must be like a family doctor, 
so to speak, in making a diagnosis 
and prescribing proper treatment. 
He can do this only if his training 
is thorough and definitely special- 
ized. 


If the diagnosis is correct, if 
his treatment is good, the cus- 
tomer will always be pleased with 
the price of the service. He will 
never object later about the cost 
of the equipment, provided, of 
course, the mark-up is within rea- 
son and in keeping with fair mer- 
chandising practice. 


Only the specialist can analyze, 
and only the analyst can sell the 
right thing at the right time. In- 
cidentally, only the right product 
at the right time constitutes a 
true sale; the wrong thing sold at 
any time represents either a blun- 
der or a deliberate injustice. Orig- 
inal sales power must come from 
knowledge of product and this 
knowledge must have service to 
the customer as its ultimate goal. 
Specialization, in other words, lies 
back of the very ethics of good 
business. 


Training in Printing Department 


Perhaps no department de- 
mands specialization more than 
does the printing department. A 
constant flood of customers’ prob- 
lems comes to this department. 
Every business has its individual 
needs in printed forms—not only 
immediate needs, but recurring 
needs. Only the trained specialist 
can help the customer in this 
phase of the printing business. 
The head of such a department 
must be able to grasp the custom- 
er’s printed form problem, must 
see where a reasonable amount of 
time can be saved for him, must 
provide him with forms adequate 
for the job and at, the same time, 
simplified with the thought of 
saving him from complications in 
his office procedure. The printing 
salesmen cannot know too much. 
Mere order-takers will never build 
business for a printing depart- 
ment. A _ printed form which 
causes annoyance every time it is 
used by a customer will eventually 
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mean a lost customer. A printed 
form that pleases: a customer 
every time he uses it makes a 
friend, not only for the salesmen 
but the firm as well. There can be 
little doubt that the printing 
salesman is an ambassador of 
good will or ill will. Detailed, thor- 
oughly imaginative, definite altru- 
istic specialization within his de- 
partment makes him an ambassa- 
dor of good will. In no depart- 
ment is the merchandise more the 
mere instrument of service than 
it is in the printing department. 
Specialization, however, must be 
the watchword. 


General Salesmen More Than 
“General” 


Like Schwabacher-Frey, every 
large firm must have several gen- 
eral salesmen, but such salesmen 
to be effective must be more than 
“general.” Obviously, they can not 
specialize on everything. No one 
can, for specialization never 
means knowing everything. How- 
ever, the general salesman must 
work in close harmony with all 
department heads and sit in on 
department head conferences as 
well as on general sales meetings. 
He is in a position to give as well 
as to receive suggestions. He can 
bring in from the field ideas of 
all kinds from prospective custom- 
ers. He can learn the problems 
of businessmen everywhere, hints 
that can help in all departments. 
He can provide department heads 
with suggestions for improvement 
of their services. 


On the other hand, the general 
salesman must of necessity go to 
those who have specialized more 
intensely on problems he encoun- 
ters. If department heads ard 
specialized salesmen are up on 
their toes always, if they learn 
all that can be learned, they form 
a great reservoir of information 
for the general salesman. The 
general salesman will never feel 
at a loss, for he will know that 
he is not out on a limb at any 
time. He will be always in a posi- 
tion to say, “I know that our Mr. 
So-and-so can do you a lot of 
good; he can make specific sug- 
gestions that will help you solve 
that problem. That is the thing 
he has specialized on. He put in 
weeks at the factory not long ago 
learning all he could about that 
sort of thing. I] have him run 
out and see you. When do you 
want him to come... ?” 


Department heads and salesmen 
who have specialized knowledge 
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are better able to “dovetail” the 
departments in a big establish- 
ment than indifferently trained 
people. They see farther. They 
get the total picture better in 
spite of all that may be said to 
the contrary. If a man has learned 
the specific details of his depart- 
ment and the merchandise in it 
in a thorough manner, he cer- 
tainly knows first of all that get- 
ting such knowledge and keeping 
abreast with developments repre- 
sents a tremendous amount of 
work. Knowing this, he will know 
also that the man in another de- 
partment likewise has done and 


is doing his job equally well. This 
is certain to increase his respect 
for the other fellow and respect 
for the specialized information 
available in the other man’s de- 
partment. Instead of being at 
loggerheads with others through- 
out the institution he is more 
likely to be splendidly co-opera- 
tive. Specialized training never 
tends to make a man an isolation- 
ist within an institution; it aims, 
rather, to instill in him a whole- 
some respect for the man in the 
next office. He visions the neces- 
sity of co-operation, and lends a 
hand to a “dovetailing” of effort 


and an exchange of information 
in a give-and-take spirit which 
unquestionably would be difficult 
to build up in an organization 
where specialization has not been 
the order of the day. 

For these reasons, Mr. Shepherd 
broadly stated, the Schwabacher- 
Frey Company, one of the largest 
concerns in southern California, 
has always featured specialization 
in a big way. No doubt that is one 
of the chief reasons why the com- 
pany has been so successful dur- 
ing the many years it has been 
in business. 


Specialize on Selling Yourself 


F LATE, more emphasis has 

been put on SELLING than I 
have ever noticed before. Much 
talk and ink is being spilled ad- 
vising the returned servicemen, 
who have no special training and 
who do not want or are not 
adapted to take up a trade, to go 
into the selling end of business. 
Much time and money will be 
spent by sales managers, advertis- 
ing men and personnel managers 
in organizing schools to train men 
how to sell some particular piece 
of merchandise. But the first step 
in selling, I think, is being able to 
sell yourself to the customer. In 
selling yourself, you sell your firm 
and then your material. To many 
of your customers you are your 
firm, so your firm is judged by 
your acts. 

We are not all blessed with a 
pleasing countenance like “The 
Profile,” a smile like a toothpaste 
ad, vocal cords like “The Voice,” 
hair like a shampoo ad, nor a body 
like Adonis—all these things that 
appeal at first glance but in the 
end may lack something which we 
call personality. There are all 
sorts of pro and con arguments 
on the subject, “Salesmen Are 
Born and Not made,” but I am 
sure that by taking stock of our- 
selves we can all improve on the 
origina! job even though we have 
all the God-given benefits that 
can be in our favor. But without 
them we should be under no great 
handicap. 

A man does not need to be a 
Beau Brummell, but he can dress 
neatly, have immaculate linen, 
be well-barbered without being 
a fop, According to Dick Diction- 


By Tom Stagg 


Sales Manager, 
Hoskins, Inc.., 


Philadelphia, Pa. 


ary, personality is the sum total 
of one’s quality of body, mind and 
character. The body must be kept 
clean in order to enjoy good 
health, that which we think little 
of until we lose it. Health is a most 
essential adjunct to success in 
anything, as no one wants to hear 
of your bellyaches. 

The mind must be kept clean 
and clear in order to think along 
the proper groove, and it can’t be 
kept clean and clear if one is lia- 


“ble to dissipate. 


Character—honesty is a must; 
your eyes can’t look the world 
straight in the eye if you are 
crooked. 

















MR. STAGG 


Know thyself and study to know 
thy customers. In many cases, the 
first five minutes of an interview 
may either make or lose a cus- 
tomer. In your first interview you 
are liable to make either a posi- 
tive or a negative impression. You 
can’t sell everyone, so that the 
buyer whom you cannot sell is 
not necessarily a son of a bil- 
lionaire. Be firm, but not fresh. 
Speak clearly in a moderate tone, 
arrive at your point quickly, don’t 
start at Second Street and talk 
slowly up to 18th Street. In these 
times people like to travel fast. 
Try to know his hobby; if he has 
a favorite daughter in the Waves, 
let him know that you know, but 
don’t dwell too strongly on per- 
sonal things; they may prove 
atomic. 

After you are in don’t get too 
familiar or you may go out as 
Balaam went home. 

When the buyer calls you by 
your first name, you have made 
some headway. 

Try to build at least one good 
account; one good account often 
makes you a Star instead of a sap. 

Get the “tough guy.” He may 
become your most loyal friend. 

Don’t ask for a “chance to 
quote.” The time wasted on 
“quotes,” if laid end to end, would 
get you nowhere. 

Don’t stick out your paw first 
to a prospect; let him lead with 
his right. 

Be a good listener; remember 
Nature gave you twice as many 
ears as it did tongues, and ears 
were not put there for decoration. 

Don’t be afraid of making a 
profit; every sensible buyer ex- 
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pects you to make a living and 
keep off relief. 

Don’t be afraid to look at your- 
self in a mirror. 

If you are inclined to be egotis- 
tical this may take you down a 
peg to where you belong, but if 
you're the shrinking-violet type, 
you may see something in the 
mirror that you never saw before. 

Don’t grin like a Cheshire cat, 


but you can have a pleasant smile. 

Remember that where more 
than one supplier enters the pic- 
ture on even terms, it’s the sales- 
man who’s most liked that gets 
the order. 

You don’t need to be a wit in 
order to laugh at your customer’s 
joke; if you don’t laugh he may 
think you a halfwit. 


After making a thorough study 
of this article and digesting all 
the red points contained therein, 
you still may be a flop in selling. 
In that case, if you are not too 
mentally deficient, you probably 
would make a wonderful sales- 
manager, a credit manager, a 
vice-president, or the head of a 


stationery business. 


“Analyze the Need” Is Policy of 


Stewart Salesmen 


PECIALIZED selling is the 
guiding sales policy at Stewart 
Office Supply Company, one of the 
leading office appliance dealers in 
the thriving city of Dallas. 

W. N. Stewart, the company’s 
president, characterizes this policy 
as one in which the company’s 
salesmen adequately fill the cus- 
tomers’ needs for complete office 
supplies. 

No two companies are alike in 
their needs, he explains, adding 
that the problem his salesmen 
successfully solve is the one of 
analyzing this need, then meeting 
it. This includes an understand- 
ing of interior decorating to a de- 
gree, so that proper tone to an 
office can be provided. 

“For example,” he says, “our 
salesman will provide the proper 
desk for the top-ranking execu- 
tive, the junior executive, the of- 
fice manager, and the clerks.” The 
salesman also advises on types 
and colors of rugs and other fur- 
nishings to prevent color clashes 
and other conflicts. This policy is 
carried out by handling exclusive 
lines in the Dallas area, and pro- 
viding all the office furniture from 
the same original line. Mr. Stew- 
art describes an exclusive line as 
beneficial to both dealer and man- 
ufacturer. He believes that the 
dealer receives better service when 
such an arrangement exists and 
that the manufacturer benefits 
from increased sales through the 
dealer’s promotion of that par- 
ticular line. 

One of the benefits outlined by 
Mr. Stewart for a dealer’s han- 
dling of an exclusive line in an 
area is through repeat business. 
Having already purchased desks 
and filing cabinets of a specified 
design, most firms prefer to con- 


By J. C. Dolph 


tinue matching their equipment 
when expanding their business or 
replacing units, he said. 
Specialized selling is used both 
by inside and outside salesmen. 
While most of the heavier equip- 
ment is sold by the outside staff 
(about 75 per cent of the volume of 
the business) the salesmen at the 


store itself are trained to furnish 
buyers with the products handled 
exclusively. 

The specialized selling policy at 
the Stewart company is one of 
long range, and used for more 
than 30 years. At the moment a 
buyers’ market exists, in which 
any manufactured article can be 
sold by the dealer, but Mr. Stewart 
does not believe that this situa- 
tion will continue indefinitely 
When the switch to a sellers’ mar- 
ket begins, he believes that the 
ability of his salesmen to under- 
stand and fulfill the needs of the 
Dallas office supply trade will con- 
tinue to keep his firm one of the 
leading suppliers. 


Basic Rules for Typewriter Care 
Set Up By Quartermaster 


PITOMIZING the typewriter 

as a “weapon for war just as 
important as a front-line machine 
gun” the Army Quartermaster 
Corps has recently printed and 
distributed thousands of labels for 
pasting on typewriter desks 
throughout all services. Listed on 
the label are the following basic 
rules for typewriter care. 

1. Never leave an unused ma- 
chine uncovered. 

2. Never leave a machine where 
it may be knocked off the desk. 

3. Never remove a machine from 
its place of official use. 

4. Never carry a typewriter by 
the carriage. Use both hands at 
the base of the frame. Female 
typists will call a man to transfer 
a machine elsewhere. 

5. Never allow unauthorized 
persons to use a machine. 

6. Never oil the carriage or the 
base of the type bars. Any oil here 
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will soil your paper. 
ALWAYS 

1. Clean the face of the type 
with a brush each day. 

2. Clean the type bars with a 
clean dry cloth each day. 

3. Dust the entire machine thor- 
oughly each day. 

4. Move the carriage from right 
to left when erasing. 

5. Notify the station quarter- 
master of any trouble. 

6. Oil your machine once a 
month, using typewriter oil and a 
small sharp stick as a dropper. 
Turn the machine on its back and 
put a small drop of oil on each 
moving part. Oil the carriage rail 
and wipe off excess. 

Distributed to every civilian per- 
sonnel office, headquarters orderly 
room and all supply departments, 
the common-sense rules are part 
of a world-wide economy move. 
—RAL. 
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Special Service Opens Way to Success 


In Ribbon and Carbon Business 


OLVE YOUR customer’s prob- 

lems and you will sell him. 

This is the philosophy of sales- 
manship used by Dorion J. Bris- 
bois, manager of the Carbon Paper 
Service Bureau of Toronto, Onta- 
rio, Canada, as the basis for suc- 
cess of a carbon paper business 
which had a humble beginning 
back in March, 1938, but now 
serves 2,000 customers. 

Service, not price, is given credit 
for the spectacular growth and 
Manager Brisbois says, “We forget 
the price angle entirely and un- 
derline as many opportunities to 





SELLING STEPS—lllustrating the 
Brisbois method of selling, the above 
scenes show the technique employed 
by a salesman for the Carbon Paper 
Service Bureau of Toronto, Ont. 
These statements might be made 
as he approaches an office secre- 
tary or stenographer: 

Top—"“Would this be the repro- 
duction job giving you the most 
trouble?” 

Middle—“May I suggest an easy 
way to eliminate the difficulty.” 

Bottom—"It is the correct combina- 
tion of white and carbon paper that 
does it.” 
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Experience of Carbon 
Paper Service Bureau, 
Toronto, Ont., Canada 


serve the client as we can possibly 
discover. We query the client’s 
stenographers on their paper prob- 
lems and do our utmost to solve 
them. And every stenographer 
does have some form of paper 
problem but rare is the typist who 
knows what to do about it... 
their bosses are usually too occu- 
pied with more important matters 
to do anything about the difficul- 
ties encountered, if they care at 
all. 

“We found the best selling 
method to be a dramatization of 
what we are Selling. As a rule we 
avoid asking stenographers or 
purchasing agents what competi- 
tor’s paper they are using. In- 
stead, we suggest a plan of 
‘matched manifolding’ that will 
solve almost all of ‘your paper 
problems.’ 


Prove Results in Advance 


“We present the prospective 
buyer with a complete (drama- 
tized) plan of work similar to that 
which he requires and we 
show him the results obtainable. 
We ask for permission to prove 
our plan on the spot—in the cli- 
ent’s office, where he will have 
every opportunity to see the HOW 
AND WHY.” 

Results? 

Let Dorion Brisbois continue his 
story: 

“The results are almost always 
successful from a sales standpoint 
for this reason: All stenographers 
and their employers use plenty of 
white and carbon paper of vari- 
ous grades but very few really 
know what each grade is capable 
of doing separately or as a com- 
bined working force. Basically it 
is a case of experience against in- 
experience—a good technical 
knowedge of paper performance 
possibilities compared with per- 


sons possessing little or no knowl- 
edge.” 

Once getting the prospective 
user to test the improved results 
possible by a paper change, a rec- 
ommendation of the new line to 
the firm authorities is usually eas- 
ily obtainable, Mr. Brisbois finds. 
He says: 


Buy Quality, Not Quantity 


“Smart purchasing agents al- 
ways buy quality rather than 
quantity. For this reason we ig- 
nore the ’price-buyers,’ and refuse 
to cut prices, no matter how great 
the alleged inducement. And we’ve 
encountered countless incidents 





CLINCHING THE ORDER—Contin- 
uing his arguments, the salesman for 
the Carbon Paper Service Bureau 
operated by the Brisbois brothers at 
Toronto closes the deal, saying: 


Top—“You see ... all copies are 
clear, clean and easy to read.” 

Middle—“And the original shows 
no intensified pressure marks or 
erasings.” 

Bottom—"Thanks for the order, Mr. 
Purchasing Agent. We love to give 
service!” 
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where the purchasing agent, at 
first intolerant of new ideas, later 
admitted the error of his ways 
and sought our services. 

“Our selling aim has always 
been to provide, with the techni- 
cal knowledge at our disposal, the 
right paper and carbon combina- 
tion for the right job at the right 
time, to those who lack this abil- 
ity to select the proper facilities. 
And our selection of the grades 
to be used always takes into “on- 
sideration the mechanical equip- 
ment the operator will utilize to 
complete the reproduction task.” 

The trend today in efficient busi- 
ness operation is toward lighter- 
weight paper and the days of 
heavy grades with their “adept 
ability to clog up much-needed 
filing space in a hurry are defi- 
nitely on their way out,” Mr. Bris- 
bois added. With airmail today’s 


modern means of conveying corre- 
spondence, light papers are cer- 
tainly essential. With the multi- 
plicity of billing tasks—especially 
on orders intended for export, 
when often as many as 20 copies 
of an invoice are at times neces- 
sary—the right paper and carbon 
combination can quickly erase 
duplicating headaches, he said, 
pointing out that his service bu- 
reau had, as a result of this need, 
produced a method that would 
provide more than 20 clear copies 
of original work with ease. 


Order-Taking Days Past 


As to selling, Mr. Brisbois is 
convinced that the days of the 
order-taker are over. Salesmen 
today, he points out, not only must 
have personal appearance that 
sells, but more ‘essentially a sci- 
entific knowledge of the products 


they sell and their ability to per- 
form. Salesmen today, he insists, 
must be sales counselors. 

Mr. Brisbois advises salesmen in 
the trade to make a study of 
United States sales methods ... 
“because Americans are always 
notably aggressive .. . constantly 
creating new selling ideas that 
prove profitable. Salesmen must 
keep up with the times and note 
all the changes occurring within 
the industry, no matter how de- 
tached from their own particular 
phase of effort the change may 
momentarily seem.” 

Boiled down in a paragraph, the 
advice of the Canadian who made 
a big success out of pyramiding 
carbon paper Sales, is: 

“Know your job and know your 
products and the services they 
are able to render. Sell the service 
angle and forget the dollar mark.” 


Specialties “Up” Volume 


VEN the smallest specialty in 

the office equipment house— 
—the tiniest wherewithal for the 
modern office—has inherent pow- 
er, if properly chosen, to be the 
best profit-maker or the spark- 
plug of sales that “ups” turnover, 
and hence volume of profit, for the 
stationer. There is resurgent pow- 
er, similar to the mighty acorn, 
in the weest office gadget. 


Small items, literally dripping 
with sales power, operating on but 
the smallest margin of profit, will 
overcome the lead of the heavy 
item that sells once in a while 
and produces a far greater margin 
of profit. It’s outselling that does 
it— rapid turnover and volume of 
sales that “ups” gross returns and 
profits for the office appliance 
house or stationer. 

One line can do it—or two, or 
three. Consider the pitchman 
with a single gadget or article on 
which he concentrates. He’s an 
expert, or maestro, with his dem- 
onstration de luxe—like the well- 
trained office equipment salesman 
who has been trained to the sell- 
ing of some particular specialty, 
and who concentrates on this 
easy-moving item with which he 
can turn in a flow of sales from 
the number of office contacts 
made daily. 

Of course, a single item can be 
taken from stock, worked on by 
the staff, and thus treated as a 
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specialty. Special campaigns, 
changed from time to time, can 
give the whole staff sales to shoot 
at. And do they like games? Sell- 
ing games are the essence and art 
of salesmanship, and the staff will 
fall in with such merchandising 
and aim for higher scores no mat- 
ter what the reward or prize. 
Commissions may be given from 
time to time as articles are singled 
out and made “the specialty of 
the house” for a fortnight, let us 
say, on all sales after a certain 
quota—an amount that each and 
every one may be expected to sell 
to demonstrate he or she is “fit as 
a fiddle” when it comes to putting 
across the counter any article 
chosen from the stationer’s stock 
and concentrated upon to make 
the goal of sales for the period. 


Creative Selling 


Getting the staff interested in 
specialties is getting the staff in- 
terested in creative selling, as dis- 
tinguished from mere “order-tak- 
ing.” At the outset let it be point- 
ed out that the outside man is 
far more than an order-taker, for 


1946 


he goes out after sales, makes 
numerous contacts and has to 
make a “cold turkey” canvass 
when it comes to new customers 
in offices. 

He is “the eyes and ears,” too, 
of the stationer back in his office, 
or behind the counter helping 
with sales himself. He uses his 
eyes to observe what’s needed here 
and there as he goes along. He 
spots the fact, for instance, that 
now in the post-war era some new 
visible filing systems are in order 
in various places or new cabinets, 
too, and he’s in prime position to 
relay what would make a hum- 
dinger of a specialty item, some- 
thing on which a drive may be 
centered. Such suggestions from 
the field are of great value. 

Inside the store, the stationer 
is making a far better salesman 
out of a salesman or member of 
the staff when he insists on cer- 
tain little specialties being pushed 
from time to time, rather than de- 
pending entirely on “what they 
come in to buy.” He is doing far 
more for that salesperson in the 
long run by lifting his sights and 
furnishing incentive to sell than 
by any laissez-faire policies that 
permit the staff to lie down, rest 
on the oars of selling or go as 
they please. Concentrating on 
specialties is of inestimable ad- 
vantage to the store as well as to 
its staff members. 


21 








$30 Plus Specialty Selling Builds a 


Flourishing Typewriter Business 


By S. P. Lathrop 


ACK IN 1938 there was a man 

by the name of Don Grever 
in Hutchinson, Kans., who “knew 
his stuff” when it came to servic- 
ing typewriters and other office 
equipment. He wanted to go into 
business for himself but all he had 
was $50.00. Now $50.00 isn’t very 
much capital when a man starts 
in business, but back in 1938 that 
was capital in Kansas. Crops 
hadn’t been too good and people 
just didn’t have much money. So 
Don Greever decided that he’s 
start in for himself. 

He rented a little place for an 
office and, since he didn’t have 
money enough to get in any type- 
writers, put most of his initial 
capital of $50.00 into parts and 
typewriter ribbons. He also had 
enough tools to start as a service 
man. 


Estimates Boost Good Will 


Up until 1941 it was pretty tough 
going, but he made the grade. He 
found servicing to do, and by 
doing a good job he made friends 
who called him time and time 
again. From the start he decided 
a very important thing to do 
would be always to give a written 
estimate on servicing work if the 
job was brought to him. If he vis- 
ited an office and got a job to do 
right then and there, it was an 
easy matter to tell the owner of 
the typewriter what the servicing 
charge would be. But most of the 
work was brought to him and left 
there for servicing. In such cases 
Mr. Greever always gave a written 
estimate of what the job would 
cost and never once did the 
charge go over the estimate. Some- 
times Mr. Greever underestimated 
the job, but when he did he 
charged only the cost he had esti- 
mated and stood the loss him- 
self. In most instances the actual 
job cost less to do than he had 
estimated, in which case the 
customer paid only what the job 
came to. This absolutely honest 


22 


policy with customers brought Mr. 
Greever plenty of servicing work; 
so from 1938 to 1941 he was able 
to continue, even though the going 
was tough. 


Side Lines Add to Profit 


Besides his servicing work he 
sold some typewriter ribbons and 
a few other side lines of a kindred 
nature which brought in more 
profit. Here he had another ex- 
cellent idea. He never sold any- 
thing without a written order 
from the customer, a written or- 
der that definitely specified the 
price. Later, if a customer had a 
complaint about the price, Mr. 
Greever always had the written 
order filed away to show him. 
This, too, got him more business 
and made many friends. 

As financial conditions would 
warrant, Mr. Greever took on new 
typewriters, investing every cent 
he could take out of the business 
in new machines. The result was 
that when the Government froze 
typewriters, Mr. Greever was as 
poor as when he started business. 
But he did have a fine stock of 
brand new typewriters on hand. 
For a time he thought he was 
sunk as a businessman, but when 
the Government came out and 
announced that it wanted to buy 
typewriters, Mr. Greever realized 
that he was “sitting pretty.” He 
sold out everything he had in the 
way of a typewriter to the Govern- 
men at prices that gave him a 
satisfactory profit and was sitting 
on top of the world. True, he didn’t 
have any typewriters to sell or 
rent at a time when they were in 
demand, but he did have a sub- 
stantial profit for the few years 
that he had been in business. 


Rental Machine Performance High 


During the beginning years he 
had picked up a few used ma- 
chines that he rented and which, 
of course, he continued to rent 
because they were machines that 
the Government didn’t buy. On 
the rental end of his busines, Mr. 
Greever has another very good 
idea. He never sends out a rental 
machine unless it is in condition 
to give as perfect service as the 


machine possibly can be expected 
to give. He believes that a per- 
fect-working rental machine with 
a new ribbon on it will do more 
to build up not only rental busi- 
ness, but sales of new machines, 
than anything that a typewriter 
dealer can do. So no rental ma- 
chine leaves this firm’s place of 
business that hasn’t been put in 
perfect working condition. Fur- 
thermore it has a new ribbon 
when it goes out. 

From the start Mr. Greever de- 
cided that, unlike so many type- 
writer dealers, he would not go 
into the general office supply busi- 
ness but would leave that for oth- 
ers who do not sell typewriters. 
This was a wise move, because he 
soon found that stores handling 
office supplies in Hutchinson sent 
him customers for typewriters for 
the very simple reason that he 
didn’t cut into them on their busi- 
ness. An article definitely has to 
go with a typewriter or adding 
machine to find a place on Greev- 
er’s shelves. 


Contact By Mail and Advertising 


The territory for the Hutchin- 
son Typewriter Company, as this 
business is known, extends from 
Hutchinson west to the Colorado 
line and south to the Oklahoma 
line, which gives Mr. Greever fully 
a quarter of the state of Kansas. 
He has done some advertising in 
the Hutchinson daily newspaper, 
which has a coverage extending 
all over this territory. In pre-war 
years he got around the territory, 
but with travel conditions what 
they are today he cannot do that. 
Advertising in the Hutchinson 
daily newspaper, however, gives 
him contact with his trading area. 
Moreover, he writes to customers 
from time to time, calling atten- 
tion to the service that he has to 
offer. He finds that a personal 
letter does a great deal to keep 
customers thinking of him in 
these times. As a result, custom- 
ers from the territory outside of 
Hutchinson write for supplies and 
send him their machines for serv- 
icing. So his service work con- 
tinues, even if he is not able to 
visit the territory. 

“The one-time customer has ab- 
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solutely no value to a typewriter 
man, or to anybody else, for that 
matter,” says Mr. Greever in dis- 
cussing his sales philosophy. “The 
thing to do is to develop a cus- 


tomer into a steady buyer. In the 
typewriter business that can be 
done by giving honest service at 
a fair price.” 

And that is exactly what Mr. 


Bring Back the Drifters 


How Specialized Effort Restores 


Customers Lost During the War 


By Leslie Lincoln 


VERY office appliance dealer 

knows that during the war 
there were plenty of reasons why 
customers were lost. Insufficient 
stock drove some to other fields. 
Labor shortages andresulting 
poor service took their toll. And 
changed wartime living took 
many small customers out of 
the prospect field. But the time 
is near when every office appliance 
dealer should turn his thoughts 
to the old customers who have 
drifted away, with the realization 
that an old customer regained is 
a builder of good will, and means 
money in the bank. 

Following are ways to help the 
office appliance dealer bring back 
his old customers: 

1. For the customer who simply 
forgot about you, the solution is 
generally not so difficult. In this 
instance, the answer is usually 
simply to bring yourself to his 
attention again. A personal tele- 
phone call is often effective, with 
a personal letter rated a close 
second. Simply explain that dur- 
ing the past few months you have 
missed this customer’s valued 
business. Use the positive ap- 
proach; invite him to call at the 
Store to take advantage of some 
special service or offer which you 
have available. Make it clear that 
you are now in a position to serve 
him as of old. 

2. Bring back customers lost 
through inadequate contacts dur- 
ing the period of too little help; 
begin immediately to make calls 
on them. Give them the attention 
they crave, show: you are genu- 
inely interested in them, and very 


often you’ll have them dealing 
with you again in no time. 


Regaining the Aggrieved Customer 


3. Special consideration should 
be given to customers who left 
you during the war because of 
faulty complaint adjustment 
methods, delayed delivery, an un- 
intentionally rude salesperson, or 
an unavoidable shortage in a 
delivery. First, learn the true 
cause of why each and every one 
of these customers left you. This 
information may be ascertained 
by interviewing your employes, 
by checking correspondence and 
sales records, by making discreet 
inquiries, and by various other 
means. When the true reason is 
learned, treat the case individu- 
ally. In every case some sort of 
apology is called for. Second, make 
the customer feel “all right” 
about the matter—if you genu- 
inely want him back. Once you 
have progressed this far, you’ve 
virtually got him back on the 
“satisfied list.’ True, you may 
have to make some concessions 
that may cost a little money, but 
often a good customer will pay 
many times over in extra business 
the cost of winning him back. 

4. If a customer has left be- 
cause the offers of competitors 
became too attractive, then it is 
necessary for you to sell yourself 
all over again, to make the cus- 
tomer feel that you have the best 
service and merchandise for the 
price offered—that you can make 


Greever has done. That is what 
has enabled him to build up a 
typewriter business during tough 
times from an initial capital of 
only $50.00. 


him the best all-round deals to fit 
his individual case. Basically, the 
only way to win over competition 
is to convince the customer that 
you can offer what is best for him 
in service and helpful ideas, if not 
actually in money. 


The Wartime-Clash Casualty 


5. Personality clashes at a time 
when nerves were frayed and torn 
by the worries of war may have 
lost certain customers. Regain- 
ing them requires a tactful con- 
tact, perhaps an apology, and an 
invitation to resume negotiations. 

6. Difference over credit occa- 
sionally caused customer loss dur- 
ing wartime. Retention of a slow- 
paying customer or the client with 
a small account unsettled may not 
have seemed important at the 
time. But if now you consider an 
account valuable enough to war- 
rant attention, state your case 
on the basis of “now we are again 
able to take care of our customers 
in the way we used to.” 

These are the basic customer- 
loss problems Of the average office 
appliance dealer today, together 
with their solutions. In addition, 
there are many individual methods 
that have been used successfully. 
One office appliance dealer gave a 
prize to the employee bringing 
back the most lost, strayed, or 
stolen customers; another put on 
a very successful telephone cam- 
paign; another worked at a series 
of clever letters for a direct mail 
campaign. 

There a big potential business 
in the old customers who have. 
drifted away. As conditions 
change, more merchandise be- 
comes available and more help ob- 
tainable, go actively after these 
customers and bring them back! 





ENJOY YOUR WORK — 


Learn to enjoy your work, for it looks like many of us 
will have to keep working for a long time. You'll never 
enjoy true happiness without enjoying your job, which 


is a vital part of your life. 
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Specialize in Lines Not Greatly 
Affected by Reconversion 


OST everyone is concerned 

with reconversion. We hear 
a lot about the reappearance of 
equipment and items that were 
curtailed at the beginning of the 
war. Sample shipments of steel 
files, desks and aluminum chairs 
are leaving the factories for deal- 
ers’ display rooms. Orders are be- 
ing taken from our customers for 
all of these items, even though 
deliveries are somewhat indefinite. 

This is as it should be. We are 
all planning for the future and 
working for a place on the band- 
wagon when production goes all 
out. The past is done with. What 
about the present? Now is the 
time to turn the spotlight on lines 
that are not greatly affected by 
reconversion. 

Our firm has featured specialty 
lines almost from the time the 
company was founded some 25 
years ago. Just recently the build- 
ing adjoining the main store was 
annexed for the sole purpose of 
merchandising specialty lines. Our 
office equipment department has 
grown considerably, even though 
shortages of certain items exist. 
As an example of. what special 
effort will produce, the following 
is singled out to illustrate how 
more and profitable business can 
be had: 

A fairly small item, such as a 
visible card book unit, properly 
sold, will some day grow to the 
point of requiring visible cabinets 
of several drawers. Although the 
use of these book units will never 
reach the stage of cabinets, there 
are hundreds of small businesses 
in each community that are good 
prospects. 

Looseleaf equipment and sup- 
plies are in demand because it is 
now necessary to keep more and 
better records. Larger sales are 
possible by making up complete 
units of the better grades of bind- 
ers, more of the various forms, 
blank and A to Z indexes. These 
units, priced complete, will in- 
crease one sale as much as 100 per 
cent. 

A very interesting piece of 
equipment to sell is the rotary 
card file. A careful study of the 
advantages of the line we handle 
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By H. L. Feld 


Manager of Commercial Stationery 
Department, Santa Fe Book & 
Stationery Company, 


has sold for us a very satisfactory 
number of these cabinets, not to 
speak of additional revenue in 
special cards and indexing. We 
have had many compliments from 
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purchasers of this equipment. 

Another line which is very 
highly specialized is carbon paper 
and ribbons. Of course, the biggest 
business in this comes from out- 
side calls; however, it is very in- 
teresting to watch results from 
the right kind of sales efforts put 
behind a store sale of one or more 
typewriter ribbons or a box of 
carbon paper. $1.75 ribbons are 
now being sold over the counter 
and we used to think that a dollar 
ribbon was very nearly the top. 
As a result of proper sales effort, 
customers are repeating by bring- 
ing in the empty box of a $1.75 
ribbon or the label from a $4.00 
box of typewriter carbon to be 
sure of getting the desired item. 

Filing supplies, as everyone 
knows, is something that really 
pays off. Rather than hand out a 
box of folders or a set of guides, 
take a little time and interest in 
the customer’s problem and the 
sale will grow and grow. With steel 
letter files coming back this will 
be easier than ever. 

There are really a lot of things 
to sell that are interesting—from 
supplies on through office equip- 
ment, furniture, office machines 
and service department. A little 
time spent in getting the knowl- 
edge and know-how does the job. 


Free Servicing of Duplicating Machines 
Gives Added Boost to Business 


OMETIMES it is the things 

that a business firm does 
without charge that gets business 
and profits for the firm. Such has 
proven to be the case with the 
free duplicating service that the 
Hutch-Line Company of Hutchin- 
son, Kans., offers. This firm for 
the past several years has been 
servicing duplicating machines for 
its customers without charge. The 
firm calls for and delivers the 
duplicators and offers quick serv- 
icing. Generally duplicating ma- 
chines are used by the office boy 
or cheaper office help. That 
means that some little thing 
goes wrong with them frequently, 
something that nobody in the 
office can remedy. A call to the 


Hutch-Line Company brings a 
messenger around promptly to 
pick up the machine, which is 
quickly serviced and _ returned 
without cost to the customer. The 
result of this has been that this 
firm does the lion’s share of the 
supply business done in Hutchin- 
son. It is reported by Milton Nav- 
rat, one of the owners of the firm, 
that this little service offer has 
done more than anything else to 
boost business, not only in dup- 
licating machine supplies but in 
the entire office supply line car- 


ried by this firm. Its slight cost 
has been nothing in comparison 
with the business that it has pro- 
duced.—SPL 
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Mobile Repair Shop Protects Machines 


Against Corrosion in South Pacific 


aper By Bert Merrill This policy came about through 20-gauge galvanized sheet metal 
ygest f experience during the closing days and is shaped to conform with the 
out- of the war, when it was found curved paneling of the truck 
y in- * that most typewriter service ‘body. A sliding door can be pulled 
from needed in such spots as Okinawa, up out of the way overhead. 
; put OME of the worst typewriter Iwo Jima, Ie, and so on, was Cleaning fumes are carried off by 
more maintenance problems in his- merely cleaning of corroded ma- an eight-inch fan in a ten-inch 
x of tory—keeping them going in the chines. Consequently, the “occu- exhaust vent over the cleaning 
- are humid atmosphere of South Pa- pational model” of the quarter- surface, made by fitting a sheet of 
inter cific island bases—are being solved master typewriter service is a plywood over a former window 
ollar by a new type of “typewriter trailer designed primarily for and permanently weatherproof- 
top. maintenance trailer” built by the quick cleaning and “weatherproof- ing it in. The floor of the hood 
ffort. Seventh Air Force quartermaster’s ing” of typewriters only, while is a circular turntable. 
ring- division. those actually damaged or broken Twenty such trailer units are 
$1.75 With islands from Wake to Ja- go back to rear position “fourth now in service, carried on regular 
$4.00 pan now being occupied by Amer- echelon” shops for repair. schedules from island base to is- 
o be ican troops, the need for office ma- The trailer, designed originally land base, and meeting in advance 
m. chine and typewriter repairs is for ordnance armament service, the corrosion certain to ensue 
yone paramount, according to the Quar- measures 7 x 6 x 12 feet, and is without proper pre-cleaning. Ar- 
eally termaster’ Corps—since the Army towed by a one-ton, four-wheel- riving at each headquarters, all 
ut a and Navy are taking individual drive truck. There is a wide door typewriters are first inspected. 
ides, census of Jap troops and civilians §_ at the rear, with a ramp for car- = Those which actually need repair 
st in in each area, and going through rying in the machines, two work work are either repaired on the 
the even more paper work than was benches with a storage cabinet, spot or ticketed for a rear-echelon 
steel necessary during the conflict. and a large drawer receptacle for journey while a “loaner” replaces 
will The tactical situation in the Pa- spare parts. Benches, although them. All others go immediately 
cific areas required Seventh Air seldom used for complete repair into the hood in turn, where they 
ings Force units to spread their type- work, are outfitted with all tools, are pressure-spray cleaned with 
from writer maintenance division rath- and are covered with a galvanized a mixture of white gasoline and 
juip- er “thin” in the months before V-J metal sheet. They are partitioned white oil—a compound found most 
1ines Day. Tropical weather conditions, with plywood individually for each efficient against the salty, humid 
little salt air and dust, combined with mechanic. air of the jungle. 
owl- rough handling during landing Most of the opposite side is Following the spray cleaning, 
job. operations, had created plenty of taken up with the cleaning hood each machine goes into a drier 
typewriter casualties. With the which is the most important asset box, which is a simple wooden box 
coming of peace, an entirely new in combatting South Pacific deter- with lid, in which is an electric 
type of service has been found ioration. The hood is equipped heating element and a fan. It re- 
necessary. This is a regular clean- with two more benches, drain sink quires about 30 minutes to com- 
ry ing, oiling and check-up to pre- and a drier, and is arranged to pletely dry a “weatherized” type- 
vent parts corrosion, with far less handle five typewriters an hour writer. The machine is then con- 
emphasis on repairs, such as was under normal conditions. sidered proof against corrosion 
the case in the European theater. The cleaning hood is made of for the next 90 days. 
is a 
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= Is Your Business Too S l? 
~ S Four business £00 Se€asonat: 
is 
the 
s+hin- ' a 
Nav- HEN the office appliance Search Out Good Items and Specialize in 
firm, i dealer or gp tg oe je 
ecome seasonal, he runs into a : : 
ae kinds of problems. To solve them Them During Dull Periods 
dup- one at a time would require too 
-* great a part of his energy. In the By G. M. Dodson 
bis end it’s easier and more profitable 
to level out the high points and tions behind older lines form the 
cost low points in volume, so that each key answer to bringing up volume ten times as many more to follow, 
"ison month brings a reasonable share in what have been slow periods. the office appliance dealer has the 
pro- of the annual sales and income. With scores of original ideas now finest opportunity in history to se- 
New products and fresh promo- ready for merchandising, and with lect additional products to fill spe- 
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cific needs. And one of his most 
urgent needs—met admirably by 
the wise choice of new stock—con- 
sists of removing any slump pe- 
riods indicated by his sales rec- 
ords. 

It doesn’t matter when dull 
times occur nor what problems 
surround the situation; somewhere 
in the advertising columns will be 
found the ideal product or com- 


bination of products to bring in. 


volume from other sources. And 
if it isn’t in this issue, it will be in 
an early one, as more and more 
materials become available. More 
than ever before, every time you 
open a current copy of OFFICE 
APPLIANCES, it should be like an 
adventure into fields where extra 


profits are dependent only on your 
own merchandising efforts. 

Some businesses are seasonal 
through necessity, and because 
nothing can be done about it. But 
when the office supply and equip- 
ment dealer permits his business 
to become seasonal it’s a sign he 
is in a rut! He can get out of it 
almost any time he chooses by the 
very simple process of fitting some 
of the new products and lines into 
the slow weeks, thus bringing 
them up to the level of his best 
periods. There is no magic to it, 
for the basis of all successful mer- 
chandising is initiative in plan- 
ning and hard work in carrying it 
through. But dealers in this field 
are fortunate because they have 


the means at hand any time they 
care to use them. 

To continue a seasonal business 
under present conditions cannot 
be considered efficient. Payroll, 
taxes, and overhead expenses go 
on right through the year. Only 
steady volume will satisfy their 
demands, for seasonal income to 
match constant outgo must lead 
to serious problems which are of- 
ten unnecessary. 

May we offer a_ suggestion? 
Study your sales records week by 
week for the past year or two. 
Locate the dull periods. Then turn 
to the advertising columns and 
the chances are that you will dis- 
cover some supplier has an answer 
already worked out for you. 


Back Up the Specialty Salesman With 


Promotional Advertising 


ITTLE local ads pave the way 

for the approach of the office- 
to-office salesman of the stationer 
and induce a welcome when he 
comes in with the particular spe- 
cialty he is selling. They back him 
up and serve to enhance his sales 
as they reach the businessmen 
and office people of his city. 

Part of the advertising budget 
in the local newspaper can well 
be employed for this support, in- 
asmuch as the stationer usually 
advertises consistently in the daily 
press. A certain portion of the ad 
can be set aside to help the sales- 
man as he proceeds on his way 
demonstrating the specialty, nov- 
elty or gadget useful in the post- 
war world. 

Joining of forces helps to get 
the best possible results—and that 
is what advertising and salesman- 
ship are both looking for—and 
they go hand in hand with most 
lines the stationer handles. As 
against this, haphazard hit-or- 
miss advertising is all too preva- 
lent. 

For instance, one of the north- 
west stationers uses a fair-sized 
morning ad to call attention to 
the representative of the station- 
ery house, so that the reader 
will be ready when the salesman 
calls at his office. 

Furthermore, the little specialty 
he is handling comes in for prime 
attention as the ad points out: 
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Good Selling Becomes More Effective 


When Properly Supported 


“This morning he suggests the 
time-saving ... Stapler.” Folks 
are urged to see it and to let the 
salesman display and demonstrate 
this handy little stapling device. 
The outside salesman depends 
upon the good will of the office 
people. Little ads can help to 
create and maintain this good will 
and encourage more cordial rela- 
tions. They show that he is being 
backed up by his house as he 
demonstrates the gadget he car- 
ries in his pocket or briefcase. 
Waste effort and loose ends can 
be well tied together by the su- 
tures or ligaments of good adver- 
tising. More care and skill in the 
planning and use of the advertis- 
ing budget, such as in support of 


outside salesmen, will help in this 
highly competitive post-war world. 

Too frequently the average sta- 
tioner sends his “spark-plug” of 
sales entirely out on his own with- 
out help and leaves him cold to 
make contacts, detached entirely 
from the organization and its in- 
side staff. Advertising liaison, ex- 
hibiting support of the stationery 
store, serves to make his visits 
more effective, his presence more 
warmly received. 

Such little ads serve not only 
to help the salesman with good 
will, but also directly to sell the 
particular commodity or specialty 
on which the house is focusing at- 
tention and building turnover at 
the time—CML 








Specialized Selling Pays Dividends 
When Founded on 


Persistent Effort 
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Selective Service Sells Specialties 


Helping User to Get the Exact Item 


For His Purpose Pays Dividends 


WHE WAR has not seen the end 

of “‘selective service.” For selec- 
tive service of quite another order 
—and it’s hoped a good big order, 
too—looms large in 1946. It’s the 
“selective service specialty” that 
makes sales, and will make more 
sales than ever in the year ahead, 
if real service to the office custom- 
er’s needs are astutely analyzed 
so that specialties are selected for 
specific service required. 

Making a little survey of the 
steno’s or office manager’s require- 
ments leads to selecting just the 
right specialty to perform that 
service and increase office efficien- 
cy—some little help of desk, or 
posture or swivel chair, typewriter 
or adding machine that will 
lighten the load of the day’s work. 


There are a thousand and one 
little items on the market—many 
of them highly novel—each for a 
particular purpose. Each makes 
for a better day’s work—or a bet- 
ter day for the office worker or 
“boss’”—for the latter may like a 
new type of memory-jogger that 
affords a new way to keep ap- 
pointments. 

Selective service for specific of- 
fices has to begin with the out- 
side salesman’s Selection of just 
that office specialty that’s “sure- 
fire” for 1946, not something that 
hearkens back to the days of 
the letterpress with wet rags, or 
rubber garters that held long 
black alpaca half-sleeves. that 
came to the elbows of men office 
employees. 


Good selling begins with selec- 
tive buying of right specialties. 
That’s the type that not only gets 
the order, but many orders—a 
constant, continuous flow of sales. 
There are more real sales in one 
or two good specialties than in a 
million miscellaneous items. Con- 
centrating on a few quality lines 
rather than quantity hit-or-miss 
merchandise is what wears down 
competition and makes the goal 
of mass sales, rapid turnover and 
profit for the stationer and office 
equipment specialist. 

It may be apparent by now, 
therefore, that choosing carefully 
is a watchword. First select and 
then sell—for greater service. Ex- 
perience has shown high sales 
from such specialization in spe- 
cialties and concentration on 
chosen commodities —CML 
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Your RED CROSS 


must carry on! . 





RED CROSS DONATIONS NEEDED DURING PEACE, AS WELL AS IN WAR 


"Give now to the 1946 Red Cross 
fund campaign." 

This plea is issued by the Ameri- 
can Red Cross officials, who point 
out that the Red Cross must carry 
on in peace, as in war, because: 

Servicemen and women still in uni- 
form — those overseas with the 
armies of occupation, and those yet 
to be discharged—continue to need 
Red Cross clubs, snack bars, and 
recreation centers, as well as the 
friendly assistance of understanding 
Red Cross workers. 
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Veterans and their dependents 
look to the Red Cross for assistance 
in solving problems which often slow 
adjustment to civilian life. 

Hospitalized servicemen and vet- 
erans need help to face the tedious 
hours of convalescence. 

Disaster victims, the homeless of 
war-ravaged lands, and others in 
distress, need Red Cross help. 

A sailor, convalescing from burns 
which seared his legs and arms as he 
leaped from his shattered, flame- 
licked ship, summed up the Red 


1946 


Cross appeal: 

"The Red Cross has never let us 
down," he said. “In the hospital 
they said it was plasma that kept me 
alive. It was a Red Cross woman 
who wrote the folks about it and 
told them not to worry. It was a 
Red Cross worker who helped my 
wife when the allotments didn't ar- 
rive on time after | was reported 
missing. It was a Red Cross girl 
who brought me those magazines 
over there .. . So don't let the Red 
Cross down." 
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The Portable Ship Comes In 





T’S A CURIOUS THING, it seems to me, if there is 

anything but peace and good will and outright joy 
among all portable typewriter people. For the portable 
business, after more than three years, is here again. 
The ship has come in. And not only is it here again, 
but it is returning with practically none of the dam- 
age which has been suffered by some industries. 

Look at a few of the problems we don’t have. We 
don’t have the problem of finding customers, like 
the makers of wood baby carriages. We don’t have 
the problem of Government surpluses. We don’t have 
the acute labor crisis of the auto industry, nor the 
ceiling price delays of radio business. From our obser- 
vation, there has not been any tax advantage to type- 
writer manufacturers in withholding shipments until 
1946, as has been implied to producers of some other 
articles. Factory reconversion—at Royal, at least— 
has progressed with astonishing speed. You in New 
England read of the recent flight of a group of the 
country’s top journalists to our plant at Hartford to 
get firsthand the story of typewriter reconversion. 
The newsmen reported that they found there none of 
the delays, none of the bottlenecks, none of the pains 
of reconversion. 

Now, all of these are significant reasons why por- 
table typewriter people should toss their hats in the 
air. At the same time, they don’t make you forget 
the very near, very severe, very pressing concern 
about portable deliveries. Undoubtediy the uppermost 
thought in your minds is, “Where are the typewriteis 
I ordered?” There could be only one adequate answer, 
and that would be: “They’ve all been shipped and 
you'll receive them shortly.” I can’t give that answer 
for two reasons. First, it isn’t true. Secondly, my 
job is not concerned with portable distribution or por- 
table policy. That hot spot is being mighty well han- 
dled by Wesley Beckwith who, as you know, recently 
returned from the Army to become portable sales 
manager at Royal. There are plenty of problems con- 
nected with that job. He is effectively working out 
the solutions, but it has kept him closely tied to his 
desk in New York. 


Shipped By Allecation 


This word he has asked me to pass on to you is that 
Royal portables are being shipped to dealers strictly 
according to Royal’s allocation plan. Initial shipments 
of Royal portables went exclusively to dealers, and 
current shipments are be- 
ing made according to per- 
centages which are based 
on dealers’ purchases in 
1940-41. While some ship- 
ments were to be received 
before Christmas, no quan- 
tity could be counted on. 
This much is evident: while 
dealers support Royal’s al- 
location plan as fair, no 
cealer is finding the quan- 
tity of his shipments to his 
liking. Given the facts of 
the situation, it could not 
be otherwise. There are 
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By Ellis G. Bishop 


Advertising Manager, 
Royal Typewriter Company 


(Address before the December 20 meeting of the 
Vew England Office Machine Dealers Association) 


thousands of dealers. They have orders for hundreds 
of thousands of machines. The dealers are located in 
all points of the country, with shipping time ranging 
from one hour to two weeks, and indefinite in all cases. 
Their 1940-41 purchases range at least from five ma- 
chines to 5,000 machines. The mechanical problem 
alone of allocating and shipping machines to dealers 
is a tremendously difficult one. Even Royal’s fine pro- 
duction, after its transition from production of war 
work to typewriters, seems thin in the face of the 
accumulated and pressing demand for portables. 

It’s easy to understand why immediate delivery of 
portable typewriters may seem to you to be of prime 
importance. But it’s a fact that you won’t meet many 
payrolls with the profits of the next few months’ por- 
table deliveries. I said our portable ship has come in. 
It has. But the question of really prime importance 
is, “Where does it go from here?” What can we look 
for in the long run of portable business? 

Years ago, before the war, when typewriter men got 
together, their minds ran to the competition of the 
dealer down the street, to the activities of a manu- 
facturer’s branch, or to some appliance store that had 
entered the portable business. We worried about the 
dealer who cut five bucks from the retail price, or 
the department store which ran a half column of 
typewriter advertising, or the swell promotional piece 
sent out by a competitive manufacturer. For most of 
us there was money in the portable business, but 
somehow we felt crowded. That’s it: we felt crowded. 


War Has Made Changes 


The war changed a good deal of that. There was 
all the business anyone could handle. Dealers got 
together. They developed confidence in one another. 
The national and local associations thrived. Dealers 
and manufacturers’ representatives alternated in pay- 
ing for the drinks. Dealers, wholesalers and manufac- 
turers began to see their problems as joint problems. 
They found they. could develop solutions helpful to 
all. Outlooks broadened. We saw our industry in 
relation to other industries. We found that we were 
pretty much all in the same boat. It might be helpful 
if we could take a look tonight at this boat and to 
see if we agree as to where the boat is heading. 

Foremost and clearly, we are headed for tremen- 
dous portable typewriter volume. The importunate 
purchasers whom you see daily are sufficient evidence 
of this. We get amazing reports. A dealer in a small 
New England city has sold—for money—65 Royal pur- 
chase certificates alone. One large store reports lines 
of people, reminiscent of the wartime cigarette queues, 
waiting to see and to buy portable typewriters. The 
president of our company stated not long ago that 
1946 


OFFICE APPLIANCES, January, 


p 


npany 


dreds 
ed in 
iging 
-aSes. 
ma- 
blem 
alers 
pro- 
war 
' the 
ry of 
rime 
nany 
por- 
e in. 
ance 
look 


1 got 
' the 
anu- 
had 
, the 
e, or 
n of 
piece 
st of 
but 
yded. 


was 
got 
ther. 
alers 
pay- 
ifac- 
ems. 
il to 
y in 
were 
ipful 
d to 


nen- 
nate 
ence 
mall 
pur- 
lines 
ues, 
The 
that 


1946 





there is a backlog of demand for a million portable 
typewriters. That represents something like 200 ma- 
chines for the average portable dealer. It has been 
estimated that it will take four years of maximum 
production at far higher than pre-war levels to supply 
enough machines to fill the accumulated, plus the cur- 
rent, demand. 

So much for volume. 

Now, what about the market? Who will buy these 
machines? Well, many will be bought for use by stu- 
dents, of course. The fact that more and better school 
work is produced by a child who uses a portable type- 
writer is now beyond dispute. Our folder, “Can a 
Typewriter Help Your Child to Think?” is one way 
Royal is taking to make the facts of the situation 
known to parents. And, of course, writers and report- 
ers will buy machines. Just the other day, a corre- 
spondent of the Paris Mat‘n haunted our offices in 
an attempt to buy, rent, or borrow a desperately- 
needed portable. And there are many, many like him. 
Small merchants will continue to buy portables and 
so will businessmen who bring office work home. 
These are the pre-war markets. 

But there are some facts that are now in the situa- 
tion. Thousands of men and women were trained 
by the Army and Navy as typists. Our war operations 
in far parts of the world meant long separations 
among people, and letterwriting increased manyfold. 
At home, the wartime necessity for utilizing all avail- 
able manpower drew into business offices housewives, 
farm people and others who normally had little inter- 
est in typewriters. Again, civilian defense and other 
home front activities led many people to learn to 
type. None of these groups will willingly return to 
laborious writing by hand. They want typewriters. 
And they represent the dream of every industry—a 
new market. They will mean for us a permanently 
larger group of portable buyers. 

Now let’s ask: “Where will these people buy type- 
writers?” You already know that Royal’s first portable 
shipments went to typewriter dealers. You know that 
the portable ship which has come in is, at Royal, a 
dealer-ship. With that kind of support from the 
manufacturers, the question of whether the machines 
will be purchased through your particular stores is 
a question that rests with you. One is much impressed 
by the significant changes made recently by typewriter 


dealers in moving their operations to better locations, 
in remodeling, and in adding new and up-to-date 
fixtures and fittings. Certainly the typewriter dealer 
is rapidly building for himself a more significant niche 
in the retail structure of his town or city. He is alert 
to the possibilities of advertising. He is getting free 
publicity in local papers. In some cases, he is pre- 
paring his own leaflets and broadsides, and hiring 
advertising counsel to supplement the materials given 
him by manufacturers. All these are sound operation 
methods for the dealer who is preparing to take ad- 
vantage of the approaching portable typewriter pos- 
sibilities. 


Profitable Business Ahead 


Finally, what about the profit in this portable busi- 
ness? From where I stand, it looks to be as sweet a 
picture for the dealer as exists in the entire field of 
retailing. You have retail prices which are fixed. It 
was many years ago that we pioneered with national 
Fair Trade and you will recall the wide divergence of 
opinion at the time. But this year has seen the cul- 
mination of the trend towards Fair Trade prices, so 
that by now the promised margin is the actual margin 
throughout the country. 

A word also about that margin. It is a full 40 per 
cent. You need not be told how big that “full 40 per 
cent” must look to retailers in most other lines of 
business. That applies even to other articles you han- 
dle. Early in the war, one Government agency made 
a study covering more than 9,000 transactions in used 
typewriters, and it was found that the selling prices 
of used typewriters were, on the average over the 
country, 50 per cent above cost. That is 33% per cent 
discount from the selling price. When compared to 
the full 50 per cent margin on portables, it is plain 
why dealers welcome back the clean, clear margin 
enjoyed on new portables. 

So the only way I can see it is that the portable 
typewriter boat is away on its greatest voyage. Pres- 
ent conditions of huge demand and short supply are 
harrowing. But I don’t think you'll agree with the 
Jersey Central commuter I overheard say to a friend 
who was complaining about present business condi- 
tions. “Cheer up. Cheer up,” he said, “it can’t last 
forever. The depression will be back in time.” 


OLD FOGIES AT TWENTY-FIVE 


James Russell Lowell once declared, “Most men are old fogies at twenty- 


five.” 


Lay down a routine for some men and they will follow it as long as they 
live. They become business men who treat all comers alike because they 
don’t grasp the idea that what is sauce for the goose may not be sauce for 


the gander. 


A young man came to me some years ago to sell me an electrical refrig- 


erator. He had been attending the manufacturer's school for salesmen and he 
knew the proper approach, as taught him, and he proceeded to work accord- 
ing to rule. 

It seemed impossible to upset his program. I! told him I was using an 
ice refrigerator but that I was sold on all the advantages of the electric and 
knew enough about them to admit their vast superiority. “You don’t have to 
prove to me the electric is better,” I said. “Let's pass by all the preliminaries 
and you show me the pictures right away of the different models and quote 
me the prices.” 

But would that young man do that? He would not. He must begin back 
at the beginning of cooling systems, dating to when the butter was kept cool 
in the spring. He progressed page by page until | wearied and cast him out, 
body, boots and britches. That young man was in a rut and didn’t know it. 

—Frank Farrington 
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Protect Your Price or 


Ruin Your Profit 





_ EVERY LINE of retail trade, there are only a cer- 
tain number of stores of each kind that can exist 
profitably in any given trade-drawing radius, the 
number being dependent chiefly upon the factor of 
population, yet influenced also by the type of business. 

No profound knowledge of merchandising economics 
and markets is needed to realize that, in a city of 
about 100,000 population, for example, there cannot 
be a profitable market for as many stationery outlets 
as for grocery outlets, especially with so many so- 
called “variety stores,” five-to-twenty-five cent stores, 
drug stores and are and gift shops poaching at ran- 
dom on what was formerly the exclusive territory of 
the stationer. 

These considerations should make it clear why it is 
folly for any stationer to attempt to engage regularly 
in any form of “bargain” merchandising merely as 
a device for stimulating demand. As a general rule, 
this is a costly kind of combative competition that 
certainly will not beguile any intelligent stationer 
who has trained himself in the arithmetic of retail 
merchandising with specific regard to price manipu- 
lation. Here’s why: 

The economics of the stationer’s investment are 
concerned with three major factors: capital invested, 
overhead or operating expenses and profit. The health 
of the investment is determined by the relationship 
of these three factors. One cannot be juggled with- 
out affecting the other two, for better or for worse. 
It is usually because of ignorance of the arithmetic 
involved that the “price-cutter” finds that “Business 
is rotten, thank you.” 

Any retail merchant who does so cuts prices for 
one of two reasons—either as an advertising and 
trade-drawing expedient, which is one thing; or, in 
the mistaken notion that price-manipulation will 
increase his profits—which is something else again. 
Oh, yes, it will probably increase his sales, but we are 
talking now about profits—the only object of retail 
business investment in the final analysis. 


Price-Cut Arithmetic 


When the stationer is tempted to cut a price with 
the expectation of greater ultimate profit, it is a pretty 
sure sign that he has no idea as to how much more 
business he must do to just break even. He doesn’t 
realize, for instance, that a five per cent cut in price 
requires a 25 per cent increase in turnover just to 
keep his profit where it stood before he cut the price. 

This statement of percentages may sound like so 
much “hooey” to some stationers, but if it does, it is 
time for them to dust off their arithmetic and follow 
through a simple, yet surprising, mathematical process 
to get at the true facts. 

Any retailer makes money when he Sells his mer- 
chandise at a larger sum than that represented by 
the cost of the goods at wholesale, plus his expenses 
of doing business. If he really understands what he 
is doing, he will first decide upon the margin of profit 
that he needs to earn. He will then compute his 
proper selling prices by adding that percentage to the 
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cost of the goods, plus his operating expenses. 

When any stationer reduces this selling price, he 
reduces his profit—obviously. But this reduction affects 
more than his profit. It also effects his turnover, which 
seems to be thing that the average dealer does not 
fully understand. 

He knows that he must achieve greater sales volume 
on the cut-priced article and he expects to gain it by 
cutting the price. If he understood how much more 
volume he must obtain in order to do a paying busi- 
ness, he would think twice before cutting. Let us 
translate this principle into figures and see what hap- 
pens. 

For the sake of simplicity, let us take $1,000 worth 
of staple merchandise. Let us suppose that, by figuring 
out his expenses and the amount that the stationer is 
willing to accept as a fair return on his investment, 
he finds their sum to be $333, or 3344 per cent on his 
investment. 

The fundamental figures concerning this hypotheti- 
cal $1,000 investment are as follows: 

Amount of Investment, $1,000. 

Selling Price, $1,333. 

Total Amount of Profit, $333. 

Percentage of Profit on Cost, 33.3 

Percentage of Profit on Sales, 25.0. 

Now then, if the dealer decides upon a “small” price 
cut of five per cent, his troubles begin. In the first 
place, if he sells five per cent cheaper, his customers 
benefit by five per cent, but he gives away much more 
than five per cent of his profit. He may say: “Oh, 
well, I can afford to lose five per cent.” So he takes 
five per cent off the price—and loses 20 per cent profit. 


It’s Reduction of Profit 


If he could reduce either his investment or his ex- 
penses by that five per cent of the selling price, he 
would be all right. But he must take that sum out 
of his profit. Here is how that works: 

Before the five per cent cut, one turnover of this 
merchandise yielded him 25 per cent on the sales 
price, or a profit of $333. Now he sells five per cent 
cheaper, or $66.65 below the original sales price. This 
has cut his total profit to $266.35. 

A five per cent cut in the sales price reduces his 
profit on the selling price from 25 per cent to 21 per 
cent—a drop of four percentage points, or a reduction 
of 16 per cent of his profit on sales. It lowers his 
rate of profit on cost from 33% per cent to 26.6 per 
cent—a drop of 6.7 percentage points or a reduction 
of 20.2 per cent on his cost of goods. 

Now let us see how this formula works out in terms 
of turnover. Must the stationer transact five per cent 
more business in order to make up for that five per 
cent reduction in selling price, or must he do 20 per 
cent more business to counterbalance that 20 per 
January, 1946 
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cent reduction in profit on cost? Neither. He must 
actually do 25 per cent more in volume just to keep 
his profit where it was before, because one stockturn 
at a five per cent price cut yields only $266.65 instead 
of $333. This is simply another way of saying that 
one stock turn is now only 75 per cent as profitable 
as it was before he cut the original selling price by 
five per cent. 


In these circumstances, the stationer may make 
many more sales, owing to the reduced price, but if 
he doesn’t sell more than a quarter again as much 
merchandise, he is losing money. 


Suppose the original prise is cut ten per cent or 15 
per cent instead of five per cent, then what? At first 
glance, it looks as though a ten per cent cut would 
mean that he must increase his turnover by 5) per 
cent instead of 25 per cent as with the five per cent 
price cut, and it would look as though a 15 per cent 
cut would require a 75 per cent increase of turnover 
to break even, but the mathematics don’t work out 
that way. 


Need Double the Volume 


The increase in volume needed is more than double, 
because the price-cut has been doubled and the ratio 
increases in Startling fashion the higher the cuts go. 
In order to realize his original profit under the ten 
per cent cut, the stationer must increase his turn- 
over by 67 per cent; to hold his ground under the 15 
per cent price-cut, he must increase his turnover 150 
per cent; and a 20 per cent cut demands a 400 per 
cent increase in turnover in order to make the amount 
of profit that was made at the regular price. 


It sounds so simple to say: “I'll cut this one-dollar 
seller to 80 cents and the increased sales will take 
care of the profit.” Yes, they will—provided the sta- 
tioner didn’t pay more than 70 cents for the article 
and can be sure of Selling about four and one-half 
times as many units at 80 cents as he customarily 
Sells at one dollar—a thing not 


term “cut price,” because of its suggestion of a rum- 
mage-sale code of merchandising. 


Some Bargains Legitimate 


Again, there is such legitimate “bargain” merchan- 
dising in the trade as that represented by the combi- 
nation offer at a certain figure—that is, the plan of 
making one article sell some related article, thereby 
effecting a double sale. This is constructive only 
when there is an assured satisfactory net profit on 
the double-unit sale; otherwise, it is fallacious mer- 
chandising. 


The representative retail stationery outlet of this 
day strives for the reputation of being a dependable 
source of supply for continual, honest-to-goodness 
values—not for holding a sale on every plausible 
pretext that can be trumped up for the purpose. Mere 
price is not the whole show anyway, becausé we all 
recognize the truth that, in certain outlets, one 
always seems to obtain characteristically better values 
even when the range of prices is a little higher. 


Many of us of only ordinary brain power, further- 
more, are not unaware of the beguiling manner in 
which “cut prices” and “comparative prices” are 
inflicted upon the public, as for example in the often- 
flamboyant advertising of the retail-jobbing outlets 
of the industry in the large cities. “Jobs” of mer- 
chandise that are good values even though technically 
“stock-worn,” “seconds,” or perhaps obsolete, should 
not be advertised as regular-quality, regular-value 
goods worth regular-value prices which have been 
cut when they are not, in truth, any longer worth the 
full, regular or original prices. 


The typical.stationer is not such a carload-lot buyer 
that he can compete with this kind of merchandising, 
and it is plain folly for him to ruin his profits by 
paring down his legitimate prices in an attempt to 
do so, at the same time damaging the “tone” of 
his business. 








renerally accomplished. 
In the light of this information 




















—facts and figures, not theories— 
how can any rational stationer be 
tempted to cut prices, merely to 
out-match some misguided com- 
petitor, if he intends to make a 
respectable profit on the gross 
operations from his investment? 


As pointed out, it is practically 
impossible to accelerate volume to 
the required proportions, except 
perhaps, in the case of such low- 
price staples as the cheaper pa- 
pers, envelopes, or pencils, or a 
cheap make of blank books, and 
then only in a metropolitan mar- 
ket, as a general rule. 


It is true that some price mer- 
chandising is inescapable in all 
retail advertising and merchan- 
dising. In times of abundant mer- 
chandise supplies, a stationer 
might properly shade the price on 
an over-stock item and make 
trade-drawing advertising capital 
out of it for a day or two, risking 
little loss, especially if there was 
some question of obsolescence in- 
volved in disposing of such goods, 
but even in those circumstances, 
the better stationers eschew the 
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HE PIONEERED—In the office appli- 
ance industry for 35 years and actively 
engaged in advertising for more than 40 
years, it is not strange that Tim Thrift 
advertising and personnel manager of El- 
liott Addressing Machine Company, Cam- 
bridge, Mass., laid the ground work for 
what are now accepted practices. For 
example, during the 16 years he was with 
the old American Multigraph Sales Com- 
pany as advertising manager, until 1928, 
Mr. Thrift had a great deal to do with 
the promotion and acceptance of direct- 
mail advertising. This was done through 
educational booklets, extensive lecturing 
and his individual proposition, “The Mail- 


bag,” a journal of direct-mail advertising which became one of 
the leading advertising publications in the country. Leaving Multi- 
graph, Mr. Thrift was at Elmira for six years as advertising manager 
for American Salesbook Company and it was while there that he 
did much to bring acceptance by the business world of carbon inter- 
leaved stationery—“one-time carbon.” Hobbies of Tim Thrift in- 
clude the printing of private and limited edition books, cabinet- 
making and the fabrication of plastics. This busy man, with Elliott 
Addressing Machine Company since 1934, has also found time to 
publish a personal house organ, “Tim Talks” and a number of books. 
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SEEING IS BELIEVING—As buying hunger diminishes with reconversion progress, the 
customer will wish to determine exactly what he not only can buy tomorrow, but also 
today. Displays must be based on the idea that seeing is the biggest thing in selling. 


Seeing is the Biggest Thing in 


Selling Today 


By Ernest W. Fair 





OUNDS great... let’s see it! 

That is going to be the most frequently repeated 
answer to a sales talk the average American office 
equipment dealer will hear during the year ahead 

. stocks are not going to come flying back to his 
store with any more speed than they left it, but are 
going to be dribbling in slowly and he is going to 
have an opportunity to sell a lot of merchandise from 
sales literature and advertising. 

Right now as reconversion gets into high gear we are 
experiencing some of the buying hunger of the return- 
ing veterans and the home front. Daily our oldest 
friends come into our stores with some query as to 
when such-and-such an item will be arriving. Today 
they would almost buy anything sight unseen. To- 
morrow it is going to be a different story. 

The merchandising job of the next year is going to 
be based on that axiom, “Seeing is the Biggest Thing 
in Selling!” 

Store and window displays, posters and cards, news- 
paper and radio advertising are all going to have to 
be framed with this thought uppermost in mind. 

So will every office equipment dealer and salesman 
have to frame his whole sales conversation on any 
item around the visual picture of the merchandise 
itself. 

Our period of bare shelves and absolute lack of 
any need of sales energy during the months past has 
been of such an extended period that many of us may 
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have become so immersed in a business of scarcity 
that we can easily have forgotten that selling can be 
very difficult in a period of plenty. 

One of the basic principles of modern-day selling 
which was only becoming apparent to office equipment 
dealers outside of the big-town field was the impor- 
tance of display and its kindred method of creating 
the desire to purchase. 


Some May Wait Too Long 


Most of us are going to have to go back and learn 
all over again. Some of us are going to wait too long, 
a few may even scoff at a rating of such importance 
being given to the visual factors in selling so early in 
our reconversion days. 

Time will, of course, always answer who was the 
wiser ... the man who waited until it was absolutely 
necessary before he began to repair his roof or the 
man who went about the reconversion job long before 
the actual rains came. 

Consider for a moment those factors which have 
already become apparent to the larger firms in 
metropolitan cities. 

Selling upon the basis of past remembrance is today 
becoming more and more difficult. The prospective 
buyer, whether he be individual or company head, re- 
turning serviceman or home front business man, is 
not going to be satisfied with his memories of his 
favorite typewriter, duplicator or other piece of office 

(Turn to page 183, please) 
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What About Those GI Business Loans? 





(Note—The following article on GI business loans 
by Harold J. Ashe is designed to be of aid to ex-service- 
men who are counting on GI loans to help, OFFICE 
APPLIANCES readers who have sons planning on enter- 
ing business for themselves, and others who may wish 
to know how the GI financing may affect the sale of 
office equipment and supplies.) 


GREAT AMERICAN humorist of another day once 

said that the trouble with people was not that 
they knew too much, but that they knew too much 
that was not so! Had he been alive today and writing 
about the so-called GI Bill of Rights he hardly could 
have made a more apt observation. 

Even before President Roosevelt signed the bill to 
make the Servicemen’s Readjustment Act of 1944 (Pub- 
lic Law 346, 78th Congress) the law of the land, well- 
intentioned but ill-informed writers rushed into print 
with glowing pictures of a veritable Utopia for re- 
turning battle-weary veterans. Such articles have 
contributed considerably more heat than light upon a 
subject which, at best, is difficult to understand. Al- 
ready too many business men and veterans and wives 
and relatives of men and women still in service have 
been led to believe that the Act implicitly and solemn- 
ly gives every returning serviceman a stake with which 
to start any conceivable business venture of his 
choice. . 

In city after city, incidents have been reported in 
which sadly disillusioned veterans have made demands 
for $2,000 with which to start businesses. They wearily 
quote garbled curbstone versions of the Act as evi- 
dence of their right to such funds. 

“It is surprising how many veterans believe that 
the Federal Government has promised to lend eech 
man $2,000,” lamented the vice-president of a large 
western banking institution. 

This bank, incidentally, has so far approved only 
two GI loans to veterans for business purposes and 
these await Veterans’ Administration approval. In the 
city of Los Angeles there are already some 65,000 
World War II veterans. Army surveys show between 
seven and 11 per cent of all servicemen desire to 
Start a business. This would indicate at least 4,500 
such potential businessmen-veterans in one city 
alone. Yet, as this is written, exactly one GI business 
loan has been completed in Los Angeles! 


Misconceptions About Law 


Actually, prospects for getting GI business loans are 
not as dismal as the above figures would indicate. 
Slowness in granting loans is due in major part to 
failure of applicants to understand the provisions of 
the law. Before attempting to show precisely how to 
go about getting such loans, it is necessary to clear 
up certain widely held misconceptions. 

First: Probably the most widely-held erroneous no- 
tion not only among veterans, but civilians generally, 
is that the loan feature of the Act is a sort of bonus 
or adjusted service pay decked out in new legal garb. 
Neither Congress nor veterans’ organizations held any 
such belief in passing or supporting the Servicemen’s 
Readjustment Act, and the latter specifically reserved 
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By Harold J. Ashe 


Tax Counselor 


the right to press for a bonus or adjusted service pay 
at a later date. 

Secondly: The Government is not advancing any 
Government funds for the establishment of veterans 
businesses, as such. This should dispel the notion that 
the Government has $2,000 earmarked for each veteran 
after he has been mustered out of service. 

Thirdly: While commonly called a Bill of Rights, 
Servicemen’s Readjustment Act in its loan features 
(home, farm or business) might more properly be 
styled a GI Bill of Qualified Rights. That is to say, the 
veteran has a right to a loan only provided he is able 
to qualify by meeting the conditions prescribed by 
statute. 

So, let’s take up step by step the question of busi- 
ness loans—who may get them, and how! 


Who Is Eligible? 


An eligible veteran is one who (a) served in the 
active military or naval service of the United States 
on or after September 16, 1940, and prior to the ter- 
mination of the present war; and (b) has been dis- 
charged or released under conditions other than dis- 
honorable after active service of 90 days or more, or 
because of injury or disability incurred in line of duty, 
even though less than 90 days, and (c) makes appli- 
cation for benefits within two years after separation 
from service, or two years after termination of the 
war, whichever is the later date, but in no event more 
than five years after the end of the war. 

The Act applies equally to women as well as to men 
who have served in the armed forces. In many in- 
stances, both husband and wife will be eligible for 
business loans and may, if they elect, pool their bor- 
rowing power. 


Who Makes the Loans? 


As has been emphasized, the Government does not 
make loans for business financing under terms of the 
Act. The Veterans’ Administration, however, under- 
takes to guarantee 50 per cent of any loan up to a 
guarantee not to exceed $2,000. Thus, if the loan is 
for $1,000 the Government will guarantee only $500. 
Moreover, in event of a loss sustained on the loan, the 
Government undertakes to assume only its share of the 
loss. That is, say a loan of $4,000 has been made on 
which the Government guarantees $2,000 and the vet- 
eran goes into bankruptcy and only half of the orig- 
inal loan is recoverable. The Government would sus- 
tain half of the loss on the $2,000 and the lending 
agency would absorb the balance. 

While the Government sets a limit of $2,000 on the 
amount of the loan it guarantees, this does not restrict 
the loan to $4,000, as many have been led to believe. 
The lender may lend as much as he wishes, the Gov- 
ernment guaranteeing only up to $2,000 of the total 
loan. 

It should be apparent at once that such loans can- 
not be entered into lightly and that good banking 
practice must be followed. In each instance, the lender 
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is risking at least half of the loan—and at relatively 
low interest rates, too. 

The loans may be made through regular banking 
channels: banks, building and loan associations, 
finance companies, insurance corporations or private 
individuals, even veterans’ friends or relatives. How- 
ever, to guard against excessive interest rates, the 
Government will not guarantee any loan on which in- 
terest in excess of four per cent annually is charged. 
To give the veteran a boost, the Government will pay 
the first year’s interest on that part of the loan which 
it guarantees. On a $4,000 loan this interest payment 
by the Government is worth $80 to the veteran if the 
interest rate is four per cent. Thereafter, the veteran 
will pay interest on the full amount. 


How Lenders Operate 


The first hurdle the veteran must make in floating 
a loan is to convince the bank or other lending agency 
that he is a good business risk. The veteran must re- 
member at the outset—and it cannot be stressed too 
many times—that this loan is not a gift in any sense. 
He must be prepared to give credit references. While 
lenders generally may show extreme sympathy for the 
veteran-borrower, the latter must keep constantly in 
mind that the lender has much to lose, little to gain. 
The lender must assure himself, on behalf of his de- 
positors—many of whom are also veterans—that the 
prospective borrower stands a reasonable chance to 
succeed. - 


The banker will want to probe impersonally into the 


veteran’s background to find out what experience he 
has had in the business in which he proposes to en- 
gage. His reputation for integrity in the community 
may be a determining factor, other circumstances 
considered. An unbroken record for meeting financial 
obligations will weigh in the veteran’s favor. Known 
bad habits can work against him. 

As for experience, let’s amplify that point a little. 
It is not enough that the applicant have some experi- 
ence in business generally, but that he has a con- 
siderable degree of real experience and knowledge in 
the business in which he proposes to engage. Not a 
few veterans have discovered to their sorrow that the 
GI Bill is not an “open sesame” for them to experiment 
in new fields of endeavor in which their only qualifica- 
tions are burning desires to engage in such ventures. 

Smaller ventures may be financed for veterans even 
though their experience in that business may have 
been that of an employee, provided they are well 
grounded in fundamentals. Larger ventures, on the 
other hand, may require a background of past active 
management or ownership of a proven successful 
character to warrant loans. No hard or fast rule can 
be laid down, but in large measure the first con- 
sideration will be practical experience. 

If the lender approves of a loan to a veteran, he 
then forwards the application to the nearest Veterans’ 
Administration office which, first of all, will check the 
veteran’s service eligibility. Then it will be checked 
as to its risk. If the loan goes through, the Admin- 
istrator will issue a loan guaranty certificate and send 
it to the lender and the loan will be completed by the 
lending agency. 


Loans That May Be Guaranteed 


The Administrator is empowered to guarantee a loan 
for the purchase of any business, land, buildings, sup- 
plies, equipment, machinery or tools to be used by an 
applicant in a gainful occupation if he finds that (a) 
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the loan will be used in the bona fide pursuit of such 
gainful occupation; (b) such property will be useful 
in and reasonably necessary for the efficient and suc- 
cessful pursuit of such occupation; (c) the ability 
and experience of the veteran indicate that there is a 
reasonable likelihood that he will be successful; (d) 
the purchase price does not exceed the reasonable 
value; and (e) the loan appears practicable. 

Business loans are subject to guarantee by the Gov- 
ernment if made for one or more of the following 
fundamental purposes enumerated in the regula- 
tions: (a) loans for the acquisition of an existing 
business; (b) loans for the purchase of equipment, 
machinery, or tools; (c) loans for the purchase of 
supplies; and (d) loans for the purchase of business 
realty. Neither the statute nor the regulations cover 
loans for inventory, stock or working capital. 


Buying a Going Business 

In buying an already-established business, loans will 
be approved only if the veteran is going to actively 
participate in the management and direction of the 
business. This precludes “dummy” set-ups in which 
a veteran’s borrowing power is used to buy a business 
in which he may be only an inactive participant. Such 
a business may be operated as an individual proprie- 
torship or as a partnership. 

In all instances the purchase of existing businesses 
must include the transfer of good will. Moreover, as a 
protection to both the buyer and the lending agency, 
in most instances the bill of sale will specifically for- 
bid the seller from engaging in a like business within 
a stated period of time or within a geographical ter- 
ritory agreed upon between buyer and seller. This 
requirement will be very closely observed, especially in 
the service trades, so far as not in conflict with state 
laws governing such contracts. 

While previously noted that the Act does not pro- 
vide for loans covering inventory, stock or working 
capital, a loan for the purchase of an existing busi- 
ness would cover all assets, including inventory and 
working capital. However, loans for the acquisition of 
additional inventory or other working capital are not 
eligible for guaranty. 

The ultimate maturity of loans for the purchase of 
existing businesses may not exceed five years. 


Buying Equipment 

Loans may be granted for the purchase of new or 
used equipment, machinery or tools with a maturity 
limitation not exceeding three years for the entire 
purchase price. Or a loan may be made for the initial 
payment on such items, not in excess of one-third of 
the purchase price, such loan not to exceed $1,000. An 
initial-payment loan may not be in excess of one year 
if for $500 or less, or two years if over $500. 

The amount of loans is not restricted to the above 
amounts, however, where a loan covers the full pur- 


‘chase price. 


Buying Supplies 
A loan may be granted for the purchase of supplies 
in amount not in excess of $1,000 with a maturity of 
not over one year. 


Buying Business Realty 


Loans may also be made for the purchase of busi- 
ness real estate, land or buildings, or both, to be used 
by the veteran in pursuing a gainful occupation. Such 

(Turn to page 144, please) 
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AN ADVERTISING TARGET NEEDED—Success will come for office appliance advertisers 
in these post-war years who plan their advertising for specific targets, just as B-29 crews 
were briefed on their missions during the war. 


The Office Appliance Merchant's 


Advertising Objective 


By H. R. Simpson 





EFORE B-29 CREWS left their bases on Saipan or 
other islands they were given a thorough briefing. 
Complete details and thorough instructions on their 
mission were given. If, repeatedly, bomber crews had 
remarkable results, the explanation is at hand. Highly- 
trained men carry out their missions according to 
careful plan. 

It would be grand if office appliance merchants 
could be called together in groups, here and there, 
and before entering upon extensive advertising in the 
post-war ero could be expertly briefed in their re- 
spective “missions.” 

B-29 crews knew what their target is in advance— 
not in terms of general geography, as a region or city, 
but specifically, with instructions for the target—an 
aircraft factory, railroad yards, or something else. 

Similarly, it isn’t enough for an office appliance 
man to go about advertising with the general hope 
of increasing sales. Nevertheless, there is a tremendous 
amount of retail advertising waste in all trades be- 
cause merchants make a fundamental error. Far too 
general in their objective, they are wild, inadequate, 
in the advertising that they use. 

Success will come for office appliance advertisers in 
the post-war years if advertising is carefully planned 
to “fit” specific targets. B-29 warfare against Japan 
was not a matter of a few, but many, targets. Good, 
scientific office appliance advertising will recognize a 
variety of “targets”, too. 

Advertising objectives are going to vary somewhat 
from one store to another. Good advertising manage- 
ment takes account of many individual things. “Tar- 
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gets” which Hicks of Lamar needs to give attention 
to may be one of types Rogers of Fairview can forget. 
Factors in arriving at objectives are such matters as 
store location, the competitive situation, season of 
the year and type of store (whether price or quality). 
Advertising media available affects objectives; so does 
a store’s volume-and-profit condition. 


Targets Are Plentiful 


There are plenty of targets for today. Examine the 
general list of advertising objectives that follows: 

1. To make well known throughout the trade terri- 
tory and to keep fresh in the minds of present and 
potential office appliance buyers the standard branded 
lines of this, that, and the other thing, that the dealer 
is the local source of supply for. In his (or her) 
family magazines of national circulation, the office 
appliance buyer sees the advertising of this and that 
manufacturer. This advertising has great power to 
produce sales for the local dealer if the prospect read- 
ing the appealing copy immediately associates the 
brand with the store. 

2. To make store telephone number and location 
readily available, continuously remembered by more 
and more office appliance buyers. 

3. To sell the idea persistently that the dealer is a 
wide-awake, progressive, “live wire’ merchant, his 
stock always abreast of the times. 

4. To estahlish the general impression in the com- 
munity that the store is one where generous policies 
are followed. In skillful advertising it is made clear 

(Turn to page 37, please) 
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Watch Working Capital in this 


Post-war Period 


By Fred Merish 





URING the war, stock 

and labor were easy to 
convert into cash, modern- 
ization outlay was practi- 
cally nil; hence, the work- 
ing capital position of many 
businessmen was “sweet” 
at war’s end. 

In the post-war period, 
investments in new equip- 
ment and promotions, big- 
ger inventories, higher than 
pre-war costs, in all prob- 
ability, a sizeable increase 
in sales volume, when all 
restrictions are removed, 
will put a heavier strain on 
working capital than it has been carrying during the 
war years. The office appliance dealer, therefore, must 
watch it carefully to keep in the clear. 

The following tables show you via the easy-eye 
way how you can appraise your working capital posi- 
tion and what factors to watch in order to maintain 
a satisfactory working capital ratio for your business. 
This operating element is of major importance during 
1946, the bridge-over year from war to peace. 











MR. MERISH 





Table No. 1 
Assets Liabilities 
ee ees $2,500 Accounts payable ....$1,000 
Receivables ................ 500 Accrued liabilities... 500 
[RvOnRtOry «................ 1,500 
——-_ Current liabilities $1,500 
Current assets .......... $4,500 


Working capital (2) 3,000 





Current 

liabilties.......... (1) $1,500 

The excess of current assets over current liabilities 
is working capital. When working capital is twice 
current liabilities, it is usually satisfactory, unless cur- 
rent assets are badly proportioned. 








Table No. 2 
Assets Liabilities 
Cash. ..........................$ 500 Accounts payable ..$1,000 
Receivables ......... ......1,000 Accrued liabilities ... 500 
Inventory ............(1) 3,000 
Current liabilities $1,500 
Current assets .......... $4,500 


Working capital (1) 3,000 


Current liabilities -...$1,500 

Working capital the same as Table No. 1, but ratio 
of inventory to working capital is 1 to 1, or inventory 
is 100 per cent of working capital. In normal times, 
inventory is safest when around 50 per cent of work- 
ing capital; otherwise, inventory turn is too low. 











Table No. 3 
Assets Liabilities 

Cash ...... ; ..-..--«----1,125 Accounts payable _..$1,000 
Receivables ..........(2) 2,250 Accrued liabilities 500 
Inventory 42) 2,985 

Current liabilities _..$1,500 
Current assets .......... $4,500 
Working capital ........ 3,000 





Current liabilities ....$1,500 
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Same working capital as Table No. 1, but receivables- 
to-inventory ratio, 2 to 1, indicates poor collections. 
Ratio more desirable when inventory twice receivables. 











Table No. 4 
’ Assets Liabilities 
Cash ...........................$2,000 Accounts payable ....$ 750 
Receivables ................ 1,000 Accrued liabilities... 250 
Inventory .................. 3,000 
Current liabilities ....$1,000 
Current assets .......... $6,000 
Working capital (5) 5,000 
Current 
liabilities ........(1) $1,000 


Working capital five times current liabilities. Ex- 
cessive. Too much working capital as bad as too little. 
“Seed money” must be kept working to harvest profit. 

Table No. 5 
CSE) Seager 2A seers eet, Cet aro ye $30,000 
Working capital 5,000 
Turnover Of WeOrking Capital ...................s..ccccos--secenesse- 6 

Watch the turnover of working capital, which is 
calculated by dividing the year-end working capital 
into the annual sales. When the net profit and sales 
volume for a period are satisfactory, the working capi- 
tal turn taken at that time is usually the desirable 
turn for your business. Your own experience will fix 
the most advantageous turn. Then try to maintain it. 


Table No. 6 


Working capital 
ot RN ee Alise . 1,000 
Net profit on working capital...............0............ 20 per cent 


Some businessmen use this yardstick. Your own 
experience figures will fix the most desirable turn. If 
any deviation therefrom, investigate your working 
capital setup. 


Table No. 7 
Assets Liabilities 
ee ar $1,000 Accounts payable -....$2,000 
Inventory. .................. 2,000 


Loan payable ............ 2,000 








Current assets............$3,000 


Current liabilities ....$4,000 

Floating debt ............ 1,000 

Current assets............ $3,000 

If current liabilities exceed current assets, you have 
a floating debt. 








Table No. 8 
Current assets .......$ 3,000 Current liabilities .$ 4,000 
Fixed assets................ 27,000 Fixed liabilities........ 5,000 
Net WOrtn ..........-..... 21,000 
Total assets ..............$30,000 





Total liabilities........ $30,000 

You can have a floating debt but still show a net 

worth. This has happened to more than one dealer 

but business is in the safety zone only when the owner 

provides adequate working capital, even though net 

worth is substantial, even though sales are high and 
net profit is satisfactory. 

Table No. 9 


Current assets ........ $10,000 Current liabilities .$ 5,000 
Fixed assets ............ 10,000 Net worth 15,000 


Total assets $20,000 Total liabilities ..... $20,000 
Working capital $5,000 before post-war expansion. 
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Dealer Jones finds that his business requires this 
working capital to operate effectively. 


Table No. 10 


Current assets .......$10,000 Current liabilities....$ 5,000 
Fixed assets ...... 20,000 Fixed liabilities ...... 10,000 


Net worth ee 
Total assets _..........$30,000 
Total liabilities........ $30,000 

Working capital $5,000 after post-war expansion. 
Dealer Jones’ net worth also was the same before and 
after expansion but fixed assets have doubled. Sizable 
increase in fixed assets puts a strain on working capi- 
tal, so it should be increased in satisfactory ratio after 
expansion. 

Expansion means additional space or additional 
working equipment or additional personnel and this 
increases fixed assets or current liabilities, necessitat- 
ing a proportionate increase in working capital to keep 
in the clear financially. 
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THE 0O.A. MERCHANT’S ADVERTISING OBJECTIVE 
(Continued from page 35) 
that a generous adjustment policy is followed, that the 
management stands squarely behind the goods it sells. 
5. To make the fact known that high standards of 
skill and ability and experience are maintained among 
store employees. 


Advertising Builds Morale 


6. To build morale among employees, advertising 
should refer to named individuals and occasionally 
contain copy signed by employees. 

7. To establish quickly a new brand or line in local 
acceptance. A heavy allotment of space, relatively, is 
put behind the new things. 

8. To give special help to brands, items or lines, 
sales of which have been lagging in competition. 

9. To attract new customers to the store. Much 
general advertising, of course, will get results on this 
“target”. But special advertising can be designed to 
bring new customers in. 


10. To meet the advertising competition of other 
office appliance dealers. If a competitor is very active 
with well-planned advertising, a dealer is not well 
advised to ignore it. “Just any advertising” won’t meet 
competition. The advertising should be skillful. 


Advertising Enlarges Territory 


11. To enlarge a dealer’s trade territory; to increase 
sales in weak neighborhoods. Direct mail advertising 
is indicated for special attention this year. 

12. To develop leads for outside salesmen. Mail ad- 
vertising can be used, directed at this target—with 
postage-paid return postcards included. Newspaper 
advertising centered on special departments can offer 
a convenient coupon, with name and address lines, 
requesting a store representative to call. 

13. To increase credit sales. Direct mail methods 
are happy ones here. For example, the dealer compiles 
a list of desirable credit buyers, offers them credit 
service in a special personally-typed letters. 

14. To publish extended price information from 
week to week—figures that the trade follows, wants 
to know. 

15. To promote a successful public relations policy 
within the community. He is a smart, as well as public 
spirited, office supply merchant who uses his advertis- 
ing space to boost a local project. And there’s the 
matter of the local editor, too—in the smaller com- 
munities, the small-circulation weekly may not seem 
to pull very well. But the editor can circulate around 
more actively than any other local person. His good 
will is worth much more than a modern advertising 
program called for. 

16. To increase sales to present customers. This is 
most effectively hit with use of sales letters directed 
to lists carefully compiled from analysis of stores sales. 
The buyer who gives a store only a portion of his trade 
is the objective of such advertising. 

17. To build the store’s list of customers, to increase 
sales volume, to lift profits. These are general targets, 
in reaching which other targets listed in preceding 
paragraphs will be variously used. 





LITTLE BIOGRAPHIES OF MEN WHO WENT TO LAW 
THE “SAMPLE SALE” 
By Norris L. Hayward 


F JOHN BROWN of the Ajax Appliance Company gives an order 
for filing envelopes totalling $50 or more, and there is no written 
memo of the sale, he must make a part payment or accept part of the 


order to make the sale binding. 


But suppose that Brown orders the envelopes “by sample,” keeps the 
samples in his possession, but receives none of the actual order. Has 
there been an “acceptance and receipt of part of the goods so sold” 
which will make the sale a binding one: 

(1) When there is no agreement in reference to the samples? 

(2) When the sample is considered as part of the order? 


“No,” in the first case. 


“Yes,” in the second. 


“The receipt and acceptance by the buyer of samples of the envelopes 


are held to be a compliance with the statute when the samples are con- 
sidered and treated by both parties as a part of the goods sold and as 
diminishing the quantity of the goods to that extent; otherwise the taking 
of samples has no effect upon the validity of the contract,” is a concise 
summary of the rule by the Maryland Court of Appeals. 


OFFICE APPLIANCES, January, 1946 37 














Huge Chair Display Sparks Furniture 


Firm’s Promotions 


By Bert Merrill 





HAIRS OFFER a scarcely-recognized opportunity 

to the office furniture firm which will take the 
time to explore all their possibilities, according to 
Harry W. Heller of the Office Equipment Bureau, 
Fresno, Calif. 

The Office Equipment Bureau (which chose this 
unusual name to symbolize Mr. Heller’s work as a 
consultant on large-scale office furnishings for both 
Government and private business) has specialized in 
chairs for ten years—posture chairs, Bank of Eng- 
land chairs, occasional chairs, executive models, and 
every other type which is likely to find itself useful 
in modern business. Although primarily the goal of 
the company is sales of co-ordinated office furnish- 
ings complete from files to lamps, the chair stock has 
always been recognized as one of central California’s 
finest—and as such has proven the opening wedge to 
many complete-office sales amounting to thousands 
of dollars. 


Chairs Neglected 


“Chairs are one item to which the average office ex- 
ecutive gives little or no thought,” says Mrs. Heller, 
who, with her husband, operates the firm. “Most busi- 
nessmen are content to get along with the same old 
chair behind their desks or scattered here and there 
in the office, until they become rickety enough to fall 
apart. Our experience has been that many office men 
and employees have been uncomfortable for years 
without knowing it.” 

“Therefore if the dealer takes the opportunity to 
suggest more comfortable chairs for various spots he 
is usually actually doing the prospect a favor. We 
never sell a chair pad without asking if the buyer is 
perfectly satisfied with the chair he will use it on 
and asking him to sit down and try some suggested 
model from our own stock. Every three months or so 
we hold a drive on them, even doing so through the 
war. We teach the man that there is a lot of difference 
between modern-engineered comfort represented by 
a posture chair and the old straight-back which is 
likely to be found in his office.” 

In November of 1945 the Office Equipment Bureau 
store showed more than 200 chairs on its floor—many 
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there to fill in spaces left by lack of desks and files— 
but nevertheless important in keeping up interest. 
One sample of each type of chair carried is ranged 
along just inside the large plate glass window at the 
front, price-tagged for easy reading, and mounting 
small signs which point out that the posture chair is 
often the solution to backaches and other discomfort 
from long hours at the desk. 

“Our stock is arranged to hit them in the eye,” 
Mrs. Heller smiled, “on the mass-display theory. We 
try to get all customers but those shopping for com- 
plete-office furnishings interested in chairs from the 
first moment they come in—and impressive banks of 
them have proven the most effective.” 

Thus, at the head of the aisle leading back into the 
store are five rows of posture chairs angled out from 
the wall to face the front. The stock includes leather 
models, mohair-upholstered types, all-wood and all- 
metal styles from $16.60 up to $34.50, which are “lead- 
ers” into complete furnishings sales. 

Back of this series of rows is a huge section:-of leg 
chairs and side chairs in the familiar oak, walnut and 
metal choices. There are several types of revolving 
chairs scattered among them, all carefully price-tagged 
for the customer who wants to “browse” and test this 
and that model. Most of this stock was ordered over 
a year ago, according to Mrs. Heller, and late ship- 
ments have brought the chair inventory up to a point 
well ahead of even San Francisco and Los Angeles 
firms. 

In the extreme rear is a deluxe display of leather 
executive chairs up to $130, and including swivel 
models, waiting room types, handsome directors’ room 
and individual types for professional men. These have 
shown themselves subject to gift promotion above all 
other types, and the store is making a continual 
Christmas drive on them. 


Offers Old Stand-by Type 


The left side of the display is made up entirely of 
the old “stand-by” Bank of England chairs, 20 of 
which are arranged in two rows. Where any customer 
is dubious over what chair to buy, Office Equipment 
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Bureau invariably suggests that “you can’t go wrong 
with Bank of England types.” These likewise are 
perennial gift favorites between businessmen, and are 
thus pushed for Christmas and anniversary use. 

In outside selling, Office Equipment Bureau sales- 
men make a point of watching for old worn chairs, 
which, as pointed out before, are so familiar to their 
owners that the latter “cannot see them.” Upon find- 
ing one, the salesman is quick to point out that the 
office, like a retail store, must “keep up a front” in 
order to instill confidence in its customers—and that 
‘t is little points like the appearance of furniture 


which count most in that connection. Hundreds of 
chairs have been sold in this way—by mere casual 
hints and an invitation to drop around to Office 
Equipment Bureau’s handsome showroom and look 
over the 20-odd types featured. 

Lastly, when salesmen find an office in which typists 
and bookkeepers are obviously uncomfortable on what- 
ever chairs they are using, the company brings up 
the fact that more comfortable seating such as well- 
fitted posture chairs can increase efficiency and work 
output. Contacts made on this basis have resulted in 
multiple sales up to six and eight chairs at a time. 


Marching With Wood to 
Bigger Post-war Sales 





E NOW ARE in the post-war era. The years we 

have looked forward to are now at hand. The 
public has more money than ever before for moderiz- 
ing and refurbishing. The tide of business activity 
definitely will be at the flood stage for some years 
ahead. 

But who is going to cash in during these busy years? 
The man who is content to ride the waves, or the man 
who puts some power into the boat so that it will 
travel a little faster than the waves? 


One of the classic examples of aggressive merchan- 
dising is seen in Gordon Selfridge. He was an execu- 
tive of Marshall Field of Chicago. He helped build up 
that organization into one of the greatest retail in- 
stitutions in the United States. After he made a for- 
tune at a relatively early age he decided to retire. He 
had visited England several times and was charmed 
by the beautiful country, the picturesque homes and 
the quaint, leisurely customs of the people. So he in- 
vested money in stocks and bonds of substantial 
American corporations and went to England. He 
bought a town house in London and a large estate in 
the country. He was, whenever he wished, a man 


about town or a country squire. 

But the fighting spirit was too strong in the blood 
of Selfridge to permit him to settle down to a quiet, 
easy-going way of life. He looked at the slow, plodding 
merchandising activities of British merchants, and as 
he re*lined in a comfortable chair before the fireplace 
in tke great hall of his country estate, he meditated 
about the great opportuni- 
ties in retail merchandising 
that existed in England 
several decades ago. 





Used Revolutionary Methods 

Finally he decided that 
an easy, effortless life was 
not to his liking. He would 
become a London merchant. 
He opened a store. Instead 
of following the conserva- 
tive methods of the big 
London department stores, 
which did little advertising 
and whose window and in- 
terior displays were unat- 
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By John J. Reinecke 


Executive Secretary 
Wood Office Furniture Institute 


tractive, Selfridge opened his store with a blast of 
publicity. He held parades, contests and took adver- 
tising space in the newspapers of such large size that 
it seemed wasteful to the old-line merchants. He lost 
no opportunity to carry on ballyhoo to attract atten- 
tion to his store. 

The old merchants in London shook their heads and 
said, “The old Yank must be a little cracked. He'll 
pour his money down a rathole. The British won’t 
pay any attention to those strong-arm methods. Those 
circus tactics of Selfridge are undignified. People just 
don’t do things like that in this country.” 

But the aggressive, go-getting methods of Selfridge 
were wholly acceptable to the British public. People 
flocked to his store and bought. The “retired” Ameri- 
can merchant built up a great retail institution, 
thereby proving to the conservative merchants in Lon- 
don that the way to get business definitely is not to 
sit back and wait for customers. 

The story of Selfridge in England contains a mes- 
sage of interest to all retail merchants, and especially 
those dealers handling wood office furniture. 

It seems that there are some commercial furniture 
dealers who believe in the folklore that you can’t do 
much about stimulating sales for wood office furniture. 
They think that when people want some new furni- 
ture they will search out the dealer and make their 
wants known. They have the same mental attitude 
that the old-line merchants in London had 30 or 40 
years ago. 


It Pays To Be Aggressive 


But the fact is that any merchant can increase his 
business by aggressive selling methods. Advertising, 
both in newspapers and direct mail, attractive window 
displays and well-planned displays in the interior of 
the store will help sell more wood office furniture. 

In the United States, businessmen—your prospective 
customers—admire merchants who are aggressive, 
alert and on the trigger. If the prospective buyers of 
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commercial furniture in your community believe that 
you are a “livewire,” and that you stand out from the 
crowd, they will come to your store in increasing 
numbers. A commercial furniture dealer can build up 
such a reputation by constantly keeping his name 
before the public. Attract attention and you will 
attract trade. 

To sell wood office furniture effectively the selling 
organization of a dealer must understand thoroughly 
the product sold. The points of superiority of wood 
over other materials must be on the tip of the tongue 
of every person in the Selling organization. If an 
office manager, for example, is on the fence in his 
choice in buying, intelligent advice, backed up by 
factual information, should be given. Office furniture 
salesmen should be able to give constructive help to 
potential buyers. 

In this field it is very important to know where 
business is likely to develop and then make plans to 
get the business. Some dealers keep track of new 
incorporations, expansions of offices and other busi- 
ness activities that usually create business. Contacts 
with the Chamber of Commerce often supply leads. 
The names of buyers of equipment are learned and 
they are visited. Usually they are receptive to advice 
about office layout and welcome information about 
good office planning with wood furniture. Such con- 
tacts build up a nucleus of customers for future re- 
peat business. 

For aggressive office furniture dealers there now is 
a big opportunity for vigorous merchandising of office 
furniture. Many new businesses are being formed. 
Desk workers are being added in the consumer in- 
dustries. All over the country there is new demand 
for office modernization. 


New Wood Features Ahead 


Members of the Wood Office Furniture Institute, 
cognizant of the great opportunities in the post-war 
years ahead, are going ahead with plans which will 
supply effective assistance to aggressive dealers in 
their efforts to get more business. 

Wood office desks and chairs are to have their faces 
lifted, with many new features in styling, construc- 
tion and finish. 


For several years industrial designers have been 
studying the functional and style factors in wood 
office furniture. Many designs have been submitted 
to the manufacturers and from these designs the new 
post-war wood desks and chairs have been evolved. 


The innovations will embrace all three basic ele- 
ments of artistry—form, material and color. 

Wood desks will, of necessity, maintain the tradi- 
tional Greek proportion, which unquestionably will 
remain the basic art form of architectural and furni- 
ture units. However, this may be modified in many 
ways, as for example in the conference desks which 
have an extension, fixed or folding, at the end. Pe- 
destals will be redesigned to give (1) a streamlined 
perspective, and (2) more freedom of foot movement. 
Wood office chairs also are undergoing restyling so 
that they will harmonize with the changes in desks. 
Styling of chairs aims at not only appearance, but 
also at better posture, greater comfort. 


New Materials Ahead 


The second basic factor in artistry and utility— 
material—also will offer innovations. New chemical 
and physical processing of woods is resulting in vir- 
tually new materials because of their properties highly 
desirable in office furniture. Special new finishes— 
durable and attractive, have been developed which 
will enhance both the beauty and the usefulness of 
the woods used in office furniture. 


The factor of color has been the subject of much 
thought and consideration by the wood office furniture 
makers. Colors have been standardized so that a light 
oak chair bought a year hence will be a chomatic 
mate of a light oak desk bought today. Finishes of 
the new post-war desks will be generally warmer in 
tone, with special attention being given to visual com- 
fort of workers. The once popular golden oak fur- 
niture will be a little less “golden,” but the new color 
will be more refreshing and restful. 

The new designs in wood chairs and desks will reflect 
the dynamic spirit of the post-war business world. 
They will provide something new for retail dealers to 
talk about, something new to be merchandised. With 
them aggressive dealers can march with wood to 
bigger post-war sales. 





NEW CITY HALL AT CENTRAL FALLS, R. I., IS GUNLOCKE CHAIR-EQUIPPED 


At left is the council chamber; at right, the aldermanic 
chamber. 


Two interior views of the new city hall at Central Falls, R. L., 
where W. H. Gunlocke Chair Co. chairs were installed by 
John McNaught of the E. L. Freeman Co., Pawtucket, R. I. 
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Business Builders 


Broadcast over Station S-A-LE-S 
Operating on a wave length of:— 


CONFIDENCE .. . COUR. 
AGE .. . CO-OPERATION 


664 .OOK’S Comments’’—Facts 

... Fiction .. . Fun—was 
on the masthead of one of the 
breeziest, snappiest, pertest little 
house organs received in the cur- 
rent month for our review. The 
publisher, for your reference, is 
Cook’s, Inc., 780-82-84 Wright Av- 
enue, Camden, N. J., manufactur- 
ers of Ful-Vu system items. 

To cite a few of the alert flashes 
that lift you out of your workaday 
self, listen in on these: 

—History records no strikes to 
raise the wages of sin. 

—A tax reduction now and then 
is welcomed by the best of men. 

—If at first you don’t succeed, 
change your brand of vitamins. 

—Under the world police force 
system there should be a Stiff 
penalty for disturbing the peace. 

—What sort of ancestors will we 
make? 

—It’s embarrassing to jump at 
a conclusion that isn’t there. 

—Post-war houses may be con- 
structed of a new edible plastic. 
This will make it much easier for 
hungry relatives to eat you out 
of house and home. 

—Saying it with flowers doesn’t 
mean throwing bouquets at your- 
self. 

—What the world needs today 
is a safe for democracy. 

The above is a generous sample 
of a brilliant “FUL-VU” promo- 
tion; and we want to add one 
other, this from their department 
captioned, “The WIT Parade”: 

Chaplain’s Sign: If you have 
troubles come in and tell us about 
them; if not, come in and tell us 
how you do it. 

“THANKS again, ‘Cooks’ Com- 
ments!’” May you furnish office 
outfitters everywhere a continued 
“Ful-Vu” of CHEERFUL observa- 
tions along with your commer- 
cials! 

* - * + +* ok ~ * a * 


THE MAN WHO COUNTS 
By Theodore Roosevelt 
It is not the critic who counts, 
not the man who points ,out how 
the strong man stumbled, or 
where the doer of deeds could 
have done them better. The credit 
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belongs to the man who is actually 
in the arena; whose face is 
marred by dust and sweat and 
blood; who strives valiantly; who 
errs and comes short again and 
again, because there is not effort 
without error and shortcoming; 
who does actually strive to do the 
deeds; who Knows the great en- 
thusiasm, the great devotions, 
spends himself in a worthy cause; 
who at the best knows in the end 
the triumph of high achievement; 
and who at the worst, if he fails, 
at least fails while daring greatly, 
so that his place shall never be 
with those cold and timid souls 
who know neither victory nor de- 
feat. 


* * * * * * * * * * * 


Several letters from office out- 
fitters this past two weeks men- 
tioned quandaries as to sales 
meetings and at least six of these 
welcome mail visitors suggested 
we query readers of BUSINESS 
BUILDERS as to their respective 
ideas on this subject, particularly 
anent best times, duration, and 
current live subjects and material 
to bring to the fore in these get- 
togethers. There you have a well- 
defined invitation. Dispatch your 
findings to the co-ordinator of this 
page, care of Shaw & Borden 
Company, Box 2153, Spokane 2, 
Wash., and they will be rebroad- 
cast in summary. 

One of the above letters referred 
to attached a clipping from “The 
National” of The National Blank 
Book Company of Holyoke, Mass., 
with the comment that both sides 
of this page were potent with 
worth-while BUSINESS BUILD- 
ERS as applicable today as when 
written some time ago. This sta- 
tioner noted he had used many 
of the thoughts therein in his 
sales meetings, and suggested that 
we reproduce the first article in 
its entirety. Here it is: 

BE YOURSELF 


“Most of us think pretty well of 
ourselves. Inwardly we admit that 
we are the “clam’s whiskers,” but 
outwardly we cover it up with a 
false modesty. In many cases, 
this is not modesty at all. It is 
cold feet. A lot of people are 
afraid to come out and say or do 
things they think are right, for 
fear of what the other fellow will 
say. 

“In other words, they are ‘safe- 
ty-first’ birds, afraid to try their 
wings by doing things that are 
new or different because they 
are afraid of taking a flop. Thus 
they are held back by watching 
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the other fellow and worrying 
about what he is doing, instead of 
taking the initiative themselves. 

“When you get an idea that you 
should do a thing, and it’s the 
right thing to do at any particular 
time, BE YOURSELF, go ahead 
and do it. Let it stand or fall on 
its own merits. But before you 
let it fall, if you think it is right, 
get behind it and fight to keep it 
on its feet, even if the majority 
are trying to throw it down. If 
you lose out you will have the 
satisfaction of doing your darnd- 
est to make it a success. Andina 
great many cases you will win, 
especially if you have faith in 
yourself and the things you wish 
to accomplish. 

“Successful men have used that 
method from the time Adam tast- 
ed the first “apple sauce” and it 
is still used successfully by men 
who are leaving their mark and 
uplifting this old world to BET- 
TER THINGS!” 

. and the other side of the 
record, while we must necessarily 
abridge same, we will gladly send 
any interested stationer a com- 


plete transcript for the price of 


ONE or more reciprocative BUSI- 
NESS BUILDERS. Therefore 
stand by for: 

WHEN SHOWING IS SELLING 

“Tt is a well-known fact that 
whenever an established stationer 
has a grand opening of a new 
store, it brings a big jump in sales 
. .. but why should the stationer 
wait for a grand opening to take 
advantage of this same opportu- 
nity? Why not make a practice 
of showing business men and users 
of office equipment around the 
store whenever the opportunity 
affords itself? A great many busi- 
ness men and customers would 
welcome a chance of this kind, 
because as users of time-saving 
equipment they are always inter- 
ested in seeing new things and 
new ways which can be applied 
to their own business. THE CUS- 
TOMER MAKES A MENTAL PIC- 
TURE OF THE GOODS DIS- 
PLAYED AND SOME TIME LAT- 
ER, WHEN HE NEEDS THEM, 
AUTOMATICALLY THINKS OF 
WHERE HE SAW THEM DIS- 
PLAYED. 

“Remember, people buy what 
they see; if not now—EVENTU- 
ALLY!” 

Office-efficiently yours, 
RALPH B. ORTEL 
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EDITORIAL 





Annual Office Specialties Section 


@ SPECIALIZATION in these days of recon- 
version can now be concerned with specialized 
selling rather than only meeting the customer’s 
most immediate needs. The conditions which 
reduced emphasis on selling during the war 
years have been placed behind us. 

Once again, therefore, creative selling can be 
stressed. We present the Twenty-first Annual 
Office Specialties Section, beginning on page 16 
in this issue, cognizant of the return to the 
fundamentals which have resulted in the in- 
dustry’s continued progress. 


The articles presented in this special section 
are primarily concerned with the technique of 
satisfying the customers’ needs—of the moment 
and the future. Meeting first demands for mer- 
chandise unavailable during the war days will, 
naturally, dominate reconversion in the first 
months. But, at the same time, the dealer must 
not lose sight of the fact that creative selling— 
specialization in the broadest sense—will pay 
the largest dividends. 


It is only through the impetus of specializa- 
tion that the industry has had its greatest ad- 
vance. Such specialization does more than fill 
“needs”—it creates ‘wants,’ and _ therefore 
builds volume. 


Through the annual Office Specialties Section 
this journal hopes to help the dealer into an un- 
derstanding of his function as a distributor of 
specialized products and systems equipment. 

Experience has demonstrated that any dealer 
can specialize with profit. But such specializa- 
tion, we say, in repetition, must be creative 
salesmanship. That alone, we maintain, is the 
largest opportunity in these days when recon- 
version promises to bring back so many things 
which were discarded in the beating of plow- 
shares into the tools of war or, more explicitly, 
the making of guns instead of typewriters, bul- 
lets instead of staples, and parachutes instead 
of nylons. 


"E” for Excellence 


@@ FOR 130 PLANTS in this industry, the 
transition from war to peace has been made 
with the realization that the wartime job pro- 
duced a symbol of excellence to have and to 
hold, the Army-Navy “E” award. To the credit 
of the industry is the fact that three per cent 
of the 4,283 plants receiving the award are 
represented. 

The “E” award is no empty honor when it is 
considered that only five per cent of the esti- 
mated war plants of the nation met the stringent 
eligibility requirements necessary for recogni- 
tion. It might not be amiss to review the factors 
which brought ‘‘E” honors, namely: excellence 
in quality, quantity of production, overcoming 
of production obstacles, low rate of absenteeism, 
avoidance of work stoppages, maintenance of 
fair labor standards, training of additional labor 
forces, effective management, good accident, 
health and sanitation records, utilization of sub- 
contracting facilities, co-operation between 
management and labor as it affected production, 
and conservation of critical and strategic ma- 
terials. 

For those plants which did these things and 
proudly preserve the “E” banner, there is prop- 
erly only one comment, “Well done, in service 
to our country.” 


—_>-<--——- 


Compensations of Friendship 


@¢ THE HOLIDAY season just past has been 
brightened by many expressions of good cheer 
and good will which have been received by us 
from friends in the industry. 

Making forecasts concerning the scope of 
business and the extent of reconversion may be 
risky as 1946 gets started. We are certain, how- 
ever, that no crystal ball is needed to fathom the 
extent of the industry’s sincerity in dealings 
with this trade journal. We continue upon our 
publication tasks warmed by the humanness 
of the commercial world about us. 


HERE AND THERE 








DR. LIN YUTANG, AUTHOR, 
DEVISES A NEW TYPEWRITER 
FOR CHINESE HOMELAND USE 

The New York Sun, in the edition 


of December !2, tells how Dr. Lin 
Yutang, author of best sellers, has 
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turned inventor with a typewriter 
which he believes will give his home 
land of China a big boost toward 
the streamlined world of tomorrow. 

This machine is an Oriental ver- 
sion of the typewriter. That might 
seem a pretty easy job of conver- 


sion, until you remember that the 
Chinese language is a monosyllabic 
tongue, with each word represented 
by a different picture symbol—and 
there are about 43,000 such picture 
words in use. 


After 30 years of planning, Dr. Lin 
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is confident he has the solution in a 
machine, 12x18x9 inches in size, 
with a five-row keyboard of 64 keys. 
The top three rows represent the 
top halves of Chinese word symbols, 
the other rows the lower halves. 

In the same way that you have to 
know how to spell a word in English, 
you have to know what picture sym- 
bol represents the Chinese’ word. 
Then on the machine you press the 
two "half" keys simultaneously, press 
a third button with your thumb 
and there is the word. The oper- 
ation takes about as long as hitting 
a single letter on an American type- 
writer. 

What the key operation does is 
to rotate quickly a drum mechanism 
on the inside of the machine, on 
which are banked up all of the com- 
plete word symbols. Dr. Lin declares 
that 90,000 word combinations are 
possible on the apparatus. Feeling 
that the Chinese market will call for 
50,000 typewriting machines within 
three years, Dr. Lin plans to have 
them manufactured in that country 
as a product of "American technical 
workmanship and Chinese intelli- 
gence."" He declares, "This inven- 
tion will destroy Chinese penman- 
ship but | am sure that there will 
be compensating circumstances." 























RECOGNIZED—Ruth Leach, vice-pres- 
ident of the International Business 
Machines has received signal recog- 
nition in being chosen by “Mademoi- 
selle” magazine as one of the “Women 
of the Year” for 1945. The battleship 
“Missouri” was given a top ranking. 





ELIOT NESS, DIEBOLD'S BOARD 
CHAIRMAN, RATES FORTUNE 
MAGAZINE HONOR 


Fortune Magazine, in its January 
issue, includes Eliot Ness, new board 
chairman of Diebold, Inc., Cleve- 
land, Ohio, for special mention in 
the "Fortune Faces'’ department. 

Says Fortune, in part: 

"The 42-year-old Ness's whole 
background is highly unusual for a 
top corporate officer. After his 
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days attacking the Capone and 
Moran mobs (in Chicago as a spe- 
cial prohibition agent), the mild- 
mannered Ness, as Cleveland's di- 
rector of public safety, talked that 
lackadaisical city into a war on 
police corruption, labor racketeer- 
ing, and reckless driving to boot. 
His career has thus included the 
destruction of thousands of gallons 
of bootleg liquor, the disruption of 
hundreds of blackjack games—and 
he even made considerable head- 
way against the careless crime of 
manslaughter by automobile. Dur- 
ing the war, Ness was the U. S. 
Director of Social Protection, com- 
bating prostitution in the vicinity of 
military camps, with some notable 
successes. ... 

"Ness could probably be elected 
mayor of Cleveland in a walkaway. 
Last summer, indeed, he turned 
down a firm offer of the Republican 
nomination. One unannounced rea- 
son was that he is too absorbed in 
his $24,000-a-year business role with 
Diebold to exchange it for the 
$15,000 political job. At Diebold. 
his principal contributions thus far 
have been the elimination of man- 
agement deadwood, the discovery 
and promotion of buried talent, and 
the revival of a discarded reorgan- 
ization program drawn up by Robert 
Heller & Associates, management 
consultants." 





F, C. GUILDFORD TELLS OF VISIT 
TO AMERICA; VARIETY OF 
FOOD AMAZING TO HIM 


OFFICE APPLIANCES is indebted 
to F. P. Seymour, vice-president of 
Horders, Inc., for a copy of the No- 
vember issue of National News- 
agent, Bookseller, Stationer, pub- 
lished at London, England, telling of 
the recent visit by F. C. Guildford, 
managing director of L. G. Sloan 
Ltd., to the United States. The 
British company serves as sole repre- 
sentatives for Waterman fountain 
pens in Europe, the British Do 
minions and Dependencies (Canada 
excepted). Mr. Guildford's visit 
was recorded pictorially in Novem- 
ber OFFICE APPLIANCES. 

Addressing members of the trade 
press upon his return, Mr. Guildford 
said in part: 

"What we want in the U.S.A. and 
Canada are more ‘ambassadors.’ |n 
such places as Montreal, Ottawa, 
Detroit, Cincinnati and Newhaven, 
much sympathy was expressed for 
England, but they could not under- 
stand why we had not talked more 
about ourselves. 

"When | explained that 16 or 17 


sirens a day was commonplace and 
that people travelled to jobs and 
worked through raids, they could not 
realize it. Nor could they when | 
described the steak in front of me 
as being sufficient for four people in 
England. 

"But it was the variety of food 
available that struck me—after six 
years of war. America may have 
been rationed in some things, but 
they have enjoyed a greater variety 
of foods than we have." 














THE FISHING WAS GOOD—D. B. Ster- 
rett, general manager of the Louis 
Melind Co., and Mrs. Sterrett appear 
with two of the four sailfish which 
they caught late in November while 
vacationing at Acapulco, the popular 
Pacific resort in southern Mexico. 





TYPEWRITER MAN WHO FOUND 
KINDRED SOUL IN AUSTRALIA 
RETURNS TO HIS OWN FIRM 


It's back to work operating his 
own Thornton Typewriter Service at 
Camden, Ark., for Sgt. Wayne 
Thornton who saw service in the 
Pacific area. While in Australia he 
was happy to find a fellow type- 
writer dealer, at Brisbane, with 
whom he could discuss a common 
topic. He passed on copies of 
OFFICE APPLIANCES to this 
dealer, who declared he would be a 
subscriber in the post-war period. 

While in the Army, Sgt. Thurston 
repaired office machines and worked 
on several Japanese typewriters that 
were used by the military intelli- 
gence. 
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““Ask Your 
PANAMA 


BEAVER 
Man" 




















IT IS CONSPICUOUS 


that those who lead are those 
whose experience has led them 
to PANAMA — BEAVER 


Products. 















MANIFOLD SUPPLIES COMPANY 


Coast-to-Coast Distribution 











Manufacture 


Identified Ink and Fabric Products Which 
Meet All Possible Office Conditions 
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NOMDA NEWS 





(National Office Machine Dealers Association) 


Members of the National Office Ma- 
chine Dealers Association are urged 
to send in suggestions for the better- 
ment of the industry. Tell about your 
sales experiences. Offer ideas on how 
the association can operate more suc- 
cessfully. A short question-and-answer 
column devoted strictly to inquiries 
relating to the office machine industry 





can be developed. Answers will be as 
prompt as possible and every effort 
will be made to assure accuracy. An- 
swers and other trade information 
which cannot be published in OF FICE 
APPLIANCES will appear in the reg- 
ular NOMDA bulletins. Address your 
correspondence to John Dannenfelser, 
133 E. Spring St., New Albany, Ind. 








THE NOMDA POST-WAR CONVENTION AND TRADE 

SHOW IS BEING HELD IN THE GIBSON HOTEL, 

CINCINNATI, OHIO, JANUARY 7, 8 AND 9, AS THIS 
ISSUE IS BEING PUT TO PRESS 


(A detailed, factual report will appear in February) 








“We Found a Word for It” 


By Vern Reck 


Typewriter Sales & Service 
Danville, Ill. 


ERTAINLY THERE CAN BE no denying the fact 

that consistency in itself is one of the fundamental 
virtues of the progress and success of any business. 
Obviously this has been proved to all of us who are 
interested in the office equipment and supply business. 
It is an enterprise that is mixed, in equal parts, with 
honest and good service, careful and yet effective 
salesmanship, plus an over-all approach to the com- 
plex market. 

For many years advertising has been the most eco- 
nomical, effective, and reasonable approach to the 
desires of a given market. However, we have learned 
during 25 years of service in the same market, that 
advertising without a working plan or a thorough 
long-range formula immediately loses much of its 
effectiveness. An advertising or a public relations plan 
designed to represent you with many different people 
must be constructively bound together in all its phases. 

Our office equipment business lends itself well to 
this type of business-getting approach because it is 
based on that section of the general market where 
business and its details are carried on from day to 
day. At the same time the opportunity always presents 
itself to us to enlarge into almost every home in a 
given area with certain items of our line. 

Let us never lose sight of the fact that everything 
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we do in the conduct of our business comes under the 
heading of public relations or advertising. Every time 
we open our front door to the public we are inviting 
their pleasure or displeasure. The profit and loss 
statements will soon show which we receive! 

Suffice it to say that the underlying principles of 
progress and business success remain the same. Yet 
the stories of their day-to-day usage and application 
by various individuals are as engrossing and numerous 
as the people themselves. Here is a story on our idea 
and practical approach to the problem of keeping our 
business and service consistently before our customers 
and prospects in the most palatable and attention- 
getting form. 


Found—A Brief Slogan 


Upon our entry into the office equipment business 
in Danville, Ill., we carefully selected a slogan or a 
symbol that was short, forceful and effective. After 
assembling many that were worth more than a second 
consideration we finally followed the suggestion of the 
display advertising manager of the local paper and 
adopted the following as our trade mark: “Vern Reck, 
P.D.Q. Service.” 

It is short, descriptive, forceful and certainly a 
pledge that is worth liyjng up to. It lends itself well to 
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Copyright 1945, L C SMITH & CORONA TYPEWRITERS INC SYRACUSE 1 N Y 


...which typewriter? 


Well... how do secretaries feel at quitting time? 


That's the test. Was the typing clear and clean—did it 
go smoothly and quickly without undue fatigue? Was one 
more day added to hundreds past without need for service 
of repairs? For thousands and thousands of Smith-Coronas, 
right through high-pressure war years, the answer has been 
an unqualified “Yes” —an answer which we promise will 
be more than ever justified by the performance of the 


new machines now becoming available. 


Smith-Corona 
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any other type of copy that might be used with it 
from time to time. It can be used effectively in a 
window display, in neon, on letterheads, newspaper 
space or in any kind of direct mail approaches that 
might be developed. It is a basic appeal to all who are 
in the market for our services or equipment. 

Then to make this standing slogan entirely effective, 
all of us in this organization kept promises to the 
letter just as they were made. And on the other hand, 
we refrained from pledging the services of the firm 
if there was any doubt about such pledges. Certainly 
this is not a dazzling or a revolutionary scheme. But 
we were interested in only one thing—the consistent 
building of a business in a market that would continue 
to show gratifying increases from year to year. We 
wanted a business that would stand the inroads of 
the times when all industry was suffering, and one 
which would move along in its rightful place in spite 
of the increases and decreases in competition. 

Today in Danville and vicinity the sign, “Vern Reck 
P.D.Q. Service,” has all the prestige and meaning back 
of it that a thorough and completely honest approach 
in business can give it. Our old accounts rely on us 
without question and we constantly make new cus- 
tomers and accounts. Through P.D.Q. service they too 
soon join the others in their dependence on the me- 
chanical aid, equipment and supplies that we have 
to offer. 


Must Build on Sound Basis 


Our job, then, is a constant one of making good with 
the people who are directly connected with the busi- 
ness life of this area. Others may have moved faster, 
but our business has built itself from day to day on a 
solid and worth-while foundation. 

We soon learned in the very early days of our opera- 
tion that an advertising campaign would be only as 
effective as the personal and organizational backing 
that we gave it. Our own efforts and the appealing 
points of the campaign, we discovered, must be inter- 
woven and blended into a unit that effectively holds 
business and continuously gets new accounts. 

We all submit now and then to the temptation of 
“pointing with pride” in any discussion of our own 
endeavors. So during the course of this operation we 
have developed some ideas that have clicked to a 
good advantage in this community. The following is 
an outline of an advertising scheme that we started 
some 18 years ago: 

Our problems were many in those days. First of all 
we wanted to use newspaper space on a continuing 
basis. We wanted representation in the local press 
daily. And we were faced with a limited budget to 
carry on such a campaign. A formula had to be de- 
veloped that would keep “Vern Reck, P.D.Q. Service” 
and any small timely message always in front of the 
reading public. 


The Advertising Plan 


Here is the plan that was started then and is still 
in effect as the basis for all our advertising. We started 
on an unending search for single words in the English 
language that in themselves would attract attention— 
words that were filled, either in their spelling or 
phonetics, with eye-catching appeal. This would save 
space! Then just one inch of newspaper space was 
contracted for on a long period of time. The word of 
the day in bold black type took up one-quarter of this 
space right across the top. Then underneath in small- 
er type a very brief and pointed sales message was 
tied in with this word explaining a phase of our 
business. 

During the first five years of this type of campaign 
we used 1300 words. We also made three trips through 
the dictionary to select these short appropriate words 
with just the right “catch” to them. Since that time 
we have made innumerable journeys through Web- 
ster’s book. 
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Let us demonstrate just the kind of words that have 


RAID 


Don’t let balky typewriters raid 
your profits. Call 476 for P.D.Q. 
service. 

DANVILLE TYPEWRITER CO. 
145 N. Vermilion Phone 476 














This was used during the time of the first big snow 


SNOW 


Don’t let form letter work snow 
you under. Call Vern Reck for 
complete service. M. 476. 
Danville Typewriter Co. 
145 N. Vermilion Phone 476 














Then here is a simple little action word that packs 


JUMP 


To the phone—Call 476—Vern 
Reck will deliver and _ install 
that typewriter ribbon. 

DANVILLE TYPEWRITER CO. 
145 N. Vermilion Phone 476 














A great number of people have had occasion to use 
this word at one time or another: 


TIPSY 


If the lines your typewriter 

writes are sorta tipsy—let us fix 

it. 15 years experience. 
Danville Typewriter Co 

145 N. Vermilion Phone 476 














And of course everyone knows something about the 
next word, especially stenos and secretaries: 


KISS 


—Your typewriter troubles 

goodbye. Let us keep your type- 

writer in repairs. 20 years exp. 
Danville Typewriter Co. 

145 N. Vermilion Phone 476 














Words Must Be Timely 


Many words are not timely. Words that can be used 
in the summer are no good in the winter. Many words 
were used because of their implication concerning a 
leading news story of the day. Other words were used 
because of the things they portrayed that were upper- 
most in the minds of the people of the area at a cer- 
tain time. We have found that the source of copy is 
unlimited in using this one advertising formula. 


Today, readers of the paper instantly think of Vern 
Reck when they see an attention-getting word stand- 
ing out alone in the paper. Hence, in the Danville 
market, Vern Reck means office equipment, supplies 
and P.D.Q. repairs and services of all kinds. 

Through the years, this usage of a small space on a 
constant basis has been pointed out by advertising 
experts throughout the country as a leading example 
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Four Weights: 10, 7, 
5 and 4 lb.—in biack, 
blue, purple, green 
and red. 


Cd, 


MISTAKES ARE 
LESS COSTLY 
WITH 


PINNACLE 
CARBON 


Ask the Typist, Stenographer or Secretary who uses 


@ a e go 


PINNACLE CARBON and she will tell you how 
much time and trouble she saves because with cor- 
respondence weight PINNACLE CARBON (7 Ib.), 
it is not necessary to “shield” the carbon copies when 
erasing on the original. This also makes for neater, 
cleaner typing ! 

This OUTSTANDING feature of PINNACLE CAR- 
BON, if demonstrated, will build unbelievable sales 


and profits for you — and cut your repeat sales cost 


to an absolute minimum. 


WU 
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=: ear 


For good measure, PINNACLE CARBON delivers 
unsurpassed wear —leaves no stain on the hands to 
be transferred to letters or documents — produces 
sharp, yet brilliant copies that are clean and perma- 
nent. Rain or shine, hot or cold, PINNACLE CAR- 
BON performs with unvarying perfection. 


Try this PINNACLE sales-proved proposition: Write 
us or ask your Columbia sales representative to show 
you PINNACLE sales performance proof so you can 
compare. If we don’t convince you there is NO 


OBLIGATION. 


Ask us for your copy of our new dealer brochure 


“‘“Have A Look At The Record’’. 


COLUMBIA RIBBON & CARBON MANUFACTURING CO., INC 
Main Office & Factory: Glen Cove, L. I., N. Y. 


New York Sales & Export: 58-64 West 40th St. 
Midwest Sales: Kansas City, Mo., Dwight Bldg. 


farbor Taner 
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of the very essence and the secret of good advertising. 
The campaign is just as effective for us today as it was 
when we first inaugurated it many years ago. 

In 1938, a new radio station was granted for our 
town and market. Following the policy of keeping 
abreast or a little ahead of progress locally we con- 
tracted for the first commercial announcement that 
was run on the station. Along with this arrangement 
was an announcement time for every day in the year 
for the first two years of the station’s operations. In 
all our time on the air we have exercised the privilege 
of changing the time of broadcast. 

These changes were not frequent, but for several 
months we appealed to the morning listening audience. 
Then for several months the appeal would be to the 
noontime listeners and then to the evening audience. 


Concise Radio Copy Used 


Our radio copy was always concise and directly to 
the point, word selection in the copy being the most 
important ingredient. Once again, words portraying 
action, arousing enthusiasm, and telling a story were 
employed. 

Obviously, due to the mechanical differences in the 
two forms of advertising, the same formula cannot be 
employed for both. However, we have found that both 
types must have a common denomination of human 
interest to be effective, even though one is based on 
eye-appeal and the other on what is called ear-appeal. 

As an example, for the radio audience, all sorts of 
attention-getting sounds were-used, backed up by ear- 
appealing words in the short copy that followed. This 
system has proven very effective, of course, for all 
types of business using the radio media. We like and 
appreciate the value of radio because it lends itself 
so well for the use of all sorts of new and progressive 
ideas. 

————_o— 


ELECT OFFICERS FOR OKLAHOMA OMDA 


Meeting in the Mayo Hotel at Tulsa, Okla., recently, 
the Oklahoma Office Machine Dealers Association 
elected the following to serve as officers during 1946: 

Chairman of the board, J. W. Densford, Shawnee 
AC Typewriter Company, Inc., Shawnee, Okla.; presi- 
dent, Lee Hodgkinson, Lee Hodgkinson Typewriter 
Exchange, Hobart, Okla.; secretary and treasurer, Fred 
Standley, Chickasha, Okla.; vice-president, Robert L. 
London, Typewriter Service Company. Tulsa, Okla.; 
directors, Mrs. Nona Reynolds, American Typewriter 
Company, Oklahoma City, Okla.; L. V. Webb, Webb 
& Son Typewriter Company, McAlester, Okla.; R. G. 
Starling, Starling Sales Agency, Ponca City, Okla.; 
Sam Payne, Enid Typewriter Company, Enid, Okla.; 
delegates to the NOMDA meeting in Cincinnati, J. W. 
Densford, Robert L. London, and Don Branham. The 
delegates are to select the Oklahoma director for 
1946 in the National association. 

The Oklahoma OMDA authorized J. W. Densford to 
bring suit against the state tax commission to attempt 
correction of the ruling which requires a two per cent 
sales tax on office machine rentals and the gas tax 
on solvent. 

Principal speaker at the Tulsa meeting was Irwin 
Vincent of Topeka, Kans. Mr. Vincent discussed post- 
war conditions and emphasized the value of the code 
of ethics of the National OMDA in building public 
confidence and respect. 

Retiring president and new chairman of the board, 
J. W. Densford, addressed the group, saying in part: 

“In organizing the Oklahoma association, I found 
some who agree that the National OMDA is worth 
while, but they do not think much of a local associa- 
tion. I found some who say they did belong to the 
NOMDA but it did nothing for them, so they dropped 
out. Some have never had a membership in any 
trade association. 

“There is little use to argue with that type of 
dealer. I believe he does not want to conform to any 
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set plan of operation for the common good. He is 
not interested in building up the industry. He desires 
to build his own individual business in his own way 
and the standards agreed on by an association do not 
always fit his ideas. He is, however, the first to com- 
plain about the ethics of others. He is not willing to 
conform to any definite plan for building up the 
general standards, yet he thinks his business ethics 
are perfect and he proposes to go along in his own 
way.” 
—n 
NEW YORK OMDA ELECTS OFFICERS FOR 1946 


A large group of dealers, manufacturers’ representa- 
tives and guests attended the last regular meeting for 
1945 of the Office Machine Dealers Association of New 
York, held on December 11 at the Hotel New Yorker. 
Election of officers for 1946 was a feature of the session. 

President Irving R. Ritchie proudly presented two 
of the members who have been recently discharged 
from the armed forces—Moe Karp, former owner of the 
Bonded Typewriter Company, New York, and Sgt. 

















IRVING R. RITCHIE 


George Purvin, son of William Purvin, Superior Type- 
writer Company, New York. Sgt. Purvin brought his 
charming wife, Dorothy, formerly a WAC, to the meet- 
ing. Another guest was John Stifter, Detroit, Mich. 


Election of officers resulted in the following being 
named: president, Irving R. Ritchie, Addressing Ma- 
chine & Equipment Company, New York; vice-presi- 
dents, William Kurzer of Pearl Typewriter Company, 
New York, for Manhattan; Rueben Jaskow of Batlin 
Horowitz, New York, for Brooklyn; Paul Kramer of 
Brownsville Typewriter Company, Brooklyn, for the 
Bronx; Paul Kramer of Brownsville Typewriter Com- 
pany, Brooklyn, N. Y., for Brooklyn; Charles Muenze 
of Muenze Typewriter Company, Passaic, N. J., for 
New Jersey; Clifford Shorer, Local Typewriter Com- 
pany, Long Island, for Long Island; Ralph Newmayer, 
National Typewriter Company, Hartford, for Connec- 
ticut; and secretary-treasurer, Jessie I. Taylor, Globe 
Typewriter & Adding Machine Company, Inc., New 
York. 

The forum on MPR 596 (used office machines) and 
MPR 162 (used typewriters) was prefaced by a report 
by Charles F. Krause, Jr., on the current status of 
MPR 596. He stated that two amendments had been 
made to MPR 596. Amendment No. 1 increased all 
rental on machines listed in the regulation 100 per 
cent for the first month and from five to ten per 
cent of the price when new for the first month’s rental. 
This became effective November 7. Amendment No. 2, 
becoming effective December 8, deals solely with cash 
registers and has no application to other machines. 

Edmund P. Radigan, a member of the New York 
state legislature and the New York and national 
OMDA, accepted a request of the members to visit 
Washington, D. C., during the next ten days for the 
purpose of ironing out objectional features of MPR 
162 and MPR 596, as well as handling of Government 
surplus. 
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A STENOGRAPHER’S 
CHAIR THAT MEANS 
FUTURE PROFITS 


(, 


Here’s the chair you have been 
waiting for— with everything 
your customers have been expect- 
ing. It is smartly styled, looks 
like tomorrow’s chair, and its all- 
day working comfort makes 
friends at the first trial. 

Now you can commence those 
new standardizations — establish 
the chair to bring in repeat busi- 
ness and get yourself firmly es- 
tablished in an important part of 


your post-war market. 





W. H. GUNLOCKE CHAIR CO., 


NEW YORK 


WAYLAND, 











UNIPECO INTRODUCES TWIN WRITING SET 


Union Pencil Company, 385 Broadway, New York, 
N. Y., claims an innovation in the stationery and gift 





UNIPECO TWIN WRITING SET 


field with the introduction of a new twin pen and 
pencil writing set as one of Unipeco’s new post- 
war models. The set, created in highly-polished simu- 
lated marble, simulated onyx and terra cotta cold- 
molded plastic, has a streamlined fountain pen and 
mechanical pencil. 
——— 

DOEHLER OFFERS NEW ALUMINUM PRODUCTS 

The Doehler Metal Furniture Company, Inc., of 192 
Lexington Avenue, New York, N. Y., and Plainfield, 
Conn., is now presenting two aluminum pieces—an 





DOEHLER’S ALUMINUM DAVENPORT 


easy chair, and a davenport built for three persons. 
Welded aluminum imparts smooth-flowing lines to 
the two products, designed to fit into the furnishings 
and equipment for an office, library, waiting room or 
lounge of a ticket office at a rail, air or bus terminal. 
Seat cushions and backs are upholstered in DuPont 
leatherette and are equipped with coiled springs. 
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NEW RECORDAK OFFERS INNOVATIONS 

Eastman Kodak Company, Rochester, N. Y., has per- 
fected a machine for use in banks and offices which 
simultaneously photographs the front and back of a 
business document, it was announced recently. 

The machine, a new model of the Recordak, which 
has been used extensively for making photographic 
records of important documents, reduces the area of 
the document by 1,000 times on narrow 16 mm. film. 


—GET. 
a os 
STRATOSOL OFFERS NEW METAL WASTE BASKET 
Stratosol Corporation, New York, N. Y., is offering 
the Firewarden as a new type of all-metal waste bas- 
ket, claiming features of beauty, utility and safety. 
The new product is roomy and attractive in a variety 





FIREWARDEN METAL WASTE BASKET 


of colors and finishes. Should a carelessly-tossed 
match, a lighted cigar or cigarette stub start a fire 
in the basket, the double open lids cause carbon di- 
oxide to accumulate in a manner that prevents 
oxygen reaching the flame. The fire is therefore 
smothered out before it can get started, say the man- 
ufacturers. Trade literature on the Firewarden may 
be secured by writing the Stratosol Corporation, 18 
East 41st Street, New York 17, N. Y. 

a 

ROCK-A-FILE TO BE MADE IN STEEL 


“Steel is now becoming available and barring unfore- 
seen difficulties, production should be in full swing 
early in the first quarter of 1946,” it has been an- 
nounced by Rockwell-Barnes Company, 35 East Wacker 
Drive, Chicago, 1, Ill., makers of Rock-A-File. 

The Chicago company points out in recently-issued 
trade literature that after five years of research Rock- 
A-File was first marketed seriously in October of 1943. 
“Because of the unavailability of steel it was neces- 
sarily manufactured of wood. Thousands of small in- 
stallations have been made throughout the United 
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SYMBOL OF CRAFTSMANSHIP 


By means of visual communication, ancient man has transmitted to us a 
record of his colorful, often tragic upward climb through the centuries. The 
Cuneiform tablets of Mesopotamia and the Rosetta Stone of Egypt have 
faithfully interpreted long dormant civilizations to our modern senses. Man 


” has always inscribed or set his seal upon works of which he is proud and 


re that he knows will endure. The M&V symbol too, stamps the Mittag & 
i- 

ts Volger carbon papers and typewriter ribbons as quality products backed by 
re i ; : 

“ pride in workmanship—your assurance of satisfactory performance! 

Ly 
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. MITTAG AND VOLGER, INC. 


3. ESTABLISHED 1881 


FINE CARBON PAPERS & INKED RIBBONS - PARK RIDGE, NEW 
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States, the acceptance of Rock-A-File and its prin- 
ciples has been complete and a great many users are 
merely waiting for steel in order to make installations 
of Rock-A-File throughout their entire organization,” 
the company added. 

Among the advantages claimed for Rock-A-File is 
that suspensions so control a shifting center of gravity 
that a minimum of energy is required either to open 
or close a heavily-loaded compartment. This same 
shifting center of gravity is utilized to keep the com- 
partment in its required position, either open or closed. 

Oe 
WORK-FLOW INTRODUCES NEW TABLES 


Two new all-adjustable Work-Flow tables, a tilt-top 
work table and a new drafting table, have been de- 
veloped by the Work-Flow Equipment Company of 
Pittsburgh, Pa. A number of improvements are 
claimed over standard models with the view of pro- 
viding the greatest possible utility and comfort for 
the table-top workman. 

Height of the Work-Fiow tilt-top work table may be 
adjusted from 2814 to 381% inches for comfort of the 





ADJUSTABLE WORK-FLOW TABLE 


operator in a sitting or standing position. The adjust- 
ment is controlled by a small crank conveniently lo- 
cated at the front of the table. 

The Work-Flow drafting table can be quickly ad- 
justed in height and angle. Storage space is provided 
for three extra boards so that several working layouts 
may be kept intact at once and can be interchanged 
without inconvenience or loss of time. Both tables are 
finished in dull green. A full-illustrated bulletin de- 
scribing the tables in detail may be obtained by writ- 
ing to Work-Flow Equipment Company, 207 Penn Ave- 
nue, Pittsburgh, 21, Pa. 
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FELDCO BINDERS HAVE NEW COVERING 


Since the release of a war material for peacetime 
use, Feldco Loose Leaf Corporation, Chicago, an- 
nounces the use of Vinyl-Tex for binder covering. 

Feldco Loose Leaf Corporation declares that the new 
material outwears cover materials previously used and 
resists many of the destructive elements that often 
affect a natural product. To clean and maintain the 
cover’s beauty, it is only necessary to wipe with a 
damp cloth, Feldco announces. 

a 


REYAM OFFERS A NEW TELEPHONE HOLDER 


Reyam Plastic Products Company, 1525 East 53rd 
Street, Chicago 15, Ill., has placed on the market a new 
product made of Ruberlyke plastic, which they call a 
Foneholder, the use of which enables the user to rest 
either the cradle-type or the old style telephone on 
the shoulder, thus leaving both hands free. 

The attachment “is like an extra hand,” say the 
manufacturers. It can be used on either left or right 
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side, and grips the phone tightly so that it will not 
slip around. The Foneholder remains on the telephone 
and does not interfere with its use in the conventional 





| a 
NEW FONEHOLDER IN USE 


manner. The article, now in production for business 
purposes, is made in a dark green color, but the com- 
pany plans to produce it for home use in pastel shades 
of red, green, blue, fuchsia, yellow and pink. 
Material from which the product is made will not 
mark the clothes, it is claimed. No tools are needed for 
attaching or detaching the device. 
————o——t 9 
REMINGTON RAND RELEASES REDI-FILES 


Redi-File, a newly-developed type of hanging file 
folder, has just been introduced by Remington Rand, 
Inc., aS a product to increase efficiency of executives’ 
personal files as well as general files. It is pointed out 
that Redi-file, tailored to fit any size desk drawer, 
gives executives fingertip accessibility of working 
papers. Easy-to-read angle tabs on hanging folders 
make papers easy to locate and the arrangement of the 
folders requires no follower block to hold papers up- 
right. Folders, it is claimed, can not sag or bind— 
whether they be few or many, full or empty. 

The device fits any standard filing drawer and re- 
quires no revision of present filing system. Construc- 
tion is of durable Remcraft stock with metal hangers 
and tabs, the tabs being available in a variety of sizes. 

bis padi 


SHANK OFFERS NEW WRITING PORTFOLIO 


The Shank Leather Goods Company, 230 Fifth 
Avenue, New York 1, N. Y., is offering a new writing 





SHANK’S NEW WRITING PORTFOLIO 


portfolio, size 8x10 inches. The portfolio has Zipper 
closing and is made of genuine suntan and blue smooth 
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AN OLD TOWN 
EXCLUSIVE* FRANCHISE 
PUTS YOU 
ON THE TOP RUNG! 


An OLD TOWN EXCLUSIVE FRANCHISE puts you on top — 
boosts your volume as high as 500% ** — helps you surpass 
all competition! 

Dealers all over the country attest to the steady selling 
power of OLD TOWN ribbons, carbons and duplicating 
supplies. Consumers know these products, prefer them, insist 
on them! Put this widespread demand to work for you. 


Contract with OLD TOWN, pioneer of major innovations 
in its field! 
OLD TOWN stands for supremacy in ribbons and carbons 
for every use PLUS Spirit Duplicating Carbons, Gelatin 
Rolls, Master Units, Copy Paper, Dupliforms, Duplicating 
Fluids, Stencil Duplicating Inks. 
Select territories still available. Write for full particulars. 





**Names of dealers on request 


*An Old Town Exclusive Franchise Means: 


PROTECTION: You are the only Old Town dealer in your 
area. All orders go through YOU. 


PRODUCTS: A more complete line, 
simplified, grade-marked and 
trade-marked. 


PROMOTION: Hard-hitting dealer 
helps. Local selling aids. Consistent 
magazine advertising. 

PROFITS: Priced right to give you 
liberal margin of profit. Quicker 
turnover of compact stock. 













RIBBON & CARBON CO. Inc. 


Foremost makers of Ribbons and Carbons for Every Use 
750 PACIFIC STREET, BROOKLYN 17, NEW YORK, N. Y. 
= Sales and Service Everywhere 








We do not own or operate any branch offices. Old Town products are distributed 
only through the best stationers and office supply dealers in every locality. 








cowhide with leather lines. It is fitted with blotter, 
address book, perpetual calendar and letter opener, 
and lists at $13.50 each. The new product may also be 
secured in genuine pigskin. 

a 

OFFER QUICK-SITE VISIBLE RECORD SYSTEM 

Quick-Site visible record system, designed for mod- 
ern business requirements, is being distributed by Bain- 
bridge, Kimpton & Haupt, Inc., 218 Greenwich Street, 
New York, 8, N. Y. Manufacturers are Cummins Busi- 
ness Machines, Chicago, Ill. 

With a special “fact-finder system,” Quick-Site pro- 
vides visible data for analyzing any kind of record, 
state the distributors. They point out that it permits 
immediate visibility of ten to 100 names at one time, 
for single or multiple “group of facts” determination. 


The capacity of the Quick-Site tray is 500 cards. 
Each tray is equipped with an A to Z index and 200 
cards. Front and back kicker plates are also made 
of long-wearing plastic. The complete line includes 
steel trays in sizes 6x4, 8x5, and 9x6 inches, in lengths 
of 12, 15, and 18 inches. These steel trays are 
equipped with automatic control plates. 


>= —____ 


WELLS OFFERS TRAP-ADOR rr | 
ALL-METAL SMOKE STAND , ; 


The new Trap-Ador smoke 
stand is now being offered to the 
trade by Wells Office Furniture 
Company, Chicago. This stand, 
of all-metal construction, has 
patented drop shutter. Top, han- 
dle, base and levers are chro- 
mium plated and remainder of 
the stand is brown baked finish. 


Height is 2514 inches with 714- 
inch diameter base. Shipping 
weight for six packed in a carton 
is 30 pounds. The stands retail 
at $4.95 each. 


Information can be secured 
from Wells Office Furniture 
Company, 725-33 South LaSalle 
Street, Chicago 5, Ill. 





TRAP-ADOR 
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VAN DYKE OFFERS NEW ADJUSTA-LITE 


Van Dyke Industries, 21st and Rockwell Streets, 
Chicago 8, Ill., is offering the new Adjustalite in the 


+ i 
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VAN DYKE’S NEW ADJUSTA-LITE 


fluorescent desk light field. Patented flexible arm 
features, exclusive with Van Dyke, are claimed. Easy 
adjustment of the lamp to any height desired is 
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possible through the swinging arm. Several designs 
are offered. Those interested may secure complete 
information by writing Van Dyke Industries. 
—_— 
THOMAS E. GIBBONS ADDS NEW PRODUCTS 


Thomas E. Gibbons & Company, 509 South Franklin 
Street, Chicago 7, Ill., are adding to their already ex- 
tensive line of leather goods with two new products— 
a club bag and a brief bag. 

The new club bag is 12 inches long and 13% inches 
high and is reinforced with a light steel frame. The 





GIBBONS NEW CLUB BAG, G. D. 35 


brief bag has a post handle and a three-way exten- 
sion lock. The inside has a heavy coated waterproof 
lining with two dividers extending the length of the 
bag, making two pockets two inches wide by 18 inches 
long and a center pocket four inches wide by 18 inches 
long. 

Both of the products are made in top grain cowhide 
or imported pigskin and the company has announced 
that they are now taking orders for both items for 
delivery in the early part of 1946. 

a re 
STURGIS COMPANY ADDS NEW POSTURE CHAIR 


A new addition to the Sturgis line of posture chairs 
for stenographers, executives, and telephone operators 
has been announced by The Sturgis Posture Chair 





STENOGRAPHERS’ POSTURE CHAIR 


Company of Sturgis, Mich. The new addition is the 
Model 876-MY stenographers’ posture chair illustrated 
here. 

Sturgis claims that new improvements provide cor- 
rect posture without effort on the part of the occupant 


OFFICE APPLIANCES, January, 1946 


Tl 


Meee eee es 
ee Se 


OF 














The Arrow 


























f (C Model) 
e 
fi ” age ES 
The first civilian ROYAL PORTABL 
e 
d 
ir AND THE DEMAND is terrific! Seems everybody wants 
one! 
R Portables is nothing short of overwhelming! 
: So here’s good news for you! Royal Portables are 
“ on their way in ever-increasing numbers. Production 
is being stepped up day by day . . . to get you the 
machines you need to meet the demand! 
Our Portable Policy will be—as always — 
a dealer policy! 
First and foremost—deliveries will be made according 
to our allocation plan. This assures the dealer a fair 
and proportionate share of all Royal Portables— 
and Royal Portable profits! 
And Royal’s Policy builds your business through 
PRICES HAVEN’T CHANGED! 
RETAIL LIST PRICE 
J Quiet De Luxe (A Model). .............44 + $64.50 plus tax 
| Arrow CS Mate 0 woke tc tes aos 'cle es SSR pie ae 
4 Prices subject to change without notice. 
Royal Typewriter Company, Inc., 2 Park Ave., New York 16, N.Y. 
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The Quiet De Luxe 
(A Model) 






since 1942! 


products and promotions that make it worth a lot to 
you to support the Royal Portable! 


In fact, the popular preference shown for ROYAL These outstanding models are available! 


With all the features—all the quality—all the care in 
construction that made them famous before the war. 


The Quiet De Luxe (A Model) 
The Arrow (C Model) 
(both available with Pica or Elite Type) 


And both machines have these important Royal ex- 
tras: ‘““Magic’’ Margin and ‘Touch Control”. . . 
which are registered trade-marks of the Royal Type- 
writer Company, Inc... .as well as Shift Freedom, 
and Finger Flow Keyboard. The Quiet De Luxe 
Mode! also has Tabulator, Automatic Paper Lock, 
and added Quieting Features. 
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and that adjustments are made quickly without the 
use of tools. The chair is of all-steel construction and 
has hard steel swivel mechanism. The infrared baked- 
on enamel finish may be had in five colors. The large 
seats and posture backs are of rubberized curled hair, 
covered with leatherette. 


AGAIN AVAILABLE 


RITE-LINE COPYHOLDER AVAILABLE IN METAL 


During the war, when metals were not available for 
the manufacture of office appliances and equipment, 
the Rite-Line copyholder of Rite-Line Sales Company, 
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RITE-LINE COPYHOLDER 


Inc., 101 Park Avenue, New York 17, N. Y., was manu- 
factured in wood. This equipment, however, is again 
available in metal. 

The company declares that the Rite-Line copyholder 
serves an important function in that at the touch 
of a finger the ruler assumes position to guide the 
eyes of the typist along the line she is copying. This 
is a self-contained unit which can be stored in a desk 
drawer, on a shelf or on the back of a desk when not 
in use. 

ee 


NEW TYPE CONVERTO-ZIP PORTFOLIO AVAILABLE 

The Reuben Company, Chicago, has just announced 

that their patented Converto-Zip portfolio was made 

available after January 1, with and without disappear- 

ing handles. These cases are also available in fine 
cowhide, pigskin and other leathers. 
OO 


AGAIN PRODUCING MASTER COPY-RITE 


The Wolber Duplicator and Supply Company, 1201 
Cortland Street, Chicago 14, IlJ., has announced that 


MASTER COPY-RITE DUPLICATOR 


the Master Copy-Rite liquid duplicator is again avail- 
able. During the war the Copy-Rite served the Army 


and Navy. 
It is pointed out by the Chicago firm that one of 
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the features of the Master Copy-Rite is the visible fluid 
supply which gives an even flow of liquid to the moist- 
ening rollers. Fluid can be drained and re-used as an 
economy feature. 

One copy is produced for every turn of the handle 
and copies come out face up. An automatic non-slip 
paper feed is provided to eliminate paper spoilage. 
Any size and weight paper from post cards to 9x14-inch 
stock can be used. 


a 


GEORGE BRAINARD ELECTED PRESIDENT OF 
ADDRESSOGRAPH-MULTIGRAPH CORPORATION 


The board of directors of the Addressograph-Multi- 
graph Corporation, Cleveland, Ohio, recently elected 
George C. Brainard president and general manager to 
succeed Joseph E. Rogers, who continues as chairman 
of the executive committee and a member of the 
board of directors, following 20 years as president and 
general manager. 

Mr. Brainard will continue as a director of General 
Fireproofing Company, but will be succeeded as presi- 
dent of that company by Walter Bender, formerly vice- 
president in charge of operations. Mr. Bender has 
been with the Youngstown company since 1918. 

The action was announced by the directors of Ad- 
dressograph-Multigraph as a step designed to increase 
the company’s management facilities in anticipation 
of greatly enlarged post-war activity by the company 
in the business simplification machinery fields. 

The new Addressograph-Multigraph president is 
chairman of the board of the Federal Reserve Bank 














GEORGE C. BRAINARD 


of Cleveland, a director of the Youngstown Sheet & 
Tube Company and also holds directorships in the 
Pittsburgh, Youngstown and Ashtabula Railroad and 
the Youngstown Municipal Railway. He also has been 
a director of Addressograph-Multigraph for several 
years and has been active in the formulation of the 
company’s post-war production plans. 

The new president has had a breadth of experience. 
While on leave of absence from General Fireproofing 
Company, he was chief of the tools branch of the pro- 
duction division and later deputy director of the pro- 
duction division and director of the tools division of 
the War Production Board. He was also a member of 
the advisory board of the Cleveland Ordnance Dis- 
trict. In 1940 he was appointed assistant district chief 
of the Cleveland Ordnance District. He also served 
as co-ordinator of the National Defense Contract 
Service in the office of Production Management of the 
Fourth Federal Reserve District in 1941. 

Mr. Brainard was born in Danvers, Mass., in 1885 
and began his industrial career as an engineer with 
R. B. McMullen in Chicago in 1909. In 1914 he became 
associated with the Hydraulic Pressed Steel Company 
as a sales engineer before becoming, in turn, chief 
engineer, factory manager and general manager by 
1923. 
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Edwin Golden, Kalmus & Golden, Inc., New York, 
N. Y., checked in at our Chicago headquarters on 
Saturday, December 1. In Chicago and touring the 
Midwest in search of sources of supply of standard 
lines, Mr. Golden was also looking for new products. 
Out of a broad experience in the office furniture and 
equipment divisions of the field, he knows what he 
wants and goes after it industriously. As a forward- 
looking young man he stimulates those with whom he 
comes in contact. 


H. L. Bockfinger, Acme Tag Company, Minneapolis, 
dropped in at O. A. headquarters for a pleasant chat on 
December 6. Long active in the sale of ribbons and 
carbons, paper goods and typewriters, in recent years 
he has concentrated on tags with all the energy that 
made his early efforts so successful. He was on a trip 
to work with some of his sales agents in the Middle 
West. 


Ray Schumacher of Columbus, Ohio, Fifth District 
representative of National Blank Book Company, vis- 
ited briefly at OrricE APPLIANCES’ front door on De- 
cember 6. He was in Chicago to spend some time with 
William Muir at National’s Chicago branch and to meet 
with some of the officers of the National Association 
of College Stores. Ray always has been good at co- 
operation in dealer gatherings. 


Ted Caswell, F. S. Webster Company, called at our 
headquarters on December 10 accompanied by John 
Krueger, manager of the company’s Chicago Office. 
Ted was on a brief sales mission, including Pittsburgh 
and Cleveland, on the round trip from Cambridge. 
Sales plans for the new year furnished a principal 
topic of discussion. 


Abe Baum, importer, exporter and manufacturers’ 
agent, Mexico City, Mexico, was a Guest Book signer 
on December 12. He was on an extensive motor trip 
in the United States for the purpose of making con- 
tacts with manufacturers of office equipment and sup- 
ply lines. Leaving Mexico City on October 23, he made 
stops in San Antonio, Tex.; Memphis and Nashville, 
Tenn.; Cincinnati and Dayton, Ohio, and Pittsburgh 
and Philadelphia, Pa. Following three weeks in New 
York City, he went on to Cleveland, Detroit and Chi- 
cago. On the way back home he expected to make 
calls in St. Louis, Mo., and El Paso, Tex., reaching 
Mexico City after Christmas. Up to the time of his 
call upon us he has found manufacturers receptive to 
his offer to represent them in the Mexican market. 


S. G. Risby, Spicers & Detmold, Ltd., Melbourne, 
Australia, was a welcome visitor on December 17, when 
the thermometer registered 6° below zero. The tem- 
perature was on his mind because he had just received 
a letter from Australia reporting the temperature there 
as 104°. In Chicago primarily to visit with executives 
of Ditto, Inc., whose lines his company has handled 
in Australia for many years, Mr. Risby took occasion 
to pull our latchstring and chat a bit about current 
trade problems and conditions. Spicers & Detmold, 
we learned, are large manufacturing stationers em- 
ploying about 800 people. In addition to making and 
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selling office systems materials, they handle a broad 
range of office machines. Mr. Risby expressed an avid 
interest in post-war developments, particularly in ma- 
chine lines that can be sold in conjunction with his 
firm’s lines of office systems. He planned to stop at 
office machine factories on his way east from Chicago 
toward London and “home.” Realizing that the prob- 
lems of production have not yet been solved in the 
United States, Mr. Risby was interested in making 
contacts that might lead to future relationships, 
which leads to the hope that he will visit us again 
when export shipments can be made freely. 


Sven Kihlberg, managing director of the firm Josef 
Kihlberg, Hjo, Sweden, inscribed his name in the 
Guest Book on December 18. With sales offices in 
Stockholm and Gothenburg, the Kihlberg organiza- 
tion distributes products in several fiields in addition 
to the office machine branch. Each field is served 
by a separate sales organization. In the United States 
to contact manufacturers of all types of equipment 
handled by his firm, Mr. Kihlberg arrived in New York 
about November 28. After a two-week stay he jour- 
neyed to Chicago with the expectation of remaining 
until the middle of January. Like many other re- 
cent visitors from abroad, he was disappointed to learn 
that the reconversion problems of this country have 
not yet been solved. This reaction was tempered by 
the successful negotiations he had started for future 
business relations. 


John Loehr, Loehr Office Equipment Company, Cor- 
vallis, Ore., came in out of the sub-zero weather to 
visit us on December 19. Because of Mr. Loehr’s long 
connection with the office machine field, our conversa- 
tion naturally pointed to current problems in that 
division of the office equipment industry. According to 
present plans, Mr. Loehr will concentrate his activities 
in a smaller territory than he formerly served, where 
he will handle a wider variety of lines. His journey 
from Oregon was largely for the purpose of visiting 
manufacturers to negotiate for additional items to 
handle when increased production makes deliveries 
possible. While away from home he made “must” calls 
at headquarters of manufacturers he now represents 
in Corvallis and western Oregon. 


Tryggve Untiedt, Moderne Forretningsutstyr A/S, 
Bergen, Norway, called on the afternoon of Decem- 
ber 19. Like other businessmen from abroad visiting 
the United States recently, Mr. Untiedt’s primary pur- 
pose was to confer with executives of the companies 
his firm represented before the war. Shortly after 
arrival in New York on November 28, he went on to 
Dayton, Ohio, where he renewed relations with The 
Egry Register Company. He reached Chicago on De- 
cember 9 and spent several days discussing problems 
with officials of the Felt & Tarrant Manufacturing 
Company. His schedule called for a Christmas vaca- 
tion in Florida and then a return to Chicago for about 
a month with a stop en route to take in the National 
Office Machine Dealers Association convention in Cin- 
cinnati, January 7, 8 and 9. 

Speaking of business conditions in Norway, Mr. 
Untiedt pointed out that lack of imports for five or 
six years has depleted the supply of efficient office 
machines tremendously. All importing is now on a 
quota basis according to imports of 1937, ’38 and ’39. 
The permitted amounts are very small. Pending a 
business and credit treaty with the United States, 
Norwegian conditions are not likely to improve. 

As an occupied country, Norway was subject to 
almost constant bombing raids. The result was wide- 
spread damage to cities, particularly the business sec- 
tions where most of the office machines and equip- 
ment were destroyed with the buildings. Pictures that 
Mr. Untiedt had with him were graphic portrayals of 
devastation. Living under the occupation was harsh, 
almost impossible. From the day the Nazis “took over,” 
(Turn to page 176, please) 
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EASTERN NSA MANUFACTURERS HOLD MEETING 

An informal, interesting meeting was held on No- 
vember 27 at the Hotel Biltmore, New York, N. Y., at- 
tended by representatives of manufacturers in the 
eastern district, members of the National Stationers 








HORACE B. VAN DORN 


Association. The meeting was conducted by H. B. 
Van Dorn, Joseph Dixon Crucible Company, vice- 
president of the manufacturers division of NSA. 


In calling the meeting to order, Mr. Van Dorn read 
a letter from Charles P. Garvin, general manager, Na- 
tional Stationers Association, giving “thanks to the 
gang,” as he put it, for the very fine letter he had re- 
ceived from the group bearing the signature of all 
those who had attended the last meeting, and ex- 
pressing his regret that he was unable to sit in with 
them at the present meeting. Mr. Van Dorn announced 
that Mr. Garvin’s health had improved considerably, 
so much so that he would shortly go to Florida for a 
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time. He proposed that a telegram of good wishes 
from the group be sent to him, which everybody heart- 
ily approved, and it was so ordered. 

Chairman Van Dorn, in his opening remarks, out- 
lined the general topic of discussion for the afternoon, 
that of simplification and standardization of manufac- 
turers’ merchandise lines. To begin with, he declared, 
the Philadelphia Stationers Association and the com- 
mittee headed by Thomas Stagg, Hoskins Company, 
Philadelphia, Pa., had done a fine job for the trade 
and manufacturers as Well in issuing their report on 
line simplification—a veritable work of love for the 
industry, he said. 





Weigh Effect Upon Industry 


In calling for expressions of opinions from the group, 
he suggested they review the possible advantages and 
disadvantages to both dealer and manufacturer, and 
to consider the general tendencies as they may appear 
for the near future. He urged the group to consider 
the possibilities of what can be done and how it can 
be done, keeping in mind the best interests of both the 
dealer and manufacturer. 


The discussion that followed proved to be both lively 
and interesting, with many of those present taking 
part. It was felt by some that during the war period 
most manufacturers had simplified their lines to a 
considerable degree due to both Government regula- 
tions and from necessity. It was said that some manu- 
facturers’ lines had been reduced as much as six per 
cent while others had been reduced to a lesser degree. 
Many are inclined to continue with their reduced lines, 
if possible. 

None found fault with the dealers’ viewpoint that a 
reduced variety would be of benefit by removing slow- 
moving items, reducing inventories and increasing 
turnovers. In this connection it was brought out that 
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UNDERWOOD SALES MEETING—This group was assembled 
at a recent sales meeting held at the Underwood Corp. office 
in Wichita, Kans. Left to right, first row: W. M. Sherman, 
Kansas City. Mo.; Virginia Grant, Wichita; L. Y. Hagan, Chi- 
cago; Lester Renschler, Wichita; D. Edward Conklin, Kansas 
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City, Mo.; second row: E. W. Sejnost, Emporia, Kans.; Flod 
Reynolds, Salina, Kans.; I. C. Rosa, Dodge City, Kans.; E. H. 
Dagwell, Topeka, Kans.; F. L. Brous, Topeka, Kans,; C. E. 
Brazeal, Springfield, Mo.; C. C. Cheseldine, Arkansas City, 

Kans.; and Alvin Leiker, Hays, Kans. 
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whatever products a manufacturer made were to serve 
a purpose based on the usefulness of those products. 
Manufacturers are only interested in making those 
articles that are most readily sold, and would, there- 
fore, be agreeable to eliminating slow-moving items, 
it was said. In connection with odd and special sizes 
it was suggested that they be treated as special orders 
and charged for accordingly. 

Branded and advertised lines, it was agreed, would 
receive first consideration and, therefore, a dealer is 
justified in carrying a complete line of that product if 
there is a demand for it in his locality; if not, only 
those sizes in demand should be carried. 


Easy to Simplify Some Lines 


Some lines, it was felt, would be difficult to reduce 
and standardize where it is necessary to make many 
different kinds and weights for a large variety of pur- 
poses. In a case of that kind it was suggested that 
a dealer could select the merchandise that is applicable 
to his trade and in that way keep his stock down. 


One of the dangers foreseen was that it would be 
hard for a new dealer to start in business if there were 
some 20,000 items to be carried. He would have to have 
a large capital, be able to learn his stock, know his 
community and the articles in demand in that com- 
munity. Under those conditions he would have a fine 
chance of being very wrong. On the other hand, if the 
number of items necessary to go in business were re- 
duced from 20,000 to say 1,000, due to simplification 
and standardization of lines, then anyone with little 
capital could go in the stationery business and com- 
pete successfully with a good, old and well-established 
business, and stand a fine chance of success. 

—_————_9-— io 

G. L. R. OLIPHANT ADDRESS OMDA IN CANADA 

Speaking before the Office Machine Dealers Associa- 
tion in the Queen’s Hotel, Montreal, Canada, on No- 
vember 26, G. L. R. Oliphant, an executive officer of 
the War Assets Corporation, warned dealers against 
any optimism regarding the ability to procure surplus 
typewriters from the corporation. 

Mr. Oliphant stated that there would be no type- 
writers available “for many months to come.” Most 
of the machines on hand, he added, were being re- 
tained from rehabilitation work among veterans.—RC. 


OFFICE EQUIPMENT DINNER CLUB HAS SESSION 

Seymour Nathan, president, opened the December 
10 meeting of the Office Equipment Dinner Club of 
New York, N. Y., with a fine address to the member- 
ship and closed with a prayer for the coming year, 
one of faith in the future and success to all. 

Guy Rentstler, chairman of the membership com- 
mittee, reported on the progress of his committee and 
the future plans for the enlistment of new members. 
He suggested that each present member make an all- 
out effort to induce friendly competitors to join up. 

The success of the Victory Loan Drive, going over the 
quota of $5,000,000, was reported upon by Ben Itkin, 
chairman of the office equipment and furniture di- 
vision of New York City. He thanked the committee- 
men who served on the drive. 

Mr. Mansfield reported on the Veterans Placement 
Bureau and many of the dealers present promised to 
co-operate in affording the returning veteran employ- 
ment in the office equipment industry. 


Fred M. Deane, president of the Gunn Furniture 
Company, was guest speaker of the evening, discussing 
the benefits of the single, net cost price list for the 
trade in general. His contention was that the present 
price list should be eliminated, declaring that such 
action would do away with price cutting and prevent 
the dealer from selling discounts. 


———_—=>—____ 


ART STEEL STAGES THANKSGIVING PARTY 

Employees of the Art Steel Company, Inc., under 
the personal direction of Joseph Burger, president, 
produced an enjoyable and entertaining performance 
headlining a Thanksgiving party at the plant in New 
York, N. Y., on November 21. 

Displaying a wealth of local talent, a selected group 
of employees from both management and factory 
presented a fast-moving program lasting over an hour 
and drawing the plaudits of the audience. 


The program itself was the beginning of an evening 
of fun and good fellowship wherein all members of 
the organization joined heartily. Dancing and re- 
freshments were a part of the jollity. Toward the 
close of the evening, 450 turkeys and baskets full of 
all the trimmings for Thanksgiving day, were pre- 
sented by the management, one to each member of 
the organization. 





ee 
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AS THE CAMERA CAUGHT THEM AT THE ART STEEL CO. THANKSGIVING PARTY 
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LIFT YOUR OFFICE TO A HIGHER PLANE 
with 
GOODFORM 
Adjustable Office Chair 


in Aluminum 
Ne. 2123 
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gaia Chair No. 2123 is designed to fit the 
active working requirements of secretary and 
typist. It provides greater working comfort than any 
comparable office chair on the market. It is constructed 
of extraordinarily durable, lightweight welded alumi- 
num, with comfortable foam rubber cushioning on seat 
and back rest. It is guaranteed for 10 years and will 


not split, splinter, warp nor develop rough edges to 


METAL DESKS . SCOODFORM ALUMINUM CHAIRE « METAL FILING CABINETS - 
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America’s popular otfice dui is here agai! 


tear hosiery or clothing. There is no better investment 
in office seating than a Goodform Aluminum Chair. 


Available NOW at G-F Dealers and Branches. Write for catalog. 











THE GENERAL FIREPROOFING CO. 


YOUNGSTOWN 1, OHIO 





Nesbaciais 





STEEL SHELVING + FING SUPPLIES + STORAGE CABINETS 
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WOOD OFFICE FURNITURE, DD INSTITUTE ELECTS 


Gilbert H. Bosse was elected president of the Wood 
Office Furniture Institute at. the annual meeting held 
at th ayflower Hotel in: Wash- 
ington: D. C., on December 13, 14, 
and 15, 

Other officers chosen ‘included 
F. J. Boling as vice-president and 
Ralph F. Schneider as treasurer. 
Named to the executive commit- 
tee were Gilbert H. Bosse, F. J. 
Boling, Ralph F. Schneider, 
James A. Wallace, Sterling Lord 
and C. H. Lund. °%, 

News ] programs discugsed and 





tivity in engineering afd design- 
ing, merchandising and promo- 
tional activity of interest to 
dealers and office furniture users, and a display of 
some of the Institute’s work at the NSA convention to 
be held in October of this year. 

Members are encouraged to make every effort to 
introduce the new and improved products at the 
earliest date, but it is realized that manufacturing 
difficulties may delay the introduction of these items 
as much as several months. 


GILBERT H. BOSSE 


ee 


CODO HOLDS EMPLOYEES’ YULE PARTY 


As has been the annual custom, the Codo Manufac- 
turing Corporation, Coraopolis, Pa., staged a Christ- 
mas party for the employees. This was held on Sat- 
urday, December 22, with a dinner featuring spring 
chicken and fresh blue pike. 

Return of a number of men who had been in the 
armed services added a special happy note to the 
occasion, 

At each plate was a novel program prepared by the 
employees and using Codo products. These programs 
were attractively illustrated and had a warm personal 
appeal to the men and women of Codo. 

a a 
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PORTABLE TYPEWRITERS DELAYED IN CANADA 


The Canadian Office Machine Dealers’ Association 
in session during December at the King Edward Hotel, 
Toronto, received reports regarding the portable type- 
writer situation, being told that they would not be 
available for the Christmas trade. It was stated that 
the country-wide Government education rehabilita- 
tion program was taking up the entire surplus of type- 
writers being released by the War Assets Corporation. 

Plans to overcome the continued shortage of type- 
writers, adding machines, and @ther office machinery 
were made. With the addition of many returned 
veterans, it is hoped by the office machine dealers that 
offiee. equipment can be kept in operating condition 
until such.ti as the situatfon can be eased. 

New officersjof the association elected were: national 
g@e Rubin, Montreal; vice-president, A. 
Whitely, Windsor, Ont.; second vice-president, W. 
T. Corney, Toronto; secretary-treasurer, H. J. Deluca, 
Montreal; directors, Tom Byrnes, Vancouver; Howard 
Soulis, Halifax; George Donaldson, Toronto; C. L. 
Starr, Montreal; E. Lecoulene, Quebec City;R. Ar- 
mand, Tom McCulloch, Montreal; and M. Harriman, 
Winnipeg—RC. 

—_——_— 0 
P. A. BENNETT ELECTED PRESIDENT OF N. Y. OAMA 


P. A. Bennett of A. B. Dick Company was unani- 
mously elected as president of the New York Office 
Appliance Managers Association at their regular an- 
nual meeting and dinner in the Canadian Club room at 
the Waldorf-Astoria in New York on December 7. 
Sharing distinction with Mr. Bennett were H. Carlton 
Avery, Addressograph-Multigraph Company, who was 
elected vice-president; E. A. Mahoney, Moore Business 
Forms, Inc., who was named secretary-treasurer; and 
Roger L. Burman, National Cash Register Company, 
and G. J. Schmucki, Monroe Calculating Machine 
Company, who were chosen to serve on the board of 
control. 

As is usual with this group of good fellows, they 
assembled early to enjoy an hour of good fellowship, 
refreshment and story-swapping before dinner. Then 
came a sumptuous repast arranged by that genial 
epicure, John A. Noonan, Kee Lox Manufacturing Com- 

(Turn to page 120, please) 


4g SANNUAL “DINNER NEW YORK OFFICE APPLIANCE MANUFACTURERS 


Seated clockwise at the annual dinner of 
the New York Office Appliance Managers 
Association at the Waldorf-Astoria are 


H. L. Maley, Remington Rand, Inc.; S. M. 
Baker, Pitney-Bowes, Inc.; Howard V. Wid- 
does, Remington Rand, Inc.; Walter B. 


O'Donnell, International Business Machines 
Corp.; Maurice Paulis, Tondelier Freres, 
Brussels, Belgium; Ed A. Mahoney, Moore 
>: Busimess: Fornts,:‘Inc.; 
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Ernest J; Ferris, retired: ° 


P. A. Bennett, A. B. Dick Co.; A. L. Dunphy, 
Ditto, Inc.; H. Carlton Avery, Addressograph- 
Multigraph Co.; C. C. Woosley, Yawman and 
Erbe Mfg. Co.; R. H. Fisher, International 
Business Machines Corp.; John A. Noonan, 
Kee Lox Mfg. Co.; I. C. Klepper, Addresso- 
graph-Multigraph Co.; C. Lytle, Dictaphone 
Corp.; L. B. Flaws, International Business 
Machines Corp.; L. M. Bonnewell, The Todd 


Co: and ‘D: E. Johnston, Pitney-Boweb? Tne. © re re 


January, 
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MONROE ELE MICHIGAN 





Made from Guides and Folder; 
Right off Your Shelves ... . 


No mystery in a 


CLEARINDEX 


If you have customers who have just an ordin 
ary, every day method of filing their correspond 
ence, suggest to them that they install ; 
ClearIndex ‘‘System’’. The guides and folder 
comprising a ClearIndex arrangement cost n 
more than what they are at present using, bu 
are so arranged in the file that the filing i 
quickened and symplified, thereby resulting i 
a larger degree of accuracy and efficienc 
When your customers know that a ‘‘System 
can be installed at no extra cost, they are the 
easy to sell. Once installed, the repeat busines 
naturally comes to you. 


No special anything, 
just guides and folders 


at regular stock prices 
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fe il. Klinger Supply, Inc. 


J F::, 10656 Jansen Lamp Company 
3352 Hartford, Conn. 


+ Imperial Products Co. 
Cleveland, Ohio 





















» Hale Company, Inc. 
—— : Madison, Wisconsin 











16. Finan & Company 





- rT nger : 2 , | 
Detroit, Michigan t 


P31 Ge Finan & Company 








fe Tampa, Florida j 
sf 6. Filpeu Can Company { 
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ri Se Eagle Hardware Co. 
Kansas City, Mo. 





D4 4e Denby, Smith & Yents 
Ht Dayton, Ohio 
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Sen Francisco, Calif. | 








Becker & Poster 
Cincinnati, Ohio 
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» Crenfield, Inc. | | 














Free Displays 
Circulars 


Blotters 
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Cell-U-Seal 


Indexed guides™Letter, Cap, In- 
voice and in card sizes, are the 
kind your customers will like. 
Cell-U-Seal is a transparent ma- 
terial applied to indexed guides 
that protects, strengthens and 
keeps clean entire upper part of 
guide. Cheaper than Celluloid 
cost little more than plain tabs. 


MONROE Spits MICHIGAN 


New York, 13:_ The Weis Mfg. Co., 54-56 Franklin St. CHICAGO, 6: Associated Stationers Supply Co 
Boston, 10: Adams, Cushing & Foster, Incorporated 
Carpenter Paper Company 
Omaha, 8 Oklahoma City, 1 Fort Worth, 1 Houston, 2 Kansas City 














Your new Sheaffer star... 


lermen Cavallaro 
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Sheaffer scoops the air lanes again—for you! 
Carmen Cavallaro—the pianist who has already 
captured America’s heart through his personal 
appearances and recordings—is now appearing for 
Sheaffer’s dealers on NBC’s TOP Sunday after- 
noon time. 

Teamed with his incomparable orchestra and 
Max Hill, famous commentator, millions of listeners 
—your customers—will be brought the best in enter- 
tainment for the whole family! 

This is Sheaffer’s response to your achievement 
of selling more SKRIP than any other writing fluid! 
Let’s both continue to offer the finest—in advertising 
—in merchandise—SHEAFFER’S! 

W. A. Sheaffer Pen Co., Fort Madison, lowa. 


SHEAFFER'S 
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A LINE TO BUILD ON 
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Balance—synchronization—superb plan—careful conditioning—all are vital to a fine time-piece 
and an efficient organization. But what makes the latter “tick” —what gives it unique consumer 
preference, is something more than mechanical perfection. It is the spirit of the organization— 
its products—and a whole-hearted desire to serve. That, we believe, is one of the reasons why 
Security Dealers are enthusiastic—why so many executives point to their Security installation 
with real pride—why more and more you hear it said, “Security is going places.” You will 


hear more about our expanding program in ’46. 


SECURITY STEEL EQUIPMENT CORPORATION * AVENEL, NEW JERSEY 
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ae QUALITY is synonymous witken. 


SPEED-O-PRINT | 


You as hecaed of quality if you choose 
Speed-O-Print duplicators and duplicating 


supplies. And that’s because they conform to 


the rigid specifications that quality stands for 
... the faithful and relentless adherence 

to this threesome: topnotch materials, 
workmanship and design. Performance 
tells... quality is as unmistakably 
Speed-O-Print as the will and ability 

to progressively serve. : 


SPEED-0-PRINT CORPORATION 
161 E. GRAND AVE., CHICAGO 11, ILL. 
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. THEYGO 


B G/W "'Safeguard”’ Filing 
System 


9. G/W Precision-Built 
Filing Cabinets 





THE PERFECT TEAM FOR COMBINATION SELLING 
Double Sales... Double Profits 


No installation is too small or too large to get maximum benefit from 
G/W filing equipment with ‘‘Safeguard”’ system. When you sell one 
item, urge the other. “‘Safeguard”’ filing for G/W cabinets. G/W cab- 
inets for “‘Safeguard”’ filing. The combination means top satisfaction 


. more repeats. . . easy, consistent, extra profit. 


G/W Packaged 
“Safeguard” Outfits 


G/W Precision- 
Built Filing Cabinets 





Pree Selling rtide 


.. WRITE TODAY 


Globe - Wernicke 


FILING EQUIPMENT AND SYSTEMS 





Considered the leader for 
years by discerning buy- 
ers because of ideal 
feather-touch operation 
plus fine looks and the 
lasting dependable serv- 
ice of quality materials 
precision-built. Sell them 
with ‘‘Safeguard’’ Sys- 
tem as a team. 


Come in four sizes, for 1-, 
2-, 3-, and 4-drawer stand- 
ard letter files; also avail- 
able for larger require- 
ments. Initial dozen order 
includes a supply of fa- 
mous ‘‘Find-i-tis’’ booklet 
and a handsome counter- 
piece for display of an ac- 
tual 1-drawer ‘‘Safeguard’”’ 
outfit. 
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The Globe-Wernicke Co., 





For descriptive literature and selling aids write to ‘‘Headquarters for 
Modern Office Engineering,” 
Cincinnati 12, Ohio. 


Norwood, 


Visible Record Systems 
Office Furniture 
Bookcases 

Stationers’ Supplies 
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TOGETH 


Lange or Small Wustallations 


eo 


100 UNITS... with 
“Safeguard’’ System... 
sold by Marshall- Jackson 
Co., Chicago, to large 
tool manufacturer (name 
on request). “‘A”’ grade 
GlobeArt 7000 line coun- 
ter-height cabinets... 
letter, 4x6 and 5x8 card, 
and check files. 
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Representatives of office equipment concerns abroad, visiting the United States, are cordially invited to make the offices 

of this journal their headquarters. The staff at the main office. 600 W. Jackson Blud., Chicago, and the staff at 

the branch in charge of G. C. Wheeler at 1023 Pershing Square Bldg., Pershing Square, 42nd St. and Park Ave., New 

York, will be happy to be of any possible service. While the facilities at New York are not so many as at Chicago, 
there will be found the same desire to serve. 


LONDON NOTES AND NEWS 


By Mrs. S. S. Elliott 
4 St. Bride Street, London, E.C. 4. 


(Ed. Note—Owing to the uncertainty of mail delivery the London Letter was not 
available at time of going to press.) 


REPORTS ON INDUSTRY SITUATION IN FRANCE 

An interesting report on the industry in France dur- 
ing the post-war days has just been received from E. 
Buhecker, president Chambre Syndicale De La Mecon- 
agraphic, 2, Rue La Feuillade, Paris (2), France. Writes 
Mr. Buhecker: 

“For four years we have not had any information 
on the office machines industry in the United States 
and it is only on the return of Monsieur Stanfield, ad- 
ministrator of the Remington Rand, Inc., in France, 
that we have accurate information on this subject. 

“The factories in the United States for the making 
of typewriting and adding machines, we learn, have 
made a tremendous effort but production was lim- 
ited to firms who worked only for the Army and in 
the interest of war materials. This resulted, naturally, 
in an inability to give satisfaction immediately to 
American users and Still less to those in Europe. 

“We admire President Truman for, on the same day 
that the Japanese were conquered, ordering the stop- 
ping of war orders and resuming manufacture of 
peacetime needs. 

“During these last years the firm of Japy in France 
augmented its production of typewriters but this pro- 
duction was, in great part, reserved for the Germans. 
The other manufacturers, Contin and M.A.P., were 
obliged to close their doors because of the scarcity of 
raw materials. Actually, they are still closed. The 
Vaucanson factory is making calculating machines of 
the original Ohdner type. 

“For five years there have not been any new ma- 
chines imported into France, save a very small quan- 
tity of Swiss Hermes machines. When the Germans 
invaded France in June of 1940, all that fell under their 
hand was considered spoils of war, and that included 
typewriting and adding machines. ; 

“Tt all resolves itself into'the fact that the needs of 
the market are considerable. We have repaired and 
sold old machines such as Yost, Bar-Lock, Remington 
7, and so forth, and we have calculated that the United 
States will export material only after having supplied 
the American market first. In addition, the question 
arises as to the financing of these purchases. France, 
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drained of her subsistence, is capable of rising up 
again from the accumulated ruins of her territory. 
She needs not be held in pity nor to receive charity, 
but to be helped, and above all, to be shown confidence 
in. Our agricultural and industrial materials are obso- 
lete and exhausted from use, our means of transporta- 
tion cut down, our soil impoverished by lack of fre- 
tilizer. We shall certainly, however, rise up again. 

“There is no doubt that very soon the franc will be 
put in line with the dollar and we wish that all tran- 
sactions with the great American republic will develop 
at an accelerated rhythm.” 

Oe 0 


NEW RECORDER EXPERIMENTS FOR TRANSPORT 


A large potential market for automatic recording 
registers is now being investigated in Britain and 
with some very definite success. The transport field 
has not to date been exploited to any extent in Britain 
by the transport industry. These concerns use all the 
most modern office machinery and equipment in the 
financial and administrative work, but in the actual 
operational activities the field has been largely left 
to more primitive methods of collection and record- 
ing. The primitive ticket-in-return-for-money method 
of the open collection bag gave way when transport 
was organized to efficient automatic recording punches 
carried by the conductor. Now the field is being opened 
up through experimental efforts to avoid the conductor 
having to fight his way through crowded vehicles to 
issue his tickets. 

In London, the London Passenger Transport Board 
has done a great deal of research work on this point 
and has just put into operation new vehicles in which 
the conductor sits behind the latest type ticket-issuing 
machinery taking fares as his passengers come aboard. 
No longer need he fight up and down asking for 
“Fares, please.” 

He knows that everyone pays, since the rule now 
is “No payment, no entry.” The newest equipment 
designed by machine operation experts is largely re- 
sponsible for this transition. 

If these experiments succeed—and they are likely 

(Turn to page 192, please) 
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““EYE-EASE”’ 

BOUND BOOK ITEMS 
End-Bound Account Books 
End-Bound Columnar Books 
Figuring Books 

Payroll Books 
Simplex Business Records 
Special Purpose Books 


““EYE-EASE”’ 
LOOSE LEAF ITEMS 
Accounting Forms— 
7141 Series 
Analysis Pads and 
Work Sheets 
Columnar Forms 
Commercial Forms 
Ledger Sheets 
Metal-Holed Sheets 
Ring Book Sheets 
Vertical Visible Forms 
Visible Binder Sheets 
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70 SAVE WINTER EYESTRAIN™ 


With less daylight . . . and lengthened hours of 













work under artificial light . . . eyes begin to tire, strain 
and fatigue soon follow. Accuracy suffers, work slows 


up, costly errors begin to creep in. 


“Eye-Ease” Paper, with its correct green-white tint 
and restful brown and green ruling, minimizes this sort 
of eyestrain. It reduces glare and reflection . . . makes 
for better working efficiency at any time under any 
kind of light. Work speeds up . . . workers stay longer 
at their best. 






It will pay you to feature and sell “Eye-Ease.” A 
supply of “Eye-Ease” Booklets E-10, Analysis Pad 
Folders AP-1 and our recent folder on 7141 Account- 
ing Forms will help. 





















WALRUS 
~ f : 


A PRODUCT OF THE NATIONAL BLANK BOOK COMPANY, HOLYOKE, MASS. 


. 
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REPORTS OF IMPORTANT EVENTS AND ACCOUNTS OF NOTEWORTHY 


ACTIVITIES OF THE MONTH IN EVERY DIVISION OF THE 


WALTER BENDER NAMED NEW GF PRESIDENT 

From office clerk to president of one of the nation’s 
largest manufacturers of office furniture and equip- 
ment is the story surrounding the recent election of 








WALTER BENDER 


Walter Bender as president of The General Fireproof- 
ing Company, Youngstown, Ohio. The new head of the 
GF organization assumed his duties on January 1, suc- 
ceeding George F. Brainard, who resigned to become 
president and general manager of the Addressograph- 
Multigraph Corporation of Cleveland. 

The retiring president, Mr. Brainard, had been with 
General Fireproofing since 1923, when he joined the 
organization as general superintendent. Within five 
years he had become president, a post he has held 
with distinction during the past 17 years. 

The new president’s term of service covers a period 
of 28 years. He began his GF career in 1918 as a clerk 
in the office of the plant superintendent, and through 
succeeding years became head of the time study de- 
partment, manager of shipping and warehousing and 
later, production manager. In 1928 he was named 
general superintendent and in 1936, vice-president in 
charge of operations, a post he now leaves to become 


president. 
———o—-—__ 


NAME REM-RAND MANAGER IN NEW JERSEY 


A. E. Palmedo has been appointed systems manager 
for Remington Rand, Inc., in Monmouth and Ocean 
counties of New Jersey and will make his headquarters 
with the Fredericks Typewriter Company at 628 Bangs 
Avenue, Asbury Park, N. J. Mr. Palmedo, who recently 
completed nearly five years in the service, has taken a 
refresher course with Remington Rand, Inc. Before 
the war, he was a systems representative for the com- 


pany in Newark. 
——_—- 


COMMERCIAL CONTROLS OPENS NEW OFFICE 

The Commercial Controls Corporation has opened a 
branch office at 259 Delaware Avenue, Buffalo, N. Y. 
Harry W. Boorman, formerly with the company’s plant 
in Rochester, N. Y., has been named manager of the 
local branch office.—GET. 
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INDUSTRY 


BARKLEY OBSERVES 25TH ANNIVERSARY 


C. L. Barkley & Company, Chicago, is marking the 
twenty-fifth year of the business, which was founded 
by C. L. Barkley and Peyton H. Barkley in 1921, just 
as the country was emerging from the effects of World 
War I. 

As the silver anniversary is observed it is significant 
to note the comparison between the conditions existing 
at the time of its founding and conditions today at 
the conclusion of World War II. 

An editorial carried in OFFICE APPLIANCES of Janu- 
ary, 1921, gives a bird’s-eye picture of general business 
conditions at the time that the Barkleys began their 
company. It tells that industry then was hampered 
by high material and manufacturing costs, a difficult 
psychological influence which practically everyone 
felt, and a sense of business instability throughout all 
industries as an aftermath of the tremendous tension 
left by World War I. 

It was against this historical backdrop that C. L. 
Barkley & Company entered the filing supplies busi- 























PEYTON H. BARKLEY 


C. L. BARKLEY 


ness. The old-timers in the industry will remember 
that the company was first located at 186 N. LaSalle 
Street, later to move to the present address, 517 South 
Jefferson Street. Today, the company offers the in- 
dustry a complete line of filing supplies and renders 
the maximum service to the trade. 








ExR eG E PLEASE 


An article in the December issue incorrectly referred 
to the Ellams Duplicator Company, Ltd., London, with 
Percy Jepson mistakenly identified as the proprietor, 
as being the destination for a Speed-O-Print duplica- 
tor on an inaugural flight from Chicago. The Speed- 
O-Print news release, instead, mentioned the Elms 
Duplicating Company at London, which is operated 
by Mr. Jepson, as receiving the Speed-O-Print unit for 
exhibition at trade shows in Europe. 


y..3., 
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C. W. LEONARD RETIRES FROM BUSINESS 


Announcement has been made of the retirement 
from the stationery business of C. W. (Neal) Leonard, 
formerly owner of Leonard & Company and mer- 
chandise manager of The R. P. Lewis Company, Flint, 
Mich. Leonard & Company consolidated with the Lewis 
firm in 1943. 

At the time of the merger in 1943, it was done with 
the understanding that Mr. Leonard would retire as 
soon as the end of the war made possible the solution 











Cc. W. LEONARD 


of some of the personnel difficulties in the organiza- 
tion. He now feels that this time has been reached 
and the decision was hastened by heart trouble, which 
caused a desire to step out of business life until such 
time his health improves. 

Since January 1, Mr. Leonard has retired to his 
home at 447 East Jackson Street, Lake Orion, Mich., 
where he hopes to meet some of his hundreds of 
friends in the stationery business, who don’t want 
to talk business but just desire to rest. 

“Neal” is well known throughout the industry 
through operation of his own store in Detroit for many 
years and his service as president of the Michigan 
Stationers Club and district governor of the Fifth 
District, NSA, some years ago. 

a a re 


VETERAN RETURNS TO A, L. SEELY COMPANY 


James R. Henderson, who has been in the Air Forces, 
serving as sergeant for the past three years, arrived 
in Albany, Ga., recently from Korea, where he was 
last stationed. Veteran of service in Okinawa and 
Manila, Henderson was superintendent of the office 
supply department of the A. L. Seely Company before 
entering the service. He has resumed his former posi- 


tion.— WES. 
oar 
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ERECT NEW L. C. SMITH-CORONA SYRACUSE PLANT 


DATES SET FOR NSA REGIONAL MEETINGS 


Charles P. Garvin, general manager of the National 
Stationers Association, has announced that the fol- 
lowing dates are already set up for the 1946 regional 
meetings of NSA: 

February 14, 15, 16—District No. 3, Atlantic City, 
N. J. 

February 27—District No. 1, Springfield, Mass. 

March 25, 26—District No. 9, Galveston, Tex. 

March 29, 30—District No. 8, Kansas City, Mo. 

April 8, 9—District No. 10, Denver, Colo. 

April 15, 16—District No. 6, Chicago, Ill. 

May 10, 11—District No. 5, Cleveland, Ohio. 


Oe 


DIEBOLD APPOINTS COLUMBUS BRANCH MANAGER 


Alfred C. Widner has been named Columbus, Ohio, 
branch manager for Diebold, Inc., of Canton, Ohio, 
with offices at 630 East Broad Street in Columbus. He 
was recently released from the Army after serving 
for 29 months in the South Pacific theater. A native 
of Columbus, Mr. Widner has been in the office equip- 
ment business for 18 years.—AK. 


a a 


SMITH-CORONA MAKES PLANT ADDITIONS 


Construction is now under way on two new addi- 
tions which will increase by approximately 50 per cent 
the plant facilities of L. C. Smith & Corona Typewrit- 
ers, Inc., in Syracuse and Groton, N. Y. Scheduled 
for completion early this year, the new additions, 
equipped with modern machinery, will greatly improve 
manufacturing facilities and make for greater produc- 
tion efficiency. 

The new building in Syracuse will be eight stories 
high, 60 feet across the front and a block long, of 
brick-faced reinforced concrete. Completely modern 
throughout, the new addition will house the finishing 
department, assembly departments, cafeteria, engi- 
neering department, factory and general offices, heat- 
treating and plating departments. 

As part of the Syracuse construction program, which 
is scheduled for completion in June, several one-story 
additions will be torn down and a one- and two-story 
wing for raw material storage will be ereeted in their 
place. Other alterations will be made in the present 
structure and in yard facilities. The general program 
includes installation of modern direct-drive precision 
machine tools. ; 

Work is also progressing on the modern addition in 
Groton, greatly increasing factory floor space. Plans 
for the Groton plant include the installation of new 
precision machine tools. The construction schedule 
calls for completion of construction and alterations 
by April. 
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1 in 
ans Serving world business as Standard Distributors under this inferna- 


tionally famous hallmark of quality are the proud names of many 
wet great concerns . . . leaders in their field of endeavor. 


In this post war world market, there is an urgent demand for 
ions Standard Duplicators to simplify business systems. This will mean 
many openings for new distributors. Naturally we shall guard the 
exclusive rights granted distributors in territories already assigned, or 
for which negotiations are under consideration. However, we shall 
welcome the opportunity to discuss selling arrangements with reputable 
office equipment distributors in countries where we are not now 
represented. 


Your letters of inquiry will receive prompt and courteous attention. 
Standard Duplicating Machines Corp., 1935 Revere Beach Boulevard, 
Everett 49, Massachusetts, U. S. A. 


STANDARD (“= DUPLICATORS 


nl 
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UTILITY SUPPLY COMPANY ANNUAL CHRISTMAS DINNER PARTY AT 


ANNUAL CHRISTMAS PARTY HELD BY UTILITY 


The Utility Athletic.and Social Club, the employees’ 
organization of the Utility Supply Company, Chicago 
stationers, held its annual Christmas dinner party on 
December 13 in the Century Room of the LaSalle Hotel. 
More than 200 of Utility’s employees were present for 
an enjoyable evening of entertainment, music, and 
dancing provided by the company. 

A highlight of the evening, to say the least, was 
the announcement by M. E. Wolf, president of the 
Utility Supply Company, that the company was con- 
tributing a bonus equal to 20 per cent of their annual 
earnings to each member of the Utility savings and 
profit-sharing organization. This is a copy of the 
famous Joslyn Plan. 

——— 2 —__ 
STATIONERY FIRM MARKS TWENTY-FIFTH YEAR 


Rochester Stationery Company, Inc., Rochester, 
N. Y., marked .the twenty-fifth anniversary of its or- 
ganization with a Christmas dinner and dance at the 
Irondequoit Country Club on December 20. Bonus 
checks to 55 employees, based on their length of 
service, were presented by Max A. Goldstein, president, 
and Hy Goldstein, vice-president of the company. 


LASALLE HOTEL 





PRITCHARD IN DEMAND AS SPEAKER TO AMVETS 

Joseph W. Pritchard of Wells Office Furniture Com- 
pany, Chicago, is in repeated demand as a guest 
speaker at Amvets’ state conventions. In November 
he addressed the Wisconsin state meeting and on 
December 1 he spoke at the Amvets’ state convention 
banquet in Boston, Mass., at the Copley-Plaza Hotel. 
Mr. Pritchard also participated in the Amvets’ Iowa 
state convention held on December 8 at the Fort Des 
Moines Hotel, Des Moines, Iowa. 

Before these American veterans of World War II, 
Mr. Pritchard has emphasized the importance of man- 
agement understanding the problems of returning 
GI’s, and likewise the necessity of GI’s understand- 
ing the problems of management. 


9 
REMINGTON RAND PLANS FURTHER EXPANSION 
James H. Rand, Jr., president of Remington Rand, 
Inc., stated recently that the company had expanded 
its manufacturing space 30 per cent since 1941, has 
an additional 15 per cent under option and plans to 
offer new post-war products during 1946. 
Modernization of tools and equipment is under way, 
Rand said, and wider diversification of office machines 
and other products will result.—GET. 














IVAN ALLEN-MARSHALL EXECUTIVE STAFF 


A number of young executives are included 
in the new staff of Ivan Allen-Marshall Co., 
Atlanta, Ga., as told in OFFICE APPLI- 
ANCES, November issue, page 76. The ex- 
ecutives shown here (left to right) are: front 
row—James F. Ball, Jr., vice-president and 
sales promotion manager; John H. Carnes, 
vice-president and technical supply man- 
ager: Charles M. Marshall, president: Ivan 


Allen, Jr., treasurer; Harry W. Bruce, vice- 
president and general manager; rear row— 
William F. Floyd, Jr., secretary; Ivan Allen, 
Sr., chairman of board; William E. Owens, 
vice-president and manager of manufactur- 
ing department; A. P. Baylis, vice-president 
and manager of stationery. James C. Wil- 
liams, vice-president and manager of spe- 
cialized equipment department, was absent. 
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LOMING 500, 


THE NEW 





“WORLD'S FINEST STAPLER” 


Arter a lapse of three years the new Aceliner, the finest of all 
stapling machines, makes its appearance again. We at Ace are tax- 
ing our production facilities to the utmost to give dealers and con- 
sumers every Aceliner it is possible to make. To those who have 
waited so patiently this announcement will be most gratifying. But, 
to replenish dealers’ depleted stocks will require time. So, please 
bear with us until sufficient quantities are available. 

The popularity of the Aceliner is well deserved for it is the 
most beautiful, practical, durable and efficient stapler ever built. . . 
the only stapler that staples, tacks, pins and hand fastens. In fact 
it does the work of four machines. Its streamline design fits the 
hand perfectly. There’s a choice of four attractive colors: Red, 
Green, Brown and Black. The Aceliner is precision built like a 
watch, from the highest grade steel, by skilled workmen. It is so 


sturdy it will give a lifetime of dependable service. 





ACE FASTENER CORPORATION © 3415 NORTH ASHLAND AVENUE + CHICAGO 
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STATEMENT 
POLICY 





We have built up, an Office Paper Fastener Business, 
every facet of which is constructed on the maintenance 
of our Retail Fair Trade Contracts by every retailer and 
on the basis of no discrimination between customers. 


Please write us for particulars on our plan for select 
distribution of Markwell Office Type Stapling Machines 


and Staples. 


Office Paper Fasteners Division 
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MARKWELL MFG.CO. 





The Chuckle Corner, devoted exclusively to humor, 
continues on its merry, uninhibited way. The editors 
want it to be your column and invite your active 
participation. Send us your version of ¢ funniest 
event that ever happened in your store. We'll e ‘em 


along and let your fellow stationers in on the joke. 

A little mouse was being ridiculed one day by a big ill- 
tempered tiger, which snarled, "You ought to go away and 
hide somewhere; you're so runty and insignificant you're not fit 
to be seen in public." 

Replied the mouse meekly: "You shouldn't make fun of me 
that way. After all, | haven't always been this small; I've been 
sick,” 

There's been a lot of furor raised in Chicago recently con- 
cerning the city's big winter problem —the smoke nuisance. 
Actually, all that's needed is a little patience—the cigars are 
bound to get better after while. 

MORE THAN MAKING THE SALE 
There's more to a sale, in whatever our line, 
Than we think when the order is landed. 
(Though in getting some hesitant prospect to sign, 
Considerable skill is demanded.) 


For the clerk who recopies may shadow with doubt 
An item or two in the writing; 

And he who assembles or lays it all out, 
Has a jinx that insists on alighting. 


And the packer omits what he ought to put in, 
While the shipping clerk, born to disaster, 
Despatches the goods by a route than can't win, 

Since it ought to be slower—or faster. 


Oh, many's the error, perverse or malign, 
May lose an account we have landed. 
(Though in getting some hesitant prospect to sign, 
Considerable skill is demanded.) 
—Co— 

Remarked your Chuckle editor to two of his editorial pals 
the other day, “Fellows, I'm thinking of getting married.” 
“Brother,” retorted one of the aforesaid comma s/euths, “any- 
one who talks like that CAN'T be thinking.” 

—coc— 

A married woman was describing a horrible nightmare she 
had had the night previous to a group of her bridge-playing 
companions. 

“And,"' she concluded, "| woke up with a jerk, perspiring 
horribly." 

“Yes, | know,'' responded one of her sister housewives, ''my 
husband always steals the covers, too." 
































200 HUDSON ST. NEW YORK 13, N. Y. 


21 bottle Standard No. 16!/) blue ink, 39 bottles 
No. 39!/, Gum-it glue, 13 bottles No. 14!/,—no, 
14!/, bottles No. 13!/,-—I mean—aw, to hell with it! 
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FACT NO. 1 FOR GREATER FILING EFFICIENCY 


NEW, IMPROVED Browne-Morse 


EXTENSION SLIDE 


Below: An end view of 
the new extension slide 
showing the rib forma- 
tion which further rein- 
forces the slide and re- 
duces friction to the 
very minimum, 


Greater filing efficiency — always a feature of Browne- 
Morse Steel Files — is never more evident than in the 
new and improved files which today offer greater 
values than any other file on the market. 


Free, easy drawer action is a major reason why Browne-Morse 
Files lighten the filing job. Drawers slide smoothly on newly 
designed extension slides equipped with eight heavy duty 
rollers and two floating rollers per drawer. This ingenious 
combination of rollers insures smooth drawer action, free from 
binding. The solid one-piece construction slide supports the 
heaviest load with ease. 


These are just a few of the many features which make Browne- 
Morse Files the “Buy” for any business office. Back of their 
construction lies over 38 years of experience in manufacturing 
better steel filing equipment, desks and filing supplies. Write 
now for full facts. 


Architects of Efficiency 
for America’s Office 


Browne-Mbrse 


MUSKEGON MICHIGAN 





Browne-Morse 


FILE FACTS 


Get the quick facts on 
Browne-Morse Steel Files — 

write for Bulletin 5000. Lists features 
and specifications plus a complete table 
of sizes. 

















FOR OVER 37 YEARS. MANUFACTURERS OF HIGH QUALITY FILES, DESKS, 
CHAJRS, FILING SUPPLIES, SAFES, SPECIAL COUNTERS. CABINETS AND OFFICE FORMS 
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JASPER CHAIR CO. designers and 
engineers are going ahead with 
handsome, new numbers 


Starting with simple restorations and im- 
provements to be put into effect as soon 
as conditions permit, their program is to 
step up convenience, comfort, appearance 
and value thruout a long term of postwar 
progress. Getting materials and produc- 
tion in movement for regular peacetime 


delivery schedules is still an item requir- 
ing much thought and attention. 

A better day’s work will result from the 
comfort and concentration features of 
correct posture support combined with 
room for restful change of position. Look 
forward to good sales of office chairs to 
business executives in the market for 
more productive hours, accurate records, 
faster reference and well considered, 
prompt decisions. 


Jasper Chair bo. 


JASPER, INDIANA 





MEMBER WOOD OFFICE FURNITURE INSTITUTE 
REPRESENTATIVES: Geo. A. Litchfield, Sales Mer. 


James S. Fowls, (Southern) S. H. MacDonald, (West) 


Think ahead for success! 
Be first with Jasper Chair 


Co. craftsmanship! 


MON 


eae 


a. ls ete ae en 


Fred Deutsch (Southwest) 
3525 Southwestern Blvd. 


405 Orpheum Bldg. 


327 Sunset Drive, North 
Seattle, Wash. 


St. Petersburg, Florida 
Dallas 5, Texas 


Freeman, (Eastern) 





eR 


W. H. Brown, (Chicago-Midwest) R. J. 
6708 Glenwood Ave., Chicago 383 Madison Ave. 
(Phone ROGers Park 3644) New York, N. Y. 
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with the worlds speediest stapling team 
















































































Here's a business-builder...a good-will-winner...the dream team of 
stapling! The fastest, smoothest-working stapler! Completely uniform 
staples precision-engineered of 100% round wire to do the 

neatest stapling job! It’s the Swingline team of No. 4 Stapler 
and No. 4 Staples! 


Flick back the head and the staple channel is wide-open 

for split-second loading. Work the stapler and there's no 
buckling, none of the clogging caused by surplus glue on 

ordinary staples. Team up with Swingline — the most 
efficient and speediest of stapling teams! 


SPEED PRODUCTS CO., LONG ISLAND CITY 1, N. Y. 


WORLDS SPEEDIEST STAPLING TEAM! 
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.. « Including 
Machine 
Design — 
Product 
Engineering — 
| Printers’ 
NO MESS ; Ink ithe 
NO RUBBER CEMENT = 
NO WAITING Advertising 
NO GUESSWORK 
| Age — 
eamadamn enemies. Yoo American 
simply peel off the protective backing Artist — 
and it's ready for use. 
E-Z Frisket is a Popular 


What a ea: thin, extremely 


transparent plastic film coated with 
a special frisket adhesive. 


Mou cf works » Yo easily re- 


move the pa- 
per backing that protects the ad- 
hesive. You place the frisket film 
over your drawing or photograph. 
It instantly and easily adheres to 
your working surface. You then cut 
your frisket in the regular way. 


Photography. 
Your 


customers ( 





E-Z Frisket is extremely strong, cuts for 
coelly, makes —, oe and 
loesn’t curl at the edges. en you Pa 
are finished you simply peel the film E-2-FRISKET 
from the copy. There’s no cemént write 
or residue to remove and copy re- eee 
mains in perfect condition. at 
. Your lo- 
Where to buy dé; Xoriie: F once 
should stock E-Z Frisket. 
If he doesn’t —ask him about it. for 
wholesale 
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better 
DO IT, 
NOW e 






ARTHUR BROWN & BRO. 
67. West 44th Street 


New York 18, N. Y. 





discounts... 








Calendar of 
Industry Activities 











February 10-12. Thirtieth annual meeting, Wholesale 
Stationers’ Association of the U. S. A. and Canada and 
fiftieth annual customers’ club, Edgewater Beach Ho- 
tel, Chicago. H. C. Whittemore, Secretary-Treasurer, 


| 250 Fifth Avenue, New York 1, N. Y. 


February 14-16. District No. 3, NSA, Ambassador 
Hotel, Atlantic City, N. J. Charles V. Sinisgalli, Re- 


| gional Governor, R. P. Andrews Paper Company, Wash- 


ington, D. C. 

February 27. District No. 1, NSA, Springfield, Mass. 
S. Ford Chidsey, Regional Governor, Bradley & Sco- 
ville, Inc., New Haven, Conn. 

March 25-26. District No. 9, NSA, Galveston, Tex. 
Alvin Eisemann, Regional Governor, Maverick-Clarke, 
San Antonio, Tex. 

March 29-30. District No. 8, NSA, Kansas City, Mo. 
Ted R. Warkentin, Regional Governor, Southwestern 
Stationery & Bank Supply, Lawton, Okla. 

April 8-9. District No. 10, NSA, Denver, Colo. Fred 
B. Robinson, Regional Governor, Robinsons’ Book Store, 
Golden, Colo. 

April 15-16. District No. 6, NSA, Congress Hotel, Chi- 
cago, Ill. W. M. Weck, Regional Governor, Haines & 
Essick Company, Decatur, Ill. Joint meeting with Illi- 
nois Booksellers & Stationers Association. P. G. Pick- 
nell, President, Haines & Essick Company, Decatur, IIl. 

May 10-11. District No. 5, NSA, Hotel Carter, Cleve- 
land, Ohio. H. C. Wilking, Regional Governor, B-C-D 


| Office Equipment, Inc., Detroit, Mich. 


September 30, October 1-3. National Stationers As- 
sociation Fortieth Annual Convention and Tenth Mer- 
chandise Exhibit, Palmer House, Chicago. Charles P. 
Garvin, General Manager, 740 Investment Building, 
Washington, D. C. 


9 


ALMAC OFFERS NEW LEATHER-PLASTIC ITEMS 

Almac Plastics, 230 Fifth Avenue, New York, N. Y., 
will shortly introduce a striking new array of items in 
which Lucite-Plexiglass, Catalin and genuine leather 





ALMAC PLASTICS CIGARETTE CASES 


| have been cleverly combined, according to a recent 
| announcement by Mac J. Lewis, president of the com- 


| pany. 

The new creations of leather-plastic items will be 
available in ten jeweltone colors—eye-appealing greens, 
reds, blues and other rich hues. Featured will be such 
useful every day products as cigarette cases in large 
and small sizes, cigarette boxes, writing sets, desk sets, 
| and many other related items sold by stationery and 
| gift stores. 


| 
| 


Oi 


BUFFALO OFFICE SUPPLY FIRM INCORPORATES 

Frontier Office Supply Co., Inc., Buffalo, N. Y., has 
| been incorporated with a capital of $50,000. Incor- 
| porators are Charles D. Christmann, Lloyd M. Whiting, 


' | Edgar C. Schroeder and Donald J. Gillian —GET. 
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FLUORESCENT 
DESK LIGHTING 


It’s New... 
It's Beautiful 


It's VAN DYKE 





No. 1028—TWO 18” TUBES 


Beautifully designed. Cast gray iron metal base for long wear. 
Solid bronze appointments. Furnished in Morocco brown. 

















Patented arm offers any height adjustment 


ADJUSTA-LITE 


No. 1201—SINGLE 18” TUBE 
In ADJUSTA-LITE, Van Dyke once again demonstrates its 
claim to leadership in the fluorescent desk field. ADJUSTA- 
LITE offers patented flexible arm features that are exclusive 
with Van Dyke. Note the action of the arm 
which permits easy adjustment of the lamp 
to any height desired. This positive position 
at any point makes ADJUSTA-LITE the most 
efficient fluorescent portable lamp on the market. 












It's New... 
It’s Beautiful 
It's VAN DYKE 


Write for complete information on the new numbers 


illustrated. No. 300—SINGLE 18” TUBE 


Beautifully streamlined. Cast gray iron metal base. 
Finished in Morocco brown. 


VAN WYRE INDUSTRIES 


21ST. AND ROCKWELL STS CHICAGO 8, ILLINOIS, US.A 
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REMINGTON RAND APPOINTS COL. SAVELL 


Col. Walter L. Savell, for the past three and a half 
years on active duty with the Chemical Warfare Serv- 
ice, has been named chief research chemist of the 
Remington Rand, Inc., laboratory of advanced en- 
| gineering at South Norwalk, Conn., it was announced 
| by A. M. Ross, vice-president. 
| At the new laboratory, the only over-all business 
administration laboratory in the country, Col. Savell’s 





COL. WALTER SAVELL 


extensive civilian and military experience in the field 

of chemistry is being applied to research and develop- 

Tit ben fi ment not only in the office equipment field, but also 

"ewmrepige, to the development generally of new products and new 
1a uses for present ones. 

As staff officer under General Omar Bradley over- 
seas, Col. Savell’s duties called for the evaluation of 
all captured chemical and medical supplies, synthetic 
fuel, synthetic rubber and other facilities. 


Before assuming active military duty in August, 1942, 
| Col. Savell has acquired a wide experience in metal- 
lurgical, ceramic, and dyestuff research and develop- 
ment. His invention of synthetic salt cake was a 
critical contribution to the production of kraft wood 
pulp when natural salt cake imports were cut off at 
the beginning of the war. 











° ket! a a 
a ki ; g noise, absorbs | JACK C. KERN COMPANY OPENS NEW QUARTERS 
muffies ° ae on the €af% 
KILKLAT TET thes (Pin CF famous OZ | The Jack C. Kern Company on December 19 opened 
© Boosting ryping * the Boge, created COP “ general offices, display rooms and warehouse in their 





KIL-KLATTER 

sales from coast to 
coast... this is one of 
a series of advertise- 
ments appearing 
every month in lead- 
ing office equipment 
magazines 


own building at 2100 McKinney Avenue, Dallas 1, 
Tex. 

Representation is given by the firm for the All-Steel- 
Equip Company, Imperial Methods Company, Zephyr- 
| American Corporation, Hotchkiss Sales Company, 

Fritz-Cross Company, Perfect Rubber Seat Cushion 
| Company, American Numbering Machine Company, 
Hodgman Rubber Company, O.C.S. Olsen Company, 
Rochester Wire-O Binding Company, Quigley Furni- 
ture Company and Kern Distributors. 

Associated with the Jack C. Kern Company are Jack 
C. Kern, J. F. Kern, Charles L. Kern, Jack C. Kern, Jr., 
and Harold D. Hart. 
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BURROUGHS MOVES EVANSVILLE, IND., OFFICE 









Free Display Cards to Dealers: With orders 
for a dozen or more pads we'll send 
you FREE a colorful display card and 
a liberal quantity of 2-color mail en- 
closures imprinted with your name. 






RETAILS 
FOR 


$]00 













x { Dealers : attach this coupon to your letterbead} s The Burroughs Adding Machine Company is moving 
| AMERICAN HAIR & FELT COMPANY | | its branch office to 214 Sycamore Street, Evansville, 
| Dept. 6B-1, Merchandise Mart, Chicago, 54, Ill. [| Ind., it has been announced by J. Fred Kuhn, branch 
| ( ) Send 1 doz. KIL-KLATTER Typewriter Pads individually boxed | | Manager. For the past year the company has occupied 
with free card and enclosures. hee check for $6.00 is enclosed. temporary offices at 11 Main street. The Burroughs 

( ) Send FREE sample KIL-KLATTER Pad and full informationabour , | lease includes the basement and main floor of the 
quantity prices and discounts. | | building, with 50 feet frontage on Sycamore street. 
SS BE I La SD Ee: See er | Quarters have been completely remodeled and redeco- 
| SESE ye ee iia State | | rated for the office employing 19 people and serving 
meas _J | 45 counties in Indiana, Kentucky and Illinois—WBC. 
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This pin-up picture illustrates an important 
business fact. A good posture chair increases 
efficiency. Harter Posture Chairs do so naturally 
—by providing the comfortable support which 
reduces fatigue. 


Harter Posture Chairs are fully adjustable to the 
different requirements of every worker. Steel 
construction and durable upholstery guarantee 
years of trouble-free service. These chairs are 


DEALERS: A few exclusive dealerships for 
Harter Posture Chairs are still available, as well 
as franchises for Harter Executive Chairs. Write 
for full details. 
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smart in appearance, modern in design, and su- 
premely comfortable. 


You get more efficiency from office workers 
when you give them more comfort. Ask your 
office equipment dealer to show you Harter’s 
complete line of Steel Posture Chairs. Or write 
direct for illustrated folder. 


HARTER CORPORATION «© Sturgis, Mich. 


6 HARTER 


STEEL POSTURE CHAIRS 
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SUN RUBBER COMPANY APPOINTS ROBERTS 


| Back from Washington where he served on the staff 
oe 200t Bit) me Ae gee =| (Of William Jeffers, WPB rubber director, Thomas B. 
| Roberts has been named national sales representative 

of the Sun Rubber Company, Barberton, Ohio. 
“Mr. Roberts brings to Sunruco the experience he 
gained in 20 years of intimate contact with the toy 


—& Ever see a 






Influence Filing 
Efficiency ? 


BARKLEY TAB 
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THOMAS B. ROBERTS 


| trade prior to the war, during which association he 
became a leading figure in the industry,” according 
| to T. W. Smith, Jr., Sun general manager, who an- 
| nounced the appointment. Before joining the office 
| of the rubber director, Mr. Roberts was a division 
She $7109) RANGE | manager for Pennsylvania Tire and Rubber Company. 

VISIBILITY Offering his services when WPB was created, Mr. 
Roberts first assumed the post of special industry 
| advisor and later became chief of the tire and tube 
| section. As such he had charge of all civilian tire 
and tube distribution and helped launch the synthetic 
rubber program. 









Patent No. 
2248355 and D 128118 ———_—_9=- 


Supplying a filing department today with the ee ee Cer eee ee 
pplying a Pp y | Returning veterans who are coming out of the armed 


correct "point of view" is merely a matter of | forces with the determination to “go it alone” and 
become independent businessmen will find that the 


installing the right filing supplies. It's as simple | New York Veterans’ Service Committee has established 
“fe ° a busi dvi board with th 100 sepa- 
as that when DURABILITY Filing Supplies accom- Vaiidends Gadaks 26: an € : 


rate business panels to aid and advise them. Mrs. 
panied by Barkley Tabs are put on the job. 





Anna M. Rosenberg is chairman of the Veterans’ 
| Service Committee, which operates the Veterans’ Serv- 


Barkley Tabs . . . crystal clear colors, smooth | | ice Centers at 10 East 40th Street and 500 Park Avenue 
y Y a in Manhattan, and 105 Court Street in Brooklyn. 


contour plastic mera make filing easier and | A stationery panel is one of the number set up, ac- 
cording to the trades and industries in which return- 


smoother. So for a "new slant" on filing get ac- | ing servicemen and women are most iuterested. Ex- 
| perienced stationers have volunteered their services 
quainted with Barkley tabs and MAGNIFIED | | to provide advice, and, in some instances, resources to 


V ~~ _ veterans of World War II. Panels will also function to 
ISIBILITY . .. ANGLED VISION. find jobs for the veterans in their respective fields. 
It is with great pleasure that we mark our > eh eae 
25th year in business. We take this oppor- CHICAGO FIRM ANNOUNCES CHANGE OF NAME 
tunity of thanking our host of friends for __ The Superior Type Company of Chicago recently an- 


| nounced a change of name to Superior Marking Equip- 
ment Company. The new name, it is pointed out, sug- 
gests the firm’s function as a manufacturer of a com- 
plete range of marking devices from the small hand- 
operated implement to the fully-automatic marking 
machine. 


the many years which have been 
filled with such pleasant busi- 
ness memories. 






—_——- + —_____ 
NEW TYPEWRITER FIRM OPENS IN SYRACUSE 


Recently opened at 218 Gifford Street, Syracuse, N. 
* L. DB ABh I, E y rar f: | j | Y., the Syracuse Office Equipment & Typewriter Com- 
Ie l . | pany has secured the dealership for the L. C. Smith & 

| Corona Typewriters, Inc., portable machines. The pro- 
| prietors, Hurlbut Hall Smith and David Walter Smith, 


JEFFERSON STREET CHICAGO 7. Itt have plans for the expansion of the business in the 
| coming months and hope to secure other agencies. 


‘facturers of Filing Supplies 
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FOUNT-O-INK 


INSTANT ACTION 
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For profit, prestige, and progress, sell ns 
Fount-O-Ink Instant Action Writing of 

Sets. They open doors to new business 

and build up volume through customer Sc 
satisfaction. o 

sic 

We 

Ne 

fro 

an 

. ‘ ots stc 

Fount-O-Ink is a full line. Utility St 
models for large installations. Executive = 
models, gift models, double and single Mi 

sets with style and beauty. Writing 7 

Sets that particular people are proud Na 

to own. a 

the 

_ bra 
E 
Sell Fount-O-Ink Writing Sets with . T 
14K Solid Gold Points for long years s. 
of uninterrupted writing service. sd 
ices 
Bea 

GREGORY in 
Hon 
FOUNT-O-INK CO a 
= vo an ¢ 
. and 
3501-11 EAGLE ROCK BOULEVARD offic 
LOS ANGELES 41, CALIFORNIA ~ 
ES . 
ee Ww 
COPYRIGHT GREGORY FOUNT-O-INK 1945 Den’ 
: Te to h 

and 
past 
L. C. 
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W. BREWSTER TOWNE ASSIGNED TO CHICAGO 


National Blank Book Company, Holyoke, Mass., has 
announced that, starting in January, W. Brewster 
Towne will be district manager in charge of company 
operations in the Chicago area. The status of William 














LT. W. BREWSTER TOWNE 


Muir, present Chicago manager, will remain un- 
changed. 

Recently released from active duty in the U. S. 
Naval Reserve with the rank of lieutenant commander, 
he first entered the service in June of 1941 to receive 
special training at the Supply Officers Training School 
at Harvard Business School. He went to sea in Sep- 
tember of 1941 as supply, disbursing and commissary 
officer of the USS “Jamestown,” which first did some 
convoy duty along the Atlantic seaboard and later be- 
came famous for its work as tender for PT boats in the 
South Pacific. The ship and crew received the Presi- 
dential Unit Citation as part of the First Marine Divi- 
sion in Guadalcanal. In April of 1943, Officer Towne 
was detached from his ship and reported to the U. S. 
Naval Supply Depot at Noumea, New Caledonia, where 
from April until July he was officer-in-charge of labor 
and transport division, and later of clothing, small 
stores and combat gear. He returned to the United 
States in November of 1943 and went on duty with the 
staff of Navy Supply Corps School at Harvard Business 
School, where he served as executive officer of the 
Midshipment Officers’ Unit until released from active 
duty in the fall of 1945. 

Lt. Comdr. Towne has served in many capacities with 
National Blank Book Company and is a son of J. M. 
Towne, vice-president. He has had valuable field ex- 
perience both in merchandise and sales promotion at 
the company’s Holyoke, Boston, and New York 
branches. 


——_—= 9 —__ 


EARLE M. ALEXANDER RETURNS TO HAWAII 


The S.S. “Lurline” recently brought Mr. and Mrs. 
Earle M. Alexander and sons, Earle M., III, and William 
S., back to Hawaii. Mr. Alexander had returned from 
an extensive business trip throughout continental 
United States, having been discharged from the serv- 
ices of the U. S. Navy, Intelligence Division, Long 
Beach, Calif. He accepted a position as an executive 
in the corporation of Alexander Brothers, 
Honululu, Hawaii, of which his father, the late Earle 
M. Alexander, was one of the co-founders, and also as 
an executive in the corporation of Huston and Alex- 
ander, Ltd His many friends may find him at his 
offices at 180 Marchant Street, Honolulu. 

er ee 

W. C. BROWER OPENS OFFICE MACHINES FIRM 

W. C. Brower recently opened his own business in 
Denver, Colo., operating the Office Machines Company 
to handle sale of new and rebuilt machines, rentals 
and supplies such as ribbons and carbons. For the 
past 17 years Mr. Brower has been manager of the 
L. C. Smith & Corona Typewriters, Inc., at Denver. 
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POSTURE 
CHA/IRS 


Sturgis Posture Chairs in- 
duce correct posture without 
effort, minimizing fatigue. Am- 
ple seats and scientifically de- 
signed backs provide sitting 
comfort. Office workers who 
use these chairs produce more 


—do better work. 


Sturgis Posture Chairs are 
designed for close adjustments 
to fit the individual—backs 
can be set for height and dis- 
tance from seats—seats can 
be raised or lowered—all ad- 
justments are made in a min- 
ute—without the use of tools. 





STURGIS 
STENOGRAPHERS 
POSTURE CHAIR 


MODEL 876MY 
(This mode? is available in a 


selection of backrests and 
seats.) 





Sturgis Posture Chairs are 
built for correct posture seat- 
ing, and long service. Uni- 
formly bent steel tubing, fin- 
ished with "infra-red" baked- 
on enamel—seats and backs of 
rubberized curled hair, cov- 
ered with high-grade leather- 
ette—hardened steel mechan- 
ism, with casters that glide 
easily and noiselessly across 
the floor. 


Frame: Steel tubular con- 
struction—1"’ diameter— 
all joints welded. 


Seat: 12’°x16”", 2/2” rub- 
berized curled hair. 


Back: 8’’x13” form fitted 
padded backrest. 


Adjustment: Back and 
Seats ‘‘without the use of 
tools.”’ 


Enamel:: Baked-on (infra 
red)—5 colors. 


Casters: 15” hard rubber. 


LWrGts _ . THIS NAME IS GROWING! 


THE STURGIS POSTURE CHAIR CO. 


411 Magnolia St. Sturgis, Michigan 




















SPEED PRODUCTS HOLDS DISPLAY CONTEST 


A dealer window-display contest has been inaugu- 
rated by Speed Products Company, Long Island City, 


ultihinding N. Y., beginning in January and ending March 1. 
E O ° M Iti Ri Details were announced by Miss Nell-Lee Litvak, ad- 
asy pening, Multiple ising ] vertising manager. 
i = " This contest embodies the selection of the best win- 
(requires no special machines to apply) dow display made with Speed Products staplers and 
plus 3 | = : 
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Celvelope cellulose envelopes 
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TYPICAL SWINGLINE DISPLAY 


SWILSAS INIT 


staples. An award of $500 in Victory Bonds will go to 
those ten dealers whose photographs of their “Swing- 
line” display are selected by the judges. This display 
is a colorful and attractive unit made up of four No. 
3 Swingline staplers, three No. 4 Swingline staplers, | 
three Tot desk staplers, one each of the No. 4P, No. 

3P and Tot plier staplers, and five boxes Tot staples | M 











ee 
~ 






















|5] 5,000-pack). i 
S Winning displays will be pictured in subsequent | 
Fwal issues of “Swingline,” a monthly bulletin by Speed | Ever 
Ss Products issued to all dealers. quir: 
: whe: 
VIZ-TA #2} ST. PAUL FIRM FINDS WINDOW DISPLAYS PAY |_,,:,, 
3 Asked about specialization in the trade, William fold: 
= Margulis, co-owner of the Brady-Margulis Company, | . 
— Fourth Street, St. Paul, Minn., said, “We make no adve 
Gi} attempt at specialization; our whole business is a and 


specialization in itself.” The store does a big business 
in office supplies, which are displayed very prom- 
inently in the store, so arranged that customers drop- give 
ping in can quickly and easily find the items needed. | amos 
As the store is located in a section where large | 
numbers of office men pass by each day, window dis- They 
plays are considered of great importance. Thus, much 
attention is given to display of items the store desires 
to bring before these potential buyers. 


One plan that has worked out well is for salesmen 
to concentrate on certain items for a given period. 
In making their rounds, these salesmen take the item 
designated and put particular stress on it in their con- | 
tacts. The result is that a great many sales of the | 
special item are made along with regular sales. Often | 
the specialty goes over so well that it becomes a stand- 
ard item of sale. Yet without the pushing it might 
never have become recognized.—_BART. AU) 


factic 


Celluloid Strip Tabbing 


To make up your own Indexes, 6 colors. 


ONIXIONI G¥133A 


MFG.CO E.DETROIT 





Write for catalog, samples, prices & discounts. 


PLASTIC TAB AB : 
3 Veetals 
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/M GET TING AN 


AUTOPOINT PENCIL 700, 
WHEN MY DEALER 
RECEIVES A SHIPMENT 


my AvroPoinr*” 
PENCIL WRITES AS 
G00D AS IT DID 

10 YEARS AGO 


A ait 


Many are waiting for AUTOPOINT Pencils 


Every mail brings us hundreds of in- 
quiries from busy people. We are asked 
where “Autopoint” Pencils can be ob- 
tained. This widespread interest is two- 
fold: 1. they have read our national 
advertising; 2. they have heard friends 
and associates express the utmost satis- 
faction which “Autopoint” Pencils always 
give them. Naturally, your customers are 
among those who are waiting to buy. 
They have read about the famous “Auto- 


point” Grip-Tite Tip that holds leads 
firmly down to the last Y% inch. They 
know leads can’t wobble, turn or fall out. 
It’s the pencil they want and are going 
to buy. 

The way to get your share of this pent- 
up business is to have an attractive dis- 
play of “Autopoint” pencils. They can 
be had on easels, requiring very little 
room, which can be placed on counters or 
in windows. To display them isto sell them. 


BUY VICTORY BONDS—AND HOLD THEM 


TRADE 


MARK 


BETTER PENCILS 


AUTOPOINT COMPANY ¢ 1801 FOSTER AVENUE, CHICAGO 40, 
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LEADS 


For remarkably 
smooth, easy writ- 
ing use “Autopoint” 
leads. Available in 
“Real Thin”, Stand- 
ard and Thick sizes, 
in different degrees 
of hardness; also in 
colored, copying 
and indelible. 











ILLINOIS 


a —— 








HOW MUCH PROFIT DO YoU 
SELLING FOLDERS? 


Do you make a few dollars, or do you make the big, pro- 
tected Pendaflex profit? Do you sell a few hundred manila 
folders for a total sale of five or six dollars, or by selling the 
same number of Pendaflex folders, do you make a profit of 
twice that? Yes, there are protected profits for you in 
Pendaflex, the amazingly successful filing method that started 
from scratch five years ago, and today dominates the filing 


field. 


Big Installations Common 


An Ohio dealer recently sold an installation of over 900 
drawers. Indeed it is often the larger installations that are 
easiest to sell, because the major cost of filing is the OPERAT- 
ING cost of over a thousand dollars per year per file clerk. 
Pendaflex cuts this cost by reducing filing time 20 per cent, 
by eliminating most misfiling, by changing filing from labori- 
ous searching to instant visible reference. Thus, your profits 
not only are protected, (and generous), but easy to come by. 
Pendaflex is easy to sell, because nothing else offers such fast, 





easy filing. 


National Advertising Support . 


To make it even easier to sell, Pendaflex national advertising 
in 1946 will dig up thousands of live prospects, and deposit 
these leads alongside dealers’ cash registers. Are YOU a Sol 
Pendaflex distributor? Although many territories are ade- ' OLE 
quately covered, there are gaps in our nationwide distribu- 
tion of Pendaflex. Why not write us today, for one of the 





franchises still open? 


Address your inquiry to: 


OXFORD FILING SUPPLY CO. 
109 Worth St. ° New York 13, N. Y. 


The folder that 
Ox ord HANGS in your files! | 


Reg. U. S Pat. OFF 














' 


PENDAFLEX : 


*REG. U.S. PAT. OFF.) STAI 
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SOUND-ON-WIRE ELIMINATES THESE 
OLD-FASHIONED DICTATING HEADACHES 





NO cylinders, disks or nee- 





dies to buy—recording wire NO time out for corrections— 
lasts indefinitely —may be re- you erase the error and record 
used again and again. the correction simultaneously. 


See 








NO complicated and diversi- 
NO record shaving—saves fied equipment—same unit 
equipment cost and labor. records, plays back, erases. 





or.) STANDARD BUSINESS MACHINES CO. 
MMM, «542 SOUTH DEARBORN STREET * CHICAGO 5, ILLINOIS 
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NEW EASE IN DICTATION—NEW EASE IN TRANSCRIPTION with this 


Revolutionary NEW Dictating Machine! 


SOUND-ON-WIRE is the trade name of a revolutionary 
new kind of dictating machine that magnetically records 
your voice on a hair-thin, yet sturdy strand of wire. Its 
fidelity is so great that even a whisper is faithfully re- 
corded. You can pace the floor while you dictate— 
Sound-on-Wire will pick up every word (a feature that 
makes it ideal for recording meetings and conferences). 
This newest of dictating machines makes letter writing a 
pleasure for both executive and secretary, while its ease 


of operation adds stimulus to creative thought. 


CLIP AND MAIL THIS COUPON TODAY 
FOR DETAILED DESCRIPTIVE BROCHURE 


Standard Business Machines Co. 
542 S. Dearborn St., Chicago 5, Ill. 


Please send me your illustrated folder on Sound-on-Wire. 
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ONLY the enormous Shaw-Walker dealer franchise embodies a// 


essential profit-producing elements. 


1—Twelve complete lines from this single source of supply. 
Results: —Simplified inventories, less office work, more 


quantity discounts by grouping orders. 
2—The best-known trade-mark in the industry. 


3—The OFFICE GUIDE, a 436-page catalog that helps 


the salesman on every call. 


4—A complete line of Fire-File equipment and other fast- 
selling repeat items available only from the S-W dealer. 


i The Shaw-Walker 8,000 item franchise is the trade’s most 


J valuable. It’s worth asking for. 
a RIGHT NOW there are a few cities where we are willing to 
make a change. Yours may be one of them. 


q 





LARGEST EXCLUSIVE MAKERS OF OFFICE FURNITURE AND FILING EQUIPMENT IN THE WORLD 
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SAN ANTONIO NEWS NOTES 





B. C. Reber, Correspondent 





Retail stationers of this city are to be complimented 
on the fine manner in which they decorated their 
stores and trimmed their windows for the annual 
Christmas rush. That many people turned to these 
stores for their holiday gifts is an indication of how 
well this work was carried out. 

* ok * 


A preliminary survey by your reporter on the annual 
sales volume of stationery and business equipment 


stores in this territory indicates that all will well | 


exceed the 1944 figures, and, in fact, may attain one 
of the largest, if not the largest, sales volumes in their 


histories. General business conditions have continued | 


good, which in turn creates a demand for more busi- 
ness forms and items which are purchased through 
the stationery stores. 

One dealer, who reported sales up 20 per cent over 
1944, said: 


“The working class of people have been making good 
money. They have spent it. And this has created a | 
demand for more business equipment, forms, supplies | 
and printing. Greeting cards have come forward | 


heavily and are demanding two or three times the 
space formerly allotted to them. 

“Price seems to make little difference. We had a 
dozen fountain pen sets at a price well above the 


average, but we sold them out within a few days. | 


Smoking stands have had a good demand, the only 
complaint being difficulty in getting shipments at 


times. We expect to round out this month with a fine | 
showing, and the year with a big increase in business.” | 


And, while stationers were prompt to report favor- 
ably on 1945, they were hesitant on predicting what 


could be forecast for 1946. With the cessation of hos- | 
tilities, all have been looking forward to an easing up | 
in good business, a decline in sales, and a readjust- | 


ment period so to speak. But, as one dealer expressed 
it, “We just keep plugging along, doing the best we 
can and wait till she comes.” 

* * * 


With the hunting season at hand, various reports 
have come in on hunting expeditions. Ross Maddox, 


Sr., of the service department of Underwood Corpora- | 
tion, brought in a nice buck, but Frank Hall, manager | 


of this branch, has still to make his kill. 


When your reporter called at The Clegg Company, | 


it was reported that L. B. and William C. Clegg were 


on a duck hunt, so no report on their success can be | 


made at this time. 


Both are experienced hunters, | 


however, so it is to be hoped a good story may be had 


next month. 
© ” * 


Cecil Carson, who was with the sales department of 
Maverick-Clarke, and who during the past three years 
has been in the service, has received his honorable 
discharge and returned to this firm, where he is taking 


a “refresher” course. 
* * 


R. P. Grieve, a vice-president of the Maverick-Clarke | 
Company, has been elected a vice-president of the San | 


Antonio Manufacturers’ Association. 
7 + + 


W. E. Baumann, division assistant manager for the 
Marchant Calculating Machine Company, has returned 
from a three-week trip calling on the various branches 
in this district, of which there are 56. 

* * * 


William J. Heye has joined the staff of the Paul An- 
derson Company as assistant auditor. 
The annual sales meeting of the country and city 


Sales groups of the three stores of Maverick-Clarke | 


Was held in the Plaza Hotel of this city on December 
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27-28, with salesmen from the Standard Printing Com- | 





NEW PROFITS 
ror rou in JO 46! 


WITH 


FREELAND PAYROLL CALCULATORS 























JUST OUT The new Freeland 
WITHHOLDING TAX CALCULATOR 


The one Tax Calculator that over-rides all 
sales resistance. 


@ IT’S FAST and EASY TO OPERATE 


As simple as A-B-C the Operator selects wages and 
exemptions, slide moves right, stops automatically in 
precisely the right position and PRESTO—correct 
amount of tax appears like magic! 


@ IT’S LEGIBLE and ACCURATE 


All wages and taxes stand out boldly from etched 
metal charts designed to provide maximum legibility 
from way across the desk. Automatic selector and 
stop principles insure accurate answers. 


@ IT’S DURABLE and ATTRACTIVE 


Made of etched alloy aluminum this is the one tax 
calculator that is engineered for years of useful life. 
When tax rate changes, simply insert new aluminum 
slide. Attractively faced with flat green baked enamel 
and aluminum trim. 


ALERT DEALERS AND SALESMEN WILL CASH IN 
EARLY ON THIS CALCULATOR! 


Write for folder 'B'’ giving complete description, 
price and discounts. 











ANOTHER PROFIT BUILDER 
FOR AGGRESSIVE DEALER'S 
—THE FREELAND 


ELAPSED TIME CALCULATOR 


@ Transposes time clock readings into terms of actual 
time worked with amazing speed and accuracy. 


@ Used for hundreds of Business Firms of all types from 
corner Garages to Vast Industrial Plants. 


@ A Steady, highly profitable Dealer item. 


Write for folder 'B’’ giving complete description, 
price and discounts. 


FREELAND PAYROLL CALCULATORS 


319 E. Fourth Street 
LOS ANGELES 13, CALIF. 
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OFFICE MACHINE 
DEALERS 


WE ARE 
Introducing 
A 
New and Different 


TIME AND MONEY 
SAVER 





TYPE-ERASER 


a 
+ 


Easy to sell— 
Always at the finger tips. No more hunting for erasers. 


Easy to carry— 
Comes packed in a small box 2” x 2”. 


3. Easy to install— 
Just tighten two screws. 


A complete unit to replace the regular knob. 
Guaranteed. 
Replacement erasers available. 


ad 


Avs 


ae 


f once installed on a machine, the operator will never do 
without one. 


Therefore, carry several in your kit for demonstration 
and sales. 


Ames Supply Company 


564 W. Randolph St., Chicago 6 





37 Murray St. 583 Market St., 








New York 7 AGENCIES San Francisco 5 
IN 
191312 Commerce St.,) PRINCIPAL CITIES 11 Prior St., 
Dallas 1 Atlanta 3 








| pany of Houston, the Maverick-Clarke Company of 


| spent several years in newspaper work. In 1912 he be- 








102 




















Corpus Christi and of this city in attendance. Fol- 
lowing the sales meeting, the company held its annual 
dinner-dance for all employees and their families on | 
the night of December 28. 
x * * 

John P. Green, who was on the sales floor of The 
Clegg Company before entering the service, has re- 
ceived his honorable discharge and is again at his old 
post. 


* * * 
Two other men who have been in the service are 
George Summers and Joe Duerta of the Central Type- 
writer Company. They have received their honorable 
discharges and returned to the service department of 


this firm. 
—n oe 


H. M. BROWN HEADS CORONA ADVERTISING 
Effective January 1, Arthur J. Brewster resigned as 
advertising manager of L. C. Smith & Corona Type- 
writers, Inc., and was succeeded by Harold McD. Brown. 
Mr. Brewster, after graduating from Yale in 1897, 


came advertising manager of L. C. Smith & Bros. 
Typewriters Company, resigning in 1925 to go into 














HAROLD M. BROWN ARTHUR J. BREWSTER 


another business. He returned in 1933 as advertising 
manager of L. C. Smith & Corona Typewriters, Inc. 

In 1919 when the college of business administration 
was founded at Syracuse University he was invited to 
become head of the department of advertising. He 
served in this capacity until 1944, when he reached 
the university’s age limit and retired. The university 
job took only five hours a week and did not interfere 
with his work with Smith-Corona. 

Mr. Brewster is the author of two text books on 
advertising, one of which will presently go into its fifth 
edition. Prof. H. H. Palmer is co-author of this book, 
the title of which is “Introduction to Advertising,” and 
the publishers are McGraw-Hill. 

Harold McD. Brown was first employed by the 
Corona company soon after it was organized in 1909. 
In those days portable typewriters were designed prin- © 
cipally for traveling men. As the company then had no 
advertising material, Mr. Brown was told to prepare 
some. He actually took on the job of advertising man- 
ager then and there. He continued to write Corona 
advertising literature while managing first the Phila- 
delphia and then the New York office of the Corona 
company. Within a few years he was transferred to 
the home office at Groton, N. Y., and, as Corona 
distribution was becoming national, a modest adver- 
tising campaign was started. In the decade that fol- 
lowed, Corona sales mounted steadily. Aided by 
consistent national advertising, the name Corona be 
came well known throughout the world. 

When the L. C. Smith and Corona companies mergeé 
in 1926, Mr. Brown became advertising manager of th 
new corporation, in which position he continued untk 
his resignation in 1930. Returning in 1939 as assistan 
to Vice-president C. F. Brown, his work has since beet 
connected with the production end of the business. 
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ORIGINATED BY SMEAD'S CRAFTSMEN 
THE SMEAD MANUFACTURING CO., INC., HASTINGS, MINNESOTA 
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WATERS BUILDING GRAND RAPIDS I, MICHIGAN 
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CONVERTO Bie 


RING BINDERS and PORTFOLIOS 





















































Shows CONVERTO Zip Case 
with ring metal in place. 








Shows how easy it is to re- 
move the ring metal. 























THE ONLY ZIP CASE IN THE WORLD 
WITH THE PATENTED Removable Ring Metal! 
Actually Two Portfolios in One! 















































~ | 
TIONAL, rain: BECAUSE @ Ist quality metal—1” and 11/2” capacity. 
T BEAUTY: DURABILITY @Available WITH or WITHOUT disappearing 
. : ae handles. 
@ Made in a variety of *leathers, styles and sizes. 
R ; [| i [ | ( () . *“Converto Zip” Ring Binders and Portfolios made in genuine leather only. 
557 W. JACKSON BLVD., CHICAGO 46, ILL. 
. Manufacturers Since 1920 
OF QUALITY LEATHER-ZIPPER-RING BINDERS & PORTFOLIOS 
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MANUFACTURED ONLY BY THE MULTISTAMP CO.,INC. NORFOLK, VIRGINIA 
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THE COMPLETE ALL-PURPOSE PRINTING OUTFIT...NO TYPE TO SET! 


PRINTS ON WOODEN BOXES, CARTONS, 
SHIPPING TAGS AND LABELS, CLOTH | 


... AS WELL AS ON CARDS, PAPER, ON OR INSIDE BOOKS OR FILES, ETC. 








One: Stamp Size MULTISTAMp © Post Card Size | 
for Shipping Tags, ‘ for Larger Tags, 
Labels, Cards, etc. Labels, Notices, etc. 


The No. 1 MULTISTAMP is a The No. 3 MULTISTAMP is 
flexible rubberless hand the ‘Rocker Type” Duplicator 
stamp that takes the place that prints on practically any- 
of rubber stamps . . . and has thing. Size 5% in. long by 3% | 
the valuable advantage of in. wide, a single stencil can | 
permitting copy changes to contain up to 32 lines of 
suit your needs. Prints up to type. No experience or skill 
5 lines of type, 3 in. long. is required to operate the 
MULTISTAMP eliminates _re- MULTISTAMP. 

typing and slow hand-address- ’ 
ing—it has a thousand uses gate cae ma pe goed 


around any office or shipping cial MULTISTAMP ink, ink 

department. brush, writing board, stylus 
pen, type cleaner, bottle of ~~ 

correction varnish. Packed ina | 


TT nC opens cre gre seme Rme 


SRO Rp MeRE SE es od 





INCLUDES: Twenty-five Sten- 
cils, on ample supply of special handy, sturdy case, Case mea- 
surements: 71/2 in. wide, 6 in. 


MULTISTAMP ink, ink brush, re ; ¢ I 

writing board and a stylus pen. 00 deep, 61% in. high. Weight: ' 

e Case measurements: 634 in. e 4 Ibs. , 
wide, 41/2 in. deep, 334 in. ' 

T VI, = i 


high. Weight: 2 Ibs. 





F.O.B. FACTORY F.O.B. FACTORY 





COMPLETE COMPLETE 
(NON-MECHANICAL) =/ as (NON-MECHANICAL) 
OUTFIT [\e OUTFIT 














*Every MULTISTAMP Outfit is Guaranteed for 5 Years! Write for Illustrated Folder Showing Other Complete Outfits for $25 to $82.50.* 


<= seen  —«~, 


Print on post cards, shipping tags, labels, boxes. ett 





\ <M 


Snap it on MULTISTAMP. Quick, automatic, touch no ink 
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Just type, write, draw or trace on the stencil 
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“Somebody ought to tell 
him there’s a war off!” 


1. “Still standing in line! Thought 


that idea hit the trail with Hirohito. 
to feed 


But no, we still queue-up 
a machine you couldn’t 
budge with an atomic bomb. Sure 
wish the boss would get a few Victor 
Portables, those little lightweight 
answers to an adding machine oper- 







figures into 











ator’s prayer. 















<x. 

3. “There’s a Victor’s light weight 
—just eight pounds of the most com- 
pact practical machine made. And 
snappy, smooth Feather-Touch key 
control. Oh yes -- - its so small it 
takes no more desk space than a 
It’s noiseless, totals up 










letterhead. 
to 9,999,999.99 ..- and has so many 
other advantages.” 
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2. “I know from experienc 


be 
tor. First off, 
wrong with a Victor. It has 
half the parts contained 
other machines. 





3900 N. Rockwell St. 
Manufacturers of the Norden Bombsight f 





e that 
'd be money ahead on every Vic- 
very little ever goes 
less than 
in many 
What’s more im- 


portant, figure work would be easier 


._ and a lot faster! There are 


f reasons why. 


plenty rey 





4., Among the people who do your 
figure work there’s an outstanding 
preference for Victors of all types 
for both electric and manual oper- 
ation. The reason, Mr. Executive, is 
more right answers easier and faster! 


They're PORTABLE ... in either 10-KEY 
or FULL-KEYBOARD models! 


VICTOR ADDING MACHINE CO. 


« Chicago 18, Illinois 


or the U.S. Army Air Forces 








And Steady Wartime Advertising 
Has Built Your Peacetime Market 


The minute you get machines 
you'll probably be ready to cash in 
on the Victor advertising that has 
mushroomed your market. When 
we say Victor Portables are “‘com- 
ing” we don’t mean—eventually 
They’re well on the way! | 


And they'll be tops in quality from 
tape to rubber feet. Sure, the war’s 
over. But it won’t hurt to remem- 


ber and remind your customers of 
this—the new Victors are being 
made by the same craftsmen who 
turned out that most precise war 
instrument—the Army’s Norden 
Bombsight! 


You'll have a quality line—as 
always, at a price that makes 
sense. You'll have strong, un- 
interrupted advertising support 
to help you—right from the 
start. You'll be all set. 

















Direct Road to SALES 


You, as an office furniture dealer, will 
find Steel-Age quality leads directly to 
sales and repeat sales on a basis of cus- 
tomer satisfaction. 


Quality has always been the vehicle that 
has carried both our dealers and ourselves 
along the road to success. 


While it is difficult today to obtain 
enough materials to produce Steel-Age 
Office Furniture in a volume to meet the 
demand — of this you may be sure — 
Corry-Jamestown will always place qual- 
ity ahead of quantity. 
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We will step up our production only as 
the flow of qualified raw materials comes 
in increased supply to us. 
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VIRGINIA-NORTH CAROLINA NEWS NOTES 





J. F. Howison, Correspondent 





The Underwood Corporation has announced the re- 
tirement of H. O. Goshorn, manager of the Norfolk, 
Va., branch. Serving more than 35 years with Under- 
wood, Mr. Goshorn was an outstanding salesman in 
the organization, a top production man and for years 
a member of the exclusive Quota Club. There is hardly 
a business house in Tidewater, Va., which has not had 
the pleasure of dealing with this dean of typewriter 
salesmen. His friends with the Underwood Corporation 
will miss his daily presence, but they take heart in the 
fact that “H.O.” will still be among those present in 
Norfolk’s busy life. 

* * * 

L. P. “Mac” McGowan has returned from overseas to 
the Remington Rand, Inc., office in Richmond, Va. 
He will be in charge of typewriter sales at the Char- 
lottesville, Va., branch office. “Mac” was the Peters- 
burg representative of Rem-Rand before the war. He 
entered the Army in November of 1941 and returned 
to civilian life almost exactly four years later. He rose 
in the ranks from private to master sergeant. 

* * * 

E. A. James of the Norfolk office of Remington Rand, 
Inc., and L. P. McGowan of the Charlottesville, Va., of- 
fice attended the training school for salesmen in the 
typewriter division of Remington Rand, Inc. 

* * aS 

It is always a treat to hear of the continued progress 
and growth in grace of Henry W. Gwyn of the Acme 
Typewriter Company at Roanoke, Va. He is a great 
lover of nature and makes many trips in auto through 
the beautiful southwest Virginia. 

OK * a 

The death, in Richmond, Va., of Albert Waddey, 
chairman of the board of directors of Everett Waddey 
Company, stationers in Richmond, is much lamented. 
At the age of 62, probating of his will reveals, he left 
an estate valued at $259,300, all of which, except 
$2,500, was in personal property. 

* * * 

A shortage of stores, as well as residences, in Rich- 
mond, Va., has deprived the Ditto Company and Type- 
writer Sales & Service Company of suitable salesrooms. 
Both will move early in January outside of the busi- 


ness center. 
oe aK * 


Sgt. D. D. Cable, a supervising mechanic of the U. S. 
Army at Camp Lee, near Richmond, is now out of 
service and employed by the Royal Typewriter Com- 
pany as special representative at Harrisonburg, Va. 
He lost no time after his discharge in renewing his 
connections in an area which has never been so at- 
tractive to typewriter salesmen. Sgt. Cable was with 
the Royal Typewriter Company previous to going into 


service. 
* * x 


Orville Stone, Richmond, Va., for the past four or 
five years with the Intelligence Service of the United 
States in Italy, is now back again and disposed to stay 
in the employ of the U. S. Government, here or abroad. 
He was at one time in the mechanical department of 
Remington Rand, Inc., at Richmond. 

ca ok * 

Reports come from Pulaski, Va., that the Young 
Typewriter Company is making good and actually sell- 
ing Remington typewriters and adding machines, post- 
war models, in that territory, besides giving fine main- 


tenance service. 
oS Sa x 


The Richmond Office Supply Company of Richmond, 
Va., announces the addition of five former GI’s to the 
organization. They include W. D. Dietrich, Jr., who 
served three years in the U. S. Navy; Jack O’Hara, who 
had three years as pilot in the Army Air Forces; 
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Chair Controls with 
“Equi-Balanced” Action 


We can now offer all-steel chair 
controls with springs that assure 
longer life. Modern in design 
and appearance, these revolv- 
ing, tilting controls provide re- 
sistance to spring breakage and 
an “ Equi-balanced” action that 


gives smooth, easy motion. 





COLLIER-KEYWORTH CO. 


GARDNER, MASSACHUSETTS 
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GOOD 
TYPISTS 
Prefer 


‘ODO MFG cone 
CMS whee iw Oe 


The famous paten- 
ted “Carbon Grip- 
per” in every box 
of Codo Super- 
Treated, Super Kote 
and Keen Rite. 


MFG. CORP. 


529 South Franklin St., 270 Lafayette St., 


Chicago7 


New York12 
Factory: Coraopolis, Pa. 





Winston H. Waring, who served three years in the U. S. 
Coast Guard; George J. Presti, who spent 37 months 
overseas during his four years with the U. S. Army 
Quartermaster Corps; and William Morgan, Jr., who 
spent 32 months with the U. S. Army Engineers, in- 
cluding 19 months overseas. 

* * * 

J. B. Alexander, manager of Remington Rand, Inc., 
for North Carolina, reports that six of his newly-ap- 
pointed agents and dealers in North Carolina exceeded 
their quota for last month and will do even better for 
this month. 

* * * 

With most of their experienced clerks back from the 
service, the store of Cole, Harding and James, Inc., 
stationers at Richmond, Va., has a very busy appear- 
ance again. 

ok % oe 

Charlie Gee, experienced secretary and clerk of the 
Virginia Stationery Company at Richmond, Va., al- 
ready reports the biggest year in history for the store. 


* * * 


Business Equipment Company on Seventh Street in 
Richmond, Va., is actually receiving some new stock 
of Woodstock typewriters and Victor adding machines. 
Very soon now, Mr. Gardner expects to have his hands 
full as a member of the Virginia legislature. 


PAPER COMPANY AT OMAHA TO ERECT PLANT 


A new $150,000 manufacturing plant will be con- 
structed at Omaha, Nebr., by the Carpenter Paper 
Company of Omaha, to be used primarily for the man- 
ufacture of envelopes and paper bags, President L. W. 
Carpenter, Jr., announced recently. 

Mr. Carpenter said that the company is also building 
a $200,000 plant in Dallas, Tex., and plans to erect a 
$300,000 plant in San Antonio, Tex. 

Carpenter Paper Company recently purchased the 
Stilwell-Minneapolis Paper Company at St. Paul, Minn. 


WHAT! NO HANDCUFFS —Irma Wright, speed typist of 
Canada, handicapped herself with everything but manacles 
in a recent amazing demonstration at Toronto. During a 
coast-to-coast radio broadcast, she wrote 126 errorless words 
per minute blindfolded, with gloves on and typing through 
a silk handkerchief over the keyboard. Unimpeded, she hit 
136 words per minute. An Underwood typewriter was used. 
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You're going to see this slogan featured many times, in future MASTER- 
CRAFT Advertising — and by many MASTER-CRAFT Dealers. 


You're going to find many buyers asking for MASTER-CRAFT “Sight- 
Saver’ Ruled Forms; Sheets, and Pads, too. 


Today’s hard-working accountants are finding out that it pays to keep their 
eyes fresh and keen — that they can do more work, faster, and with greater 
accuracy by using MASTER-CRAFT “‘Sight-Saver” Forms. 


“Sight-Saver’’ Forms and Sheets are pen ruled in an exclusive combination 
of soft brown and green that is restful, harmonious, remarkably “easy on 
the eyes.” These sheets and forms also have a special dull surface that 
reflects no harsh light glare. Here are forms that are easy to write on — 
and written words and figures stand out blacker and clearer! 


Write for samples of MASTER-CRAFT “Sight-Saver” Forms and Sheets. 


Master-Craft Corporation, Kalamazoo, Mich. 
Division of The Shaw-Walker Company 




















IMMACULATE!!! 


Strikingly Tew i qchas os 
Saeitl ically (Bien 





ably advanced typewriter carbon with ex- 


ceptional and outstanding features: 


@ CLEAN TO HANDLE 
CLEAN TO ERASE 
SHARP CLEAR COPIES 


a 
é 
@® SPLENDID DURABILITY 








plus 


FREEDOM FROM 
FEED-ROLL OFFSET 


Hands and Work Stay Clean 
With IMMACULATE 


Three Weights 


Two Finishes 


IMMACULATE Sharp 
IMMACULATE Intense 





Manufactured by 


H.M. STORMS COMPANY 
 * ‘Complete Z Ya 


561 Grand Avenue Brookyln 16, N. Y. 
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VETERANS RETURN TO ASHLEY-McCORMICK 


All four of the Ashley-McCormick Company, Bridge- 
ton, N. J., employees who served their country during 
the war have now returned to their jobs with increased 
responsibilities. 

Th returning veterans are Master Sgt. Lester Rex- 
rode, Bridgeton store manager; Tech. Sgt. Arthur 
Degen, now foreman of the Bridgeton and Atlantic 
City, N. J., repair shops; Lt. William Goff, manager of 
the Atlantic City, N. J., store; and Chief Printer Mil- 
lard Chew, the A. B. Dick Mimeograph specialist, whose 
territory is now more extensive. 

Ashley-McCormick’s expansion program consists of 
expansion of personnel from 15 to 26 employees, in- 
creasing of territory to cover five counties in Southern 
New Jersey, establishment of a store in Atlantic City, 
N. J., and the purchase of a three-story brick building 
in Bridgeton, N. J., which is being modernized for oc- 
cupancy in the spring. The new building will provide 


_ 10,000 square feet of space. 


W, PRESENT this new and remark- 


IO 
TOPEKA FIRM AIDS OFFICE MODERNIZATION 
Crane & Company, Topeka, Kans., veteran office 
equipment dealers, have helped to modernize many of 
Topeka’s finest offices with Shaw-Walker filing cabi- 
nets, office furniture, business machines, simplified 
bookkeeping systems and other time-and labor-saving 
equipment. 
With the multiple records and almost endless reports 


| required of many businesses today, an efficient office 
| can well mean the difference between profit and loss, 
| Crane and Company said recently in an advertisement 


in a Topeka paper. 

“While Crane & Company men make regular calls 
at business institutions in this area,’ the advertise- 
ment said, “it is impossible to contact every office as 
often as they would like to do. So, if a Crane & Com- 
pany man has not seen you lately, and if you are in 
need of office supplies or equipment, just phone 5691 
and Crane & Company will do their very best to take 
care of your requirements.”—GMH. 

eG 
EVANSVILLE FIRM ANNOUNCES EXPANSION PLAN 


Store expansion plans for the Smith and Butterfield 
Company at 305 Main street, Evansville, Ind., have 


| been announced by Sidney Butterfield, president. The 


—WBC. 


company has leased the basement, and second and 
third floors of the building at 303 Main street, adjoin- 
ing the Smith and Butterfield store. Added space will 
permit expansion of the photographic department, and 
the office furniture display and sales space. Bids were 
opened for the remodeling of the building on January 
2. The main floor of the building at 303 Main Street 
now is occupied by a clothing store and the clothing 
company holds a lease on the building that runs for 
ten years. 

Openings will be cut in the partitions separating the 
Smith and Butterfield Company from the store occu- 
pied by the clothing company. The second floor will 
be the salesroom for office equipment. The expanded 
third floor will be used for stock, Mr. Butterfield says. 


Se 


CAPT. FELDNER, JR. NOW ON TERMINAL LEAVE 


Capt. Walter Feldner, Jr., who was with Remington 
Rand, Inc., in Kansas City, Mo., before enlisting in the 
Army, is now on terminal leave, following nearly five 
years in the service. He entered the Army as a private 
and attended the officers’ school at Fort Benning, Ga.., 
before being assigned to the Eleventh Armored 
Division. His outfit was attached to the late Gen. Pat- 
ton’s Third army during the year he was in the 
European theater. Capt. Feldner was awarded the 
bronze star last summer and has two battle stars. He 
and his wife recently visited with his parents, Mr. and 


_ Mrs. Walter Feldner, Wichita, Kans——GMH. 
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/PENCIL SALES DEPARTMENT, JOSEPH DIXON 








“To whet do you 


attribute your 
success O 


“What's that you say? To hard 
work? Ha ha! I make light of hard 
work. The moment I’m touched to 
paper, I respond with rhythmic ease... 
work flows! 


“My winning personality? Well, I 
admit that I’m a smoothie. My rounded 
edges are a comfort to everybody’s 
fingers. And my handsome green and 
yellow topper with the locked-in-plastic 
eraser sets me apart. People seek me 
out! 


“Advertising? Yes, yes, YES! Big eye- 
and-ear advertising! Every week I 
appear in one of the great national 
weeklies read by millions. Every day I 
greet additional millions over the air. 
So how can I miss!” 


DIXON’S 


TICONDEROGA 


A fine American pencil with a fine American name 














CRUCIBLE CO., JERSEY CITY 3, N. J. 
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DOMORE CHAIR COMPANY, INC., 501 FRANKLIN ST., ELKHART, INDIANA 
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We Sincerely Hope— 


to be able to supply all our dealers with a normal 
supply of PRONTO Fibre Board Files in the near 


future. 


However, fibre board still remains available in 
limited amounts only. Under this circumstance, we 


continue our practice of trying to supply all our 
dealers with enough PRONTO FILES to cover basic 


requirements. 


We know your demands are real and we are deeply 
appreciative of your continued patience and under- 


standing. 


PRONTO FILE CORPORATION 


349 BROADWAY NEW YORK 13, N. Y. 











FIBRE BOARD FILES 


OFFICE APPLIANCES, 


PRONTO 
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SOUND-ON-WIRE OPENS NEW YORK OFFICE 

John H. Klein of Standard Business Machines Com- 
pany, Chicago, manufacturers of Sound-On-Wire, the 
new wire recording device for the business office, has 
been named eastern sales manager with headquarters 
at the New York branch, to be opened about February 
15. Mr. Klein joined the company in October, in charge 
of advertising. 

Sales, industrial engineer and operating executive 
experience is possessed by Mr. Klein, whe served for 








JOHN H. KLEIN 


four years as midwest sales representative for the 
heavy traction division of the J. G. Brill Company, 
Philadelphia, Pa., spent 15 years as operating executive 
for S. Silberman & Sons, Chicago, and was for two 
years a professional industrial engineer serving mid- 
western industry through the development and in- 
stallation of organization plans, systems and controls. 
———-q7 <2 ___—_ 


WOMAN FINDS PAYING ROLE IN BUSINESS 


Mrs. Bessie E. Friedland of the St. Paul Typewriter 
Exchange, now known as the Business Equipment 
Company, St. Paul, Minn., has demonstrated what a 
woman can do in this field of business. When her 
husband, Max Friedland, died, and her son Allen was 
serving with the armed forces, she kept the business 
one of the strong ones in the city. Now, Allen is out 
of the Army and taking over as manager, but his 
mother is remaining as active proprietor. 

“The line we plan to stress most strongly,’ said Mrs. 
Friedland, “is duplicating machines. We carry a full 
line of these, with the necessary supplies, and believe 
there will be a big market for them.” 

A young woman is now being trained in the office 
to operate duplicating machines efficiently so that she 
can demonstrate them in offices or in the shop. 

All machines—adding machines, check protectors, 
calculators, typewriters—sold by the Business Equip- 
ment Company have back of them the assurance of 
expert repair service, fully guaranteed, should such 
ever be needed. The shop is co-operating in the GI 
training program, having several returned veterans 
learning office machine repair in their service shop. 

Office machines of all kinds are not only repaired, 
but completely rebuilt, for sale in the shop’s repair fac- 
tory which is housed in the same building as the retail 
store. 

In the store’s expansion program, a number of lines 
of duplicating machines will be added, and full lines 
of steel furniture and office equipment will be stocked. 

At present, the company is stressing surplus com- 
modities obtained from war plants in the area which 
have been selling their furniture and office equipment. 

This oldest house in St. Paul featuring office equip- 
ment faces the future optimistically. Its high reputa- 
tion for quality merchandise, first-class repair work, 
and honest dealings with its patrons, is the right foun- 
dation on which to build for a wonderful post-war 
future. 

“The outlook is bright,” declared Mrs. Friedland.— 
BART. 
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ITH a veritable flood of correspondence needing im- 
mediate attention, adequate mail-handling facilities 
are essential. Commercial Controls’ planning service plus 
USPM mailroom equipment give you these facilities— 
speed up your mail and the entire office as well. 
USPM mailroom equipment pays for itself quickly in 
time and money saved. A USPM Letter Opener for ex- 
ample opens 400 letters per minute! USPM Letter and 
Parcel Post Scales can save as much as 10% of your pres- 
ent postage costs—and more! A USPM Metered Mail 
System imprints postage, postmarks, seals, 
counts, stacks and does postage accounting 
in a fraction of the time required by hand! 
Only Commercial Controls can offer you 
complete mailroom service. If there’s a 
“Help Wanted” sign on your mailroom door, 
call your CC spe- 
cialist TODAY. 
WriteDept.OA16 for 
literature on USPM 
Mailroom Machines 
and Systems. 





Metered Mail Systems . . . Letter and Parcel Post Scales . . . Letter Openers 
Envelope Sealers . . . Multipost Stamp Affixers . . . Mailroom Equipment 
Endorsographs .. . Ticketograph Systems . . . All units now in production 
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in Principal Cities 


U.S. POSTAL METER 
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Rochester 2, New York 
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NEW 
INDIANA 
CHAIR 

(0. 


Office Chairs will serve the wide demand for well built, 
popular price furniture. Consider and prepare for this good 
business. While sharp restrictions have held us to few 
designs and nominal production through the war's end, 
look for a change of attitude with growing enthusiasm for 
the future of the industry. Look ahead to the end of those 
patience and temper trying situations, and the introduction 
of new, better office chairs designed, built and finished for 
longer, more comfortable modern office use. Watch for our 


announcements. 





NEW INDIANA CHAIR CO. 


JASPER, INDIANA \\e 
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MEETINGS—CONVENTIONS—DINNERS 
(Continued from page 66) 


pany, who somehow always surpasses his previous 
efforts. The members were lavish in their expressions 
of appreciation to Mr. Noonan. 

When the meeting was finally called to order, 
President A. L. Dunphy, Ditto, Inc., wielded the gavel 
with his usual dexterity and good humor. He wel- 
comed as guests Past Presidents Howard Widdoes, 
Remington Rand, Inc.; Walter B. O’Donnell, Interna- 
tional Business Machines Corporation; Ernest J. Ferris, 
now retired; and Past Vice-presidents D. E. Johnston, 
Pitney-Bowes, Inc.; and L. A. Flaws, International 
Business Machines Corporation, all of whom acknowl- 
edged recognition from the chair. 

Election of officers having been completed, the re- 
tiring chairman expressed his appreciation for the 
assistance and co-operation of all the members during 
his administration. In turning over the gavel to the 
new president, Mr. Dunphy extended his sincere wishes 
for a successful year. 

In accepting the gavel as a token of his new office, 
President-elect Bennett indicated his gratification on 
receiving this high honor his associates had bestowed 
upon him, and promised his devotion to the office to 
the end that the coming year might be recorded in the 
annals as most successful. 

R$ 


FIRST ANNUAL CHICAGO OMDA DINNER-DANCE 
AND REVUE AN UNQUALIFIED SUCCESS 


When plans were initiated for the first annual din- 
ner dance and revue of the Chicago Office Machine 
Dealers Association, the members all had high hopes 
for a memorable occasion. On Friday evening, De- 
cember 7, just four years after the attack on Pearl 
Harbor, those hopes were realized to the full in the 
Mural Room of the Morrison Hotel, Chicago. Well 
over 400 members and friends were in attendance and 
all were convinced that a better party could not have 
been staged. 

After the dinner, during which strolling musicians 
entertained at various tables, Hazen Ames, Ames Sup- 
ply Company, general chairman of the dinner dance 
and revue committee, spoke brief but hearty words 
of welcome. He thanked all those who had worked 
with him on committees, calling upon each to stand 
but not to speak, because advance publicity had prom- 
ised an evening without speeches. 

Visitors from out of town were too numerous to 
introduce individually. Because of their positions in 
association affairs, the following were presented: Gene 
Taylor, Pantagraph Printing & Stationery Company, 
Bloomington, Ill., president of the National Office Ma- 
chine Dealers Association; Irving Ritchie, Addressing 
Machine & Equipment Company, New York, N. Y., 
president of the Office Machine Dealers Association of 
New York, and Elmer Thiessen, Thiessen Office Equip- 
ment Company, Kewanee, IIl., president of the Illinois 
Office Machine Dealers Association. Mr. Taylor spoke 
very briefly, inviting everyone to attend the post-war 
convention and trade show of NOMDA, in Cincinnati, 
Ohio, January 7, 8 and 9. Other out-of-town guests 
included: Wesley Beckwith, sales manager, portable 
division, Royal Typewriter Company, New York, N. Y.; 
W. G. Turquand, sales manager, portable division, Un- 
derwood Corporation, New York, N. Y.; J. E. Greenley, 
Standard Adding Machine Company, Detroit, Mich.; 
Bert Swanger, Metropolitan Typewriter Company, De- 
troit; L. I. Walling, Dearborn Typewriter Sales & 
Service, Detroit; A. H. Kellstedt, Peoria Typewriter 
Company, Peoria, Ill.; E. K. Catton, Catton Typewrit- 
ers, Waukegan, Ill.; Miller J. Huggins, Anderson, Ind.; 
C. S. Ober, Business Furniture Corporation, Indianapo- 
lis, Ind.; J. S. Teeter, Hammond, Ind.; Charles R. Tar- 
bert, Kalamazoo, Mich.; L. B. Rowley, Rowley Office 
Equipment Company, LaCrosse, Wis.; Mr. and Mrs. 
Stanley Stemp, Stemp Typewriter Company, Madison, 
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If you visited the new PEERLESS- the ribbon and carbon industry by 
1s IMPERIAL plant in Newark—and sheer merit. Merit augmented by 
é you are cordially invited to do so a spirit of Dealer friendship and 
s —you would see a fine, modern cooperation unique in this field. 
d structure equipped with scientific Enough about us... this plant 
- machinery for turning out quality jg actually your plant, devoted to 
0 ribbons, carbons and rubber type- __ serving you and your clients with 
writer keys. the best inked ribbons and car- 
y; But if you have been a part of bons modern methods can pro- 
. our “family” for the past decade duce. Thanks for helping us build 
2 or so, you would see something it. We hope you take time out to 
‘ else — the glorious fruition of a look it over when you are in the 
“ dream to forge to the forefront of neighborhood. 

ir 

i, 

ts NB: We really preened our feathers when the 

le City Fathers of Newark recognized our 

” standing in the community by changing 

‘ the name of our street to PEERLESS PLACE. 

_ 

4 

: GENERAL OFFICE AND FACTORY: 

28 PEERLESS PLACE, NEWARK 5, N. J. 

e NEW YORK OFFICE, 7: 321 BROADWAY 

THE KEY MEN OF AMERICA . . . Manufacturers with the dealers’ viewpoint 

* DETROIT 18, 37 Linden St., River Rouge, Mich. © CHICAGO 2, 179 W. Washingotn St. 
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BANK of 
ENGLAND 


SERIES 





This popular series is a typical illustration 
of HIGH POINT?’s chair craftsmanship. 
Embodied in the design and construction 
are all the fine points of chair making ac- 
cumulated in more than forty years of 


experience. 


HIGH POINT ’s Bank of England Series 
offer the comfort of correct design and the 
longevity of honest workmanship. ‘The 
ability to withstand long, hard usage is 
built right into these chairs. 


When you sell HIGH POINT’s Bank of 


England chairs you are certain of complete 








customer satisfaction. 


HIGH POINT 


BENDING & CHAIR CO. 


SILER CITY, NORTH CAROLINA 
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Wis.; E. W. Doepke, S. J. Olsen Company, Milwaukee, 
Wis.; R. J. Noonan, Milwaukee; A. E. Stouffer, Milwau- 
kee. Doubtless there were several others from outside 
of Chicago who did not register. 

President-elect Jack Weiner, Belmont Typewriter 
Service, was called to the microphone to make a pres- 
entation to Harry Kingery, Kingson Service, outgoing 
president. Mr. Kingery responded fittingly, expressing 
appreciation for the loyal co-operation he had re- 
ceived from members and the other members during 
his term. 

Because he was functioning as master of ceremonies, 
Mr. Ames thought he knew everything about the pro- 
gram of the evening. He was surprised when he, too, 





“GOOD WORK, HAZEN.” says Jack 
Weiner (right) president-elect of the 
Chicago Office Machine Dealers As- 
sociation, as he presents a fountain 
pen and pencil set to Hazen Ames 
in recognition of his leadership as 
chairman of the committee that made 


a great success of the Chicago 
group’s first annual dinner-dance. 


was made the recipient of a gift. When Mr. Weiner 
made the presentation he said it was a token of appre- 
ciation for his work as head of the group committee- 
men who made the dinner dance such a great success. 


Floor Show Received With Enthusiasm 


The hour and a half from 9:00 to 10:30 was given 
over to dancing to the merry tunes of Lou Diamond’s 
orchestra. Then came the big show of the evening, 12 
headline vaudeville acts with Joe Wallace as the 
master of ceremonies. Terpischoreans, mind readers, 
acrobats, comedians, a unicyclist, and other specialists 
were presented in rapid-fire, entertaining sequence. 
Of particular interest was a “Hollywood talent scout,” 
who demonstrated her techniques of investigation by 
revealing the dramatic abilities of C. C. Creevy, Creevy 
Service; Jack Macon, Macon Office Machines Com- 
pany; Jim Ward, Shipman-Ward Manufacturing Com- 
pany; and E. W. LaTourette, Underwood Corporation. 
When these gentlemen were all arrayed in wigs, 
whiskers and false noses, they made a deep im- 
pression. They were at their best when they hiked 
their trousers above their knees and danced grace- 
fully (?) about the stage. Great histrionic careers were 
predicted for them. 

The final event of the evening was the awarding 
of four portable typewriters and a checkwriter as 
prizes. The Royal went to Charles Minetti, the Rem- 
ington to Mrs. L. Fogel, the Underwood to Mrs. Jack 
Weiner, and the Smith-Corona to LeRoy Jacobs. The 
checkwriter was won by James Van Wack. 

Credit for the success of the first annual dinner 
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THEY ARE DEMANDING... 





sal 


Gatubidge Fibrcan 


“THE BASKET KNOWN TO A CONTINENT" 
DISTRIBUTED BY 


BAINBRIDGE * KIMPTON & HAUPT, Inc. 


¢ Send for details on ALL Numbers * 
- - - WHERE WASTE ACCUMULATES -.- - 


SELL FIBRCAN 


218 GREENWICH ST. NEW YORK 8, N. Y 
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Actual 





Key Container 


made of silky, pliable, translucent synthetic 
rubber 


STRIKING COLORS—Ruby, Emerald, Sapphire 
COMPACT— Keeps keys together os 
FLEXIBLE—Pliable as silk 


MONEY SAVING—Saves wear and tear on 
pockets 
SELLS FOR 


10 cents 


Trade discounts better than average. 


FLEXO KEY CONTAINERS should sell like 
nylon hose over a rummage counter. When a 
man feels the silky, compact FLEXO in his 
pocket he is going to say: “Oh boy! What a 
friend that stationer was to me; no more holes 
in my pocket from loose keys.” 


Minimum shipment—One Gross. 
Attractive display card included with each 
shipment. 


Satisfaction Guaranteed. 


Columbia Industries 
330 S. Wells St. Chicago 6, Ill. 
Send for bulletin describing other fast selling 


items we make. 


y 
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dance and revue of the Chicago associations rests with 
the committee directed’ by Hazen Ames. Serving as 
co-chairman with him was Jack Weiner. Sub-com- 
mittee members were as follows: Entertainment— 
Burns Marvil, Ames Supply Company; Jack Macon, 
Macon Office Machines Company; Jack Carter. Tickets 
—James P. Ward, Shipman-Ward Manufacturing Com- 
pany; J. L. McDonough, Royal Typewriter Company; 
Joseph Burton, Underwood Corporation; Guy Water- 
bury, Remington Rand, Inc. Program advertising— 
W. F. Clausing, International Typewriter Exchange; 
Jack Weiner, Belmont Typewriter Service; J. Arthur 
Lyons, Reliable Typewriter & Adding Machine Com- 
pany. Meals and hotel—Charles C. Creevy, Creevy 
Service; Fred Gamrod, All Types Office Equipment 
Company; Thomas J. Stack, Stack Typewriter & Sup- 
ply Company. Publicity—Robert Goldblatt, Star Type- 
writer Company; Walter Lennartson, OFFICE APPLI- 
ANCES. Greetings—Stanley Stewart, Stewart Type- 
writer Company; Bud Johnson, Shipman-Ward Manu- 
facturing Company; Burns Marvil, Ames Supply Com- 
pany; Fred Gamrod, All Types Office Equipment Com- 
pany; Charles C. Creevy, Creevy Service. 





ATTEND VICTOR VISIBLE SCHOOL—Shown in attendance 
at the Victor Visible sales school held recently at the Hotel 
Lenox in Buffalo, N. Y., are (left to right) R. S. Taylor, Com- 
mercial Supply Co., Cambridge, Mass., E. L. Bernholz, H. M. 
Mannheimer, New York, N. Y., H. W. Barnes, The Victor Safe 
& Equipment Co., Inc., North Tonawanda, N. Y.; G. F. Feite, 
James A. Croke Co., Harrisburg, Pa.; S. S. Anderson and 
F. A. Reed, Latsch Bros., Lincoln, Nebr.; R. W. Hamilton, 
H. H. West Co., Milwaukee, Wis.; J. Weiner, New Jersey 
Office Supply Co., Newark, N. J.; Miss H. Lohr, H. H. West 
Co., Milwaukee, Wis.; and P. Kellstedt, Kellstedt & Son, 
Peoria, Ill. Absent when the picture was taken were A. B. 
Chevalier, Business Furniture Co., Indianapolis, Ind., and 
R. Forsyth, Bodoni Press, North Tonawanda, N. Y. 


=e 
REYBURN HOLDS 50TH ANNIVERSARY BANQUET 


Approximately 600 employees and guests were enter- 
tained by the Reyburn Manufacuring Company, Inc., 
Philadelphia, Pa., manufacturers of tags, labels, dis- 
play materials, and paper stationery sundries, at their 
golden anniversary banquet on December 8, in cele- 
bration of the fiftieth anniversary of the founding of 
the company. Prominent stage personalities enter- 
tained during the affair and high spot of the occasion 
was the address and presentation of service awards 
by W. C. Bailey, Jr., president. 

Consisting of very attractive lapel emblems bearing 
the familiar Reyburn trade mark and inscribed with 
length of service, the awards were presented by Mr. 
Bailey to all employees having a continuous service 
record of ten years or more. The emblems ranged from 
bronze for ten years’ service to gold inlaid with two 
rubies and a diamond for service of 35 years and over. 
In addition, attractively inscribed Hamilton watches 
were presented to six employees of 40 years’ service. 

Those receiving 40-year service awards included H. 
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DEPENDABLE PENS and PENCILS 


In theatrical jargon, you’d call the Strat- 
ford Regency ‘“‘good box office.” And that 
it is! Stratford’s newest dependable per- 
former has everything: streamlined beauty, 
smooth-writing action, and lots of good, 
sound value for your customer's dollar. 


Stratford’s dynamic national advertising 
campaign is generating traffic for your 
store. That’s why it will pay you to be 
“in the show,” with window and counter 
displays featuring Stratford Regency— 
the Dependable Pen. 





STRATFORD PEN CORP., SALZ BUILDING, NEW YORK 1, N.Y. 


“STRATFORD” and “REGENCY”’— Reg. U.S. Pat. Off. ... DESIGN PAT. 140026 
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Offices of Distinction 


FOR EXECUTIVES WHOWANT GRACLOWUS 


SURROUNDINGS, EFFICIENT OPERATION 
And Their Full Dollar Value! 
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A LEOPOLD PLANNED OFFICE OFFERS GREATER COMFORT, BEAUTY, CONVENIENCE 
Leopold Dealers Are Equipped To Plan Complete Office Installations 


LEOPOLD DESKS LEND AN AIR OF DISTINCTION, DIGNITY, AND ASSURANCE 
Modern In Design . . . Clear, Mirror Grained Finishes 


LEOPOLD OFFICE FURNITURE ADDS A SUBTLE EXPRESSION OF REFINEMENT AND GOOD TASTE 
Work May Be Performed With Pleasure As Well As Efficiency 


EACH LEOPOLD OFFICE IS TAILORED TO FIT THE INDIVIDUAL BUSINESS 
Desks Adjustable To Either 29" or 30" Height . . . Designed For Consumer Convenience 


LEOPOLD MANUFACTURERS TWO COMPLETE LINES TO MEET THE REQUIREMENTS OF ALL BUYERS 
The Leopold Streamlined . . . The Leopold Service Line 


LOOK TO LEOPOLD FOR ALL THAT IS NEW, PRACTICAL, AND BEAUTIFUL IN OFFICE FURNITURE 
Highly Heat Resistant . . . Rounded Protective Corners . . . Easy To Clean Under 


LEOPOLD HAS A REPUTATION FOR HANDCRAFTING FINE WOODS INTO ARTICLES OF BEAUTY AND UTILITY 
Integrity Today Will Benefit Leopold Dealers Tomorrow 


THE LEOPOLD COMPANY - SBuarlington, Iowa 
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5. Trout, W. Craft, Elizabeth Causey, W. R. Eastwood, | 
and W. D. Reyburn. 

Special awards were presented to E. L. McCusker, 
Sr., who rose from the ranks to secretary and treasurer 
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A GOLDEN ANNIVERSARY—Views from the golden anni- | 
versary banquet of Reyburn Manufacturing Co., Inc., Phila- | 


delphia, Pa. 
crowd; middle picture—C. R. Trout (left) receiving 50-year 
service award from W. C. Bailey, Jr., president; bottom pic- 
ture—Mr. Bailey (right) receives a commemorative plaque 
from F. Renye, chairman of the employees’ committee. 


of the company during 45 years of service, and to C. 
R. Trout, Reyburn’s master mechanic with the longest 
service record of 50 years. 

As a token of their esteem, the Reyburn employees 
presented Mr. Bailey with a mounted gold plaque com- 
memorating the fiftieth anniversary of the company. 


Among the guests at the golden anniversary banquet | 


were Reyburn sales representatives from the eastern 
and middle western states, who on the preceding day 
participated in a Reyburn sales conference held at 
the Seaview Country Club, Absecon, N. J. 


——_—e——o 
WINNIPEG STATIONERS ELECT OFFICERS 


Holding their fifteenth annual meeting on December | 
ll, the Stationers’ Association of Winnipeg, Canada, | 


elected the following officers for 1946: 


President, J. C. Irvine, Willson Stationery Com- \F 
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Top picture—A partial view of the banquet | 














Tubular Edge Insertable 
INDEX TABBING 


ese It's the 
/, Original 





ee 


New Colorful Package 


AICO-GRIP is 


the strongest tabbing available. Heavier 
gauge cellulose . . . will not crack or 


warp. 
More convenient to use and apply. 
More durable in action. 

Individually wrapped in cellophane. 


The original tubular edge tabbing, making 
it possible to insert titles quickly and 


easily. 
Aico Products sold only through stationers. 


AICO-GRIP TABBING 
LOOSE LEAF INDEXES 
DESK PADS 

CELLULOSE SPECIALTIES 
PROTECTIVE HOLDERS 


503 S. JEFFERSON ST., CHICAGO 7, ILL. 
WORLD'S LEADING MANUFACTURERS OF INDEXES AND INDEX TABBING 
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Unscheduled stops frequently wiped out the for- 
tunes of early day western pioneers traveling by 
stagecoach. In California, however, fortunes 
were made and lost quickly, and heavy losses 





pany, Ltd.; secretary, C. Vernon Nobbs, Luckett Loose 
Leaf, Ltd.; treasurer, F. J. Dool, G. R. Bradley & Com- 
pany, Ltd.; auditor, J. Francis, Reliance Ink Company, 
Ltd. 

W. Borlase of the Office Specialty Manufacturing 
Company, Ltd., on behalf of the members, presented 


the retiring president, Mr. Gregory, with a suitable 
| gift as a token of appreciation for his untiring efforts 


during his term of office. 
J. C. Irvine, in taking over the chair, thanked the 


, members for their confidence and assured them of 
_ his close co-operation in all matters pertaining to the 
betterment of the industry throughout Canada. 





from an unscheduled stop often were repaired in | 


a matter of weeks or months. 


Unscheduled stops today play havoc with Amer- 
ican business. The resulting losses are hard to 
recover. Businessmen, recognize the danger of 


losses caused by work stoppages, shortages, de- | 


lays in delivery, substitutions in orders, and take 
steps to prevent as many of these happenings as 
possible. 


Such alert businessmen do business with us. Ex- 
perience has shown that we drive straight through 
with the stagecoach of business. There is safety 
for you and no cause for regret when you sell 
"Andy units of steel." Production is limited but 
will be stepped up as soon as increased quantities 
of material become available. We shall do our 
best to meet the pent-up needs of our dealers. 


DERSON-MICcKEY Go. 
INC. « 














GENEVA 
ILLINOIS 
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KICKELS ELECTED PRESIDENT OF GLTC 

Members of the Great Lakes Travelers Club assem- 
bled in the Sherman Hotel, Chicago, on Friday, De- 
cember 28, for the club’s annual business meeting and 
elected Gordon J. Kickels, C. L. Barkley & Company, 
president to serve during 1946. Long affiliated with the 
club, Mr. Kickels has been an active member, serving 
frequently on committees, often as chairman. His 
talents have also been put to good use at national and 
regional meetings of the National Stationers Associa- 
tion. He was a popular choice. 

Other officers elected were: Benny Allen, American 
Lead Pencil Company, first vice-president; Tom Gil- 
lice, Rockwell-Barnes Company, second vice-presi- 
dent; Rus Ragan, American Pad & Paper Company, 





, GORDON KICKELS 


treasurer; Duncan Conklin, Boorum & Pease Company, 
secretary. The office of third vice-president, held by 
a member located in NSA District No. 4, was left va- 
cant temporarily. It was recommended that a special 
election be held at the Fifth District meeting next 
May to fill the office. - 

Before the election of officers, Stanley E. Golan, 
American Pad & Paper Company, and Charles Malody, 
Associated Stationers Supply Company, were accepted 
as members. President Bill Smith, Ace Fastener Cor- 
poration, appointed the following committee to audit 
the club’s books for 1945: Ray Eichenlaub, Service Steel 
Products Company, chairman; Ralph Maneval, A. W. 
Faber, Inc., and Benny Allen, American Lead Pencil 
Company. 

Closing a very successful year as GLTC president, 
Bill Smith thanked his co-workers for their support. 
Wittily brief, he reviewed the activities of the club in 
1945 before turning the gavel over to President-elect 
Kickels. Gordon responded with appropriate words, 
promising to do his best to advance the cause of 
GLTC. The meeting adjourned with a round of ap- 
plause for the new president. 

* * - 


At the first GLTC meeting of the new year a letter 
from Duncan Conklin was read, stating that it would 
be impossible for him to serve as secretary of the 
club. Earl Collins, Rockwell-Barnes Company; was 
chosen to continue as secretary, the office he had filled 
effectively since 1943. 

President Kickels appointed the following commit- 
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ae DEALERS’ NOTE ------- nce 


i 


...And so are you, Mr. Employer, when 
by your wisdom and far-sightedness you 
provide your employees with the air- 


flow comfort of CRAMER POSTURE 
CHAIRS. 


Your dividends on CRAMER POSTURE 
CHAIRS come from these undisputed 
advantages: More work—and better 
work from the persons in your employ. 
Less fatigue—fewer mistakes—brighter, 
cheerier dispositions . . . because the a 7 % 
occupants of CRAMER POSTURE Sas - 
CHAIRS just naturally have a greater | “= 
zest for their jobs. For something new 
in seating comfort, see the CRAMER 
dealer in your city. 





<% “ 
SMa “ae 
Pe, —> 





Here is a preview of our next national advertising release to appear soon in several leading publica- 
tions. The chair model illustrated is No. 225]. Four other stenographic models and three Hi- 
chair models are now available. Since the quantity is limited, it is urgent that you order at once. 


Watch for our announcements during 1946— there will be new modeis... 
the chairs you've been asking for! 


A few valuable territories are still open for alert dealers. 





1205 CHARLOTTE STREET © KANSAS CITY 6, MO. 


CHAIR COMPANY 


CREATORS OF AIR FLOW COMFORT IN EXECUTIVE, SECRETARIAL, GENERAL OFFICE & FACTORY CHAIRS 
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Glass-Like Transparency « Cloth Permanence « Velvet Mat Surface 


Penciltex is the perfect pencil drawing Pencil on the highly transparent base | 
medium. Here is a velvet smooth surface produces the extra contrast for bet- 
on which you can draw with your favor- __ ter prints by any process. Penciltex asks 
ite hard pencil, using your every day for your closest scrutiny and hardest 
technique, to produce jet black, opaque _ test. Your testing samples are ready-— 
detail. send your request today. 


The Frederick Post Company 


3650 AVONDALE AVE. © CHICAGO 18, ILLINOIS 
DETROIT » HOUSTON « CHICAGO «LOS ANGELES © MILWAUKEE 








INSTRUMENTS - EQUIPMENT - BLUE PRINT PAPERS - KINDRED SENSITIZED PRODUCTS 





NATION WIDE NETWORK OF POST DEALERS 


i titciicincncins Seek: 2291 Dayton.......................Adams 9174 Konsas City..._............. Vietr. 7881 Oklahoma City................. ...3-6306 NOE 5 scrieice cinta Main 4022 
Birminghom.._...................3-8183 NB wicicentninnsernmsiniiinn tes SANT Knoxville... ccseeseee--» 41823 Omoha....................Atlantic 7890 Syracuse 2.22... nae... 4-B218 
Boston ..................._ liberty 4690 Ea A Ran. 8483 los Angeles....................Tri. 8164 Philadelphia ,..._......... Lom. 7044 Tompa ....~...-.......... MBIT 
ES ee Cleve. 0370 = Ft. Wayne... —....- ~Ant'y 4142 Louisville... Jackson 7131 Pittsburgh...............Atl. 3350 goiegg Adams 7224 
Chicago......................Key. 7000 Fort Worth ........................3-3244 Memphis .............-........0.-.....8-6796 Portland .....,...........Atwater 8681 

Cincinnati... Main 6644 Houston ..............-Preston 3101 Milwaukee ................. Marq. 7246 St. Lovis .................Chestnut 0688 TONS anne ene anne SON 
Cleveland ................... Ch. 7347 Indianapolis .........-.......Mkt. 4466 | New Orleons.................Ray. 0331 Salt Lake City................... 4-7823 Washington ...__........ Natl, 406) 
Columbus..................Main 3420 Jacksonville......................5-2166 New York...................Wis. 7-7678 San Francisco ................Dou. 5975 Ls, 
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Ruberlyhe Plastic 


TRADE MARK REGISTERED 


FONEHOLDER 
TTS NEW! !!...tS HOT!!! 


“te, 6 OF 


Fair Traded 





RETAIL 
PRICE 
ONLY 














Every telephone user is a prospect for this fast-selling FONEHOLDER 








FOR HOME OR OFFICE 
IT'S NON-MARKING 
NON-SLIPPING 


FITS ALL TELEPHONES 


Light-weight—Easily attached—No tools needed 


Rae It’s Like An Extra Hand “ae 


























Showing FONEHOLDER Showing FONEHOLDER 
resting on shoulder hanging on shoulder 


Can be used on either left or right side:—Will not slip around. Does not interefere 
with the use of phone in conventional manner. Especially appreciated by Railroad, 
Truck, Theater, and other ticket agents, as well as by Executives and Office Employees. 


SOFT . PLIABLE . HANDSOME 
WINDOW and COUNTER DISPLAY CARDS—MATS—CUTS available for News- 


papers or Catalogues. 


DEALERS—NOTE: This is a fast-selling article. Liberal trade discounts to legitimate 
dealers. 


If your jobber has not yet stocked this item, write us direct. 


REYAM PLASTIC PRODUCTS COMPANY 


1525 E. 53RD ST. . CHICAGO 15, ILLINOIS 
Butterfield 1332 
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With every sincere 
wish for your 


health, happiness 





and prosperity 


in this New Year. 





NATIONAL DESK COMPANY 


HERKIMER, NEW YORK 
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| 
| 


NATIUNAL 


tees: Membership, Harry Balch, Quality Park Envelope 
Company, chairman; Mason Layman, Dennison Manu- 
facturing Company; Wesley Montpas, Victor Safe & 
Equipment Company. Publicity, Walter Lennartson, 


| OFFICE APPLIANCES, chairman and editor of the GLTC 


| Bulletin; John Smythe, Geyer’s Topics; William J. 








Dalton, W. J. Dalton, Advertising; John A. Gilbert, 
OFFICE APPLIANCES. Fraternal, Tom Gillice, Rockwell- 
Barnes Company, chairman; Joe Stuckart, Carter’s 
Ink Company; Charles Mueller, Joseph Dixon Crucible 
Company; Ray Eichenlaub, Service Steel Products 
Company; Hy Linden, Ace Fastener Corporation. 


Seiten coe OEE 


N. Y. FEDERATION OF JEWISH PHILANTHROPIES — 
OPENS ANNUAL DRIVE AT HOTEL SAVOY PLAZA 


With 75 industry leaders pledging all-out support, 
the office furniture and equipment division of the 
Federation of Jewish Philanthropies of New York set 
a record pace for a trade-wide drive in support of the 
current $30,000,000 Federation appeal at a campaign 


| dinner on Wednesday, December 19, at the Hotel Savoy 


Plaza. 

Division Chairman Moe Turman of Metwood Office 
Equipment Corporation, who presided, said that the 
division’s efforts would be intensified until the entire 
industry had been solicited. Lauding the industry’s 
years of loyal support of Federation appeals, Mr. 
Turman declared: 

“Our industry may well take pride in its record of 
service to the Federation and other significant philan- 
thropic causes. But this year, with the Federation con- 
ducting its most important campaign ever, we must 
exceed all previous efforts. Through this campaign, 
the Federation looks to the building of a healthier 
and happier life for the people of New York. I am sure 
that every member of our industry will want to share 
in assuring the success of so vital a communal under- 
taking.” 

Joseph Willen, executive vice-president of the Fed- 
eration, who was the principal speaker, outlined the 
dual aims of the campaign. He said that $21,000,000 is 
being sought for a building fund and $9,000,000 for the 


| maintenance and operation of its 116 member hos- 


pitals, health and welfare agencies, which now serve 
300,000 persons each year. The fund will be used to 
finance the modernization and expansion of these in- 
stitutions and to promote urgently needed research, he 
added. 

Seymour Nathan of Charles S. Nathan, Inc., division 
treasurer, also spoke. 

Serving with Mr. Turman in the trade-wide cam- 
paign is an executive committee of 14 industry leaders. 


—————1— 9 —_—___. 


STATIONERS’ GUILD CLUB HOLDS YULE PARTY 


Christmas festivities were ushered in in an unusually 
fine fashion for members of The Stationers’ Guild Club 


| at their annual Christmas party held at Diana Sweets 


in Toronto, Canada, on December 11 at 6:30 p.m. From 
the crack of the first cracker till the last carol was 
sung every guest and member had a joyous time. 
Forbes Cavanagh presided at the dinner meeting 
and officiated at the many lucky number prizes which 
had been donated by Guild firms and friends. One of 


| the most novel of the gifts was an autographed copy 


| of the book 


“Maggie Muggins.” “Just Mary,” the 
authoress, and well known for her radio work, enter- 
tained with one of her stories. 

Station “S.G.C.” made its debut with Art Loffree as 
a very able master of ceremonies. Ye Barbership Quin- 
tette (Bud King, Frank Shea, Norm Kelcie, Russ Weeks 
and Irv Heron, assisted by Harold Vickers at the pi- 
ano) sang the “commercials” and entertained with 


| some old well-known songs. 


| 
| 


Club members were called on to take part in a 
quiz contest, and some humorous stunts. It was 4a 


good show. 
By way of a more serious note, Walt Harmer made 
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ACME VISIBLE RECORD SYSTEMS GIVE GREATER 
RESULTS...THEY ARE REAL TIME SAVERS! WITH 
ACME VISUAL CONTROLS YOU CAN EFFECTIVELY 
DIRECT EVERY PHASE OF YOUR ACTIVITIES... TAKE 
TIMELY ACTION... GET MORE DONE. IT WILL PAY 
YOU TO MODERNIZE YOUR RECORD SYSTEMS AND 
ACME CAN HELP YOU DO IT NOW! 





RE EC ASS 


Installation Serwt@e@-— Acme has available 





a staff of experts ready to index and install records and 
train personnel in their use. Acme takes entire responsi- 
bility, or Acme furnishes installation operators, in 
charge of a competent super- 
visor, on a per diem basis. 
Estimates furnished on either 
plan. Following completion 
of installation, procedure in- 
structions are prepared to 
insure the continuous, uni- 
form operation of the record 
regardless of changes in per- 

















sonnel. 






To those dealers who have or 
would like to set up a Systems 
Department, Acme presents an 
unusual opportunity for much 
profitable Eiolacee, 


Wire or write for further details. 





The new 96-page illustrated Acme catalog- 
price list “Profitable Business Control’’ is 
full of great suggestions and ideas for saving 
time, important time-saving. You will find 
it to be an “encyclopedia of efficiency”! 
Request your copy today! 

Whatever your record needs may be you 
are invited to draw upon the experience of 
Acme. Specializing in visible record systems 
for over 25 years—Acme has just the right 
kind of visible equipment for every record | 
requirement. : ) = at Oreaniatiions = 











ACME VISIBLE RECORDS, INC. | 


Copyright 1945, Acme Visible Records, In. 122 SOUTH MICHIGAN AVENUE ¢ CHICAGO 3, ILLINOIS 
Reprint of Our Message in National Magazines 
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Model No. 915 
Adding Machine 


R.C.Allen Business Machines 


ALLEN CALCULATORS, INCORPORATED 
678 FRONT AVE.,N. W. GRAND RAPIDS 4, MICHIGAN 
Makers of World Renowned Business Machines 


The only company which offers the Independent Dealer a full line of 
ADDING MACHINES @ CALCULATORS © BOOKKEEPING MACHINES © CASH REGISTERS 














an announcement about the welfare work the club had 
undertaken, and was happy to announce that five 
families were to be assisted by the organization at 
Christmas to make sure that their otherwise slim 
Christmas might be a glad day. 

A carol-sing closed the program for the evening. 

It would seem that poinsettas (rather than orchids) 
are the order of the day for the program committee 
for such a grand party. 


——_———_o—=>—e 


WHOLESALE STATIONERS MEET IN FEBRUARY 


The first post-war convention and thirtieth annual 
meeting of the Wholesale Stationers’ Association will 
be held at the Edgewater Beach Hotel, Chicago, on 
February 10, 11, and 12. 

“Applying New Techniques to Old Fundamentals” 
will be the conference theme for the Association, which 
has headquarters at 250 Fifth Avenue, New York, 1, N. 
Y. To carry out this idea, a program has been out- 
lined, based on such topics as “The How and the When 
of Government Surplus Stocks,’ “Sales Promotion,” 
“How to Make More Profits with Rising Costs?,” “If 
I Were a Manufacturer,” “If I Were a Wholesaler,” and 
“What Are We Going to Do for the Little Retailers?”’. 

It is planned to have Government speakers on the 
surplus stock topic. Three wholesalers and three man- 
ufacturers will continue the special feature, “If I 
Were .. .,” where it left off two years ago. 


Concluding the convention will be the annual dinner 
on Tuesday evening, February 12, with a post-war 
dance and entertainment and a gala victory celebra- 
tion. An “early bird” breakfast meeting is set for 8:30 
A. M. On February 12, and business luncheons will be 
held on February 11 and 12. 


————-7— - —_—_— 


BATES MANUFACTURING PROUD OF WAR RECORD 


“This was our war job... we record it with pride,” 
declares the Bates Manufacturing Company, Orange, 
N. J., in a recent issue of the “Bates Brevities.” 


Firms for which Bates manufactured war products 
are listed as including Ford Motor Company, Pollak 
Manufacturing Company, General Electric Company, 
American Pulley Company, Continental Electric Com- 
pany, American Locomotive Company, Casco Corpora- 
tion, Airadio, Inc., General Railway Signal Company, 


NATURAL “BEST SELLER” 


THE RIGHT POINT 
for the way you write 


9550 Posting. 


1555 Ahollhend —— 5 


1554 Clerical 


Pontiac Motors Division of General Motors Corpora- | 


tion, Hudson Motor Car Company, Sperry Gyroscope 


9314 Medium stub 


Company, General Motors Corporation, Eastern Air- | 
craft Division, Westinghouse Electric & Manufacturing | 


Company, and Western Electric Company. 
“Now that the war clouds have passed, we are bend- 


ing all our energies towards building up our dealers’ | 


Stocks,” says the Bates Company, manufacturers of 
Staplers and other office helps. 


= > —____ 


BOOK REVIEWS ARMY DEPOT ADMINISTRATION | 


Schuyler Dean Hoslett’s new book, “Aspects of Army 
Depot Administration” has been published by The 
American Historical Company, Inc., 80-90 Eighth Ave- 
nue, New York 11, N. Y. The price is $2.00. 

This volume discusses some recurring practical prob- 
lems of management as illustrated at the Kansas 
City Quartermaster Depot. It describes a system of 


administrative control, discusses some of the human | 
problems common to military organizations employing | 
large numbers of civilians, and tells of the difficulties | 


encountered in putting a specific program ‘into effect. 

The systems used—modern -employee ° placement 
practices, advisers for new executives, and employee 
training as an operating responsibility—will command 
Special attention in this industry. Every person who 
directs the work of others will find the chapter on per- 
sonnel research and its application especially stimu- 
lating and suggestive of proven practices. 
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There are two reasons why 
there haven’t been enough 
Esterbrooks to go around. 
First, government priority 
orders. Second, popular de- 
mand for the one pen that 
offers 33 Renew-Points—a 
right point for every hand- 


writing style. 


Today, Esterbrook is again 
able to turn out larger quanti- 
ties of Fountain Pens and 
Renew-Points for civilian use. 
Their popular appeal is as 
strong as ever. While you still 
may not be able to get all the 
pens vou want, the Esterbrook 
remains a natural “best seller” 
—an ideal pen to feature 


and promote. 


THE ESTERBROOK PEN COMPANY 
Cooper Street, Camden, N. J. 


or The Brown Brothers, Ltd. 
Toronto, Canada 








€ NUMBERED POINTS 


Gsterbrook 


RENEW-POINT FOUNTAIN PEN 























Good News! 


PRODUCTION OF PREMIER 
CUTTING BOARDS ON INCREASE 


The demand for Premier Boards has been 
and continues to be great. As a result, ship- 
ments have been some time delayed, we 
regret. NOW ... increased production gives 
us renewed hope of meeting your require- 
ments. 


THE OLD ADAGE IS STILL GOOD! 
“The Proof of the Pudding is in the Eating”. 


So it is with PREMIER BOARDS... 
“The Proof of the Board is in the Cutting’! 


No wonder there is so much proof of the 
great demand for PREMIER TRIMMING 
BOARDS. 





vu. sg, soa Nos. 
Sli. ding 2,345,450_2 256.606 


Safety > eave Ed ge Guide 


0n-Dro 
Removabn Stech p 1 Blac 


Inquiries invited 


K _ 


55-59 E.26th. St... CHICACGO,! 





Representatives 
Deutsch. Texas, Okla.. La., Ark. N. tL. & W. Zeagier, 1700 W. 
5sa8 Southwestern Bivd., “Dallas, Tex. Eighth Se “Los Angeles, Cal. 
Milton Stone, 320 Broadway, oe ORS R. E. Horter, Ind., Ill., Mich., Ohio, 
New York City, covering New York 28523 W. 169th Pi., Chicago, i. 
Marry Henkel, pss Second St., San S. Lichenstein. Seas Locust Ave., 
Francisco, Cali Philadeiphia, Pa 
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NEWS NOTES FROM NSA DISTRICT NO. 8 





Gene Mitchell, Correspondent 





| The Eighth Region, NSA, will meet in Kansas City, 
| Mo., at the Hotel Muehlebach, on March 29 and 30 
| under the direction of Gov. Ted Warkentin of South- 
| western Stationery and Bank Supply, Lawton, Okla., 
| and Lt. Gov. Roy S. Moreland of Schooley Printing & 

| Stationery Co., Kansas City. Paul Wilson, Kansas City 

Stationery Company, is convention chairman in charge 
| of local arrangements. Make your plans and hotel 

reservations early. 

* 7 ~ 
| John Pydlek, for many years midwestern representa- 
| tive of Blaisdell Pencil Company, has _ resigned. 

John is very well and most favorably known to the 
| trade of these parts, is an honest and energetic worker 
| and has the very best wishes of his many friends in 
any new endeavor he chooses to pursue. 

* * * 

Their many friends are glad to welcome back to the 
industry, Art Reed and Alex Traudt of Latsch Brothers, 
Lincoln, Nebr., who returned from the services in 
November. Art and Sid Anderson, of the same firm, 
attended classes at Art Metal Construction Company, 
in Jamestown, N. Y., and at Victor Safe & Equipment 
Company, North Tonawanda, N. Y., during November, 
equipping themselves for Latsch Brothers big post-war 
campaign for more and better business services. 

oe * + 

Our old pal, Fred Schaefer, vice-president of Sanford 
Ink Company, found his way back to his customers’ 
doorsteps recently, when he reported in Omaha, Lin- 
coln, Kansas City. and his home bivouac, the Twin 
Cities. He was also reported as having spent a week- 


end with his mother in Milwaukee late in November. 
| + *” * 





| My friends must stop double-crossing me. For ex- 
J | se after inquiring for Matt Dillon, Associated 
Stationers Supply Company, he shows up in Kansas 
City, headed south for a fill-in trip, before the item 
even gets into print. Then Bill Smith hies himself out 
for several weeks through Arkansas, Oklahoma and 
Texas, just as he has been accused of never traveling. 
Stay put, you fellows, until after the printer’s ink 
has dried, at least. 
* *” * 

Dan MacDougall of Stationers Loose Leaf Company, 
took a flying trip to Detroit and Milwaukee on busi- 
ness early in December. 

ok a * 

Those two Latsch brothers, of Lincoln, Nebr., are 
certainly the busy boys these days—R. D. with his civic 
and NSA duties and J. E. with his local and Shrine 


business. 
+ * : 


Ralph Maneval of A. W. Faber Company, stretched 
things a bit early in December and made a fast visit 
to the St. Louis dealers to show his new rubber band 


line. 


* * * 


Word comes from our old Midwesterner, Jack Ellis, 
and his charming, pretty better-half, Esther, that they 
are very happy in their new surroundings and have 
purchased a lot on Lake Oswego, Ore., and have 
plans for a new home there. They have visited quite a 
lot with Herb and Edith Morgan, those former Minne- 
apolitans who now make their home in Oregon, where 
Herb represents National Blank Book Company. Jack 
says his new community is “real outdoor country and 
the finest for fishing and other sports.” 

* * ~ 





George Ohland reported by mail early in December 
that he was headed for Denver and points west in the 
interests of Metal Office Furniture Company of Grand 
Rapids, Mich. 


” - 
Sad was the news of the passing on December 9 of 
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an AMAZING Prorit OPPORTUNITY 
CREATED Jy FEDERAL LAW __ 








INCOME TAX RECORDS 


NEEDED NOW MORE THAN EVER UNDER NEW TAX LAWS 


Here’s the really COMPLETE Tax Record that offers your customers every essential feature. Original, 
genuine LIBERTY TAX RECORD provides for EVERY FEDERAL AND STATE TAX NEED... 
and covers ALL essential business records. Protected by 6 U. S. Copyrights. Nothing else quite like it. 


) PLACE SAMPLES OF ALL INCOME TAX RECORDS SIDE BY SIDE AND 9 OUT OF 10 
OF YOUR CUSTOMERS WILL CHOOSE THE LIBERTY, REGARDLESS OF PRICE 
Merchants and professional men of all kinds buy LIBERTY TAX RECORDS to have a simple, easily kept 


record of business income and expense, and to avoid tax penalities and overpayments. The LIBERTY is 


a sure REPEATER. Once used, always used. 





FREE SELF DEMONSTRATORS 28 yours clean Pee a 


FOR WINDOW AND COUNTER USE 7m 00 


Improved 1946 Edition 
Generous Discounts Sictcal 
for High Markup — . 


ORDER THROUGH YOUR JOBBER OR DIRECT 
COMMONWEALTH PUBLISHING CO., 508 So. Dearborn St., CHICAGO 5, ILLINOIS 


Tax Record Specialists for over 28 years 
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RECORD STORAGE BOXES 
_ 23 Standard Sizes 





SOLD BY STORAGE ae 
LEADING STATIONERS Alon ity ee Aires ae 
EVERYWHERE 









Ibe 
REG. U.S. PAT. OFF. 


ONALLY ADVERTISEn 
ok More THAN A QUARTER OF * CENTURy 


LEADING BEFORE THE WAR 
LEADING DURING THE WAR 
LEADING AFTER THE WAR, TOO 


BANKERS BOX COMPANY 
Established 1918 | 


536 SOUTH CLARK STREET... CHICAGO 5, ILLINOIS 


Made to order any size 



















OFFICE APPLIANCES, January, 1946 





STRING BINDERS 
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Burke Scanland, city salesman for S. G. Adams Com- 
pany. Burke had been with Adams for over 12 years, 
had a fine business and was a very popular man with 
his associates and his trade. His death, very un- 
expected, was a shock to all. 

* + * 

The Harter Corporation of Sturgis, Mich., was re- 
cently represented in these parts in the person of 
A. A. Liggett, Jr., assistant sales manager, who visited 
his firm’s many friends in the interests of Harter’s 
post-war plans. 

7” * +. 

The Illinois stationers are in for a real treat, if re- 
cent information is correct. The A. W. Faber pencil 
line will be presented to them, soon after the first of 
1946, by Bennie Powell, who has added most of the 




















SUPERIOR PERFORMANCE 
AT ALLTIMES WITH.... 


GRAND 


state to his Chicago territory. Bennie is one of the | 


— ag : 


A HAPPY OCCASION—Following an enjoyable dinner party 
in Chicago on December 14, Gene Mitchell and Mr. and Mrs. 
Ben Powell accepted the bid of Mr. and Mrs. Ed Shapiro to 
visit their apartment. They found real hospitality. In the 
group (left to right) are Mitchell, the Powells and the Shapiros. 


most popular salesmen in the Chicago area and should 
be most favorably accepted by his new prospects. He 
is pretty well known to most of the Illinois dealers 
through his activities at the various local and national 
meetings held in Illinois these past years. Ralph 
Maneval will continue his Chicago connections and 
those in the several other states he has been covering 
in the past. 
* ~ - 

The sympathies of his many friends goes to our 
governor, Ted Warkentin of Lawton, Okla., whose 
mother died late in November. Services were held on 


December 2. 
es - * 


Cliff Talty of Gallup Map & Stationery Company, 
Kansas City, was again confined to his home in De- 
cember for a much needed rest. Cliff has not been too 
well for quite some time and has, like all other busi- 
ness heads, been much overworked. He finally was 
forced to comply with his doctor’s requests and take 
a real rest. We are hoping for good news from him 
soon. 

* * * 

Thanks to the Great Lakes Travelers Club for that 
nice reception accorded me on the occasion of my 
early December visit to their luncheon meeting, the 
first in over a year. The club is to be congratulated on 


the fine job their president, Bill Smith, is doing. I | 


was sorry to have missed some of the faces I had hoped 
to see there, such as Herb Walsh of Ace Fastener 
Corporation, Karl Kiesel of the Carter’s Ink Company, 
Harold Blum and Dick Gingland of Esterbook, Rus 
Carpenter of Sanford Ink Company, Bill Dalton, the 





PRIZE 


Typewriter Ribbons 
and Carbon Paper 


It's still necessary to nurse war-weary type- 
writers along, but the special quality-features 
of Grand Prize Typewriter Ribbons and Carbon 
Paper enable you to get the most out of your 


equipment until it can be replaced. 


Yes, for 25 years the superiority of Grand Prize 


products has stood as an iron-clad guarantee of 


top performance. 


Let's win the Peace-BUY ANOTHER BOND! 
* 


PACIFIC CARBON 
AND RIBBON MFG. CO. 





advertising man, Carl Kaufman of Speed Fastener | 


Company, Bill Lipner of Koh-I-Nor pencils, Ham Ken- 
drick, that handsome American Pencil man, Harry 
Short of Oakville Company, and others I usually see 
there. Seeing several new faces was a distinct pleas- 
on I hope I may be able to attend more often in the 
uture. 


* * * 


The Stationers Association of Greater St. Louis held 
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STARTLING NEW WAY TO 
"SOUNDPROOF” YOUR 
TYPEWRITERS! ! 


mr 


Not just an 
ordinary felt pad, 
but a mechanical im- 
provement for every stan- 
dard make typewriter... 


four small screws are all that is required 
to fasten typewriters securely to desks or stands, 
when you fasten it the ‘Silent Sentry’’ way. Yet 
your mechanic — without removing a screw—can 
turn the machine on its back, and without removing 
the base. clean and repair inside the machinel 


22 


BUSINESS MACHINE PRODUCTS. inc 





Write today for full illustrated details. 
Certain territories still available. 





96 LIBERTY STREET @ WOrth 2-1823 @ NEW YORK 6. N.Y 
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their annual Christmas party the evening of December 
17 at the York Hotel, in St. Louis. Each member 
brought a toy for an orphan, all toys being sent to one 
of the local homes following the party. Turkey dinner 
and excellent refreshments were served and cards, 
dart games and salesmen’s stories were the entertain- 
ment features. A most enjoyable stag evening. Izzy 
Voda of Wallace Pencil Company was entertainment 


| chairman. 


* x * 


Wonder what happened to Claude Allen of General 
Fireproofing Company. My last trip, ending early in 
December, was the only one for a long, long time when 
I did run into him in some unexpected city. He must 
be dodging me. 


* * * 


Bill Bohart, the Mongolman, spent a week during 
December at the E. Faber offices in New York, learning 
the business, and listening to a long speech by that 
renowned narrator, Lou Brown, sales manager. We 
hope Bill did not meet any new celebrities while away. 

* * + 

Rumor has it that Fred Pitt of Wilson Jones Co. 
is again an active Midwest Traveler—and a most 
welcome one. Fred is making his home in Kansas City, 
and, as vice-president, is directing the operations of 
his firm’s local plant. He has a host of friends in these 
parts who will be happy to see his cheerful counten- 
ance more often. 

ok * * 

Art Pfister is reported en route home from the China- 
India sector and should be back in “civvies” at his 
home port, Hudson, Wis., ere very long. He presum- 
ably will resume his former connections with Smead 
Manufacturing Company, of Hastings, Minn., early in 
the new year. 

* * oe 

Mr. and Mrs. George Wilkerson of Springfield, Mo., 
and their two young sons, Dick and Steve, visited 
Santa Claus in the St. Louis stores just before Christ- 
mas. It being Steve’s first glimpse of old Santa and 
his many helpers, he was brimming over with thrills. 
Dick didn’t do badly, either. Their pretty mama went 
home with her arms full of Christmas things papa 
bought. Papa is the Smead representative in these 
parts. 

* + * 

Mr. and Mrs. Herbert Held of the Blackwell-Wielandy 
clan will soon welcome a new member into the family, 
when their daughter, Virginia, becomes a Mrs. The 
date? Valentine’s Day, Feb. 14. The lucky guy? 
Robert Mueller from Wisconsin, now an instructor at 
Parks Airport, East St. Louis, Ill. Congratulations, 
Robert. 

* * ~ 

The E. A. Holscher Office Furniture Company store 
at 1106 Pine Street, St. Louis, Mo., is undergoing re- 
decorating and refurnishing preparatory to the dis- 
play of many new post-war lines which are anticipated 
by the firm. The Holscher Company is exclusive local 


| agent for Shelbyville desks, Marble & Shattuck chairs 


and Metal Office Furniture Company steel products. 
* * 


* 


A meeting of the traveler-dealer committees of the | 


f Stronge 


Eighth Region convention slated for March 29 and 30, 
will be held soon after all committees have been ap- 
pointed .by the governor and the Midwest Travelers 
president. A definite date will be announced. Aill 
traveler members of the Midwest Club and visiting 
dealers will be most welcome. Program and entertain- 
ment plans for the regional will be arranged at that 
time. 
* * on 

Dave Koeller, president of Blackwell-Wielandy Com- 
pany, St. Louis, was stricken ill in Zanesville, Ohio, in 
November and underwent an operation in Good Sa- 
maritan Hospital. He is reported as doing very nicely 
and should be back in the harness very soon. 
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livers long: trouble free 
service under severe used® It's here to stay. because 
Spring comfortably ° 
soft, yet strong enough for 4 Comfortable. sturdy, good looking and so e 
lifetime of tou h use. “ : : 
“ posture, Easyrest is the chair that smart girls appreciate 
No lub n is needed. : ae 
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KRILOFFICE HAS GRAND OPENING—A gala opening was 
held on November 17 by Kriloffice Products at the recently- 
acquired five-story building at 164 West Monroe Street, Chi- 
cago. The above pictures were taken at the opening, 
attended by several hundred visitors. 

Top—tThe west view of the furniture department, decorated 
in light green and burgundy to display the furniture to best 


advantage. The men appearing in the picture are Walter | 


Lennartson of OFFICE APPLIANCES; James Lynch, district 
manager of Browne-Morse, of which Kriloffice Products is an 
authorized agency: L. I. Kriloff, president of the firm; Lou 
Kaplan, sales manager: Al Wayne, office furniture depart- 
ment manager; and George Wilson, manager of stationery 
store. The women are Ruth Toback, purchasing agent; Rita 
Kornick, switchboard operator: Betty Robins, bookkeeper: 
Val Grundman, secretary: and Harriet Prizant, assistant pur- 
chasing agent. 

Center—The east view shows another section of the office 
furniture department, also stairway to the balcony. 


Bottom—L. I. Kriloff, president of the firm, is seated in a | 


model office display room, used in advancing the sales of 
various suites of office furniture. 
Oe 
C. E. HOWES HEADS STEEL EQUIPMENT 

Charles E. Howes, for 20 years with Berger Manu- 
facturing Division of Republic Steel Corporation in 
Canton, Ohio, has been named as assistant manager 
of sales in the steel equipment division.—AK. 
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UMP HAISON 


FINEST CUSTOM QUALITY 





We suggest and encourage COMPARISON as the surest way 
to determine the superiority of MIDCO the Perfectlite fluores- 
cent portable desk lamps. 

It is not too difficult to compare and to judge MIDCO’s 
superiority of design for both utility and appearance, as well as 
the careful and expert workmanship employed in the final as- 
sembly of every unit. These are things that are understood and 
can be seen at a glance. 

However, as a manufacturer of lighting equipment, it is our 
opinion that the most important VALUE, and certainly the most 
important requisite to the user, is the ability of a desk lamp to 
produce adequate and properly controlled supplemental light 
necessary for “comfortable seeing”. 

Here, then, is the real basis for comparison of desk lamps, 
and to assist you and your customers in making comparisons of 

| the lighting efficiency of MIDCO with others, we are illustrating 

| below the measured output of evenly distributed light obtained 

| from MIDCO’s exclusive principle of dual reflectors for light 
control, using one 15 watt fluorescent tube. 

A comparison of MIDCO’s efficient light output with other 
| similar types of portable lamps designed for either one or two 
| tubes, when made with any standard light meter, will disclose 
| MIDCO’s superiority as a unit of light. 








Study this photograph illustrating MIDCO’s efficient distribu- 
tion of the fluorescent quality rays over a large working area. 
Note the uniformly higher intensities obtained in the actual 
working zone. 


| DESCRIPTIVE LITERATURE ON REQUEST 


‘MIDWEST NATURLITE COMPANY 


| 228 West Kinzie St. Chicago 10, Illinois 
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Something new in mechanical pen- 
cils. Note particularly the special 
features that have given the Alex- 
ander an immediate acceptance. 


ERASER 


"BIG INCH"—easy to adjust—easy to 
replace. 


CLIP 


High carbon permanent-hold, spring 
steel—will take grip on shirt pocket or 
thick vest or coat pocket — smooth, 
round ball will not tear fabric. Neat 
gold-plated military type sets deep in 
pocket. 


MECHANISM 


Built with aircraft precision for smooth- 
ness and durability. Guaranteed perma- 
nently against defective workmanship. 
Propels, repels, and expels lead. 


BARREL 


All-metal, Alumilite, perfect balance, 
light weight for easiest writing. 


TIP 


The precision-fit gold-plated tip gives 
lead extra support and strength—lessens 
breakage of THIN LEAD. 


COLOR 


Three attractive choices: Dubonnet, 
Navy Blue, and Black. 


ee aI MRD 8 RC. NOREEN BS RE mare toe 


O.P.A. RETAIL PRICE 


*1.00 


The Alexander is made by the Alexander Pencil Company, 
in a modernly equipped plant. It is the outgrowth of 
long, practical engineering experience in the design and 





manufacture of automatic pencils. 


Immediate Shipment 
This new, improved pencil is available now for dealers every- 
where. It sells on sight. Address all correspondence to— 


McLENNON PEN COMPANY 


(sole distributors) 
202 South State Street ¢ Chicago 4, Illinois 
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WHAT ABOUT THOSE GI BUSINESS LOANS? 
(Continued from page 34) 


loans must be amortized, principal and interest, within 
not more than 20 years. 


Security for Loans 


Generally, veterans’ loans will be secured by first 
liens, although the Veterans’ Administration recognizes 
that a certain amount of leeway may be desirable. 
Supplies, for instance, being expendable, may be un- 
secured. 

Appraisals 


Loan applications forwarded to the Veterans’ Ad- 
ministration r-ust be accompanied by an appraisal of 
property which the veteran proposes purchasing. This 
orthodox banking practice safeguards the financial in- 
terest of the borrower. 

It may be stated categorically that a loan for the 
purchase of an existing business will be rejected if the 
purchase price is out of line with the appraised valua- 
tion. Owner of existing businesses trying to unload at 
inflated values upon unwary veterans will find few 
buyers among ex-servicemen if the Government is 
asked to guarantee the loan. 


Veteran Partners 


There is nothing in the statute to prevent two or 
more veterans going into partnership and starting a 
business or buying an existing one. Each veteran 
would be held responsible for his share of the loan, 
not jointly. 

First Mortgage on Bonus 


While the overwhelming majority of veterans seek- 
ing to go into business will do so in all sincerity, a few 
may see in the Act a chance to get something for 
nothing—may even qualify for such loans. The 
framers of the statute have not overlooked this pos- 
sibility. Where the borrower defaults on his loan, the 
Government retains its right to proceed against the 
debtor in the same manner that a private individual 
may do. The Administrator is given broad latitude in 
this respect and may waive collection if the facts 
indicate the veteran is not at fault in his failure. 

On the other hand, the Act provides that, if any 
bonus or adjusted compensation bill is passed, the de- 
faulted Government-guaranteed loan may be satisfied 
with money due to the veteran from such a bonus up 
to the amount of the unpaid loan. 


How Businessmen Can Help 


There’s hardly a businessman who does not have 
a close friend or relative in service or recently dis- 
charged. His rich experience can be invaluable to the 
veteran seeking an entry into business. Both the atti- 
tude and the helpfulness of businessmen toward the 
ex-servicemen can go far toward making their read- 
justment to civilian life either a happy one or one of 
bitterness and heartache. 

He can counsel his veteran friend with sound ad- 
vice; he can point out the business pitfalls and booby- 
traps; he can discuss the merits of various business 
locations and underscore fundamental business prin- 
ciples that may not be safely violated. These and a 
hundred other things he can tell the veteran. The 
serviceman will be the richer; the businessman no 
poorer. 

Says the Veterans’ Administration in connection 
with GI loans: 

“It was the clear intent of Congress that all eligible 
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1 of 
a Though there may yet be many anxieties and disappointments 
before raw materials again return to a normal basis, there is reason 
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the to be hopeful. Surely, sometime during the coming months the 
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¢" blance of normalcy attained. 


dislocations of four years of war will be adjusted and some sem- 


There is reason to be hopeful that once again in the not too distant 
ie future, we shall be able to make and ship in large quantities all 
= models of TRANSFILE fibre board Files—the old favorites with 


ran 
pan, your customers. Then will it be possible for your customers to get 


all their records back at their finger tips. 
ek - 


res We are all hopeful that it will not be too long before paper sup- 


The plies become easier, so we can again offer you that excellent serv- 


the ice which has proved so helpful in the past and will again, in the 
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acts So, with you, we look to the coming year with both hope and de- 


future. 
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HANG-A-FILE 
is ‘tops. 
IN FILING SYSTEMS 










: QUICK ACCESSIBILITY 
he 
This is a complete filing unit. It includes the: steel 


NO. 30...HANG-A-FILE 
cabinet PLUS 25 HANG-A-FILE folders and inserts. 


Complete with 25 HANG-A-FILE 


folders and inserts. Folders sup- Here is a complete filing unit ready to go to work 
ported by full length chrome finish metal ... here is streamlined filing efficiency at an attrac- 
hangers which rest on two guide rails. tive price. Recommended for countless uses: cor- 

All metal file, caster equipped, fin- respondence, shipping orders, shop tickets, bills, 


ished in olive green enamel. Width 131% 

in., depth 18 in., height 27 in. 
Shipping weight 33 Ibs. Packed 2 to 

carton. Shipped K.D., easily assembled. 


orders, invoices, etc. An unprecedented sales op- 
portunity for dealers everywhere because there is 
a tremendous need for HANG-A-FILE equipment. 
Write—Telephone—Wire. Don't miss this oppor- 


$ 50 , tunity to boost your filing dept. sales and profits. 
.sacorpamiag 15 — Complete information on request. 





fe 
Louis H. Farber 
OFFICE FURNITURE «© SCHOOL EQUIPMENT 


30 EAST CONGRESS STREET, Phone WEBster 3217 CHICAGO 5, ILLINOIS 


ee 
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veterans should have available to them the full ben- | 
efits of Title ITI (Loans for the Purchase or Construc- | 
It is | 
the duty and desire of the Administrator of Veterans’ | 


tion of Homes, Farms and Business Property). 


Affairs to give effect to this intent in such a manner | 


that, while following the provisions of the Act, a min- 
imum of delay or difficulty will be encountered by any | 
applicant. The Administrator feels justified in de- 
pending upon the support and wholehearted co-opera- 
tion of all who are in any manner connected with 
home, farm or business financing to the end that this 
task, which should be undertaken as a privilege, will 
be so performed as to gratify all concerned.” 


a 


F. S. WEBSTER MAKES TWO APPOINTMENTS 

The F. S. Webster Company, Cambridge, Mass., has 
announced two new appointments to the sales staff, 
H. C. Lyles joining the expanding organization of the | 
San Francisco office and B. C. Pratt taking over terri- 
tory including southern Massachusetts and Rhode | 
Island. 

Mr. Lyles, familiarly known by western dealers and 
travelers as “Hank,” has just returned from military 























lh 


B. C. PRATT 





H. C. LYLES 


service with an outstanding record. He was a member 
of the famous Fourth Infantry division and fought 
from the Normandy beachhead to the end of the war 
in Europe. He was twice wounded in action, was 
awarded the Bronze Star and Purple Heart, and wore 
the combat infantryman’s badge and a Presidential 
unit citation. As top sergeant of his company, he was 
mustered out of service November 1. 

Seven years of sales experience has fitted Mr. Lyles 
for his position. He plans to make his permanent home | 
in the Los Angeles area. 

B. C. Pratt, assigned to territory in the East, is an | 
experienced salesman, new to the office equipment in- | 
dustry, but with 16 years of successful selling in the | 
rubber industry for the U.S. Rubber Company. During | 
the war, he served as director of personnel training at | 


the Hingham, Mass., shipyard, supervising the train- 

ing of the thousands of workers employed in the plant. 

Mr. Pratt makes his home at Hingham. 
—_———— > —_—___—- 


HERRMANNS AND MALODYS IN AUTO ACCIDENT 


On Thursday, December 20, George Herrmann, Heyer 
Corporation; Mrs. Herrmann; Charles Malody, Asso- 
ciated Stationers Supply Company, and Mrs. Malody, 
were driving home from Chicago to Palatine via Evan- 
ston, Ill. Another motorist, failing to observe a traffic 
light, crashed into the Herrmann car, knocked Mr. 
Malody unconscious and shook up and bruised the 
others severely. None was hurt seriously, but Mrs. 
Malody was taken to a hospital because another child | 
is expected to grace the Malody household in April. 
Much of the joy was taken from Christmas for the | 
Malodys, but Charlie reported everything going fine | 
before New Year’s Day. | 
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SIMPLE AS 
DIALING A 1! Only §$ 122° 

.. SUBTRACTS, TOO COMPLETE 
Strikes out Doubt. . Lightens Work 


.. AND IT'S AS MUCH 
AT HOME 

IN THE OFFICE 

AS IT IS 
BUSINESS-LIKE 

= ON THE DESK 
Be AT HOME 


VV ° 47 
Are You Cashing Ju"? 
THE LIGHTNING FLASHES 


QUICK PROFITS ... SUBSTANTIAL PROFITS 


It is intensely live merchandise. Business-like in 
appearance; obviously durable; strikingly efficient; 
genuinely portable—all this, and vivid price-appeal, 
too! 





* * * 


Precision-built of enduring metals, it measures 14x4!/, 
inches on its handsome plastic desk-base which was 
designed to hold the Lightning at the right angle for 


_ truly comfortable desk work. Yet it lifts out of its base 


and readily slips into a brief case, or lays handily across 
a sheet of figures. 


S P E E D—£§XCEPTIONAL 
ACCURA CC Y—AUTOMATIC 
VISIBILIT Y—peErFect 


In fact, the clean dial arrangement, with clear numbers 
scientifically placed and sharply etched, insures correct 
listings om speedy dialing. Accuracy is automatic, with 
cumulative results appearing instantly in the "Answer 
Windows" up at the top, out in the clear, for quick 
observation. 

* * * 


THERE’S YOUR CLUE!—to the Lightning’s popular 
demand, and profit to dealers. . . . Immediately 
available in compact express shipments of 6 and 12. 
Also distributed by Shipman-Ward Mfg. Co., 325 N. 
Wells St., Chicago. . . . With Income Tax Time just 
around the well-known corner: 


@® INVESTIGATE THE PROFITS 
... Write Airmail To — 


Fc LiGHTNING ADDING MACHINE CO. 


543 SO. SPRING ST., DEPT. A 
LOS ANGELES 13, CALIFORNIA 
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IMMEDIATE DELIVERY 


ALL METAL 


FLUORESCENT DESK LAMPS 
O.P.A. DEALERS PRICE APPROVED 


D.L-9C AC ONLY 








FINISH: Wrinkled Bronze. 


Base and Column: Heavy cast white metal. 





D.L. 10 


REFLECTOR AND POSTS OF WRINKLED 
BRONZE; MARBELIZED BASE 


Construction is strong and sturdy—no wabble or 
bend. Material and workmanship is of the finest. 
Fully guaranteed. 


Equipped for I5 watt, 18 inch tube. Turn Sockets. 
Ba.last. 


Packed in individual cartons. 4 to master carton only. 


cx, $1900 


UNDER 


SANTOS & COMPANY 


FACTORY REPRESENTATIVES 
49 WEST 45TH ST. - NEW YORK 19, N. Y. 
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VETS ARE PARTNERS—Jointly associated in the operation 

of the Joplin, Mo., store of Southwestern Sta-ionery and 

Bank Supply are Ralph Kettler (left) and Fred Pfaff (right). 

Both have returned to civilian life after service in the Navy. 

An article in the December issue of OFFICE APPLIANCES, 
page 74, told of their partnership. 


: a a ne 
ANNOUNCE ROYAL PORTABLE AGENCY SETUP 
W. H. Beckwith, sales manager of the portable divi- 

sion for Royal Typewriter Company, announced on 
December 1 that Royal district representatives are re- 
suming activity in key territories to assist Royal port- 
able dealers. Although it will be some time before the 
machines are plentiful, it is the company’s desire, in 
keeping with policy of dealer co-operation, to provide 
the dealers with every possible merchandising help to 
aid in the development of future business. 

The men appointed to take over territories are: 

Edmund H. Faustmann, recently honorably dis- 
charged from the Army after serving since December, 
1941, returns to take over his previous territory, com- 
prising Connecticut and Rhode Island. 

Edward F. Vreeland leaves the Roytype division to 
return as a portable field man in New York, N. Y. 

Eugene Mogenson comes back to the company as 
portable representative for the Brooklyn and Long 
Island, N. Y., territories. 

Walt Lewis, recently honorably discharged from the 
Navy, where he held the rank of lieutenant command- 
er, is taking over the portable division in Michigan, 
parts of Indiana, and Ohio, which he represented prior 
to his going into the service in 1942. 

W. A. O’Neil returns to the Chicago territory, under 
the supervision of Larry McDonough. 

J. J. Konrath, formerly a portable representative, 
now returns to that position for the Texas and Okla- 
homa territories. He had been selling Roytype and 
later was made manager of the Houston, Tex., office. 

John Glasgow, an active salesman prior to the type- 
writer freeze, is now aiding the portable dealers in 
Kansas, Missouri, and southern Illinois territories after 
returning from the Army Air Forces several months 
ago to take over the Roytype division in Oklahoma. 

The portable dealers in Washington, Oregon, Mon- 
tana, Idaho, and Wyoming are again greeting George 
H. Stimson, formerly portable field man for that terri- 
tory. 

Harold H. Strohhecker is leaving the credit depart- 
ment to resume his pre-war duties in the portable divi- 
sion and Bill Haggerty, after more than three years of 
Army service, has returned to that division as sales 
Statistician. 

Changes have been announced in other divisions of 
Royal Typewriter company. 

John B. Eccles, who started with Royal in 1920 as a 
salesman, has been named assistant to the eastern 
sales manager. Fortune Peter Ryan, who was a cap- 
tain in the Army Air Forces, has returned to his duties 
in the home office sales department. Bob Urinyi, with 
the Roytype division since 1942 and formerly of home 
office sales, is returning to the sales department as 
sales statistician. 
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“There’s a Stadmatler in your Futura” 


port Steel Sales Corporation 


300 EAST 145TH STREET * NEW YORK 5I, N. Y. 
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No. CARD WIDTH =H. D. CAPACI nen 
F 335 Futura 3x5 bi 5i/ 16" 1,500 5% Ibs. 
F 346 Futura 4x6 Tl 6 16" 1.500 634 Ibs. 
F 358 Futura 5x8 WW, Why 16" ‘1,500 8 Ibs. 
F 369 eis 6x9 10% 8m 16" 1,500 1214 Ibs, 


pert Steel Sales Corporation 300 EAST 145th STREET, NEW YORK 51, N. Y. 
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SILVER GRAY SERIES 


CARD CABINETS 






























































DOUBLE DRAWER 
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No. CARD WIDTH H. D. CAPACITY SHIPPING WT. 
F 3352 Futura 3x5 123% 5 16" 3,000 93% lbs. 
F 3462 Futuna 4x6 14 6g 16" 3,000 11 Ibs. 
F 3582 Futura 5x8 183% Ti 16" 3,000  I5I/ lbs. 
F 3692 Futura 6x9 204 8 16" 3,000 21! lbs. 
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CASH, BOND and OFFICE BOXES 
Steelmailer “Putura™ boxes are made 


of a better grade of furniture steel, are elec- 
trically welded throughout, making the unit 
strong and durable and are equipped with 
lock and key. 
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SILVER GRAY SERIES 


*Futara Silver Gray Series 
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OFFICE BOX 


"Fula CASH, BOND and OFFICE BOXES 





| SHIPPING 











F92 Cash Box 10%, | 4% | M% | 24 Ibs. 
F 10 Office Box 10", 2, | 4 | 24% Ibs. 
F 4 Bond Box lo 3 a en 
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CASH, BOND and OFFICE BOXES 


This Series is designed in the modern man- 
ner and is finished in pleasing silver gray. 


The Futura Series represents the real 


value for these office and business utilities. 


VN ” J 
No. F 30 
OFFICE BOX 


SILVER GRAY SERIES 


* Futura Silver Gray Series 






























No. F3 OFFICE BOX 
BOND BOX 
* FTutwwa CASH, BOND and OFFICE BOXES 
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F 30 Office Box 10, | 4% 1/4 3/4 Ibs. 
F 3 Bond Bx =| IIe | IV ms | eee 
B14 Office Box 10 | 3 dee Va ta 


| rért Steel Sales Corporation 300 EAST 145th STREET, NEW YORK 51, N. Y. 
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OFFICE EQUIPMENT IN CHINA 
By S/Sgt. F. E. Pattillo, USMC 


IRST, LET ME ASSURE the readers that I have not 

been requested to write this article. I am writing 
it solely because I think that more capable civilian 
correspondents might not be able to get their articles 
through. The writer is stationed in Tientsin, a city of 
approximately 1,500,000 population, in North China. 

Don’t let the population figures fool you, because the 
office equipment possibilities are not as great as an 
American city of 75,000. In the time I have been here, 
I have found that most of the office machine business 
has been done in the past by three or four companies 
in Shanghai with local branches in Tientsin, Peking, 
Hong Kong, Chunking, and a number of other Chinese 


cities. The customers for office machines consist al- | 
most entirely of American and European importing | 
and exporting firms and banks. There is very little | 
demand for adding machines and calculators, due to | 
the fact that the Chinese clerks employed by these | 
firms are so adept at the Hsuan Pan, or abacus | 


(grandfather of the key-driven calculator). 


These | 


figuring boards sell for approximately 80 cents, Ameri- | 


can money, sO you can imagine how hard it would be 
to sell a firm unless it employed American or European 
clerks. 

One of the main factors for office equipment firms 
staying in the black is due to the fact that they 
usually employ one European or American in an 


office, and the clerks and mechanics are Chinese work- | 
ing for the equivalent of $5.00 to $20.00 per month, | 


although this pay gives them a very good standard | 


of living. Typewriters, it seems, are practically all of 
American manufacture. There are a few Japanese cal- 
culators, a pretty good imitation of an American hand- 
operated machine. There are also American duplicat- 
ing machines and checkwriting machines. 

Desks and chairs are manufactured in China from 
imported lumber. (There are not many trees to be 
seen around the countryside). There are some Amer- 
ican steel filing cabinets in local offices, but they will 
no doubt be manufactured in China after the country 
gets back to normal. 

An American company wishing to establish itself in 
China in office equipment would be wise to take on a 
kindred line of electric refrigerators and radios. Elec- 


tric fans have a very good market in China, but they | 


are manufactured in Shanghai by a Chinese firm, and 
the subsidiary of the largest American electrical appli- 
ance company. This company also represents, or did 
represent, a safe manufacturer, a locomotive manufac- 
turer, and a drug manufacturer, all of them well 
known to the readers of American advertisements. 

There will undoubtedly be a large demand for new 
typewriters and duplicators in China after final peace 
between the Nationalist and Communist groups is 
effected and the American and European firms start 
operating again, but as to the small office supply items 
such as stapling machines, metal and wood specialties, 
and other easily-imitated products, the Chinese can 
manufacture these items at a much lower cost, even 
though their production line is not as well organized. 

The main point I am trying to put across in this 
article is that the office equipment manufacturer will 
do well to concentrate on the American market, the 
South American market and the European market, but 
to investigate carefully before plunging too deeply into 
the Chinese market. 

——o—— 

COLUMBUS, OHIO, FIRM TO ERECT BUILDING 

William C. Kennedy & Son, an office equipment firm 
which is one of the oldest retail establishments in 
Columbus, Ohio, recently announced plans for imme- 
diate construction of a two-story building on a 621x 
1871-foot parcel of real estate on the corner of South 
High and Walnut streets. The major portion of the 
building will be occupied by the Kennedy store.—AK. 
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We've taken an old American phrase out 
of moth balls and we're polishing it for 
everyday use. “AT YOUR SERVICE” hasn't 
been heard too often during the past few 
years but we’re happy to say that it’s back 
and we expect to give it more meaning with 
each passing month. 


Conditions are changing. Production re- 
strictions have been removed. The only re- 
tarding factor is the manpower shortage 
which may continue to interfere with all-out 
service. In spite of this fact, we shall make 
every effort to render maximum service. 
To us at Vail, it constitutes a genuine satis- 
faction to return to a state of business where 


“AT YOUR SERVICE” means what it says. 


\' a; ae See F 
MANUFACTURING 


COMPANY 


900 East 95th Street Chicago 19, Illinois 
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The Plastic Backed 
Non - Skid 
Carbon 












It's Nev-R-Kurl—the carbon paper 
with the plastic back. Unlike other 
non-curl carbon papers Nev-R- 
Kurl has no wax to offset on feed 
rolls or platens—that causes slip- 
page. Paper, copy sheets and car- 
bons remain firm . .. don’t slip and 
slide in the typewriter. This is an- 
other of those exclusive Nev-R-Kurl 
features that insures repeat orders. 











NEV-R-KURL 
CARBON PAPER 








e@ Will not curl, tree wrinkle or smudge. 


e Gives 35 to 50% more copies per sheet 


by actual tests. 


® Absolutely non-curling. Lays flat when 


it’s hot. humid or cold. 


e Universal adaptation—same sheet works 
on standard or noiseless typewriters, 


billing or bookkeeping machines. 


Dili PRINT PRODUCTS 
po — 


PROCESS CO., INC. 
192 MILL ST., ROCHESTER 4, N.Y 









TYPEWRITER CLEAR -PRENT 
RIBBON WOOD STAMP PADS 











CARBON PAPER 
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PACIFIC NORTHWEST NOTES 





C. M. Litteljohn, Correspondent 





Following four years of hard-fought service in the 
U. S. Army Air Forces, “Mike” Ierulli has returned to 
his home in Portland, Ore., and has become associated 
with his brother, Frank, in the Frank Stationery and 
Printing Company business in that city. 

Frank, who is the president and manager of the 
sizeable stationery and printing organization, stated 
recently that arrangements had been made for vastly 
expanding the facilities of his company. As one 
evidence of this expansion program that has been 
launched, Frank’s company has acquired The Sunset 
Press of Portland, and has combined it with his sta- 
tionery business in the Oregon metropolis. 





| Dearth of office buildings and of office space in 
| war-expanded Portland, Ore., where a large portion 
| of incoming war workers are remaining—some to go 
| into business—is shortly to be relieved. New office 
structures are to be soon rearing tall heads above the 
Portland skyline, providing honeycombs of offices filled 
with new prospects for outside salesmen of Portland 
| stationery and office supply houses. 

First of these new projects is the 12-story structure 
| of office suites to be known as the “Doctor’s Building,” 
| just announced for erection at a cost of more than 
| a million dollars at S.W. 12th Avenue and Taylor 
| Street. It is expected to be followed shortly by other 
| office buildings in downtown Portland. 
| The new Doctors’ Building will supply 100,000 square 

feet of floor space and 140 offices for doctors and 
| dentists. Sponsors of the project are Pearce O. Davis 
& Associates, who have announced that they will start 
actual construction in the spring and expect to have 
the new structure completed before the year’s end. 

Furthermore, advance financing has been arranged 

for the project. L. L. Dougan and Bernard Heims, of 

Portland, are the architects of the building. Many 
| modern office ideas are to be incorporated in the suites 

and separate offices, which will have elaborate wiring. 

Floors and walls will be of the latest type, with pro- 

vision for the extensive use of glass to provide air- 

space insulation from both cold and noise. 

* * * 


Incorporation papers recently filed at the state 
capitol at Olympia, Wash., for doing business in that 
state, show that the General Printing Ink Corporation, 
incorporated at Wilmington, Del., has changed its 
name to the more inclusive one of the Sun Chemical 


Corporation. 
» * * 


New honors have recently been bestowed on Lee S. 
Libby, president of John W. Graham & Company, on 
Sprague Avenue, Spokane, Wash. He has been elected 
a new member-at-large by the board of directors of 
the Spokane, Wash., Chamber of Commerce for a 
three-year term of office. 

* * 7 


0. D. Trick, Jr., has ended his important war work 
at the Boeing Aircraft Company, helping to build 
those B-29’s or superfortresses, where he had been a 
buyer in the city purchasing office. He has joined 
Trick & Murray, stationers and printers of Seattle, to 
fill the position of assistant to the president. 

* * *” 


Its displays among the most outstanding from a 
merchandising standpoint in eastern Washington and 
contiguous Idaho, the John W. Graham & Company 
store has achieved national prominence once more be- 
cause of its letter-writing buildups. 

This large Sprague Avenue establishment in Spo- 


~ | kane, Wash., whose modest roots were in a tent set 
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TRAY ONLY 


@ Four simple motions, completed in 
a few seconds, and the tray is ready 
for posting. Tray closes with equal 
facility, keeping sheets under vise- 
like compression. 


@ Follower block operates smoothly 
on roller bearings and is equipped 
with positive ratchet lock for ease in 
releasing and compressing the sheets. 


e@ Drop side gives visibility to post- 
ings at bottom of sheets and affords 
convenience in “stuffing” accounts for 
posting. 

@ Brushed aluminum plates prevent 
sheets from slipping or crowding. 


@ Operates with punched or un- 
punched sheets. 


fe MACHINE POSTING 





In machine posting, 65% of the operator’s time 
is spent in handling the records. Equipment 
that speeds this handling is essential to economy. 


Trays and complete units are the culmin- [ 
ation of many years of specialization. Features’ | 
that provide for speed and convenience of opera- 
tion are combined with sturdiness of construction 
that assures lifetime service. Built entirely of 
steel, reinforced at vital points. Finished in olive 
green baked enamel. Other finishes if desired. 


Ask for Circular No. D1217 
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TRAY WITH STAND 
AND HOOD 
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>>» WILSON JONES CO. <<< 


ELIZABETH 
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BERNARD 
























Works like a charm, 
without damaging paper. 
Fits all sizes of staples. 
Spring 
plated and polished. 


= 


OFFICE NECESSITIES 


Again the famous PERNARD office 


necessities are available — prewar | 


gleaming nickel finish — same fine 


the trade for years. Order from 
your jobber today for earliest pos- 
sible delivery. 


Loose Leaf Vacuum Punch No. 2600 
Standard Dies—1/8”, 3/16", 1/4”. 
Lisht, strong, stationary stripper 
spring, duplex control stops, nickel 
plated and polished, reach 1 1/16”. 


taple Remover No. 150 


action, nickel 


“Triumph” Official Eyelet Punch 

No. 190 A precision-built tool. 

Twin spring action. Parallel 

jaws. Compound leverage. 

Adjustable gauge. Opens 

and strips quickly. Nickel 
Plated and polished. 


These are only three of the many famous BERNARD 
stationery tools. Send for complete catalogue which gives 
all numbers, all details. Use coupon below. 


W" SCHOLLHORN COMPANY 


“Quality Tools Since 1870” 


Wm. Schollhorn Company, ] 
3501 Chapel St., New Haven 9, Conn. i 
Sirs: Please send me your catalogue of stationery tools. | 
I 
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quality that has made BERNARD | 
stationery tools a profitable line in | 


| up by John W. Graham himself in early pioneering 
| days, received the award as second-prize winner for 
| display of writing tools and equipment, stationery and 
| accessories. 

| The Graham organization won second place in the 
| nation during the national display contest which was 
| sponsored by the stationery and tablet industry during 
| the special observance of National Letter Writing 
| Week. 

The effort of the large Spokane stationery house 
bore fruit with the phrase, “If you don’t write, you’re 
wrong,” and aroused Spokanites and others of the 
surrounding countryside to get out the bottles of ink 
and paper to send those “morale-builders” off to the 
| boys and gals in far-off fighting spots. 

* * oe 

Regaled with holiday fare and excellent entertain- 
ment, the staff of the University Book Store along Uni- 
versity Way, Seattle, was provided with an excellent 
dinner and theater party during the Christmas mer- 
chandising season. Employees, numbering 141, were 
feasted at the party held in the coffee shop of Clark 
Hall. 

” * * 

The cluster of stationery, typewriter and school sup- 
ply stores close to the campus of the University of 
Washington at Seattle, joined with merchants on their 
right and left to decorate University Way into a verit- 
able “Santa Claus Lane.” Gay red and green decora- 
tions, plus tall lights atop the lamp posts, transformed 
the street into a scene of holiday charm. 


——————= > —___ 


MULTISTAMP NEARS 25TH ANNIVERSARY 


Early in 1946, the Multistamp Company, Inc., of Nor- 
folk, Va., completes its twenty-fifth year as manufac- 
turers of stencil duplicators and supplies. The com- 
pany began operations in 1921 with the idea of pro- 
ducing a portable, non-mechanical duplicating device 
to print efficiently and economically on wood, cloth, 
cardboard, and other difficult surfaces as well as on 
paper. 

Multistamp products are today used for a wide 
variety of purposes, from shipping tags and labels to 
postcard and letter printing. During the war many of 
the duplicators went to the Army and Navy, but a com- 
plete line is now available, regarding which a descrip- 
tive, illustrated folder has been made available upon 


request. 
——_———_e——e—_____ 


AKRON FIRM SUFFERS HEAVY FIRE DAMAGE 


Foster Office Supply Company, 127 South Howard 
Street, Akron, Ohio, was among the many stores suf- 
fering damage when a $500,000 fire on December 16 
destroyed the three-story Wilcox building and dam- 
aged the adjoining Doyle building, in which Foster’s 
was a tenant. 

E. C. Foster, owner of the business, which moved to 
the new location two years ago and which has been 
an Akron firm since 1900, estimated damage to his 
stock at $8,000. “Our basement has six feet of water 
in it and we had it full of merchandise,” Mr. Foster 
said.— AK. 

ete 


r SMITH METAL ARTS TO NEW LOCATION 


Products of Smith Metal Arts Company will hence- 
forth be manufactured in a modern daylight one-story 
plant recently purchased by the company at 1721 Elm- 
wood Avenue, Buffalo, N. Y. 

Smith Metal Arts Company, manufacturing bronze 


| desk accessories, smoking articles and other products 
| of craftsmanship, began business in 1919 at- 887 Ni- 
_agara Street in Buffalo and was at that location con- 
| tinuously until moving this month. The scentifically- 
| planned layout at the new location is adapted for the 


installation of added equipment and enlarged activi- 


| ties in the production field. 
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Why dealers find it the fastest selling 


e line of transparent plastic products in 
(V.P.D. MEANS VISIBLE PROTECTIVE DISPLAY ) 





@ We use the highest quality 
NON-COMBUSTIBLE cellulose 
acetate of highest quality in the 
full thickness required. 


@ Our Thermo-Welded and 
sewn constructions are unex- 
celled for durability. 


@ Our line of stock and special 
order items is the largest in the 
industry...and we are always 
willing to undertake develop- 
ment and experimental work for 
our customers. 


The plastic business is here 
to stay and you may as well 
get your substantial share 
by stocking a representative 
assortment. 


Illustrated are a few of our 
items. For others write for 
catalog 45-W. 











JOSHUA MEIER COMPANY 
36 EAST 10th STREET, NEW YORK 3, N.Y. 
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America is in the throes of reconversion with all its attendant 
problems. For industry, this means an endless series of meetings 
and conferences. Since “around the desk" gatherings are such 
an integral part of our business life today, it is no wonder 


executives value their JASPER DESKS so highly. 


ma THE JASPER DESK COMPANY 


JASPER, INDIANA 


MEMBER WOOD OFFICE FURNITURE INSTITUTE 
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CORRY-JAMESTOWN PROMOTES ROY EDGREN 

David A. Hillstrom, president and general manager 
of the Corry-Jamestown Manufacturing Corporation, 
Corry, Pa., has announced the appointment of Roy A. 
Edgren as vice-president of that firm. Senior manager 














ROY A. EDGREN 


of several field executives, Mr. Edgren will also retain 
his position as head of the company’s Chicago office. 

A veteran of World War I, Mr. Edgren took a posi- 
tion with another firm in the steel office furniture in- 
dustry upon his release from the Army in 1919. He 
remained there for a period slightly more than three 
years before joining the Corry-Jamestown organiza- 
tion on September 1, 1923. He was soon made represen- 
tative for Chicago and the Middle West, in recog- 
nition of his capabilities in the sales field. 


ee 
HALL-WELTER TURNS FROM WAR TO PEACE JOBS 


The Hall-Welter Company, Inc., Rochester, New 
York, including the Dawn Manufacturing Corporation 
division, in transition from wartime energies of build- 
ing “shooting things” to peacetime production, has 
published a number of illustrated brochures and 
pamphlets concerning its products for the industry. 

These mailing pieces, produced under the direction 
of Fred Brown, give adequate information concerning 
such products as the Error-No copyholder, the Chex- 
signo checksigner, and the Speedrite checkwriter. 

The July, 1945, issue of “Rochester Commerce,” Cham- 
ber of Commerce publication, tells about Hall-Welter’s 
busy production of war materials and how 100 per cent 
conversion to the war job was accomplished. The 
machine gun cam-lock-breech, special nozzles for 
flame throwers, and other intricate parts were pro- 
duced for the Buffalo Arms Corporation. Other im- 
portant war assignments were executed for Sampson 
United Corporation, Bausch & Lomb Optical Company, 
and for Bell Aircraft Corporation. 





ENGAGEMENTS 





Miss Viola Marie Nelson, who has been employed for 











We’re just about ready with the most 


attractive and modern line of Lamps 


and Fixtures you've ever seen. 


New designs have been flowing off 
the drafting boards . . . tools and 
dies are being rushed to the produce- 
tion lines . . . and soon, very soon, 
we'll be ready with new model desk 
lamps, floor lamps and clamp-on 
lamps in both incandescent and 
fluorescent . . . including special de- 
signs for the “Circline” and “Slim- 


line” fluorescents. 


Meanwhile, partial shipments are 
being made of items described in 
our No. 47 catalog. As production 
increases from week to week, ship- 


ments will go forward more 


int the past three years at the Hall Stationery Company, . 

Topeka, Kans., is engaged to be married to Hampton promptly and in greater volume. 
gs Whiting Shirer, who is now on inactive duty with the S ssa f : ’ 
ch Navy. No definite date has been set for the wedding. So, take care of your customers 

Miss Nelson attended Washburn University and is a immediate demands from the No 
ler member of Alpha Phi, social sorority, and Phi Sigma fel 


Chi. Mr. Shirer received his bachelor of science de- 
gree from Washburn and is now a sophomore at the 
University of Kansas medical school in Kansas City. 
He belongs to Nu Sigma Nu fraternity —GMH. 


Eldene Frederick, an employee of the Adams Broth- 
ers Printing company, Topeka, Kans., is engaged to be 


47 Flyer Catalog. If you don’t have 


your copy, write for it today. 


+ 
married to William J. Wall, who was recently dis- LANES ; 

charged from the Navy after three years’ service. The | Mfg. Co., Decatur, Ill. 
wedding will take place in the near future. Mr. Wall is | Pp 

from Sebastopol, Calif—GMH. 


IONEERS IN LIGHTING EQUIPMENT SINCE 1880 
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PRECISION TOOLS 
for 1946 BUSINESS! 


Operating efficiency in the business office 
during 1946 will depend more than ever on 
time-, labor-, and mistake-saving equipment. 
Cesco is ready as usual with a full line of items 
scientifically designed to make business oper- 
ations more efficient . . . and dealers stocking 
the Cesco lines will reap the first benefits. 
Check your shelves for the following: 


VISIBLE RECORD BOOKS 
For Sales and Prospect Records, Inventory and 
Stock Control, Purchase Records. Many stock 


forms available. Automatic and Non-Shift 
Books. 


SOCIAL SECURITY RECORDS 

An up-to-date series of forms for most every 
size business. Subsidiary records for personnel 
and classification changes. 


TRANSFER BINDERS 

Automatic Transfers, Slotted Lock, Solid Post 
Transfers . . . every sort of Transfer Binder 
for temporary, semi-permanent and permanent 
use. 


PAY ROLL RECORDS 

Forms suitable for any requirement of any 
size business. Complete outfits . . . many 
unique designs. 


Useful, Profitable Literature Available 


Send today for descriptive catalogs and informative 
booklets. They should be in the hands of every dealer 
handling office equipment and supplies. 









































The C-€- SHEPPARD CO. 


** 4407 2+ Streef,- LONG ISLAND CITY, N.Y+- 
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FIGHTING LADY OFFICER JOINS COMPANY 

The Rockwell-Barnes Company of Chicago has an- 
nounced the appointment of Lt. (j.g.) Leonard Rose, 
USNR, as manager of the office equipment division, 








, LT. (j.g.) LEONARD ROSE 


handling the present line of filing cabinets, card files 
and desks, the developments in steel, and other new 
products to be announced to the trade. 

In his new civilian capacity Mr. Rose looks back on 
exciting days that saw him win battle stars for such 
actions as Okinawa, Iwo Jima, Ulithi, and the Philip- 
pines. In his last Navy assignment as communications 
officer aboard the gallant aircraft carrier “Yorktown,” 
the famous “Fighting Lady,” he was at sea off Tokyo 
while the momentous signing of Japan’s surrender took 
place aboard the USS “Missouri.” 

Prior to the war, he was for six years with the Na- 
tional Blank Book Company, Chicago. He is a graduate 
of Indiana University. 

—_——— 

EVERSHARP, INC., IS HONORED BY THE NAVY 

Eversharp, Inc., recently received one of the 60 “Cer- 
tificate of Achievement” awards given in recognition of 
exceptional accomplishment in behalf of the United 
States Navy and for meritorious contribution to the 
national war effort. 

Comdr. S. J. Singer, in making the award to Ever- 
sharp, said: “It is my distinct pleasure to make this 
award to Eversharp in return for the splendid efforts 
by both the men and women in its organization in 
support of the war production program. This award 
is made by the Navy in sincere appreciation to the men 
and women who gave their whole-hearted co-opera- 
tion.” 

In addition to diverting its major production to 
Army and Navy needs during war time, a separate di- 
vision of Eversharp was completely given over to the 
exclusive manufacture of precision aviation equip- 
ment for the Navy. 

or 


DIEBOLD, INC., TAKES LEASE IN KANSAS CITY 


In order to have a new salesroom and offices at 
Kansas City, Mo., Diebold, Inc., manufacturers of safes, 
vault doors and bank vault equipment, recently leased 
a storeroom at 1215 Grand Avenue from the Schutte 
Investment Company. Plans were made for moving to 
this location from 309 East Tenth Street about January 
1—GMH 








wetepvdit wn 6's 


Mr. and Mrs. Robert Blanchard Valleau, 162 Otis Ave- 
nue, St. Paul, Minn., have announced the marriage of 
their daughter,.Mary Elizabeth Valleau, to Lt. (j.g.) 
Victor Lambert Lydon, Jr., USNR, son of Mr. and Mrs. 
Victor Lambert Lydon, Sr. The wedding took place on 
Saturday, December 15, in the home of the parents of 
the bride. 
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OAKVILLE COMPANY 
DIVISION 


S Ai * “4, 
GRU & 


7URING Co 


REG. U.3.PAT.OFF 


NORMAL SUPPLIES BACK 


Quota restrictions have been withdrawn 
and Oakville is once more in a position to 


supply its dealers with normal amounts of 





fastening devices to meet market demands. 


The Home of The Famous Yellow Box Line 


As quickly as materials become available, 
you'll find products of the famous Yellow oO A KVI LL E 
Box Line — Pins, Clips, Fasteners, Thumb 
Ries COMPANY 
Tacks and related items—back at Oakville’s 
Division of Scovill Manufacturing Company 


prewar high manufacturing standards of Waterbury 86, Connecticut 


construction and finish. 


NEW YORK . CHICAGO . BOSTON * SAN FRANCISCO -« In Canada: BROWN BROS., LTD., TORONTO 2 
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VERSA-TABLES oe uritrry ann rveewnrren tse 


SELL WELLS oo 
SELL WISELY 
















































































































































A. EXTRA TIERS... 
extraordinary sales 
feature. 1 or 2 extra 
tiers may be quickly 
added to the basic 
VERSA TABLE. 











B. TIERS INVERTED 

. utmost versatil- 
ity. Tiers may be 
easily inverted to 
make trays of 
shelves. 


































































































































































































EA. LIST 


O.P.A. APPROVED 


















C. ADDED LEAF... 
greater working sur- 
face. Leaf (9" x 13") 
may be quickly add- 
ed to either end. 








































































































































































No Other Stand 
Offers Such Versatility... 

So Many Sales Features 
IMMEDIATE DELIVERY 








725-33 SOUTH 
LASALLE STREET 
CHICAGO 5, ILI 
TEL HAR. 1100 


OFFICE FURNITURE COMPANY 
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ALMAC PLASTICS, INC., OPEN SHOWROOMS 


A uniquely-designed showroom has been created by 
Almac Plastics, Inc. Located in Room 504 of the Vic- 
toria Building, 230 Fifth Avenue, New York, N. Y., the 
new showroom is dedicated to the glorification of 
Lucite-Plexiglas and Catalin plastic products. 

Visitors are impressed by the soft and warm hue of 
the walls. The serenity of the room is accentuated by 





DEDICATED TO PLASTICS—A showroom of novel features in 

lighting and display has been opened by Almac Plastics, 

Inc., at New York for adequate presentation of Lucite- 
Plexiglas and Catalin plastic products. 


the subdued fluorescent lighting hidden beneath tiled 
glass built into the ceiling. 

Shape of the showroom is along modern lines, with 
one of the walls broken up into smooth swirls curving 
in and out as the wall winds to the far end of the 
room. Gracefully following its lines are the dozens of 





Lucite creations displayed along the table which runs | 


parallel to this unusual wall. 

Mac Lewis, president of Almac Plastics, Inc., de- 
clares, “In months Almac Plastics has perfected new 
industrial techniques which would normally take 
months to develop . . . The future of plastics is as 
sparkling and brilliant as the material itself. New, 
rich colors and designs making possible new ideas are 
now in the process of manufacture.” 


Oe 


ALL-STEEL-EQUIP WORKERS STAY ON JOB 


Production employees of the two plants of the All- | 


Steel-Equip Company, Aurora, Ill., in a vote taken 
November 12 under the provisions of the War Labor 
Disputes Act, decided by approximately two-to-one 
ratio to remain on the job and not strike. The decision 
indicated that the employees are satisfied that the 
management has had a consistent record of fair and 
square dealings. 

All-Steel-Equip is continuing to manufacture sub- 
stantial quantities of steel letter files, cabinets, lockers, 
and similar items. As additional manpower and mate- 
rials are available, these quantities will increase. Plans 
include a new building program, but it will be many 
months before a plant expansion can favorably affect 
the company’s output. 


SS 
STRAUSS OPENS NEW STORE IN YUBA CITY, CALIF. 


Nathan A. Strauss, Strauss Stationery Stores of 501 
Nagler Building, Marysville, Calif., recently announced 
the opening of a third store in their organization of 
Stationery, office equipment, book and gift firms. This 
store was opened at Yuba City, Calif., on November 10. 





Other stores are located in Chico and Marysville. | = 
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REX-O-Graph 


Fluid Type Duplicator 
and Supplies 


Working hand in hand to provide perfect duplica- 
tion, the REX-O-Graph Fluid Type Duplicator and 


Supplies produce invariable outstanding results. 


REX-O-Graph Supplies include Carbon Paper, Spirit 
Master Paper, Duplicator Fluid, Correction Pencils 
and Plates, Backing Sheets, Cleansing Cream. 


Used with the accurate, efficient REX-O-Graph 
Fluid Type Duplicator and its 100% Roller Moist- 
ener, you are sure of longer runs of more brilliant 
and perfect copies. 


Your dealer can serve you with REX-O-Graph 
Duplicators and Supplies. Or write for detailed 
information. 


Dealer inquiries invited—excellent territories still 
available. 
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A BETTER CHAIR CUSHION 


Built Like Fine Upholstered Furniture 





Casing of good LEATHERETTE, a genuine 
upholstered SPRING UNIT with cotton filler, 
WELTED all around and VENTED. 

For LASTING COMFORT and APPEARANCE. 
EXECUTIVE 19x17x2” 


No. 28. All over leatherette —........000000....... $3.15 
No. 18. Leatherette, fibre cloth back 2.85 
SECRETARY 18x16x2” 

No. 27. All over leatherette _.................. $2.90 
No. 17. Leatherette, fibre cloth back . 2.60 





OUR POPULAR PRICED LINE 
Casing of good LEATHERETTE, cotton 85% moss 15% 
filler, WELTED all around and VENTED. 


SECRETARY 18x16x1%”. STENO 16x14x1%” 
No. 79. Leatherette, fibre cloth back $1.85 
No. 59. Leatherette, fibre cloth back 1.65 


IN STOCK FOR 
IMMEDIATE DELIVERY 


MAY WE HAVE THE PLEASURE 
OF A TRIAL ORDER? 


FISHER MFG. CO., INC. 


Cushions 


Jersey City 2, N. J. 





92 Montgomery St. 
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Seen and Heard 


in Southern California 
By J. Edward Tufft 


1719 Fremont Ave., South Pasadena 


The first months of peace have seen no let-up in the 
| increase in business in the Los Angeles area, accord- 
ing to several dealers in office furniture and general 
office supplies. Some people felt that the end of hos- 
tilities would surely mean a drop in purchasing pewer. 
If so, that is a condition not showing up here. With 
| new businesses starting daily and with more equip- 
| ment on hand, there is no slump. 

* * - 
The Schwabacher-Frey Company reports that the 
rate of increase in sales volume is equal to that which 
| was experienced during the war. R. E. Shepherd, vice- 
president, says that this is very encouraging. Mr. 
| Shepherd is very hopeful of the future and states that 
| he thinks the Los Angeles Chamber of Commerce is 
| doing a good job. The Los Angeles area is now the 
| third largest buying area in the United States, being 
| surpassed only by the New York and Chicago areas. 
| A number of new firms needing office equipment and 
| office supplies are starting in the area every month, 
| opening a fine market for both office equipment and 
general stationery supplies. 
” * 


+ 


The Remington Rand sales organization in Los 
| Angeles has recently been increased by four men back 
from the armed services. Dave Frees has returned from 
| service in the Navy in the South Pacific. Leon Hoch- 
| tein is back from two years’ service in both the Atlan- 
| tic and the Pacific theaters of war. C. E. Saunders 
has returned from four years in the Navy, his active 
service being in the South Pacific. Winn Easley is out 
of uniform after three years service with the Army Air 
Forces. His work was in connection with Link trainers. 
H. A. Ecclestone of the Los Angeles branch left on 

December 9 for the home offices in Buffalo, where he 
| planned to spend two weeks. Mr. Ecclestone reports 
| that the number of typewriters coming in each week 
| is increasing. 

. * * 

Harold M. Clark, proprietor of the H. M. Clark Sta- 
tionery Company, Phoenix, Ariz., and the Old Pueblo 
Office Supply Company, Tucson, Ariz., was taken seri- 
| ously ill on Wednesday, December 5. He has been in 

business in Arizona for many years and his many 

friends throughout the Los Angeles area extend their 
sympathies through this column. 
ok *” * 


Jack A. Walker, son-in-law of Blake Lockard, the 
latter being the secretary of the Stationers Associa- 
tion of Southern California, has been discharged from 
service after having been in for nearly four years. 
He saw service in the South Pacific. He was technical 
sergeant in the Air Forces and a member of the First 
Fighter Control Squadron of the Fifth Air Force. He 
was one of those who survived a torpedo attack by 
the Japanese at Cape San Juan near the Fiji Islands 
on Armistice Day, 1943. Ninety per cent of his squad- 
| ron members were casualties and those surviving were 
each awarded the Purple Heart following the con- 
clusion of hostilities. The award was made in the 
Philippines at a mass presentation ceremony. 

Mr. Lockard’s son, Thomas B. Lockard, petty officer, 
second class, in the Coast Guard, expects to receive his 
discharge soon after the first of the year. He and 
his wife expect to remain in New York City where 
| Mr. Lockard will resume his musical career. 

+ * * 
The Fridén Calculating Machine Agency, Los An- 

geles, is preparing to move to its new location, 836 
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Hecto Ink Cleansing Cream 4 


Easy-to-sell, long-profit, Pax Hecto Ink Cleansing Cream can be 
a constant repeat sale item with all your customers. 

Quickly, easily and safely removing hand stains and smudges 
caused by Hecto, Ditto, Mimeograph or other duplicator inks, 
carbon paper, typewriter ribbon, stamp pad ink — even Multilith 
intensifier — Pax Cleansing Cream is a “must” in every office, 
store, factory or institution. 

The lanolin in Pax Cleansing Cream is good for the skin — 
it protects and keeps them young —leaves them soft, smooth, 
youthful. Every office worker wants a jar in his or her desk drawer. 

Try remarkable Pax Cleansing Cream in your own office at 
our expense. Mail the coupon today. 


— LOOK AT THESE ADVANTAGES: __ 


PROTECTS MANICURES — Will not dull or smear the highest lustre 
nail polish. 


EASILY REMOVED — Simply rinse with clear water. Pax suds pro- 
fusely — no soap necessary. 


WON'T SPOT CLOTHING — Even when mixed with the ink it removes! 
PLEASANT AROMA — Leaves no “after-use” odor on the skin. 


KIND TO THE SKIN— Does not chap or redden the hands — lanolin 
leaves them soft and lovely. 





EASY TO USE— Spreads easily like a fine cold cream. 













ECONOMICAL — Certainly! No deterioration — always stays like new. 














TRADEMARK REG. U. S. PAT. OFF, 





When you purchase any Pax Product you 
also purchase the experience and ability of 
Pax Technicians acquired through 20 years 
of exhaustive research and development. 
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Its Good to Have the Trust 


of Your Customers 


The cop at the crossing represents security to the kids. The name Acco 


on paper fasteners enjoys the same sort of confidence with your customers. 


Reputation, built up over many years, is the greatest asset you can have 


—the best assurance of easy sales, volume business, steady profits. 


Acco is the first name in paper fasteners, probably the only name your 
customers know. Acco Fasteners are recognized everywhere as the stand- 
ard of excellence, as certain a mark of quality and satisfaction as the 
sterling mark on silver. 

Now that Acco steel Fasteners are back again there is no excuse for 


buying—or selling—anything less. It’s good to have the trust of your 


customers— it’s good to be an Acco dealer. 









PRODUCTS, Ine. 
39th Avenue and 24th Street 
LONG ISLAND CITY, N. Y. 
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Wilshire Boulevard (at Figueroa Street). The tenta- 
tive date set for the move was December 22. H. E. 
Williamson is distributor for southern California. 


* * * 


W. O. Bryant, division manager of the adding ma- 
chine section, Underwood Corporation, Los Angeles, 
announces the arrival of a baby daughter recently. 
The name chosen is Mary Louise. Mary Louise has a 
16-year-old brother, but no sisters. 

W. W. Wittenberg has been transferred from the 
New York office of the Underwood Corporation to the 
Los Angeles office. Mr. Wittenberg had been in the 
New York office only a short time following his recent 
discharge from the Navy. 

R. A. Lenker, who has been with the Douglas Air- 
craft Corporation for the last two years, has joined 
the Underwood Corporation as typewriter salesman. 
Prior to his service with Douglas he was connected 
with the Underwood factory in Harrisburg, Pa. 

* * a 


Elliot C. Hensel, sales and advertising counsel, with 
many years experience on newspapers and in sales 
force training, was the main speaker at the November 
meeting of the Stationers Association of Southern 
California held at the Mayfair Hotel on November 29. 
He was introduced by M. S. Thomas, who acted as 
chairman of the meeting. Mr. Hensel spoke on “Dy- 
namic Selling in the Post-war Era.” 

Mr. Thomas, who presided at the meeting, is a vet- 
eran in the stationery industry, having started work 
in 1900. For the last ten years he has been associated 
with the Los Angeles Stamp and Stationery Company. 

The next meeting will be held at the Clark Hotel, 
January 24, according to Blake Lockard, secretary. 

7 * * 


The Miller Desk and Safe Company, Los Angeles, 
reports numerous calls for side-lift typewriter desks, 
but is unable to fill such demand. The same situation 
exists in files, for which the demand is terrific. 

W. V. Segal, buyer, finds business even better than 
during the war period. He says the company has 
plans for expansion during the coming year. He states 
also that 48-inch and 50-inch flat-top desks, both for 
homes and offices, are also in keen demand. 

Leo Miller, son of the late owner of the company, is 
now stationed at Yokohama, Japan, where he probably 
will remain for some time. 

* * * 


Paul A. King, one of the proprietors of the Southern 
California Adding Machine Company, Los Angeles, re- 
ports that three men have recently been added to the 
force. Edward Dombroski, who has received his dis- 
charge from the Army and who was formerly at 
Stockton, Calif., is one of these. Theodore Protteau, 
formerly of Seattle, is another. Mr. Protteau served 
in the Navy in a repair unit. A third man is Capt. 
Kenneth McQuaid, formerly of Denver. He served in 
World War I, and also in the quartermaster’s corps 
in World War II. 

Staff Sgt. Cleo Gilbert, formerly with the firm, has 
returned from Jensen, Korea, where he was in charge 
of a supply storehouse in the quartermaster’s corps. 

Robert Jackson and John Griffin, two other men 
formerly with the firm, both radar men, are being 
retained by the Army indefinitely as radar instructors. 
Lt. (J.G.) Duane Miller, son of Gordon Miller (one of 
the proprietors of the company) who has spent the 
last few years in the Navy Air Corps, was released from 
Service early in December. 

The shop has been expanded to make room for the 
extra men who have been taken on. 

Mrs. Barbara Seibel, formerly with the Burroughs 
Adding Machine Company, is now assistant in ac- 
counting in the general office. 

Forrest Swann, another partner in the company, has 
been in Rochester, Minn., taking treatments. He was 
expected back in Los Angeles by December 15. 

Mr. King’s daughter, Mrs. Frank Haas, and husband, 
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Great Names 
in 
Marking Devices 


for 
DOMESTIC . 
AND 
EXPORT 
TRADE 


REX 
ZEPHYR 
REPUBLIC 
PULLMAN 
HMYGRADE 
MODEL 50 


Line Daters and Numberers, Die Plate 


Daters, Self-Inking Stamps, Time Stamps, 
Stamp Pads and Inks, Notary Seals, Stamp 
Racks, Stencils, Rubber Type Sets, Sign 


Markers, Brass and Fibre Checks, Corru- 
gated Box Dies, Badges, ete. 


PLACE YOUR NAME ON OUR MAILING 
LIST FOR LATEST CATALOGUES, 


CONSOLIDATED STAMP Mee. Co., Inc. 


MAIN OFFICE AND EXPORT DEPT. 

15 DEY STREET, NEW YORK 7, N. Y. 
FACTORIES IN 

SPRING VALLEY, N. Y.e NORWOOD, N J.+* BRISTOL, CONN. 

CHICAGO, ILL. + PHILADELPHIA, PA. ° NEW YORK, N.Y. 
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Count on 


C-THRU 


now, as always to give you 
the finest in a complete range 
of professional and school 
drawing and drafting devices. 
Count on C-Thru te give you 
delivery—ON TIME. Count 
on C-Thru, too, for NEW en- 
gineering and drafting de- 
vices—W ATCH FOR THEM. 


CASH IN on C-THRU leadership 
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SPEE-DOTTER <2 


gives dotted lines in a split second 


Revolutionary timesaver, and it's being used by thou- 
sands all over the world, that speeds the work of 
draughtsmen, architects, engineers, artists, and others. 
Has interchangeable refills that produce even dotted 
lines, dash and dot, or dash and two dots. 





















* 
C-THRU SLIDE RULE 











A 6 inch precision made instrument, this all plastic 
slide rule, with both inch and metric scales, 
literally walk off your counters at a 50c price. 


will 


Write for complete FREE C-THRU Catalog 


RULERS - TRIANGLES + MAVIGATIOWAL INSTRUMENTS - STEMCILS + PROTRACTORS + OTHER DEVICES 
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Dr. Frank Haas, are now in New York, N. Y., where 
Dr. Haas is on the staff of the New York Psychiatric 
Hospital. 
+” * * 
E. E. Thornton, proprietor of the California Type- 
writer Exchange, Los Angeles, reports that in Decem- 
ber he approved an advertisement to run in this pub- 


| lication every second month during the year 1946, as 


well as in other nationally-circulated publications. 


| The advertising is to tell the trade about the new 
| Lighting calculator in which Mr. Thornton is inter- 


ested. Mr. Thornton says that orders for this calcula- 


| tor have been coming in from all parts of the country, 


as well as from foreign countries, and this advertising 


| program is in the nature of further promotion. 


A new salesman with the company is L. M. Holloway, 


| who recently was discharged from the Army Air Forces. 


Mr. Holloway spent two and a half years in England. 


* * * 


R. C. Anderson, proprietor of the Business Appliance 
Company, Los Angeles, reports that his son, Lt. Ray 
E. Anderson, has now received his discharge from the 
Army Air Forces and is now working at the Douglas 
Aircraft Corporation, but will return to college at the 
beginning of the second semester. 

a 

OPEN CITY OFFICE & ART COMPANY IN OHIO 

The City Office & Art Company, a new store, has 
been opened at Youngstown, Ohio, in an old-estab- 
lished location. George Kolesar, one of the partners in 





NEW YOUNGSTOWN FIRM—View of main sales floor and 
personnel of City Office & Art Co.,a new business at Youngs- 
town, Ohio, operated by George Kolesar and Robert Lewis. 


the old store, is now associated with Robert Lewis, 
manager, in the new business. 

This firm is handling a complete line of stationery, 
office supplies, office furniture and fixtures, engineer- 


| ing supplies, art and artist supplies, gifts, novelties, blue 
| printing and photo copying. Extensive remodeling has 
| already been made and additional changes are planned. 


Partners in the store, Mr. Kolesar and Mr. Lewis, 


| declare they have the making of Youngstown’s finest 
| stationery and office equipment store. 


9 


PLANS ADVANCED FOR GALVESTON NSA MEET 

Al Eisemann, governor of the ninth district NSA, has 
reported that preliminary plans are complete for hold- 
ing the next district meeting in Galveston, Tex., on 
March 25-26. Headquarters will be at the Buccaneer 
Hotel. Mr. Eisemann is a vice-president of Maverick- 
Clarke, 215 East Travis Street, San Antonio, Texas. 

Keen interest is being manifested in this meeting by 
stationers and business equipment dealers, as it is pre- 
dicted that at the time of the meeting there will be 
numerous general business problems demanding their 
attendance and attention.—BCR. 
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The 


SECRET 


of 
New Profits 














This concealed 
safe unit is a patented 


Invincible EXCLUSIVE! OU’'D never guess from outward appearance 


just how “personal” this file really is. The 

top drawer contains a concealed safe unit. 

And there's the secret to new markets — new 

profits — for alert office appliance merchants! 

Executives say it's a handy and practical file for private offices — and 
ideal for home use, too. You can get complete details from File Headquarters. 


INVINCIBLE METAL FURNITURE COMPANY, Manitowoc, Wisconsin 
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Most INSTITUTE Members 
showed encouraging increases in 
production during October, but 
very few have been able to hold 
these gains during November, or 
in the early part of December. In 
spite of this set-back some grad- 
ual improvement and a slight up- 
ward trend is noticeable since 
V-J Day. 

Lack of improvement in the 
material supply contributes to 
this condition, but inability to en- 
list additional workers is the real 
cause for the Industry’s failure 
to show more substantial gains 
in production. This condition will 
probably continue until there is 
a general easing in the labor sit- 
uation throughout the Country. 
However, this problem is not pe- 
culiar to this Industry, for other 
manufacturers are experiencing 
similar difficulties. 

* * * 


New officers of the institute, 
elected at the annual meeting held 
in the Mayflower Hotel December 
13, 14 and 15, are: 

Gilbert H. Bosse, president; 

F. J. Boling, vice president; 

Ralph F. Schneider, treasurer. 

The Executive Committee in- 
cludes, besides the three above 
officers, James A. Wallace, Ster- 
ling Lord and C. H. Lund. 

Approved at the Institute’s an- 
nual meeting were (1) a program 
of engineering and designing, (2) 
merchandising and promotional 
programs to assist dealers and 
interest users of office furniture, 
and (3) a display of the Insti- 
tute’s work at the National Sta- 


Yy 
Yd) 


tioners’ Convention in 1946. 
* * * 


Although many Institute mem- 
bers are striving vigorously to 
introduce their new lines as 
quickly as possible, material and 
labor shortages and other manu- 
facturing difficulties, are slowing 
down the process. Introduction 
of new products may be delayed 
several months. 

*~ * * 

In retail selling, whether it be 
office furniture or other merchan- 
dise, two things are important: 
(1) getting prospective customers 
into the store, and (2) selling 
them after they are in the store. 

About a quarter of a century 
ago an energetic theater ticket 
broker, Joe Leblang, rented some 
room in the basement under 
Gray’s drug store at Broadway 
and 43rd Street. Thousands of 
persons in the course of a week 
moved through the drug store to 
buy theater tickets from the base- 
ment broker. 

The druggist was annoyed by 
the crowds tramping through his 
store and sought to eject the 
ticket broker. But Leblang saw 
opportunity to sell merchandise 
to the ticket buyers. 

Leblang bought the store and 
went into the drug business as a 
sideline. He replaced the old- 
fashioned fixtures with modern 
display cases and eliminated most 
of the counters. In a short time 
Leblang had increased daily’ sales 
of the store from $300 to $900. 

The shrewd ticket broker con- 
verted into customers the people 


that the druggist considered a 
nuisance. 
* * * 
Business generally is going to 
be good in 1946. Nearly everyone 
is agreed to that. But individual 
manufacturers and merchants are 
concerned over what is going to 
be their particular share of the 
business. 
The other day a prominent mer- 
chant said to me that “1946 will 
reward fighters.” There seems to 
be a lot of sound logic in that 
sentence. My merchant friend, 
who becomes dramatic at times, 
said that an oyster early in life 
settles on a stone and waits for 
the sea to wash up his food. He’s 
no fighter. Then he told about 
the dodo bird, now extinct. It 
seems that food was was so plen- 
tiful that the dodo birds gorgea 
themselves and forgot how to fly. 
In time their wings became use- 
less. Then the food became 
scarce. And the birds, unable to 
meet the new situation, died off. 
But the fighters, like the Amer- 
ican eagle, carry on aggressively 
their work for a livelihood. They 
survive. 
It seems like a good thought at 
this time of the year— 
“1946 Will Reward Fighters.” 
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FREDERICK H. JONES, JR., JOINS MILLER FIRM 

Formerly advertising and sales promotion manager P ‘ Cc T U R E ©) F A 
of Horder’s, Inc., and Associated Stationers Supply 
Company, Frederick H. Jones, Jr., has announced that 














F. H. JONES, JR. 


he has joined the advertising agency business of M. 
Glen Miller, Advertising, Chicago, with offices at 8 | 
South Michigan Avenue. Inasmuch as this 15-year-old 
agency specializes in national advertising for business 
and industry. Mr. Jones feels that the 11 years which | 
he spent in the office supply field fits into the organ- | 
ization background. 
Beginning his advertising career in a large New 
York, N. Y., agency in 1921, Mr. Jones has been con- 
tinuously in advertising, selling and sales promotion 
work since. He is vice-president of the Chicago Fed- | 
erated Advertising Club. 


———_—__— 9-—i- ———__—. 


OFFICE PLANNING AND LAYOUT AIDED 


Considerable material that can assist management | 
in the arrangement or rearrangement of office space | 
to provide for a bright, cheerful, well-organized office | 
is contained in the report, “Office Planning and Lay- | 
out,” recently issued by the Policyholders Service | 
Bureau, Metropolitan Life Insurance Company. | 

Beginning with a review of the factors affecting | 
office pianning and layout, such as size and shape of | 
available space, the number of employees to be accom- 

| 
| 


modated, the routing of the work, the comfort and 
convenience of employees, allowance for expansion 
and the importance of good appearance, the study | 
covers the steps to be considered in the preparation | 
of a finished layout. These include the inventory of | 





furniture, the floor plan, templates, and partitions 
(with a special guide for partition selection). Special AN INDEX WITHOUT A FOLLOW-UP 
sections are devoted to heating and ventilation, light- FILE 1S A DEAD THING ane 


ing, acoustic treatment, decorations, large-scale ar- 
rangements, purchases of furniture, installation of | 
floor coverings and fixtures, and the actual moving | 
procedure. A series of illustrated charts, including | 
rough layouts, finished layouts, and employment office, | 
personnel department, secretaries’ offices and con- LIVES AND PRODUCES PROFIT 


struction plans are part of the study. Additional 
information on the subject will be found in the insert 


YOuR business memory is in your filing 
system. Is it a good one? There's a Wabash System 


list of references. : site , 

Ss : 7 . which makes your records constantiy available for 

A copy of this report is available to executives who active use, reminds you of matters that need atten- 

request it on their business stationery. Address: tion, and tells you instantly where any record is, 

Policyholders Service Bureau, Metropolitan Life Insur- whether in or out of the file. Your Webash Dealer 
ance Company, 1 Madison Avenue, New York 10, N. Y. can help you. 
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Craig Warren Spitzer arrived Tuesday, December 18, 
to join the family of Mr. and Mrs. Warren Spitzer, 
Chicago. Mr. Spitzer, who is affiliated with his father 
in the operation of Spitzer’s Office Furniture House, 
Chicago, proudly reported that Craig Warren weighed 
in at nine pounds and four ounces. 
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GENUINE FACTORY PARTS 


if 


RUBBER FEET 
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SUPPLIES 
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COMPLETE SERVICE FOR THE 
DEALER UNDER ONE ROOF 


Illustrated Parts. Catalogs fur- 
nished to accredited dealers upon 


request. 

Catalog B1 Corona 
Catalog B2 Remington 
Catalog B3 Royal | 
Catalog B4 L. C. Smith 
Catalog B5 Underwood 
Catalog B6 Woodstock 
Catalog A— Supplies 


SHIPMAN-WARD 
MANUFACTURING CO. 
325 N. Wells St., Chicago 10, Ill., U.S.A. 
The Dealers Quality Supply House 
Established 1892 
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GUEST BOOK 
(Continued from page 60) 


Mr. Untiedt and his firm were on the black list. Their 
business continued, however, because the form print- 
ing service they had been rendering the Norwegian 
government departments and agencies was essential to 
continued operation. No business was done directly 
with the Nazis. The most difficult aspect of the whole 
situation was the nervous tension developed by the 
uncertainty of who would be taken into custody next. 
Friends gathered in groups every day to check with 
each other. Any missing members were sought by the 
others and all too often were found in jail or shot to 
death. At first the Nazis confiscated homes, but they 
soon found it dangerous to be separated from their 
fellows and concentrated in hotels and buildings near 
their headquarters. Mr. Untiedt said that the relief 
experienced by loyal Norwegians when German con- 
trol was removed was indescribable. 


Mr. and Mrs. Eddy C. Talbert registered at the office 
of this journal on December 26. They had been in New 
York for conference at Royal Typewriter Company 
offices. Mr. Talbert, who entered the field of office sup- 
ply in 1925, was appointed Roytype representative in 
August, 1945, and the day before Christmas was pro- 
moted to supervisor on the basis of his brief, but un- 
usual, sales record. His territory includes Oregon, 
Washington, Montana, Idaho and northern Wyoming. 
Mrs. Talbert shares his travels and handles much of 
his correspondence and other details. A member of the 


| Northwest Travelers Club, he now is a prospect for the 


Oregon Trail Club. 


H. L. Boyle and W. C. Habich of Forde Printing Com- 
pany, Mankato, Minn., signed the Guest Book on De- 
cember 26. Their mission was similar to that of many 
others, the purchase of merchandise to refill depleted 
shelves. Notwithstanding shortages, they report a con- 
tinually expanding sales volume. They expected to 
make their trip a profitable one in goods obtained. 


Jean E. Deffayet of Paris, France, was the first 
visitor at the office of this journal in 1946. He signed 
the Guest Book January 2. After 15 years in the 


| service of the Burroughs Adding Machine organization 


in France, Mr. Deffayet resigned in 1944 to enter the 


| French army. He was given his discharge several 
| months ago and came to the United States for a visit 
| before resuming business activities. 
| few weeks in the East, he expected to see most of the 
| principal cities between New York and Chicago, and 


Having spent a 


| Niagara Falls, before sailing for France toward the 
| end of the month. 





David Fried of Yonkers, N. Y., eastern representative 
of the Murphy Chair Company, Owensboro, Ky., came 
in on January 7 with news of good business in his ter- 
ritory, which extends from Washington, D. C., and 
Philadelphia to include New York and New England. 
He was in Chicago assisting in the management of an 
exhibit of his company’s products under the direction 
of H. L. Gresinger, sales manager. 

eI 


NOVEL WELCOME GIVEN BY CORRY-JAMESTOWN 
Visitors to the home office of the Corry-Jamestown 
Manufacturing Corporation, Corry, Pa., receive a novel 


| little folder which provides both a cordial reception 
| and a means of information regarding these makers 


| of office furniture and metal insect screens and storm 


sashes. One page of the welcome folder carries a mes- 
sage from D. A. Hillstorm, president and general 
manager, and another consists of a directory of the 


| Officials. 


The cordial welcome includes this message, “How- 
ever busy we may be, we appreciate that your time 
is also valuable. We shall do our utmost to see you 
promptly and listen attentively to the information 


| you bring us.” 
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at last... MEASURING dispens 
PRESSURE-SENSITIVE TAP 


The new BIG INCH and LITTLE INCH dispensers offer the 
fastest, most economical method of applying tacky tapes— 


MEASURES SHORT STRIPS—No waste! SPEEDS PACKAGING! New style = 
Measures and dispenses short pickup leaves strip poised on 
lengths by simple adjustment. fingertip, convenient for fast — 
Less than half the tape ordinari- application (see illustration 4). 


l d provides secu ling. 
y used provides secure sealing. ae, hee las : 
PROTECTS TAPE! Opens like book upward. Less counter space — 


for loading tape securely inside. needed. Weight preeet, ‘awk. 
Every bit of tape is utilized. ward sliding. 







BIG INCH tokes 3” core rolls up to widths of 1”, lecoihe oF 592" 
Adjusts for %”, 1”, 1%”, 1%” lengths. Size: 7” high, 6” long, of wide. 
Weighs 12 Ibs. 6 oz. a 





LITTLE INCH (similar in design) takes 1” core rolls up fo widths of u", eo 
lengths of 1,296”. Adjusts for 4”, 1”, 1%” lengths. Size: 424” oe aul : 
long, 314” wide. C 
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“Yand LE” Resumes Production 


or Civilian Needs 


Yes, the same *‘ Yand E”’ high grade pre-war Neu- 
tra-Tone, warm gray finished Style-Master Steel 
Desks and Empire Steel Files are once more rolling 
off the production line .. . rolling off just as fast 
as possible considering reconversion problems of 












securing men and materials. 






sen of milion Every effort is being made to distribute our first 
Over sixty-five ye er: aioe 
i the investme _. 
rer oe have combined to ite 
nA seaee of the “«yandE é 
the 


anchise. 
a Hundreds of profi 
have been ° “ 
and protectio . 
franchise is your stro 
business builder. 


post-war civilian products judiciously. Yawman 
and Erbe believes that a quality product within 
sable businesses time is better than an inferior product at any time. 
h its service 


the “ Y a 
aed and safest 


YAWMANAD FRBE MFG.(O. 


1015 JAY STREET., ROCHESTER 3, N. Y. 
“Foremost for More Than Sixty-five Years” 
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NEWS NOTES FROM NSA DISTRICT NO. 7 





Merrill D. Hasty, Correspondent 





The annual Christmas party of the local Northwest 
Travelers Club members was held on December 15 at 
the Red Feather Cafe in Minneapolis. Roy Clarke and 
his students entertained after the luncheon. Attend- 
ing were George C. Ohland, Metal Office Furniture; 
Fred M. Luley and Ken E. Chase, Dennison Manufac- 
turing Company; Jim A. O’Brien, Parker Pen Com- 
pany; Al J. Nordstrom, Smead Manufacturing Com- 
pany; Ray V. McCombs, W. A. Sheaffer Pen Company; 
Roy C. Clarke, F. S. Webster Company; Larry M. 
Ackert, Eaton Paper Company; H. Ed Cooper, McMil- 
lan Book Company; Jack Guntrum, The Carter’s Ink 
Company; Warren L. Carlson, American Pencil Com- 
pany; Ken Henderson, The Carter’s Ink Company; Ar- 
nold E. Berglund, Joseph Dixon Crucible Company; 
Jack H. Berry, Browne-Morse Company; Fred C. Schae- 
fer, Sanford Ink Company; and Merrill D. Hasty, 
Sengbusch Self-Closing Inkstand Company. Bob R. 
Valleau was there in spirit, but was unable to be pres- 
ent because of a wedding party. The members wish to 
thank him for his generosity. 

+ * + 


Tommy Davis, a brother of Bob Davis of the Miller- 
Davis Company, Minneapolis, has received his dis- 
charge from the service and is enjoying his new ad- 
venture in the furniture department of the Miller- 
Davis Company. 

+ * * 

Sgt. Art Fark, now in service, is expected home on a 
furlough. Formerly with the Miller-Davis Company, 
it is understood he plans to carry on in the Army. 

* * * 


Pete Masterson has received his discharge and is 
back with his former firm, Acco Products, Inc. He has 
just recently called on all his Twin City trade. 

+ ¥ - 

Jack Goldman, formerly of Thomas & Grayston 
Company, Minneapolis, has just received his discharge 
from the Army, but is discontinuing the stationery 
business and is joining the firm of his father. We will 
miss you, Jack. 

* + a 

The Bertelson Brothers firm of Minneapolis is back 
in full swing again with all of the men home from the 
service. The last man to return was Tom Erickson. 
Arthur Bertelson is waiting for the day when his three 
sons will be back home. 

* a * 

Bob Valleau is back on the job again, just as full of 
pep as ever. They can’t keep a good man down, can 
they, Robert? 

* . a“ 

Keep your eyes on Miller-Davis Company. They have 
just purchased the adjoining building and plans are to 
make an ultramodern office furniture store. 

* * * 

Howard Schaub has just opened a business of his 
own under the name of Schaub Office Supply Com- 
pany, 216 Essex Building, Minneapolis. Howard was 
with Thomas and Grayston Company, Minneapolis, 
before joining the Navy. Your many business friends 
and Northwest Travelers wish you the best of luck in 
your adventure. 

9 


OTTAWA, ONTARIO, FIRM PURCHASES PROPERTY 

The Office Specialty Company has purchased the 
property now occupied by the Stewart-Warner Sales 
and Service at 150 Albert Street, Ottawa, Ontario, in 
Canada, from the estate of the late John Ferguson of 
Campbell Steel and Iron Works. The purchase price 
was $15,000 and plans are in the offing, as soon as con- 
ditions permit, to demolish the present building and 
erect a more modern structure in line with the com- 
pany’s requirements.—RC. 
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We Specialize In Your 


UNUSUAL 


Enuelope Needs 
Sank Envelopes 


FOR EVERY BANKING 
NEED 












*Mailing and Window Styles 
*Registered Mail Envelopes 
*Coupon and Coin Envelopes 
*Bank Filing Envelopes 





Write for Prices and Samples 











Seed Envelopes 


For Seeds, Samples of 

Grain, Ore and Sand, 

Machine Parts, Jewelry, 
Etc. 











*Metal Fold Envelopes 
*Inter-Fold Seal Styles 
*Gummed Seal Flaps 









Currency Gift 
Envelopes 


ENGRAVED MONEY 
HOLDER ENVELOPES 


*Holiday G Everyday Designs 
*Genuine Steel Die Engraved 


*Used by Banks—Sold by Sta- 
tionery Stores 













Write for Prices and Samples 











Open End Filing 
Envelopes 


DURABILITY FOR 
PERMANENT FILING 


*Flat and Expanding Styles 
*Sizes for Every Filing Need 


*Used by Attorneys, Courts, 
Real Estate G Financial Firms 
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Pace Sook Covers 


MADE TO STAND LONG, 
HARD USE 











*Used by Financial Institutions, 
for Protection of Poss Books, 
Time Payment Books- 


Report Card Yackets 
FOR PROTECTION OF SCHOOL 
REPORT CARDS 


*An Excellent Advertising Me- 
dia for donation to Schools. 








Write for Prices and Samples 
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CARBO-WELD PENCILS 


The pencils with sales and eye appeal 


Sales appeal because their strong, long last- 
ing leads make them economical to use, re- 
sulting in repeat orders. Eye appeal because 
they are attractively styled. Semi-Hex office 
pencil now a better value with lavender band 


metal tips. 
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APPOINT TWO REM-RAND BRANCH MANAGERS 

W. A. Rhodes, general sales manager of the adding- 
bookkeeping-calculating machines division of Rem- 
ington Rand, Inc., has announced the promotions of 
James E. Taylor and Wilbur H. Buck to branch man- 
agerships at Louisville, Ky., and Rochester, N. Y., re- 
spectively. 

Mr. Taylor, a graduate of the University of Illinois, 
joined Remington Rand in 1934 as a sales representa- 

















WILBUR H. BUCK JAMES E. TAYLOR 


tive at Terre Haute, Ind. Later he was transferred to 
Louisville, and in 1939 he became a special bookkeep- 
ing machine representative at Philadelphia, Pa. In 
1934 he was appointed branch manager at Rochester, 
where he remained until his present promotion. 

Mr. Buck joined Remington Rand at Columbus, Ohio, 
in 1925. In 1933 he became sales representative at the 
Cincinnati branch office where he remained until his 
present promotion. 

ee eee 

NEW FIRM TO BE OPENED AT LARNED, KANS. 

A new office supply and job printing shop will be 
opened about February 1 by the Tiller and Toiler, daily 
newspaper at Larned, Kans. The new firm will be 
called the T & T Office Supply and Job Printing Com- 
pany. 

The new business will serve both Larned and sur- 
rounding towns with a large variety of items such as 
salesbooks and slips, letterheads, all types of greeting 
cards, ruled forms, bookkeeping paper and ledgers, 
construction paper, typewriters and typewriter sup- 
plies, wedding announcements and stationery. Latest 
fiction and non-fiction books will also be stocked. 

Before opening for business, the proprietors will 
paint and redecorate the new shop. 

Causby Blount, foreman of the Tiller and Toiler, will 
be in charge of solicitation for the new firm, and Don 
Kay, present head of the job shop, will superintend 
the job printing operations —GMH. 

——-_ = —__—— 
NEW PURCHASING DIRECTOR OF REM-RAND 

Col. Frank J. Atwood, for the past three and one- 
half years chief of the Rochester Ordnance District, 
Army Service Forces, has been appointed director of 
purchases for Remington Rand, Inc., and its subsidiary 
companies. He assumed his duties on December 11, 
with headquarters in New York. 

Under Col. Atwood’s direction, the purchasing di- 
vision will be substantially expanded to meet con- 
stantly-increasing production schedules necessitated 
by the enormous existing backlog of orders for all 
types of office machines and equipment, B. O. Reuther, 
vice-president, said. 

Oe 
L. A. HOELSHER HEADS AUTOMOBILE CLUB 

Louis A. Hoelscher, president of Hoelscher’s, Ine. 
Buffalo, N. Y., office appliance and equipment dealers, 
has been elected president of the Automobile Club of 
Buffalo for the coming year.—GET. 
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ISS JONES GETS WHAT 
> SHE GOES AFTER 








Merchandise 





Hf Stock Book 

if No. 1413 
Miss Jones is symbolic of the thousands of 
ia 

¥ 


office workers and accountants who get what they go 
after—blank books, for instance. If you haven't exactly 
what they want,.they’ll get it elsewhere. That’s a good 
reason for stocking Boorum & Pease Blank Books be- 
cause in this line, Miss Jones and the thousands of other 
Joneses, cannot fail to find the one that meets their 


specific needs. Yes, there’s a B & P Blank Book to fill 





every record-keeping need. Stock up now! 


COLUMNAR TIME INDEX 
TRIAL BALANCE PRINTED HEAD CASH FOLIO 
MEMORANDUM MINIATURE ACCOUNT TALLY 


and other blank books in all sizes and 
price ranges. 
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Product 
FOR EVERY RECORD—A WAY TO KEEP IT 
GENERAL OFFICES: 84 HUDSON AVE., BROOKLYN 1, N. Y. 
BOSTON 10: 29 OTIS ST. * ST. LOUIS 2: 115 SO. 8TH ST. * CHICAGO 7: 538 S. WELLS ST. 
NEW YORK CITY SALESROOM: 349 BROADWAY, NEW YORK 13. 
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Even a filing cabinet does a better 
job if it gets off to the right start in 
“business life.” That means. . . 
outfitted with a complete set of 
Imperial System Guides. Imperial 
System Guides in every standard size 
and subdivision are easier to sell... 
they’re better profit producers . . . 
they’re designed to withstand the 
punishment of a busy office. Yes... 
your customers will discover and 
appreciate the extra value that Im- 


perial System Guides furnish. 


Write for the latest catalog. No. 45. 


Imperial 
Metheds Company 
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SEEING IS BIGGEST THING IN SELLING 
(Continued from page 32) 


equipment. He is going to want to know what im- 
provements have been made during these years, for he 
is almost certain, whether the item he has in mind 
be a fountain pen or a business machine, that this 
item is going to be new and different than the foun- 
tain pen or business machine he knew before the war | 
began. 

Manufacturers’ magazine, radio and newspaper ad- | 
vertising throughout the war has constantly told him | 
that all of these products will be different and that | 
the “clothes” they wore in pre-Pearl Harbor days will | 
have been replaced by finer and more resplendent | 
garments. 

At first we are going to see the placing of priorities | 
for everything on blind faith. No office supply dealer | 
of any long experience needs to be told what is about 
to happen. On reconversion hundreds of fly-by-night 
manufacturers are going to rush forth haphazardly- | 
made merchandise of every kind and description 
“dressed” in the finest “tailoring” to reach for the 
market thus generated. The natural reaction at revel- 
ation of the true nature of this shoddy merchandise 
will be felt not only by its purchasers but by every 
individual coming in contact with that purchaser. 


| 
| 


The Buyer Will Be Skeptical 


And following swift on the heels of this trend will be 
the buyers skepticism ... he is going to want to see 
first .. . see in pictures, in drawings. in word descrip- 
tions, exactly what he not only can buy tomorrow but 
what he can buy today. 

The skepticism the average soldier will bring back 
will be of much the same nature. He offers us for 
the next two years a good market for a lot of things 
we have to sell simply because he has had no re- 
placements, because he has pent-up desires to own 
these things and because in most cases he has the 
money to buy. The saving habit through War Bond 
purchases, the Army’s payroll savings plan and higher 
wages for enlisted men have enabled him to save 
money easily out of his salary, something almost im- 
possible for the average veteran of the last war. 

A few are going to rush forth and buy without 
thinking—buy anything they can get their hands 
on. But the great majority are not going to do so; 
they are going to have to be sold and they are going | 
to have to be shown with their own eyes exactly what 

| 





we have to sell and why our particular item is the 
best their money can buy. 

Competition will also make today’s and tomorrow’s 
selling more and more difficult. Using every visual 
means at our command as ammunition in the battle 
for sales against competitive efforts to win them also | 
is one of the smartest moves we can make. 


Display “First” Articles 


Wise indeed will be the office supply dealer re- 
ceiving his first item in a new line who uses it solely 
for display purposes in taking advance orders and 
does not sell it immediately. Setting up such an item 
in a window or on a counter display as a “sample of 
what we will have available soon” and suggesting 
advance orders will bring far more sales than dis- 
posing of the item immediately. 

So also will the up-front use of manufacturers’ dis- 
play cards and sales literature which is even now 
beginning to come into our stores. It should not be 
cast aside to be read at leisure but posted where every 
customer can see it, where every photo or drawing 
of a new item we shall shortly have for sale can be 
working to build sales upon its arrival in quantity. 

Setting aside a special part of a well-spotted window 
for posting such literature will be a sure attention- | 
getter and every such piece of manufacturers litera- 
ture that appears therein will be one more boost for 
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365 Days 


to do our best 


And we're promising you 
our very best efforts to getas 


many MEILINK SAFES 


to you as we can in 1946. 
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your 
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ERLOLE 


MEILINK Seat SAFE CO. 
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... ls Hardly More Comfortable eb 
and Definitely Less Practical 1°”) 
— Than An Office Chair Z a 
Equipped withaBolens = (= Nad 


Chair Action Control I /} See 
4s 7 =) 


WORKING EFFICIENCY, posture comfort, and 
long-lasting value in modern office chairs result from 
constant engineering research by Bolens designers. 







Among the many improvements in the new lines 
of office chairs you inspect, be sure to insist on these 
exclusive BOLENS performance features in action 
controls: 


*SAFETY from Tipping— 


*xCOMFORT — the Result of Correct Back 
Support— 


*&CERTAINTY of Many Years of Trouble- 
Free Service—Building and Holding Cus- 
tomer GOOD-WILL. 


TELL YOUR SALESPEOPLE — about their com- 
petitive advantage in selling office chairs with Bolens 
“Orthopedically Correct’’ Chair Action. Increased 
sales of better office chairs will result. 


BOLENS PRODUCTS COMPANY 


Products Company 


Port Washington, Wis. 
s for All Office Chairs 


216 Park Street, 


Dependable Chair Iron Contro 
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that individual office supply store as the place where 
the new merchandise can be secured as fast as it is 
released. 

Following the same line we will undoubtedly find 
it extremely wise to read such literature, advertis- 
ing in our trade journals, and the trade announce- 
ments that appear therein with the utmost care and 
study of exactly what the manufacturer has to offer. 
Grabbing at generalities is a certain road to over- 
selling and consequent disappointment on the part of 
a customer. 


Knowledge of Produce Needed 


Now, today and in the weeks ahead, it is more 
important than ever before that every office equip- 
ment dealer, every salesman in every store whether 
in Chicago or Joplin, Mo., know accurately what the 
merchandise we shall have available is going to be, 
what it is going to look like, what it will be made of 
or how constructed, and what new features have been 
added since pre-Pearl Harbor days. 

So also must we secure an increasing awareness of 
the importance of display, not only in our store win- 
dows but within the store itself. He who is quickest 
to realize that the days of rough competition are before 


| him will be the one who is best set to put up a good 


fight when that competition arrives. Successful office 
equipment stores have always achieved their perfec- 
tion because the man or men who ran them were 
ready before the battle began and had started their 
barrage of selling before the occasion arose. 

Today we are no longer waiting on customers—we’re 
getting ready to sell them again. 

Today we are no longer waiting for customers— 
we’re at the point where we shall have to go out and 
get them. 

Today we no longer have empty shelves. Even with 
the end of the war just past and reconversion getting 
under way we are starting to feel the trickle of new 
merchandise flowing into our trade veins. We are 
about to have something to sell again! 

And just as we learned in the hectic selling days of 
the late thirties and early forties, so must we relearn 
today that visual selling is the most powerful weapon 
we have in the fight to keep the bells of our cash 
registers ringing merrily! 

—-— o—- 
SMEAD’S OFFERS NEW DISPLAY PACKAGE 


Smead Manufacturing Company, Hastings, Minn., 
has introduced a new package for the Kwik-Twst drill, 





SMEAD’S NEW KWIK-TWST PACKAGE 


the carton providing an attractive way to display the 


| product to the trade. Each carton contains 24 Kwik- 
| Twst drills, 24 templates and 24 instruction sheets. 
| Four colors are used in the packages, which measure 
| 1114x714x5 inches. 
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MAGIC DRY INK 


4 eld - DUPLICATIV@ 
4 WRITE wai ant IN 


g ‘a wy | 
ptduautages: 
@ FASTER DRYING 
@ LESS PENETRATION IN PAPER 
@ SHARPER, CLEANER IMPRESSIONS 
@ NEVER SEPARATES 


@ EASILY WASHED OFF HANDS OR 
STENCIL WITH SOAP AND WATER 


Sind Today for Trial Onder! 


Colorado 


CARBON & RIBBON CO. 
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EXPERTS AGREE ON QUALITY 


Quality . . . endlessly discussed .. . 
hotly pursued but seldom attained. 
With the conclusion of the war, it was 
only natural for America to anticipate 
better products . . . better values. 
We at IMPERIAL who have long been 
indoctrinated with the ideal of quality, 


find it unnecessary to "go back'’ to 
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this standard because we've never left 
it. Quality is never the result of acci- 
” a 


intent and planning. Because of our 


it stems from deliberate 


steadfastness to the principle of qual- 
ity, IMPERIAL DESKS are the first 
choice of discriminating business men 


everywhere. 


for some an elusive goal—for Imperial Desk a reality! 














INDIANA 


member WOOD office furniture institute 
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CANADIAN NEWS NOTES 





S. J. Luddington, Correspondent 


The Luckett Loose Leaf, Ltd., Winnipeg, Toronto and 
Montreal, have again placed on the market their pop- 
ular aluminum loose leaf sheet holders which were 
not available for a number of years during the war. 

+ * * 

Callow Brothers, commercial stationers, Adelaide 
Street, E., Toronto, recently celebrated their twenty- 
fifth year in business. George H. Callow, president, 
learned the business when a lad living in the city 
of Seattle, Wash., to which he was attracted during 
the colorful gold rush days. The firm was Lowman 
and Hanford, one of the leading stationery houses on 
the Pacific Coast. In 1911, he returned to Toronto 
with considerable experience in all departments of 
the Seattle firm. After eight years association with 
the loose leaf department of Grand & Toy, office sta- 
tioners, he and his brother, the late Wm. J. Callow, 
established the business which is now giving employ- 
ment to 30 persons. 

* * * 

Victor Knight, formerly with W. J. Gage & Com- 
pany, wholesale and manufacturing stationers, To- 
ronto, was recently appointed general manager of S. J. 
Reginald Saunders Company, Toronto, publishers and 
stationers’ representatives. 

+ * * 

Clive Gilmore and Ross Imrie recently returned to 
the Eagle Pencil Company of Canada, Toronto, after 
having served in Canada’s armed forces for the past 
three years. They are in their former positions. 

* * * 

Edward H. Ellis, younger son of E. H. Ellis, president 
of Barber-Ellis of Canada, Toronto, was recently ap- 
pointed production manager of the firm’s plant at 
Brantford, Ont. Mr. Ellis was a flight lieutenant in 
the Royal Canadian Air Force and saw five years of 
service with that organization during the war. 

K * * 


Leading stationers in the city of Quebec have or- 
ganized a branch of the Stationers Guild of Canada 
and are promoting the work of this organization in 
every possible way. Lucien Hetu, of C. F. Dawson, 
Ltd., Montreal, holds the office of Guild district chair- 
man for Quebec province. 

Ba * x 

F. C. Guildford, chairman and managing director of 
L. G. Sloan, Ltd., London, England, representative of 
the L. E. Waterman Company in Great Britain and 
Europe, recently visited Canada on a combined busi- 
ness and pleasure trip. 

* oa OK 

Lawrence Craig was recently appointed general 

manager of Office Business Supply Company, Montreal. 
*« * * 

William M. Grand, who returned to the stationery 
firm of Grand and Toy, Toronto, widely-known office 
outfitters, recently married Dorothy Mace, daughter of 
Mr. and Mrs. John Harrison Mace, Albert, N. B. Mr. 
Grand was formerly a lieutenant commander in the 
Royal Canadian Naval Veteran’s Reservice and was 
on active service from 1939 until August, 1945. 

* * of 

Members of the Stationers Guild Club of Toronto 
recently heard with much interest a splendid address 
by Richard Greenwood, sales manager of Warwick 
Brothers and Rutter, Toronto, wholesale stationers. 
Mr. Greenwood stressed the necessity of a salesman’s 
selling his services to the customer and always main- 
taining a smile. 

* * * 

S. W. Stedman, manager of Stedman Brothers book 
and stationery store in Brantford, Ont., and one 
of the founders of the Stedman variety store chain 
in Canada, believes that the store selling books ex- 
Clusively is a thing of the past. He believes that the 
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OVER A CENTURY OF 
METALCRAFT LEADERSHIP 


and farther ahead in 1945 than ever before 


% Let the record speak for itself. 
Silas Herring set the pace in 1834 by 
engineering and building the world’s 
best safes. His ideal has so dominated 
this institution’s policies for a hun- 
dred eleven years that, today, the 
name Herring-Hall-Marvin identifies 
the world’s most complete and most 
respected lines of safes, vaults, vault 
doors, metal cabinets, and other de- 
vices that men must rely upon for 
protecting their valuables against loss 
by fire or theft. There are, of course, 
choices; but there is 


. H-H-M! 


many second 


only one leader . . 


IN PREPARATION: ‘‘Progress in Protection.'' 
An illustrated history of devices men have 
used to protect their valuables from the cove 
man era to the present. Limited edition. For 
architects, bonkers, executives. Please re- \ 
serve (by letter) your copy now. Gratis. | / Hi\ 


HERRING-HALL-MARVIN SAFE CO. 


General Offices Ohio 
BRANCH OFFICES in New York, Chicago, Boston, Washington, St. Louis, Atlanta, Houston 
Philadelphia, Los Angeles Other Agencies All Over the World 
EQUIPMENT - BANK COUNTERS -TELLERS’ BUSES AND LOCKERS 
NIGHT DEPOSITORIES - BANK AND OFFICE SAFES 
STORAGE VAULTS—WEST POINT MILITARY RESERVATION 


= VN f 


Hamilton 


TURERS OF BANK VAULT 
SAFE DEPOSIT BOXES 


BUILOERS OF THE UNITED STATES SILVER 


MANUFAC 


modern book store can only survive in the smaller 
centers by selling office stationery and other lines. 
The Stedman firm was established on January 1, 1904, 
in a building just 30 feet from the existing premises 
occupied by the organization. The owner of the build- 
ing demanded and received three years’ rent in ad- 
vance because the Stedman brothers, consisting of 
the late Edward Stedman, Geo. H. Stedman, the presi- 
dent of the firm today, and S. W. Stedman, were 
minors. 
a ~ » 

The firm of Brown Brothers. wholesale stationers, 
Toronto, has decided to give its staff a holiday on 
Saturdays until further notice. A. W. Daley, vice- 
president announced that this policy had met with 
success during the past summer. 

* * * 

The order governing the weight of paper used in 
the manufacture of writing tablets and stenographer’s 
notebooks was recently revoked by the Canadian Gov- 
ernment Prices Board. The manufacturer can now 
resume manufacture of certain of these goods made 
from heavier weights of paper, step by step, as they 
replace their stocks of raw material from the mills, 
C. V. Hodder, Prices Board administrator, stated. 

* ok * 

The Eagle Pencil Company of Canada recently cele- 
brated its fifteenth business anniversary in Canada, 
the scene of the festivities being the property pur- 
chased in Drummondville, Que. 

ca * cod 

Plant improvements and alterations costing $350,000 
are now under way at the paper mill of the Anglo- 
Canadian Pulp and Paper Mills, Ltd., Forestville, Que. 
Most of the work is being done by the firm’s own staff. 

o* on ok 

The Venus Lead Pencil Company (American Lead 
Pencil Company, New York), recently took manufac- 
turing space in the Canadian government-owned Lib- 
erty Building, at Toronto, which was a wartime 
munition plant. Addressograph-Multigraph, Ltd., 
Cleveland and Toronto, will also open a plant in the 
same factory. 

* * * 

Provincial Paper, Ltd., Port Arthur, Ont., with head 
offices at 338 University Avenue, Toronto, plans to in- 
stall machinery for the production of paper suitable 
for books and magazines. Work is now under way on 
the installation of a side-coating machine to be in 
operation late in 1946. 

* * * 

The Pulpwood Supply Company, with head office 
in Neenah, Wis., is planning to erect a sulphite mill 
at Terrace Bay on Lake Superior, 194 miles east of 
Port Arthur. 

* * * 

Work is now under way on the erection of an office 
building for the Megantic Pulp Company, Ltd., Me- 
gantic, Que. The building is one story, 49 x 30 feet, of 
concrete block construction. 

* * ok 

J. C. Wilson, Ltd., paper manufacturers, 1061 Saint 
Alexander Street, Montreal, is planning to erect a 
modern new factory building on Cote de Liesse Road, 


Montreal. 
* * * 


International Paper Company, Sun Life Building, 
Montreal, is having docks erected and loading equip- 
ment installed at its plant in Riviere Pentecote, Que., 
at a cost of more than $561,000. 

a * ok 

Mid-west Paper Sales, 31-237 Simpson Street, Fort 
William, Ont., recently suffered a heavy loss when the 
building in which they were situated was partially 
destroyed by fire. 

Loss exceeding $300,000 was caused recently when | 
the stationery department of the Munitions and Sup- 
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UNRIVALLED COMFORT and 
SIKES SOUND CONSTRUCTION 


sss,alht 


ALWAYS-POPULAR DESIGN 


Reasonably Prompt Deliv- 
eries. Please contact the 
Sikes sales representative 


in your area. 


TOT Vy SA 


SIKES REPRESENTATIVES 


Metropolitan New York, Northern New Jersey Middle West 
and New England H. WRIGHT JOHNSTON, 1716 Merchandise Mart, 
F. J. BLOEMPOT, 1 Park Avenue, New York, N. Y. Chicago, Ill. 
Southern New Jersey, Eastern Penna., Delaware South 
and Maryland R. T. MALONE, Routel, Box 596, Dalias 8, Texas 
R. McCLENAGHEN, 1443 Land Title Bidg., , 
Philadelphia, Pa. Pacific Coast ; 
Virginia, W. Virginia, North Carolina and ROSS R. WEST, 115 Front St., San Francisco, Calif. 
Eastern Ohio All Other Territories 
WALTER H. GERWIG, P. O. Box 976, THE SIKES Company, Inc., 20 Churchill St., 
Parkersburg, W. Va. Buffalo, N. Y. 


HE KES COMPANY, Inc. 


BUSINESS CHAIR MANUFACTURERS, BUFFALO, Ne — oe 






































STENCILS OF SUPERIOR QUALITY 


are made very sure of at POLYCHROME's modern plant. Constant 
and intensive control over raw materials and laboratory methods guar- 


antees the undeviatingly uniform coating which... for YOU... means 


CLEAR, CRISP COPY 











Every POLYCHROME Stencil is carefully inspected several 
times before it finally finds its way into the package. For YOU... 
always . . . only clean, perfect sheets intelligently prepared to 
furnish sharp and desirable reproductions. 


While our modern air-conditioned plant hums along at near- 
capacity, we are happy to have you make inquiry regarding the 


famous POLYCHROME Quick-Drying and Non-Oil Separating 
Black Ink. 


Polychrome lone 


PA tee ee i oa tc Nl AND NOT Soe um eRe OY’ 





POLYCHROME CORPORATION 


2 Ashburton Avenue, Yonkers 2, N. Y. 











INKS + STENCILS + CORRECTION FLUID + INSERTS 
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ply Department of the Dominion Government at Ot- 
tawa was destroyed by fire. 

A. A. Langford Company, Ltd., stationery and office 
outfitters, London, Ontanio, recently sold its business 
and premises in that city to a small group of London 
business and professional men. Operation under the 
new ownership will begin in January, at which time 
new style and new title will be announced. Thomas K. 
Stiles will be manager of the new business. 

——-2—— 
PENN-MAR-VA NEWS NOTES 

Lynn Carter, formerly of Columbia Ribbon & Car- 
bon Paper Company, is back from the Pacific after 
two years and two months of service in that theater 
of action. 

A. Pomerantz & Company, Philadelphia, Pa., has 
purchased the building at Mole and Ranstead Streets, 
directly in the rear of their Chestnut Street store, for 
a modern warehouse, receiving and shipping depart- 
ment. The upper floors are steel-shelved and fluores- 
cent-lighted. 

Harold R. Xander, formerly of Gubler & Company, 
Philadelphia, is now out of the service and with the 
William G. Hintz firm in Reading, Pa. 

* * * 


Ned Baynon has resigned his former sales position 
with the Eberhard Faber Pencil Company as Pennsyl- 
vania representative and plans to fulfill a long-cher- 
ished desire to open his own business. 

Quartus P. Graves, president of the Penn-Mar-Va 
club has announced that the committee to consider 
revision of the club’s bylaws will be made up of 
A. W. Williams, Stationers Guild, chairman; William H. 
Cravens, Walcott-Taylor Company; Jerome J. Savage, 
The Carter’s Ink Company; and John J. Kerns, Sta- 
tioners Loose Leaf Company. 

* * ¥* 

New members of Penn-Mar-Va include George Munn, 
Philadelphia, representing Eversharp, Ine., and Gordon 
Nitschke, East Orange, N. J., representing General 
Pencil Company. 

Ray Williams of Acco Products Company was for- 
tunate enough to find and buy a new home, he and 
his good wife, Eleanor, taking occupancy on December 
20. 

(We are indebted to the Penn-Mar-Va “Chit Chat of 
the Road” for these items.) 


—~~— > —__—. 





HONOR F. S. WEBSTER CO.—“Ted” Caswell (left), vice- 
president of F. S. Webster Co., Cambridge, Mass., accepts a 
plaque from Ira Mosher, president of the National Associa- 
tion of Manufacturers, congratulating the company as one 
of the charter members of the Association, founded 50 years 
ago at Cincinnati, Ohio. F. S. Webster Co. was one of 11 
New England manufacturers who received this recognition. 
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CONTAINS 






REMOVES 


HECTOGRAPH 
INK STAINS 

Without Injury 
To Skin 


Available in 

6 oz. tubes, 

8 and 16 oz. jars 
and 25 Ib. pails 


a aS 


ONE SOURCE OF SUPPLY UNDER ONE BRAND NAME 


RECORD CARBONS Writing Plates Alco Run Papers 

& RIBBONS Styli Copyinx Hand Cleaner 
Lettering Guides 
Shading Screens 
Copyscopes 
Stencil File Folders 


Typewriter Carbons 
Pencil Carbons 
Inked Ribbons 


Ss 8 6s 
GELATIN SUPPLIES 


ees Type & Platen Cleaner Gelatin Rolls 
(White or Amber) 
atone gerne ses Fibre or Cloth) 
Stencils . . . Blue Gelatin Films 


FLUID DUPLICATOR 
DIRECT PROCESS 


White . . . Yellow 


Heavy or Light Coated Hecto Ribbons 


Hecto Carbon 


ilri ts PPLIES 
trina Stencils)” Al a x Copyinx Hand Cleaner 
Stencil Typing Plates aa aa Original Master Paper 
Stencil Ink Alco Units Fastbrite (Coated) 
Correction Fluid Alco Ribbons Copy Paper 
Stencilrun Papers (for Alco Fluid Recordrun Papers 


Reproducing Copies) Alco Original Papers (Maximum Run) 


Sales Representatives Wanted 


Here’s an interesting and profitable sales opportunity. 
Territories available from coast to coast. 


COPY PAPERS Inc. 


700 WEST LAKE ST....CHICAGO 6, ILL. 


‘Do It Right urxth Copy brite” 


BRANCH OFFICES IN ALL PRINCIPAL CITIES 


Send for FREE SAMPLE today! 





Please send me sample of Copyinx Hand Cleaner and literature. 


ADDRESS 


| 
| 
NAME | 
| 
CITY | 
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“This is a Real Champion . 


Sinclair and Valentine Co. 














DUPLICATING 
CLIMATE-PROOF 


MADE OF THE FINEST MATERIALS USED IN 
THE MANUFACTURE OF DUPLICATING INKS, 
LABORATORY TESTED FOR ITS DRYING AND 
PENETRATING QUALITIES BY INK EXPERTS. 


A TRIAL ORDER WILL CONVINCE YOU 





Sinclair and “Valentine Clo. | 
aD | 


MAIN OFFICE AND PLANT: NEW YORK, N. Y. | 


BRANCHES IN PRINCIPAL CITIES Hy 


Consult Telephone Directory for Address and Numbers. 





ASK ADIRONDACK! 


FOLDING 
CHAIRS 


TABLET ARMCHAIRS 
AND FOLDING TABLES 
Many Styles 


Don’t Turn Down 
Chair Inquiries! 


All styles Folding Chairs; 
Tablet Armchairs—ideal for 
classrooms, cafeterias, sales 

meetings, etc. 


IMMEDIATE SHIPMENT 
FROM N. Y. STOCK OR FACTORY 


ADIRONDACK 


CHAIR COMPANY 
Dept. No. 15-1 
1140 BROADWAY 
NEW YORK 1, N. Y. 
Corner 26th Street 
Telephone: Ashland 4-1385 
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IN OTHER LANDS 
(Continued from page 76) 


to do so—an immense market will be opened up to 
manufacturers of suitable type equipment. The Lon- 
don position as described by the Board is that the 
new recording equipment is similar to that tried out 
earlier in similar experiments. 

But the National Cash Register Company’s engi- 
neers have been able to embody in the improved 
register many suggestions put forward by the Board 
as a result of their experience. The machine operation 
has been speeded up. The ticket is issued by merely 
pressing on amount key of the required value. 

As many tickets as are required can be issued in 
quick succession simultaneously. The amount keys 
have been made larger and each is colored similarly 
to the pre-printed ticket of equal value. 

The first model fare-recording register indicated to 
the conductor the details of the ticket issued. The 
improved model indicates details of the fare paid to 
the passenger as well. The improved construction 
prevents the conductor’s accidentally issuing a blank 
or no-price ticket. This removes any possibility of 
the conductor being out of balance with his machine. 

When a conductor goes on duty he takes from the 
register a ticket showing his starting total. When he 
goes off duty he takes from the machine a ticket 
showing his finishing total. He pays in the difference 
between the two totals. He has no waybill to write 
—the register prints this. 

His fare-collecting is reduced to sitting at his desk, 
pressing the requisite amount key and taking the 
money. 

ee 


J. J. POTTHARST JOINS NEW ORLEANS FIRM 

Business Controls, Inc., New Orleans, La., has re- 
cently announced the addition of J. J. Pottharst to the 
personnel of the organization. 

Mr. Pottharst, known as “Potts” to many manufac- 
turers and representatives, joined the company in 





J. J. POTTHARST 


early December, to assume complete charge of the 
stationery and furniture departments. For over 23 
years, he has sold stationery and furniture throughout 
the states of Louisiana and Mississippi and he now in- 
vites his friends to visit him at his new business home. 
Particularly interested in filing supplies and filing 
equipment, he expects to expand this part of his de- 


partment at once. 
——_=—-—__—_—— 


FEATURE SUPPLEMENT TELLS OF NEW KEYBOARD 
Entitled “Reform in Typewriting,” a feature article 
was carried in December 2 issue of The American 
Weekly, newspaper supplement, telling of the Dvorak 
keyboard used by 14 Navy typists under Comdr. August 
Dvorak at Washington, D. C. It is claimed that on 
the new keyboard the right hand does 56 per cent of 
the work and individual fingers are assigned a load 
proportionate to their skill and strength. 
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Immediate Delivery 
FOR BIG PROFIT-QUICK TURNOVER 


Required Military Use 
Has Created 


Civilian Demand. 


Stebco made 





over 250,000 for the 


Army Air Forces Alone 


only 
a 10 
| cach 


MADE TO HIGH MILITARY REQUIREMENTS 


e 10 oz. tent twill, protective bound edges * three large sections for quick accessi- 
bility 

* water repellent * double acting heavy duty zipper... 
quick opening and closing 


* amazing capacity, 2 or more suits, plenty = * olive drab color that doesn’t show 
of accessories soilage. 


PACKED 6 TO THE CARTON 


ORDER BY NO. B4-SB Srolvco ~ 7 Products 


SINCE 1918 
F.0.B. FACTORY STEIN BROS. MFG. CO. 
NO CASH DISCOUNT 4242 W. FILMORE ST. + CHICAGO 24, ILL. 
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ASSOCIATED’S 


CENTRALIZED BUYING SERVICE___ 








FOR FASTER TURNOVER...LARGER VOLUME... BIGGER PROFITS 


@ Access to most complete stock of Commercial Stationery merchandise available anywhere. 
@ First call on dependable and profitable new products ‘‘First With The Latest.” 

@ Efficient handling of orders, large or small. 

@ Prompt shipment from heart of nation’s transportation facilities — rail, motor, air. 


e Experienced purchasing and merchandising counsel. 


Trade Manufacturers — Consult us regarding our warehouse facilities and intensive trade 


coverage by experienced salesmen. 





Originators 


wong ASSOCIATED STATIONERS 
Business Forms S U P F LY E Oo. 








WHOLESALERS AND DISTRIBUTORS FOR MANUFACTURERS 


229 S. JEFFERSON STREET, CHICAGO 6, ILLINOIS 
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HAROLD M. CLARK 
Harold M. Clark, widely-Known businessman of 
Phoenix, Ariz., died December 13 in a Phoenix hospital 
after being stricken with a cerebral hemorrhage. 
Mr. Clark, who operated the H. M. Clark Office 














THE LATE H. M. CLARK 


Supply Company at 123 North Second Avenue in 
Phoenix, was born in Chicago, February 15, 1895, and 
went to Arizona in 1919. 

The office supply business was founded by Mr. Clark 
in Phoenix in 1919. 

Surviving are the widow, a son, Herbert Edward, 
with the U. S. Navy in the Philippines; and four 
daughters, Mary Clare, Marian Ursula, Catherine Anne 
and Carol Cecilia. 

+ + + 


BERNARD M. PALMER 


Bernard Morey Palmer, director and early associate 
of George Parker in the Parker Pen Company, Janes- 
ville, Wis., died at Mary Knoll sanitarium, Monrovia, 
Calif., on October 16, following a prolonged illness. He 
was 67 years old. 

Mr. and Mrs. Palmer had gone to California last 
June, leaving Janesville because of his ill health. He 
immediately entered the sanitarium. 

A resident of Janesville since 1893, during which 
time he was associated with the Parker Pen Company, 
and in the private practice of law, Mr. Palmer spent 
most of the last few years on his ranch in Montana, 
but maintained both his office and home at Janesville. 

For many years, Mr. Palmer was identified with the 
business and professional life of the city. He devoted 
most of his time to the Parker Pen Company, which 
his father, W. F. Palmer, assisted in founding. He 
severed active association with the company in 1929 
when he sold most of the stock held by his father 
and himself and resigned as manager of the credit 
department. He remained, however, as a member of 
the board of directors. 


- i + 


HARRY E. DE CAMP 

Harry E. De Camp, 84, president of S. D. Childs & 
Company, a printing and engraving firm in Chicago, 
at the time the concern was dissolved seven years ago, 
died December 28. A resident of La Grange, IIl., for 
more than 50 years, Mr. De Camp lived at 41 South 
Kensington Avenue. He is survived by three sons and 
a granddaughter. 


+ + + 
GEORGE W. RILEY 


Assistant advertising manager of Remington Rand, 
Inc., George W. Riley, 54, died recently in Bronxville, 
N. Y. He had been employed at Buffalo, N. Y., by 
Remington Rand for 16 years before moving in Sep- 
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A Line 


that means 
BUSINESS 


Sell a complete line of Eaton’s 
fine Berkshire business papers 
. which includes a correct 
paper for every office need. 
Satisfied customers come back 
for more! 
es 
gATON ss 
*“TYPEWRITER™ 
* PAPERS 


} J USA & 
“Res w\* 


EATON PAPER CORPORATION 
Pittsfield, Massachusetts 


Fine papers for business and social use 














NORTA on DISPLAY f 
means SALES every DAY, 


THE ORIGINAL 


NORTA 


PLASTIC 
TYPE CLEANER 





MR. DEALER ... 


This attractive display container on your counter catches 
their eyes and makes them buy. The demand is ever 
increasing for NORTA, that clean, efficient cleaner that 
does a fine cleaning job in a jiffy; just press, roll gently 
back and forth and the job is done. Its remarkable 
qualities make it the ideal cleaner for typewriter type, 
stamps. ete. Clean up time is here; order a supply today. 


NORTA 
DISTRIBUTING 
Co. 


119 WEST 40th ST., 
NEW YORK 18, N. Y. 
CONROE TT 
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Ideal 


Albums 








IDEAL ALBUMS and SCRAP BOOKS sell quickly 


because they are attractive. 


IDEAL ALBUMS and SCRAP BOOKS last indefi- 
nitely because they are made of tough stock 
and are strongly made. 


IDEAL ALBUMS and SCRAP BOOKS please 
because they are easily handled. 


Our far extended trade will tell you that 
our product, our prices, our cooperation are 
right. 


Bulletin and prices on request 
THE J. L. HANSON CO. 
552-54 W. Adams St. + Chicago 6, Il. 
Est. 1902 
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Just as Tiffany leads in jewelry—just as 
Ford stands at the head of industrialists 
—so does CANODE stand for what is 
best in duplicating inks. 





45 years ago Fred Canode, a chemist, be- 
gan making duplicating inks. Mr. Canode’s 
scientific training, plus 45 years’ experi- 
ence, gives you the finest duplicating inks 
you can buy. Yet they cost no more than 
ordinary inks. 


Try Canode's Premium Ink—quick dry- 
ing—minimum penetration. The finest 
duplicating ink made. 





For a good ink at low cost try our Bul- 
letin Ink. 


Samples and Prices on Request. 


Why buy an inferior ink when you can 
get Canode’s at no greater cost? 


INK SPECIALTIES CO., INC. 


519 N. HALSTED ST., CHICAGO 22, ILL. 
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| tember, when head offices were transferred to New 

| York City. 

| Mr. Riley was a member of Allegheny Lodge 225, F. & 
A. M., for almost 30 years and on December 3 had been 
admitted to dual membership in Publicity Lodge 1000, 
F. & A. M., in New York City. His wife and a son 


survive.—GET. 


fk 
CLAYTON F. ROWELL 
Clayton F. Rowell, who has been connected with the 
J. L. May Company, New York, N. Y., for several years, 











THE LATE C. F. ROWELL 


died suddenly at his home, 933 East 43rd Street, Brook- 
lyn, on December 5. He was 56 years old. 

The decedent had served as New England and east- 
ern states sales representative and had only recently 
returned from a Sales trip. 

Surviving are the widow, Matilda, and a son, Hilliard 


| O., of Westport, Conn. 


t bt +t 
RAY R. DODGE 


Ray R. Dodge, 60, who was a partner in the Mid- 
western Book Bindery at Wichita, Kans., for 20 years, 
died suddenly on December 24 at his home after a 
short illness. 

Mr. Dodge was born in Wichita July 18, 1885, and was 
educated in the public schools there. After gradua- 
tion he was employed by the Western Lithograph 
Company as a bookbinder. Later he and Ed Oder 
operated the Midwestern Book Bindery. Two years 
ago he returned to the Western Lithograph company 
and worked there until his death. 

He is survived by his wife, Bernice Dodge; a daugh- 
ter, two sons and two sisters—GMH. 


» s+ + 
CLARA B. CRAM 


Clara B. Cram, 60, who was secretary-treasurer of 
the Wallace Pencil company, St. Louis, Mo., died of a 
heart ailment December 20 in her home in St. Louis. 

Miss Cram, who was born in Reno County, Kans., 
July 18, 1885, taught school there for several years and 
then attended a Hutchinson, Kans., business college. 


| She later was employed by the Standard Pencil com- 


pany of Hutchinson, which subsequently became the 
Wallace Pencil company and offices were moved to St. 


| Louis. Miss Cram was associated with this company 


for 33 years. 
She is survived by her mother, Mrs. C. B. Cram, 
St. Louis; four sisters and five brothers.—GMH. 


>. > 
ROY E. WING 


Roy E. Wing, vice-president and general manager 
of Allen Calculators, Inc., Grand Rapids, Mich., died 
December 13 at his home, 436 Cambridge Boulevard, 
in Grand Rapids. Mr. Wing, who was 62, had been in 
failing health for several years. 

The decedent had resided in Grand Rapids since 
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POST-WAR 
MERCHANDISING 











by E. B. HEALY 


President 


Santa Fe Book and Stationery Co. 
Sante Fe New Mexico 


Former President, National Stationers Association 


This is the second of a series of articles on various aspects of merchan- 
dising and selling, presented by Eversharp, Inc., as a service to stationers, 
Opinions expressed in these articles are those of the authors, and do not 
necessarily reflect policies and opinions of Eversharp, Inc. 


F small business is to play its part in the reconversion 

program, we must figure on at least a 30°74 increase 

in post-war business volume. Nothing less than this will 

maintain the high levels of employment which are so 
essential to our future prosperity. 

To attain such a goal as this will take a lot of work on 
our part. You can’t increase business 300% just by think- 
ing about or by wishing for it. Everyone will have his 
own ideas as to how this can be accomplished . . . but 
here’s what we're doing about it at Santa Fe. 

First—a face lifting. We took out all the old show- 
cases, etc., got more space, and started all over from 
scratch. 

First we did a lot of planning on the location and 
setup of each department. We allowed for wide aisles 

. strove for a general feeling of spaciousness, order- 
liness, and neatness, without forgetting good merchan- 
dising. We installed all new modern lighting fixtures 
that give sunlight efficiency to every corner of the store. 
All of the fixtures and back-counter cabinets are new 

. designed for attractiveness and sales-efficiency. 

“The highly profitable fountain pen and pencil depart- 
ment is strategically placed so as to get the customer's 
first attention as he enters the store. Every item is dra- 
matically displayed. We have avoided that cluttered 
look that always causes sales confusion. Counter-tops 
here, and throughout the store, are all clear to allow all 
displays to do a selling job every minute of the day. 
Here, as elsewhere, a part of the display space is given 
over to related items ... so that we can make one sale 
lead to another. 

Window Displays Changed Weeklh 

We have put a lot of thought into the planning of our 
new show windows, as well as the interior of the store. 
We believe strongly in simple, tasteful window displays, 
changed frequently. Here, too—we are strong on sim- 
plicity. We never clutter up the show window by trying 
to display half the merchandise we carry all at one time. 

One iron-clad rule is never to permit a window to 
remain in for more than one week. When you keep the 


We placed the fountain pen department right by the 


door. As he enters, the customer's attention is im- 
mediately drawn to these highly profitable items. 
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same display week after week, passers-by get out of the 
habit of looking at your windows. 


f: mployee Relations Hips 


We strongly favor a close relationship between em- 
ployer and ‘employ ee. That makes for more $4" 
working conditions for all parties concerned . . . and 
for greater sales efficiency as well. 

In training sales personnel, we start off with a regular 

sales meeting, with ev eryone present, from the store 
manager raed the department heads down to the newest 
clerk. The manager or other executive demonstrates 
how to greet a customer, how to find out what he wants 
to buy, and how to clinch the sale. We feel that the ideal 
salesman never urges the customer to buy—he presents 
the goods with such a pleasing manner and with such 
obvious knowledge of the product that the customer 
wants what he has to sell. 

No salesperson is told that his technique is wrong 
without being shown why it is wrong, and how it can 
be improved. Such sessions should be continued until 
every salesperson knows what he has to sell and why 
it is a good purchase . . . and most of all, how to sell it 
in such a way that the customer is pleased both with 
his purchase and our store. 

Altogether, with the increased size and the complete 
renovating of our store, and with our sales training 
policy, al its resulting friendly employer-employee 
relationship, we believe our chances are good for attain- 
ing our goal of a 50% increase in dollar volume. 
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LEATHER GOODS 


Writing Case 94% x 7 Genuine Leather. Leather Lined. 
Chestnut or Blue Lict 7.50 ea. 
Other Writing Cases from List $4.00 to $25.00 ea. 


Address Book 4 x 6 Genuine Saddle and grained leather. 


Tan. Brown. Blue. Green. Red List $2.00 ea. 


Address Book 24% x 3% 
leather. Assorted colors 
Other Address Books from 


Genuine Saddle & Grained 
List $1.00 ea. 
List 50¢ to $2.00 ea. 


Birthday Book 3%4 x 5 Genuine Saddle & Grained leather. 
With Horoscope. also plain. Assorted colors 
List $2.50 ea. 


Guest Book 7 x 514 Genuine Leather. Assorted colors. 
List $2.50 ea. 
Also 3015. Size 1044 x 754 List $4.00 ea. 
Telephone Book 5 x 8 Genuine Saddle and Grained 


leather. Assorted colors List $3.00 ea. 
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DISTINCTION 


Autograph Book 444 x 6 Genuine Saddle and Grained 
leather. Assorted colors List $2.00 ea. 
Also 1997 Leatherette Autograph Book. 5 x 7. Tan 
only List $1.25 ea. 

Ladies’ Wallet. Genuine Saddle leather. with Change 
purse. Red and Black. Black and Red. Tan and 
Brown List $1.25 ea. 

Triple Frame. Genuine Saddle leather 


For 244 x 34% photos List $2.00 ea. 


Also double frame List $1.50 ea. 
Pocket Secretary. Genuine Saddle leather 

Black or Tan List $1.50 ea. 
Photo or Pass Case. Tan Saddle leather List $1.50 ea. 
5 Year Diary 4144 x 6 Genuine Saddle and Grained 

leather. Assorted colors List $3.00 ea. 

Also 1 year Diary as above List $3.00 ea. 


Also Diaries as above with lock and key List $4.00 ea. 


Special genuine leather zipper pencil pouches filled with three eraser top pencils, pen holder 
and ruler No. 1998 List $1.00 ea. 


ALL PRICES SUBJECT TO REGULAR DEALERS DISCOUNT AND TERMS 
WHOLESALERS INQUIRIES INVITED - 


PROMPT SHIPMENTS. 


SHANK LEATHER GOODS CoO. 


230 FIFTH AVENUE 
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NEW YORK 1, N. Y. 
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1936, when he became vice-president and production 
manager of the Allen plant. He was promoted to vice- 
president and general manager in 1941. 

Previously, he had been engaged in business for him- 
self at Detroit, Mich. For many years he was assistant 
superintendent of the Burroughs Adding Machine 
Company and earlier had been associated in an exec- 
utive capacity with the Packard Motor Car Company. 

In addition to his widow, Mary Lee Wing, he is sur- 
vived by a son, Jack LeRoy Wing, of Lake City, Mich., 
and a brother, Bristol E. Wing, of Milwaukee, Wis. 

+ 


GUY H. ABBOTT 


Death came to Guy H. Abbott, former Chicago and 
Indianapolis, Ind., businessman, on Christmas Day at 
Marion, Ind. 

Mr. Abbott had a long career in the industry, in- 
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THE LATE G. H. ABBOTT 
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cluding the presidency of Ditto, Inc., in Chicago from 
about 1926 to 1932 and sales managership of Autocopy, 
Inc., Chicago. 

+ + | 


RICHARD B. FORD 


Richard B. Ford, 40, who had been on the sales staff 
of the Remington Rand, Ltd., office appliance manu- 
facturers and dealers, for many years, died suddenly 
recently at Montreal, Que. He had been transferred 
from St. John, N. B., to Montreal in August, 1945, 
after serving as branch manager at St. John for some 
years. 

The decedent’s home town was Sackville, N. B., and 
the body was taken there for the funeral and inter- 
ment. Surviving are the parents, two sons, a brother, 
and a sister. 

Mr. Ford had traveled through the provinces selling, 
demonstrating, and reconditioning office appliances for 
Remington Rand.— WM. 


it bt +b 


HARRY CREAME 
Harry Creame, 55, who died recently at Truro, N. S., 
had been on the road through Nova Scotia selling office 
equipment for a number of years. He was active in 
the Odd Fellows and Foresters and served as the first 
chairman of an apple fund sponsored by the Truro 
Commercial Travelers’ Association. 
Surviving are four brothers and four sisters. Mrs. 
Creame and a baby son died some years ago._—_WM. 


7 > 
HENRY C. SCHMIDT 


Henry C. Schmidt, vice-president of the Pounsford 
Stationery Company, Cincinnati, Ohio, died at Christ 
Hospital on December 12 after collapsing in his office 
on the previous day. 

Mr. Schmidt had been associated with the Pouns- 
ford firm for 47 years. Besides his widow, Mrs. Emma 
F. Schmidt, he is survived by two sons, Charles P. 
Schmidt, an electrical engineer; George H. Schmidt, 
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EVERYONE NEEDS IT! 
EVERYONE WANTSIT! 


Correspondence, tax and 
budget record, phone num- 


bers, etc. in 

one compact $1.95 

file. Sells for 
An AMFILE VOLUN- 
TEER SECRETARY 
for housewives, business men, stu- 
dents, teachers, shopkeepers. Holds all the correspond- 
ence, data, miscellany everyone needs to save. Its 
self-selling features: 


e@ Alphabetical and monthly e@ Durable, attractive file in 
folders, business letterhead blue, French gray, brown, 
size. ivory, green. 

e@ Extra blank folders. e@ It’s a complete filing sys- 

e Extra blank and printed tem, suited to individual 
labels. needs! 


UNIQUE—Each folder a record system. Forms for addresses, tele- 
phone numbers, budget, tax, expense records, miscellaneous infor- 
mation. The selling is done when people see the AMFILE Volunteer. 
All you do is suggest an extra one as a gift for a friend. 


PROMPT SHIPMENT Order today. Write for descriptive folder. 









AMBERG 








Filing Specialists Since 1868 
1608 DUANE BLVD., KANKAKEE, ILL. 


= 











Seating America’s 
Office Workers 
Correctly 








is @ responsibility that 
Jasper Seating Co, 
knows how to accept 


Hoon 





“aga 


Jasper Seating Co. 


JASPER, INDIANA 


REPRESENTATIVES 


CHICAGO: L. H. Farber, 30 E. Congress St. Phone WEBster 3217 
NEW YORK: Office Furniture Warehouse Co., 573 Broadway 
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ULAR OTYPE 


Clarotype is known and preferred by 
stenographers all over the country. It 
is a reliable type cleaner, non-inflam- 


INSTANTLY 





mable, and will not evaporate in stock. | |; 





WAREHOUSE 


WE SHIP” stock 


Clarotype is available for shipment from 
New York, Chicago and Charleston, S. C. 
Your Clarotype sales make good profits 
for you. For free advertising aids, prices 
and further information please write to 


THE CLAROTYPE CO., INC. 


261-A BROADWAY NEW YORK 7, N. Y. 


DEALERS ! 


Be prepared to meet the ever increasing 
demand for maps. 


SCHOOL — BUSINESS — TRAVEL 


CLEARTYPE MAPS 


BLACK AND WHITE 
COLORPRINT SERIES 


COMBINATION 
RAILROAD — AUTO MAPS 


MAPS MAPS 


of 
EVERY WHERE 












for 
EVERY PURPOSE 


WRITE FOR CATALOGUE 
AND 
DISCOUNT SCHEDULE 





AMERICAN MAP CO., INC. 





¢ MU 2-7581 


16 EAST 42nd ST., N. Y. 17, N. Y. 
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also of the Pounsford Company; a daughter, Mrs. Ellen 
Phelps; a brother, Paul A., Los Angeles, Calif.; and 
four sisters, Bertha and Marie Schmidt, Mrs. Meda 
Wilber and Mrs. Elsie Parrot, all of Los Angeles except 
Bertha Schmidt, who is a resident of Honolulu, Hawaii. 
—RCE. 


t bt } 
ROBERT SPURGIN 


Robert Spurgin, 94, the first manufacturer of the 
type of roll paper used in wrapping coins, died Decem- 
ber 24 at his home, 7030 Normal Boulevard, Chicago. 

A manufacturer of bank and office specialties, Mr. 
Spurgin organized the Spurgin Manufacturing com- 
pany in 1900 at 7011 Vincennes Avenue, Chicago, and 
served as its president. He was born at Cincinnati, 
Ohio, on August 10, 1851, of English parents. His boy- 
hood was passed in Hopkinsville, Ky., and thereafter, 
to 1868, in Indiana. In the fall of 1868 he removed to 
Chicago with his parents, where he was employed by 


_ the Illinois Central railroad as office boy and clerk. 


Previous to this time, when about 17 years of age, he 
was employed by the Union Insurance Company and 
the Franklin Life Insurance Company of Indianapolis. 

Surviving this pioneer in office devices are three 


_ sons, Robert Jr., Percival S., and Edwin G.; and three 


daughters, Mrs. Catherine Buzard, Mrs. Grace A. Burn- 


| ham, and Miss Helen M. Spurgin. 


+ - lk 
GERVASE R. TINSLEY 
Gervase R. Tinsley, 52, treasurer and a director of 


|W. & J. Sloane, furniture store at Fifth Avenue and 





Tinsley. 


Forty-seventh Street, New York, N. Y., died December 
20 at his home in West Englewood, N. J. Mr. Tinsley 
was also treasurer and director of Sloane’s affiliate, 
the Company of Master Craftsmen, Inc., at Oneida, 
m. 2. 

Mr. Tinsley joined W. & J. Sloane in 1921 as an 
accountant and became treasurer three years ago. He 
was also a member of the board of governors of the 
Metropolitan Comptrollers Association. Surviving are 
the widow, Ruth Bloomer Tinsley; a son, Gervase R. 
Tinsley, Jr.; two daughters, Jeanne and Eleanor Tin- 
sley; and three sisters, Florence, Irene and Gladys 


+ 
ROBERT L. WILSON 
Robert L. Wilson, 48, a member of the sales staff 
of Underwood, Ltd., Montreal, Canada, died on De- 
cember 2 in the Royal Victoria Hospital at Montreal. 


Death followed a heart attack. 
The decedent was born and educated in Montreal. 


Two daughters survive.—RC. 
ee 
RECONSTRUCT ISLAND TRADE-MARK RECORDS 
The Bureau of Commerce, Department of: Agricul- 


| ture, of the Philippine Commonwealth government is 


endeavoring to reconstruct its official records of regis- 
tered trade-marks in order to prevent the possibility 
of infringement. All owners or assignees of trade- 


| marks are requested to submit the following papers to 


the Bureau of Commerce as soon as possible: 

1. Affidavit indicating: 

(a) All the names of the registered trade-marks 
that have been used, with the class of merchandise 
to which such trade-marks are applied. 

(b) The date of registration thereof in the Bureau 
of Commerce. 

(c) Facsimiles of the trade-marks, if possible. 

2. Copies of registration papers, if available. These 
will be returned, if desired, after vertification by the 
Bureau of Commerce. 

The Bureau is seeking primarily to determine 
whether the trade-marks for which registration is now 
sought would infringe upon registered trade-marks. 
1946 
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MONEY-SAVING ocscLerzd 
THAT SPEED OFFICE WORK! 





We’re pretty much reconverted now, and every man and every machine in the Bates factory is 
working full time to catch up with the unprecedented demand for Bates products. We can’t get back 
to normal all at once and there will still be some delays, but we can see that the corner has 
been turned. We can promise one thing that no effort for speed is going to, in any way, 


compromise the Bates reputation for quality products. 


Bates quality products 
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. ALMA DESK COMPANY . . 








HIGH POINT, NORTH CAROLINA 
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HARVEY S. OLSON RETURNS TO EVERSHARP 

Harvey S. Olson, who left Eversharp, Inc., as assist- 
ant to vice-president in charge of sales, to enter the 
Navy, has now returned to the company. 

Before being honorably discharged with the rank of 
a lieutenant commander, USNR, Mr. Olson was for 
more than two years on active duty in the European 

















LT. CMDR. H. S. OLSON 


theater of operations. He participated in the Amer- 
ican landings on Sicily and in supporting naval opera- 
tions in the establishment of the Sicilian beachheads. 
Then transferred to London, he was on the staff of 
Adm. A. G. Kirk as assistant air officer. He helped for- 
mulate plans for the Normandy invasion and when it 


cecurred, was stationed on the cruiser “Augusta,” co- | 
ordinating direct air support, air-spotting of naval | 


gunfire, and air cover of the assault area. In recogni- 
tion of this outstanding service, he was awarded a 
citation from Adm. Harold R. Stark. 

Renewing his Eversharp connections, Mr. Olson 
planned a tour of the East and Middle West to meet 
old friends in the industry. 


BRADFORD TALLMAN OPENS TYPEWRITER SHOP 


Bradford L. Tallman of Osterville, Mass., who was 
recently released from the Merchant Marine, has an- 


nounced the opening of a store at 19 Sherman Square, | 
Hyannis, Mass., for the sale and repair of typewriters | 


and adding machines together with Roytype supplies 
for all machines. 

Mr. Tallman was for several years employed by 
H. M. Meserve Company in a like business. He has the 
agency for the Royal typewriters in the counties of 
Barnstable, Nantucket and Dukes and has installed 
a modern repair department for office machines. 


aon ———~*— > —__—_— 


NOMA PUBLISHES REPORT ON CONFERENCES 


In a 144-page book highlighting the talks given at a | 


score of regional conferences across the nation, the 
National Office Management Association has published 
its 1945 Proceedings. No national conference was held 
in 1945 because of the transportation difficulties. 
Members have been mailed the book which includes 
34 authoritative papers, a “Time Saving Ideas” section 
and a four-way index. Non-members may obtain 
copies through the secretary, W. H. Evans, 2118 Lin- 
coln-Liberty Building, Philadelphia 7, Pa. 


<= 


COL. FRANK ATWOOD APPOINTED BY REM-RAND 

Col. Frank Atwood, recently-retired chief of the 
Army’s Rochester, N. Y., ordnance district, has been 
appointed director of purchases of Remington Rand, 
Inc. He will have headquarters in New York City. 

The company said the purchasing division will be 
expanded substantially under Col. Atwood’s direction 
to meet mounting production schedules. In his ord- 
nance job, Col. Atwool directed the procurement of 
millions of dollars of war matériel.—GET. 
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THE COMPREHENSIVE “U.S. LINE” 
INCLUDES 


INKED RIBBONS FOR CARBON PAPER FOR 


Typewriter Typewriter 
Adding Machine Noiseless 
Bookkeeping Machine _ Billing 
Elliott-Fisher Hectograph 
Billing Machine Fanfold 
Time Clock Pencil 
Time Stamp Pen | 
Cash Register Onetime 
Hectograph Saddleback 
Addressograph 

Multigraph 

Tabulating 


Completeness, unsurpassed quality, and real profits make the 
"U. S. Line" the wise dealer's choice. See for yourself ... 
WRITE FOR SAMPLES AND PRICES TODAY ... no 


obligation whatsoever! 


] 


U. S. Typewriter © 8%)... Ribbon Mfg. Co. 
Filbert at Tenth 5 oe a ~ Philadelphia, Pa 


Established Bsieh 





“FAVORITE” 


STEEL SEALED EXPANDING ENVELOPES 





76 years 


Yes, seventy-six years making expanding 
specialties for sale in leading stationery 
stores. An outstanding record such as this 
is your guarantee of good salable mer- 
chandise that is readily sold whenever and 
wherever offered for sale. 


THE COOKE & COBB COMPANY 


C rigin ators of Expu ndin g Spe ctalt@res 





57 NINTH AVE. NEW YORK 11, N. Y. 
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Here is a partial list of the 
items in the Fulton line ... 


Dri Kwik Stamp Pads and Ink 


Aull Weather Wood Block Pads 
and Inks 


indelible Rubber Stamp Inks 
Office Printing Outfits 

Fulton Numberers and Daters 
Service Daters and Numberers 
Sign and Price Markers 


Special Inks for Special 
Purposes 


x ies SPECIALTY CO. 


200 Fifth Avenue, New York 10, N. Y. 
Factory at Elizabeth 1, New Jersey 




















SHOW YOUR CUSTOMERS 


HOW 
(00 





SIGNALS. 


“Make Files Talk” 


B SIGNAL vital facts with these automatic re- 
ia minders. With a choice of 12 non-chipping 








enamel colors, data of every kind can be se- 
No. 2 gregated, classified, indexed. This brings order 
out of chaos, saves thousands of hours that 
would otherwise be wasted ‘'chasing’’ infor- 
mation! 
Cook's Stainless Steel File Signals are easy to 
attach to the edges of visible records, file cards, 
ledger sheets — Easy to shift — easy to remove. 
Equip your sales men with sample cards and 
No. 2V carry the story wherever you go! 


mM jn 
20 21 22 23 24 30 


THE H. C. COOK CO., ANSONIA, CONN. 


(Ce: 


30 PTO 3 34 
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“ONE HUNDRED PERCENT DEALER PROTECTION” 





NOTES FROM THE MARITIME PROVINCES 





W. McNulty, Correspondent 





The adding machines, calculators and typewriters 
placed in the offices of a new municipal abattoir in 
St. John, N. B., were supplied by Underwood, Ltd., 
St. John branch. This livestock killing and dressing 
plant, located in the extreme east end of St. John, was 
built for the city and county of St. John. 

~ *~ * 


Soulis Typewriter Company, Halifax, N. S., has been 
featuring steel and Masonite four-drawer filing cab- 
inets with locks. These are equipped with six solid 
and two ball-bearing rollers. 

* a* * 

Thieves have been devoting special attention to some 
office supply showrooms and warehouses in the mari- 
time provinces. One of the oldest firms, J. & A. Mc- 
Millan, Ltd., St. John, N. B., has been entered a num- 
ber of times. In the most recent burglary, the in- 
truders took only some fountain pens. The McMillan 
building has been broken into from the roof as well as 
from the rear. 

* * * 

The two Soulis office appliances services are con- 
tinuing to function despite the deaths of G. P. Soulis, 
founder and head of the Halifax, N. S., Soulis Type- 
writer Company, and G. R. Soulis, founder and head 
of the St. John, N. B., Soulis Typewriter Company. 
In each case, the estate is directing the business. In 
addition to operating a showroom in Halifax for that 
area, including Dartmouth, the Soulis firm covers the 
province of Nova Scotia, and that based in St. John 
has a showroom there for that zone and covers New 
Brunswick and Prince Edward Island. Both companies 
handle adding machines, calculators, filing systems 
and cabinets, Multigraph and Mimeograph equipment, 
as well as typewriters. A repair service is maintained 
for these types of office equipment. 

* a * 

When some of the Canadian Air Force training and 
patrol bases were abandoned, members and ex-mem- 
bers of the force were given No. 1 priority in buying 
office appliances, including typewriters, adding ma- 
chines, calculators, Multigraph machines, filing sys- 
tems and desks. The War Assets Corporation of 
Canada has taken over the office equipment and sup- 
plies at training centres, garrisons, patrols and forts 
which have been closed up by the Canadian Army. The 
same applies to naval stations, shipyards, ship repair 
plants and docks, and to war vessels which have been 
given up or dismantled. Most of the office appliances 
used at Army, Navy and Air Force bases which will be 
continued indefinitely, will be disposed of because of 
the great reduction in strengths of personnel at these 
points. The peacetime numbers will be less than one- 
fourth those stationed there in wartime. 

* * * 

A business suspension for three days by the Soulis 
Typewriter Company, St. John, N. B., allowed only for 
emergency service during the Yule holidays. The sus- 
pension was designed to provide “a much-needed rest” 
for the staff. P. O. Soulis has succeeded his father, the 
late G. R. Soulis, as manager of the business, which 


| provides sales and repairs through the provinces of 


New Brunswick and Prince Edward Island. 
* * * 
Purchase of a Dictaphone, at a cost of $650, for the 
Halifax, N. S., Tuberculosis Hospital has been recom- 
mended. It was pointed out that the machine would 


| save valuable time of the doctors and clerks at the 


hospital in taking dictation. 


~ * * 


W. R. Wakefield, St. John, N. B., who for some years 


| sold office equipment through the Maritime Provinces, 


was the recent buyer of a valuable building site in the 
center of St. John. He was acting for an undisclosed 


| party in making the purchase. 
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FEATURING SIDE-FILING...GREATEST IMPROVEMENT IN 50 YEARS 


Steel Rock-A-Files! The only truly modern filing 
cabinets. More than twenty basic advantages 
over drawer type files. Rock-A-File’s exclusive 
and revolutionary sidewise opening provides 
easier, more efficient filing in less than two-thirds 


the space occupied by old style files. 
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Steel Rock-A-File cabinets are finished in lustrous 
gray with handles of satin aluminum. 


Write or wire for complete details. 


ROCKWELL-BARNES COMPANY 


Specialists to the Stationer Since 1903 
35 EAST WACKER DRIVE « CHICAGO 1, ILLINOIS 
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THE 1946 VICTOR 


RECORDEX 


WITHHOLDING TAX 


COMPUTER 





The time saving solution to your withholding 
tax problem revised with the new, lower 


1946 tax figures and complying with gov- 


ernment regulations. 


5 RECORDS IN ONE 


All Instantly Visible 


Complete set includes Weekly, Bi-Weekly, Monthly, Semi-Monthly, and Daily or 


Miscellaneous schedules . . 


Wage amounts for all FIVE payroll 
periods indexed visibly in one folder. SEE 
any wage bracket AT A GLANCE. Visi- 
ble margins of non-glare transparent 
transloid protect cards from soil and 


wear. 


Large, easy to read figures, with each 
deduction separated from others by 
wide spacing and colored rules. Easy to 
use .. . insures accuracy and speed. 

As compact as a file folder . . . fits any 
file or desk drawer or brief case. Printed 
labels on die cut tab for instant identi- 


fication. 





. each on different color cards. 


An inexpensive investment including 
Recordex, tables for all pay periods, in- 
structions and separator cards . . . all 


in one convenient unit. 


Revised cards with the 1946 deduction 
schedules are available separately. They 
can be used to replace the cards in the 
1945 VICTOR RECORDEX WITHHOLD- 
ING TAX COMPUTER if so desired. 


Make a point of promoting this timely 
and easy to sell item. Your 1945 cus- 
tomers are perfect prospects for the new 
revised 1946 rate cards. Use VICTOR 
stuffers and showcards to promote new 


business. 








Other handy VICTOR VISIi- 
BLE units available for quick 
reference record keeping are 
shown below: 








Victor Recordex Folders 








Victor Book Visible 





Ps) THE VICTOR SAFE & EQUIPMENT CO,, INC. 











NORTH TONAWANDA, N. Y. 
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NEWS NOTES FROM THE TWIN CITIES 





Ethel Corbitt Pitkin, Correspondent 





Farnham Stationery and School Supply Company, | 
419 Hennepin Avenue, Minneapolis, Minn., suggests | 
well-known items which can be put to unusual use to | 
spur additional sales. For instance, recently it sug- 
gested that a blackboard, such as is usually purchased 
for children’s playrooms or nurseries, be bought by the 
housewife to use in her kitchen for jotting down 


grocery lists, shopping lists and notes to the children | 


if mother is away when they return from school. 

The convenience of a kitchen blackboard was in- 
stantly apparent to housewives. 

Framed blackboards which could be hung were also 
shown. They were in several sizes from the 18x24 
inches, which sold for $2.00, up to the 36x48 inches, 
which sold at $6.30. 

Offered with the blackboards were colored chalk, | 
erasers, easels for that type of blackboard, and other | 
small items the boards suggested. | 


* * * 


Wendell’s, Inc., 325 Marquette Avenue, Minneapolis, 
has been featuring a steel-die embosser for the pur- 
chaser to use in placing name and address, monogram 
or initial in raised letters on stationery, checks and 
book pages. Amount of lettering desired determined the 
price—three lines, with name, address and city were 
$5.70; two lines, $4.50; while a monogram or initial 
cost only $3.50. Wendell’s recommended the embossers 
for personal use or for gift items. Excellent tie-ins 
were stationery of several types, both business and 
social cards, which were shown conveniently near, so 
that one purchase generally resulted in another. 


* * a 
Midland Stationery Store, 911-913 Marquette Avenue, 


Minneapolis, has assembled in a special corner one of 
the largest displays of antiques and lovely old objects 


.. TIME 
.. EFFORT 
. ERRORS 















£ r organization to get the agree" 
_MOST out of available effici. a 
ency equipment. Dealers con: 
benefit themselves and their 
customers by showing above — 
illustrations or machine itself, 
If you need stock and or 
data-Mail Coupon Now! 
Copy RIGHT Mfg. Corp. 


53 Park Place, New Yerk 7, N. Y. 


. Send literature and price 
Ship a Copy- RIGHT (stock- sample) 


3 | on regular terms. 


THE TILTING 
2 LEVER 
BALL BEARING 
LINE-BY-LINE 
FRONT VISION 
NOTE BOOK & 
COPY-WORK 
HOLDER 





Signed 


iuapainicctnmnenalll ; 







is “6 Model Sizes . 
- 12” to 36” Wide 


(attach to letterhead) 





in the Northwest. The advertising of the antiques 
is tied in with the stationery department, which 


carries many gift items in that particular line. The | 


store specializes in exquisite cards, odd-size envelopes 
and many gift items for offices. In playing up its an- 


tiques and gift items the year round, the store also | 


draws a great many customers for its regular lines of 
stationery for both business and personal needs. 
* * * 
Jacobson’s, 219 South Fifth Street, Minneapolis, is 
urging customers to place their orders for steel office 
equipment, even though manufacturers have been un- 


able to ship as much of this merchandise as had been | 
anticipated. Using advertising to explain why they | 


are unable to live up to their promises of delivery to 
those who had previously placed orders, Jacobson’s 
added that the smart buyer will continue to place 
orders so as to receive the quickest possible service. 
Samples of various pieces of office equipment in steel 
fabrication are on display at the store. 

* : + 


The Saint Paul Book and Stationery Company, 55- 
57-59 East Sixth Street, Saint Paul, shows recreation 
items which teach as they entertain, in an extensive 
department on the second floor of the store. Here 
selection can be made from the large stock with more 
comfort than in a section on the street floor. 

Games are set up on tables so that customers can 
readily see how they are played. Handicraft work 
which is likewise featured strongly, is shown com- 
pleted and in the materials stage. Tables have chairs 
before them so that customers may make selections 
with ease or study the games or the handicraft ma- 
terials. 

A free coat-checking service permits customers to 
shop with greatest comfort, and impresses them with 
the store’s desire that they take their time in going 
through. An all-year sign invites visitors “To Come 
In and Browse.” 
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- Johnny “OFFICIAL” 


Says: 
“SELL THE SEAL 
THAT SELLS ANOTHER 


Ups ‘Our Prorit 
Double ’ 


BROTHER! ” 








the OFFICIAL” 
ell Pocket Seal 


Standard with lawyers, notaries and corporations the 
world over, this is the seal your customers want. 
Handling the M. & W. seal line not only means in- 
creased seal business for you, but also brings new 
customers to your store for other sales. Write us for 
dealers proposition. Address Dept. O. A. 


MEYER & WENTHE, 








Inc. 


“The House of Friendship” 
30 South Jefferson Street, Chicago 6, Illinois 
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CALCULATORS 


Don’t stop to figure, just tip a card 
and copy 


swe wewowwrwewwe we 


ee ee 





One Hand Operates—The Other Writes 


Why build the same 
answers over and over again? 
WITHHOLDING TAX CALCULATORS 


Percentage Basis 


(Showing the Verified OAB Tax and the 1946 
Withholding Tax—Furnished in Weekly, Bi- 
weekly, Semi-monthly, and Monthly Basis) 


Pay Roll Calculators 
(Showing Regular, Overtime & Total Pay in 
one-fourth or one-tenth Hour Basis 


Meilicke Systems, Inc. 


3460 N. Clark St. e Chicago 13, Ill. 
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HOUSE OF WREN TO OCCUPY NEW HOME 


J. L. Wren, president of the House of Wren, Okla- 
homa City., Okla., has announced the purchase of a 
three-story 75- x 140-foot building at 207-11 N.W. 
Second Street in the Oklahoma capital, one block 
north and one block west of the firm’s present loca- 





ARCHITECT'S SKETCH OF NEW THREE-FLOOR HOUSE 
OF WREN LOCATED IN DOWNTOWN OKLAHOMA CITY 


tion. Remodeling began early in December and the 
new quarters are scheduled to be ready for occupancy 
April 1. 

According to Mr. Wren, the new store will be one 
of the largest and most modern stationery and office 
equipment establishments in the Southwest. The store 
front will be of all plate glass, with two Herculite plate 
glass doors. Features of the interior will include blond 
display fixtures, modern lighting fixtures and air con- 
ditioning. 

The main floor of the new House of Wren will be 
devoted to the stationery and gift departments, while 
the second floor will house the office furniture and 
equipment display departments. Separate paneled of- 
fices will be set up for suite displays. The used furni- 
ture, furniture repair, refinishing and Mimeograph 
repair departments will occupy the third floor, to- 
gether with furniture and stationery storage. 


=e 
“E” AWARDED 130 PLANTS IN INDUSTRY 


War workers in 130 of the nation’s production plants 
in this industry earned the Army-Navy “E” award for 
their part in the defeat of the Axis powers, it was an- 
nounced recently by the War and Navy departments. 
This number includes the Navy “E” awards made prior 
to July of 1942 when the Navy “E,” the Army “A” and 
the Army-Navy Munitions Board “Star” awards were 
merged and became known as the Army-Navy “E” 
award. 

The fine showing of the office appliance and equip- 
ment industry is better realized through a percentage 
basis showing that of the total “E” award plants— 
4,283—-over three per cent are in this field. But five 
per cent of the estimated war plants in the nation 
were honored. 

By states, the number of “E” awards in this industry 
are listed in this manner: 

California, 2; Connecticut, 9; Georgia, 1; Illinois, 25; 
Indiana, 2; Iowa, 1; Maine, 1; Massachusetts, 16; 
Maryland, 2; Michigan, 4; Minnesota, 1; Mississippi, 1; 
New Jersey, 8; New Hampshire, 1; New York, 28; Ohio, 
11; Pennsylvania, 9; Rhode Island, 3; Virginia, 1; Wis- 
consin, 3. 

Plants which have won the award are at liberty to 
continue flying the Army-Navy “E” Award flag, and to 
make use of the Award insignia in their publicity and 
advertising, while their employees, entitled to receive 
Army-Navy “E” Award pins, may continue to wear 


them. 
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Sh, e Ch u ds 
have bfted.... 


As THE Dawn of a New Year—our 
good wishes for you do not need the reser- 
vations we have had to make for the last 
few years—years that have been long, 
hard war years for all of us. 


PEACE has again been won,—the 
PEACE for which we have fought and 
sacrificed so much. 


Let us rejoice and revel in the great- 
ness and glory of that PEACE,—and 


may that rejoicing help to heal the scars 
and burdens that many have had to bear. 


Neva-Clog’s wish for you this coming 
year, is that all of the good things in the 
world may be yours, 


PEACE — PROSPERITY — 
HEALTH and HAPPINESS 


NEVA-SLOG PRODUCTS, Inc. 


BRIDGEPORT, CONN. 


* * x x > * s * * 
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Established 1904 
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Memo Pad Fountain Pen Desk Set 


(above) Fully Guaranteed self-filling Fountain Pen. Gold 
plated, iridium-tipped point. No. 460 in Walnut & asstd. 
Colors (5x7, takes 4x6 refills) $3.50 each list 











Crystal Plastic Letter Opener with 
Magnifying Blade 


(above) Guaranteed unbreakable! Sturdy stiletto design in 
sparkling erystal and brilliant black. Indespensable. Num- 


29 cents each, list 


Unbreakable ene Pad 
(at right) Holds about 228 sheets. In Walnut and assorted 
colors. Individually boxed. Number 410. (5x7, takes 4x6 
refills). $1.25 each list. Now also available No. 400 Memo 
Pad holding 3 x 5 sheets. 79 cents each, list 


ber 100 








. . . unless you continue to give the Public what it wants. Unipeco, by 


constant striving, ever improving, has kept its 
finger on the public pulse. That’s why Unipeco 
has come to be more and more, “the Name Your 
Customers Know.” 


Oval Pen Set 
(above) Modern pen set with graceful felted oval base. 
Fully guaranteed Fountain Pen holds unusual amount of ink. 
Green, red or black. i yeceencead gift-boxed. Number 300 


(approx. 5x8) .. ..$3.00 each, list 





Also Manufacturers of Genuine Onyx and Marble Fountain fen Desk Sets. Write for 


Samples. 


Usual dealers discounts. 


UNION PENCIL CO., Ine. 


385-387 Broadway, New York 13, N. Y. 
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ALL-STEEL-EQUIP COMPANY APPOINTS MANY 
NEW REPRESENTATIVES AND DEALER AGENTS 


In keeping with its program of post-war develop- 
ment, All-Steel-Equip Company has added to its field 
organization for service to dealers and has appointed a 
number of new representatives to handle certain parts 





oe ] 


| 




















ROBERT C. HAINES JACK C. KERN 
of its varied line of steel equipment on an exclusive 
basis. New representatives include R. A. Wagner, Pen- 
field Building, 1328 Chestnut Street, Philadelphia; R. 
C. (Bob) Haines, 14 Buswell Street, Boston 15, Mass.; 
Jack C. Kern, 2100 McKinney Avenue, Dallas, Tex., and 
Marvin R. Perrin. 7694 East Gregory, Kansas City, Mo. 

Mr. Wagner will cover the eastern Pennsylvania ter- 
ritory. Prior to the war he was well known as a man- 
ufacturer of wood desk trays. He has two sons who 
have been in the United States armed forces. They 























MARVIN R. PERRIN 


R. A. WAGNER 


will be associated with him in his sales activities. Mr. | 


Haines will be dealer representative for all of New 
England. Formerly he operated in the same area for 
a chair manufacturer. Mr. Kern will be remembered 
as an aggressive representative of several northern 
manufacturers. His area for All-Steel-Equip will in- 
clude dealer business in Texas, Oklahoma and Arkan- 
sas. Mr. Perrin, who was appointed several months ago, 
will operate in western Missouri, Kansas and Nebraska. 
Formerly he was associated with a large office furni- 
ture dealer in Kansas City. He will handle dealer busi- 
ness, clothing lockers and shop equipment. 

Two new locker agents are Austin Safe & Desk Com- 
pany, San Diego, Calif.. and Lowman & Hanford 
Company, Seattle, Wash. The former will cover sev- 
eral counties in southern California as direct fac- 
tory representative on clothing lockers for school and 
institutional business. Lowman & Hanford will operate 
in a similar capacity in western Washington. 

All-Steel-Equip Company has well-developed plans 
for expansion in the manufacture of files, clothes 
lockers, and food lockers. It is organized to work 
closely with its dealers in getting the story of its prod- 
ucts over to the dealers’ customers. 
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NOW 
AVAILABLE 


tin alt metal... 


Dealers and stationers will find this item 
a ready seller in all metal construc- $1145 
tion at 





(tax extra) 


The Rite-Line 
Holder is portable, com- 


Copy 


pact, efficient and attrac- 
tive. It 
and speeds 


reduces errors 





production. 
Rite-Line with extension 





eye guide, at right. 


ee 


Rite-Line Sales Co., Inc. 


15 Maiden Lane, New York 17, N. Y. 
407 So. Dearborn St., Chicago S&S, tI! 


ITE-LINE 


Reg. U. S. Pat. OF. 


COPYHOLDER 


WARSHAW 


Mr. Dealer: 


WRITE FOR FULL 
PARTICULARS. 








INDEX 
CARDS 


wens LASERS Millions of WARSHAW Index Cards are 


GUIDES in daily use throughout the land .. . 
INDEX CARDS They are giving satisfactory, efficient 
FOLDERS service because of their good quality 
PROTEX stock, smooth edges and uniform mar- 
STICKONS : 
gins and rules. 
MENDING TAPE . 
They are well worth recommending and 
GUMMED 
INDEX TABS selling to all your customers—and profit- 
e able, too. 











THE WARSHAW MFG. CO., INC. 


1 MAIN STREET BROOKLYN 1, N. Y. 
Rees SS LTT 
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INVESTIGATE 
ITS MERITS 


The Quality five action, all steel 
and Nickel, Numbering Ma- 
chine. 





% Capacity for ten wheels. 





% Priced competitive to ordi- 
nary machines of four and 
less actions. 


% UNCONDITIONALLY 
GUARANTEED. 





Your large discounts give you a 
real incentive to sell these units. | 


Tue Roperts Numperinc Macuine Co. 


694-710 JAMAICA AVE. BROOKLYN, NEW YORK 
Western Distributor LOUIS MELIND COMPANY 


362 W. Chicago Ave., Chicago 10, Ill. 
593 Market St., San Francisco 5, Calif. 
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GRIPPIT is accepted and used as the 
standard Non-Inflammable Paper Cement 
by great industrial firms who buy only after 
thorough tests in their own laboratories. 
Non-Wrinkling, Detachable. Excess rubs 
off. Needed on every desk and drawing 
board. 
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Companion products needed in every 
office. ROLTONIC cleans and gently 
nops the rubber platens of all business 
machines. New gripping surface 
carries file folders, envelopes, etc., 
through, holds them straight. 
TYPTONIC actually flushes away ink, 
eraser dust, office grime from metal 
and rubber type, then disappears 
entirely. 

Both ROLTONIC and TYPTONIC are 
made to the same high quality as 
GRIPPIT. 





All three products are | 
Non-Inflammable, Non- 
Poisonous, Harmless to 
skin and clothing. 












WRITE FOR SAMPLES AND PRICES 


HARRIMAN - WELTS, INC. 
403 RIVER ST.,- HAVERHILL, MASS 










212 





QUINTUS FREDRICKSON JOINS AURORA FIRM 


Erlenborn’s 56-year-old stationery store at 30 South 
River Street, Aurora, Ill., recently announced that 
Capt. Quintus “Curley” Fredrickson, returning to civil- 
ian life after an outstanding war record, is now asso- 
ciated with the management of the firm as a junior 
partner. 

Capt. Fredrickson returns to the store where he 
started to work as a high school boy and served as a 
salesman prior to leaving in 1941 to become city clerk 

















ALAN ERLENBORN 


QUINTUS FREDRICKSON 


of Aurora. His experience also included work as a 
bank teller with the old Second National Bank at 
Aurora. Leaving for the service, Capt. Fredrickson 
became reconnaissance and intelligence officer of the 


| 38th Armored Infantry Battalion under Gen. Patton. 


He received the Purple Heart and the Bronze Star 
with cluster, his division covering 2,260 combat miles 
during the thick of the fight for conquest of Germany. 

Alan Erlenborn, who has announced the new junior 
partnership, is a veteran of World War I and the 
father of Sgt. Alan Erlenborn, Jr., USMC, who was 
killed in action on Guam. 

Erlenborn’s, stocking varied products for office or 
home in the paper and equipment line, is now com- 
pletely remodeled in a modern streamlined manner. 
Merchandise is openly displayed and the customer sees 
the merchandise under fluorescent lights. Air condi- 
tioning insures comfort for the shoppers. 


oe 
BUCKEYE RIBBON & CARBON BUYS BUILDING 


Purchase of the building at 7209 St. Clair Avenue, N. 
E., Cleveland, Ohio, by the 50-year-old Buckeye Ribbon 
& Carbon Company from Parker Appliance Company 


| for $100,000 was announced recently by F. C. Fulton, 


vice-president. 

The building is a modernized factory structure of 
85,000 square feet of floor area, with four stories and 
basement. Parker Appliance will continue to use the 


| fourth floor for storage purposes and Buckeye will 
' occupy the balance of the space. 


The change from present location at 1458-68 East 
55th Street will be made about March 1. 

Buckeye is celebrating the fiftieth anniversary of its 
founding and expects to spend about $50,000 in new 
equipment and other facilities in the new building. 


$= > —$____ 


| BRADFORD, MEACHAM NOW REPRESENT J. L. MAY 


Frank May, sales manager of the J. L. May Company, 
New York, N. Y., has recently announced that E. A. 
Bradford and Guy E. Meacham of Trinity Sales Com- 


| pany, Fort Worth, Tex., connected with the Carpenter 


Paper Company for many years, are now representing 
the J. L. May Company. Territory covered includes 
Texas, Oklahoma, New Mexico, Louisiana, and Ar- 
kansas. 
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STENCILS 


DUPLICATOR 
LL) 


DUPLICATOR 
SUPPLIES 


CORRECTION 
FLUID 


TYPE 
CLEANER 


ia@ ae) 
FLUID 


RED FEATHER 
STENCILS 


CLEAN 
SHARP 
DURABLE 





Duplicator copies can be only as perfect as the stencils. 
RE DFEATHER Stencils are manufactured of the finest 
quality materials by highly skilled craftsmen. They cut 
clean and clear. They provide easy proof-reading, stand 
up under long runs and can be filed for future re-runs. 
When exacting work is required, where clean impressions 
are important and where long runs are used RED FEATHER 


Stencils will meet each and every requirement. 


DEALERS: Increase your profits. Handle the Complete RED FEATHER 


line. Write or wire for full information. 


FEATHER PRODUCTS LTD. 


REDWOOD CITY - 


RED 


CALIFORNIA 
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with EITHER hand... 





find employee withholding tax QUICK with 








PAYS FOR ITSELF 
IN 24 HOURS (, 
OF OPERATION 


Ar 


px FINDEp 








REG. U.S. PAT. Orr. 





while other hand 
is free for writing 


Absolutely accurate—O fficial 
Tables 











incredibly fast 


finished in olive green. You must see the revolutionary 


Plexiglas dial yourself to realize what a time-saver and 
eye-saver you're getting. Take advantage of our offer at 10 DAY TEST 


the right... . TODAY. is the best tax finder... 


REDIFIX 1946 W-2 Tax Withholding Form $1950 


Millions sold in 1945—get your order in—sample on request. 


Minimum eye-strain. 


3-Dimensional Plexiglas dial 
eliminates errors, concen- 
trating vision at a_ fixed 
point. 


Complete with tax chart for 
weekly, bi-weekly, semi- 
weekly, monthly or daily 
payroll periods. 


Signals in green when no de- 
duction necessary. 


Considers only one wage at a 
time, eliminating mistakes: 


Takes little desk space—tless 
than half the size of a let- 
terhead. 


Will last for years — New 
charts available if tax 
changes. Complete new set 

: only $2.00. 

and efficient! Made of sturdy material. ; 





To convince you that this 


money back guarantee. 
AVAILABLE NOW— LIST PRICE 











Consolidated Business Systems, Inc. 


30 Vesey Street 


Dept. 27 New York City 7 
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ISSUE USED MACHINE ORDER IN CANADA 


Canada’s Wartime Prices and Trade Board has issued 
Administrator’s Order No. A-1820 fixing the maximum 
price and maximum rental charge at which a used 


typewriter or other used office machine may be sold | 


or rented. 

Administrator’s Order No. A-1270 is revoked and 
replaced by the new order, which became effective 
December 5, 1945. 

The new dollar-and-cent prices cover used office 
machines classified as demonstrator, rebuilt, recondi- 


tioned, and rough types. The same classifications are | 


set up for typewriters. The maximum prices at which 
such used machines may be sold are listed as follows: 


Demonstrator 85 per cent 
Rebuilt 75 per cent 
Reconditioned 65 per cent 
Rough 50 per cent 


It is provided that every person who rebuilds or re- 
conditions a typewriter or an office machine shall affix, 
by impression or by transfer to such machine, a label 
containing his name, address, and the following words: 

“This machine was rebuilt (or reconditioned, as the 
case may be) according to the specifications contained 
in Administrator’s Order No. A-1820 of the Wartime 
Prices and Trade Board.” 

The new order provides that “no person shall charge 
more than $1.50 per hour for the work of servicing 
and/or repairing any used typewriter. The cost of 
parts or materials actually placed in or on any such 


machine shall be in addition to the said charge for 


work.” 

Detailed rates of rentals for typewriters are set 
forth, the charge being based on the type and car- 
riage width of the machine.—RC. 


————2 
LOUISVILLE FIRM ISSUES NEWS LETTERS 
With the thought in mind of furnishing ‘up to the 


minute” news items to its customers, Office Equipment 
Company, 117-125 South Fourth Street, Louisville, Ky., 


last September started the publication of a “Business | 


News Letter” twice each month. The aim is to confine 
the news items to Louisville, Lexington, and surround- 
ing territory in Kentucky. 

The news items are secured by the sales personnel 
and are edited and printed by a Louisville advertising 
agency. 

“The fine reception of this paper has been far be- 
yond our expectations, and we have found it neces- 
sary to increase our mailing with each issue. Every 
day we receive a number of complimentary letters, 
together with requests to include new items in our next 
issue,” says A. C. Gorman, secretary of the Office 
Equipment Company. 

The January 5 issue was devoted to forecasts by a 
number of leading businessmen in Louisville. 

—_——_= eo 


McBEE COMPANY OPENS NEW SALES OFFICES 


New sales offices have been opened in New Orleans 
and South Bend, Ind., by the McBee Company, accord- 
ing to P. M. Zenner, vice-president of the firm, which 
manufactures modern office record systems. 

S. Cleveland Laub is manager of the new offices in 
New Orleans and Harry L. Jones will head the sales 
organization of the South Bend offices, Mr. Zenner re- 
vealed at his headquarters in New York City. 

Other changes in McBee sales personnel have been 
announced by H. C. Davis, sales manager. E. D. Tunis 
is new manager of the Hartford, Conn., office, suc- 
ceeding T. G. Mohney. Mr. Mohney has been pro- 
moted to the newly-created position of director of 
application research in the company’s New York execu- 
tive headquarters. 

John L. Mayer, Jr., returns from three years of Army 
service to become manager of the Bridgeport, Conn.., 
office. 
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Supreme Curl-Proof 
Carbon Paper 


Sharp! 


Clean! 


Durable! 


No Curl! 


SUPREME RIBBONS 


“The Standard of the Industry” 
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dealers who carry the best 
in office supplies. Graffco 
signals and maptacks never 
forget. A reminder to check 


GEORGE B. GRAFF 


COMPANY 
54 Washburn Avenue 
Cambridge 
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CARBON PAPER 


Toe BUCKEYE RIBBON & CARBON co 





Send for Samples and Prices 


The Buckeye Ribbon & Carbon Co. 


1458-68 East 55 Street Cleveland 3, Ohio 
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WOODSTOCK 


TYPEWRITER 





WOODSTOCK TYPEWRITER COMPANY 


WOODSTOCK, ILLINOIS 























ALL METAL 'PECHNYSCOPE 


ee 





THE OUTFIT CONSISTS of the Scope Table and T Square; also a separate, 
Movable Lamp. The four legs with rubber feet are all removable. The longer 
legs may be placed on the right side thereby tilting the scope at a different 
angle for work the long way of the stencil. The T Square is provided with a 
wooden locking device which holds it tightly in position wherever set. 


The Movable Lamp is placed under the Scope and can be adjusted to bring the 
greatest light right under the working area. The Plastic Diffusion Shield 
avoids glare and does not accumulate heat. It also protects the lamp from being 


accidentally broken. 
The Scales in each side of the table are divided into sixteenth inches and 


standard typewriter spaces for the entire length of the stencil. Scales, top and 
bottom, show regular typewriter pica and elite spaces. Technyscope is 16% 


inches wide by 21% inches long. 
$1450 


(Slightly 
a west 
Rockies) 


TECHNYGRAPH CO. recuny, i. 


Price, complete with Lamp, Ball Point Stylus, 
Flexible Writing Plate and Four Manuals 
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ST. PAUL FIRM FINDS PROFIT IN LEATHER 


In its endeavor to keep as large variety as possible 
of accessories before its customers, the St. Paul Of- 
fice Equipment Company, Fourth Street, St. Paul, 
Minn., has found leather goods an exceptionally popu- 
lar line. For 15 years this company, specializing in 
fine leather goods for the office and professional man, 
has, in fact, established itself as headquarters for this 
line. 

A recent shipment of pigskin brief cases needed 
no other promotion than window display on a street 
with heavy traffic. The brief cases were placed among 
other office supplies, but since they were the largest 
items shown, they attracted quick attention. Part of 
the cases were closed to show the quality of the 
leather and the size of the cases; the others were 
opened, revealing the fine finish of the interior and 
the capacity of the case. 

“While quantities of merchandise are still limited, 
we do not feel it is advisable to put heavy promotion 
behind any shipment received. Such promotions are 
sure to exhaust quickly the merchandise involved, 
and leave a trail of disappointed customers who ar- 
rived too late. That, we feel, is not good business, 
does not build confidence,” said M. Roberts, owner and 
manager of the business. 

As soon as stock is available, Mr. Roberts plans to 
put in a complete line of fine luggage as an outgrowth 
of the successful business built up with the smaller 
items. 

“Why not”” he asked. “Business men use luggage 
more frequently than nearly any other type of man. 
There is no other shop handling this merchandise in 
our neighborhood, which, incidentally, is in the office 
section of the city. It seems to us a ‘natural’.”—-BART. 

ee 


UNITED DISTRIBUTORS TO BROADEN SERVICE 


L. Van Hesley of United Distributors, 2011 Third Ave- 
nue, S., Minneapolis, Minn., has announced that his 
company was established November 1 for the purpose 
of distributing the Confidential Identification System 
of key insurance, used by banking institutions 
throughout the United States. Representation will 
soon be established in each state and Mr. Van Hesley 
states that it is quite possible that this organization 
can, and will, handle some of the newer and outstand- 
ing office appliances, particularly those that lend 
themselves to advertising-merchandising and the pro- 
motional activities of the larger concerns. 

Such organized distribution will be on a sales per- 
centage basis and marketing tests will be made in se- 
lected areas without cost to determine the proper sales 
channel for any product. Following such a test, a 
mutual sales agreement will be executed securing and 
maintaining distribution in the states of Minnesota, 
North Dakota, Nebraska, Missouri, Illinois, Michigan, 
Wisconsin, South Dakota, Iowa, Kansas, Indiana and 
Ohio, or the nation as a whole. 

Mr. Van Hesley was director of sales for the Central 
States Merchandisers in the Pure Oil Building at Chi- 
cago, who from 1930 to 1941 distributed several office 
appliances and equipment products throughout the 
United States. 

<2 ——— 
BUY BUILDING FOR WATERLOO, IOWA, BUSINESS 


Marion Renz of Cedar Falls, Iowa, has purchased a 
two-story business building at Waterloo, Iowa, from 
I. C. Karlan of Cedar Rapids, Iowa, for $22,500. Mr. 
Renz plans to move the Lincoln Office Supply Com- 
pany, which he owns, to this building after remodeling 
of the storeroom interior is completed. 

The first floor of the building, having a frontage of 
42 feet on East Fifth Street and a depth of 100 feet, 
will be used for a retail department where office fur- 
niture and a model office will be displayed. Desk 
equipment will be shown on the second floor and busi- 
ness offices will occupy a balcony at the rear of the 
building.—AL. 
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The Nation’s Leading Lin 


lity, the Crown line © 
s wholehearted nationwide 


Unequalled in Qua 
acceptance. Su 


for service and sal 






No. 0, Dater 60c 


APR 25 1949 
No. 1, Dater 
MAR 22 195 
No. 1!/, Dater 
MAR 23 1949 
No. 2 Dater 80c 


SEP 19 1949 


60¢ 


60¢ 


The Largest Selling Low Price Brand 


of DATERS and NUMBERERS 


and numberers merits it 
bstantially and stu 


materials, Crown daters and nu 
es. Better qua 


and numberers mean bigger pro 


In the following styles a 








By confining the Star Group 


a few sizes and styles we ar 
servicea 


your customers 4 good, 
to fit low budgets. Not 
price. Consumers have 


proven it with large sca 


In these styles and prices: 


DATERS |, 


.. 4ne 


veces No. 


No 


No. 


No. 1!/, Dater: 


MAR 231949  |No 
60 


No. 2 Dater..- - 


SEP 19 1949 


to large production in 
e able to give you and 
ble stamp ata price 
hing has been sacrificed for 


been lavish in praise and 


le purchases. 


NUMBERER 


O-. Numberer, 4 band 
0, 'Numberer, 6 band 
i eis es 5 
1... Numberer, 4 band 
Tes Numberer, 6 band 
aut ry ¢ § 
456789 
_ 2 Numberetr...- 4 band 
_2 Numberer...-- 6 band 


23456% 
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45c 
60c 


45c¢ 
60c 


60c 


















e DATERS and NUMBERERS 


{ band daters 


rdily built of finest 
mberers are noted 
lity Crown daters 
fits for YOU! 
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NUMBERERS 


No. 0, _, Numberer 4 ban 

No. 0... Hos. 6 band 
$12340 

No. 1, Numberer, 4 band 

No. 1, Numberer, © bana 
456789 

No. 2 Numberer 4 bana 

No. 2 Numberer 6 bana 


934567 


0c 








Fifty Years of 
Miller Line Service 


to Her Highness 


The QUEEN 
of the 
WRITING 
MACHINE 


Thru War and Thru Peace 
Recession and Recovery 


SE 
we 
wae 
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wee 
Ls 
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Bee 
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Conversion and Reconversion 


MILLER-BRYANT-PIERCE 


DIVISION OF L C SMITH & CORONA TYPEWRITERS INC 


Has led the Nation from the Gay 90's 


TO BUYERS 
to the Free 40's with ABROAD: 
We cordially invite you to 
A RIGHT RIBBON FOR EVERY WRITING REQUIREMENT write our Export Depart- 


A CORRECT CARBON FOR EVERY COPYING CONDITION a 
A MASTER MEDIUM FOR EVERY DUPLICATING DEVELOPMENT Carbon Papers. Your let- 





223 River St. 
AURORA, ILLINOIS, U.S.A. 





ment at Aurora, IIl., in your 


ing Inked Ribbons and 


ters will be answered 
promptly by airmail. 











INKED RIBBONS 
CARBON PAPERS 
STENCIL INKS 
DUPLICATING FORMS 


THE LINE THAT WITHSTANDS COMPARISON 





Write for address and telephone number of Your Nearest Miller Line Service Center. 


218 


OFFICE APPLIANCES, January, 1946 





Ls en Mt <n alt io Ml aol a Mt . . a 


\V 





46 








STATIONERY LINES AND OFFICE MACHINE REPAIR 
SERVICE KEEP CUSTOMERS COMING BACK 


Stationery, both office and personal, is getting the 
big push these days at the Wisconsin Typewriter & 
Office Supply Company, Superior, Wis. It is accented 
both in window display and in the shop. Various styles 
of personal stationery are brought to the front center 
of the shop on low, broad tables capable of holding a 
good supply of merchandise. When offices are visited 
to keep in contact against the day when office ma- 
chines and other essentials are again in stock, paper 
and other small supplies are well talked up. 

In the store, wall shelves and tables carry attractive 
displays of such accessories as are available. As new 
items come in, they are placed in direct view of cus- 
tomers so they may quickly spot items again back on 
the market. 

Although as many machines as possible were bought 
for reconditioning and resale, the big business of the 
company during the war period was in the repair of 
machines. This was but a continuation of the normal 
repair shop program, which is now being carried on to 
a much greater extent. Sale of machines formerly 
comprised the largest part of the business, with office 
supplies secondary. Now, the repair business keeps 
the public coming to the shop, ready to be sold when 
reconversion is an actuality—BART 


rr 
C. H. EVERLY INJURED BY HIT-RUN DRIVER 


Charles H. Everly, vice-president of OFFICE APPLI- 
ANCES and veteran member of this journal’s staff, suf- 
fered a broken right arm and other injuries on Janu- 
ary 5 when struck by a hit-and-run auto or truck. 

The accident happened on West Jackson Boulevard 
in front of the Otis Elevator Building, which houses 
the OFFICE APPLIANCES editorial offices. Mr. Everly had 
just closed his desk for the day and was about to join 
his wife, who was waiting for him in the family auto. 
He walked around the car and was about to enter the 
driver’s seat when struck. No witnesses could be found 
to give a clear account of the accident, in which Mr. 
Everly was thrown to the pavement with such force 
that his arm was broken and he was severely bruised. 

As we go to press, the “Chief” is reported to be rest- 
ing comfortably at the Presbyterian hospital. The 
broken arm has been set and placed in a cast. 

——-q— —__—_ 


BOORUM & PEASE MAN BACK IN CIVILIAN LIFE 


John F. Fitzgerald, former employee of the Boorum 
& Pease Company, Boston office, has returned to ci- 
vilian life. Mr. Fitzgerald left Boorum & Pease Com- 
pany in April, 1941, to enter military service. He 
trained in this country until January, 1942, at which 
time he was shipped overseas and became a member of 
the “Americal” division which went into combat in 
October, 1942, at Guadalcanal. During this battle, Fitz- 
gerald served as a corporal of a machine gun squad. 

Corp. Fitzgerald returned to this country. in April, 
1943, in a special cadre that was chosen to organize a 
new regiment. However, this did not materialize and 
he spent the rest of his Army career in Texas, first in 
the capacity of instructing new troops, and then as a 


maintenance sergeant of infantry weapons. 
—_———~— oe 


ELYRIA, OHIO, FIRM READY FOR EXPANSION 


After operating a business in Lorain County, Ohio, 
and surrounding area in featuring the sales and serv- 
ice of office machinery, the Baker Typewriter Sales & 
Service Company, 230 East Second Street, Elyria, Ohio, 
is now ready for post-war expansion. A new building 
location has been purchased near the center of the 
Elyria business district and the addition of other sales 
lines is proposed. This move follows retraction during 
the war when the Baker firm was forced to close the 
stores in Elyria and Lorain, a condition brought about 
by the loss of experienced mechanics and George A. 
Baker of the sales division to the service. Mr. Baker 
has since received his discharge because of wounds. 
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Clear, Crisp Copies by Beck 
Beck supplies for stencil duplicators are well- 
known for their high standard of quality and 
exceptional value. All Beck stencils assure com- 
»lete visibility and easy proof-reading. The 
Beck Duplicator Corp. features stencils, dupli- 
cator inks, correction fluid, letter guides, ink 
pads, stylii, and all types of duplicator papers. 


Write today for our complete and exciting 
3 color brochure presenting all types of 
duplicating machines and supplies. 


Dealers inquiries invited 
BECK DUPLICATOR CORP. 


18 West 18th Street 
New York 11, New York 













Are Recognized 
Standard for 


over 30 years 


...Up-to-the-minute packag- 


Consistently high quality re a i ae 
pee q 
i 





ing...a profit-and-prestige ae 
line you'll sell with pride. , 
Inquire about our Franchise 
Sales Plan—the short cut 


to bigger and better sales. eee 


WANSCO | | 


PAPER PRODUCTS CO., INC. 
409-411-413 PEARL ST., NEW YORK 7 











TO INAUGURATE AIR FREIGHT SERVICE SOON 


$4 x =. | The office quipment and stationery industries ar 
AN 18) BP  ° Ss Ly. ih - studying with interest plans just announced by United 


4 A L gE « = Air Lines for inauguration of air freight service over 





| its coast-to-coast and Pacific Coast system, effective 
| February 1. 
United’s air freight tariff, filed with the CAB, shows 
| rates as low as 27 cents a pound on shipments of 3,000 
| pounds from coast to coast. Typical examples of the 
new tariffs are: 25 pounds from New York to the Pa- 
cific Coast, $8.78; 100 pounds, $33.63; 25 pounds from 
Chicago to Los Angeles, $6.46; for 100 pounds, $24.35. 
The tariff is based on minimum shipments of 25 
pounds. 

According to C. P. Graddick, the company’s director 
of air cargo, charges are graduated according to vol- 
ume and distance shipped so as to give the lowest 
possible rates to volume shippers for long distance 







No. 1509 (illustrated) 


@ Capacity, 5 lbs. by 
yy aan. Computes 
tage for air mail, 
first class mail an 
merchandise up to 
ibs. Easy to use, simply 
place mail matter on 
the platform an 
inter automatically 
indicates the correct 
weight and amount of 
ostage required. 
Accurate and durable. 








List $7.75 hauls. 
SPECIFICATIONS Graddick said United will continue to carry air ex- 
pep ESER ™ press on all planes, with the air express division of the 
Bich SV . Red and black Railway Express Agency serving as a nation-wide pick- 
figures on ig oe i up and delivery system. Air freight will be designed 
—— for the heavy package type of cargo, moving on less 
Platform: 54/2” square. frequent schedules, with optional pick-up and delivery. 
Dimensions: 615" x OVE PARCEL Post Scale “Our freight tariff is the simplest yet filed with the 
tte One to a carton. me 50 Ibs. by 1 Civil Aeronautics Board inasmuch as we do not have 
Poereight packed 6 Ibs. © Computes postage various rates for various classifications,” said the air- 
for merchandise up to > line official. “This marks a definite break from the 





r supply house. haaties oP Sans. 
wk Ibs. fo diameter. Plat- 
form 7” —* : e's 

i ons 
dor Weight packed 9 Ibs. 
List $9.50 


traditions of rail, truck, and earlier air freight tariffs.” 

United’s air freight service will be inaugurated with 
use of three daily round-trip flights which the com- 
pany currently is operating from coast to coast with 
a fleet of twin-engined Douglas DC-3 Cargoliners. 

































HANSON 
ST of 8 eo B 


525 North Ada Street, Chicago 22, Illinois 
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PATENTS AVAILABLE FOR LICENSING, SALE 


From the official gazette of the United States Patent 

Office, the OFFICE APPLIANCES lists patents available 

| for licensing or sale. This is in continuation of a fea- 
| ture begun in the October, 1945, issue. 

Among those patents which should be of interest to 

| the industry, as appearing in the Register of Patents 

| Available for Licensing or Sale, Vol. 581. No. 3, Official 


| Gazette of December 18, 1945, are these: 
| 





Pat. 2,332,571. Stamp Howper. Patented Oct. 26, 1943. Foldable 
| sections hold stamps in billfold or pocket. Tabs at one end fold upon 
| strip, forming pocket for receiving stamps and a second pair of tabs 
| adjacent first pair fold in interlocking engagement over folded strip. 

(Owner) Alfred Gunning, 3001 Vintage Ave., Houston 10, Tex. Groups 

| 26—22—33—91—99; 40. Reg. No. 730. 
Pat. 2,233,942. FOUNTAIN PEN FILLING ADAPTER. Patented Mar. 4, 
1941. Removable rubber stopper with passage for insertion of pen point 
Saved-- only, secured to bottle by flanged cap threaded internally, having air 
| passages for retaining constant air pressure within bottle when filling 

24% | pen. A concentrically arranged well modified at lower end forms tube 

| which contacts ink. (Owner) Paul R. Frey, 1202 La Porte Ave., Fort 
Collins, Colo. Groups 28—99 ; 30—52 ; 32—29; 89—51; 40. Reg. No. 724. 


TuBULAR Coin WRAPPERS The Official Gazette of January 1, 1946, Vol. 582, No. 
1, lists these patents for licensing or sale: 
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I s! It's your Line—Exclusively! 
Stationer y Y | Pat. 2,099,613. ERASER. Nov. 16, 1937. Soft eraser reinforced inter- 


nally or externally, or both, by addition of hard rubber which will wear 


"Steel-Strong” Products are sold through down simultaneously with the body of the eraser, to reduce crumbling 

é . | and breaking and prevent drying out of softer material. Other suitable 

Stationers and Office Supply Dealers only. | reinforcement materials and creation of a variety of shapes are set 

We have no retail salesmen to pirate your Gettin BO bee Mo ae eae 

customers and cash in on your missionary Pat. 2,386,005. SeLr-LevELING CASTER. Patented Oct. 2, 1945. Roller 

work | eecentrically mounted, allows furniture to rest on uneven floor without 

use of wedges. (Owner) Clyde N. Raup, South 8rd St., Catawissa, Pa. 

. ; | Groups 25—11—13—14—22—31—32—99 ; 383—59; 40. Reg. No. 820. 

Write for liberal discounts and sales help on: jPat. (2,255,945. ENVELOPE OPENER. Patented Sept. 16, 1941. When 

, | edge of envelope is slid through slot in device, top layer is cut while 

a, Wrappers se if all ' underside of layer remains uncut. Cylindrical body has slot extending 

. l wane oleae = = longitudinally therethrough, one end being considerably widened by cut- 

_— oo, Siomel Cain Counters | ting away one side wall only of slot. Across this widened slot an integ- 

nomng ~ P ags Gusienaer Racks rally formed knife blade is obliquely positioned leaving a very small 

Draw Cid — Wra i Cabinets opening between the point of knife and side wall of slot. (Owner) 

Moke se ne a Redian Trays Harry V. Shuler, Shuler -_— % Co., P. O. Box 625, Ontario, Ore. 
i Pos: 4 Groups 33—51—52—73; 40. g. No. 831. 

Coin Storage Trays 
Linen Shipping Tags — ” Pat. 2,141,475. FotpABLE METAL FURNITURE. Patented Dec. 27, 1938. 


Downey Change Trays 





Chair is of “‘modern” design with tubular metal frame, padded back-rest 
' and seat, and U-shaped base. Knee portion is jointed so that it may 
| be folded and easily stacked. Seat portion may be hinged for further 


THE S. L. DOWNEY co. HANNIBAL, MO. | compacting. Modifications shown. (Owner) Udo K. Johannsen, 20 


| Melvin Ave., Cortland, N. Y. Group 25—14—22—31. Reg. 836. 
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We can’t help but enthuse over the 
desk plans we’re making for the 
benefit of Myrtle Desk dealers. Some- 
times, we feel that we should main- 
tain complete secrecy about our fu- 
ture plans especially in the face of 
material and labor shortages. Then 
our enthusiasm gets the best of us 

.. it's hard to contain... as a result, 


it seeps through the cracks and bub- 
bles over the top. So... please accept 
our enthusiasm as a reflection of the 
serious thought we're giving the sub- 
ject. We sincerely hope that the 
time is not far distant when we can 
turn the cover of the book “New 
Myrtle Desk Ideas in the Making” 
and share the wealth of these desk 
ideas with you. 


MYRTLE DESK COMPANY 


member WOOD office 


HIGH POINT 
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furniture institute 


NORTH CAROLINA 
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\ Bact in civilian production, proudly wearing the 
\\ citations which Hotchkiss has won from the Armed 

\ forces for a real contribution to the U. S. war effort, 
model Five will soon be on the way to waiting 
Hotchkiss dealers. Just as our boys were tried, 


strengthened and improved in stature and accom- 

















plishment by war, Five has also gained by this 
strenuous interval of time. You'll scarcely recognize 
Five when you unpack the first one you receive, 
and when you demonstrate its features 
and operation, you and your customers 
will say: ‘Hotchkiss has done it again,” 
Complete description of model Five 
and other Hotchkiss models will be 
made soon through circulars and 
through Hotchkiss “Counter Action”, 
now beginning its ninth publication 
year. Are your store salesmen on the 
mailing list for “Counter Action?” 








“Pioneers in all that's best in stapling” 
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SUGGEST A MODERN VALENTINE 


By W. B. Stoddard 





ei eee GIFTS for Modern Maids,” is the slogan 
of Bullocks, Los Angeles, so at the Valentine 
season, when featuring their deluxe stationery and 
pen and ink sets, they also included portable type- 
writers. In the office supply section a number of 


these were shown, each with a red heart attached to 
the case. Their Valentine window had an immense 


MODERN VALENTINE GIFTS—This is a typical window dis- 

play at Bullocks, Los Angeles, Calif., for the Valentine 

season, featuring “Modern Gifts for Modern Maids.” A huge 
Valentine provides the motif for the display. 


Valentine of white bristol board edged with white lace 
paper, and run through with broad red ribbons. The 
center was a heart-shaped shadow box lined with red, 


in which was a box of deluxe stationery. On a low | 


fixture and on the floor were shown portable type- 
writers and packets of stationery. There were also 


memo books, photo albums, and photo frames of red 


leather. 
The Columbia-Eastern, Los Angeles, also played up 


commercial lines along with social stationery as Valen- | 
tine gifts. A large window was divided into two sec- | 
tions. The first, backed with red and having red fix- | 
tures, with decorations of gold oak leaves, showed six | 


typewriters, as well as boxes of typewriter paper and 


red leather-upholstered typewriter chairs. The second | 


section was backed with blue, with blue fixtures, and 


similar decorations of gold oak leaves. Here were fea- | 
tured boxes of stationery—note heads, cards and en- | 
velopes, pen and ink sets, red feather pens, address | 
books, picture frames and memo books of red leather. | 


Link Up With Boy Scout Week 


Co-operating with five other merchants, the Tiernan | 
Typewriter Company, Riverside, Calif., took a page | 
space in the local paper to congratulate the Boy Scouts | 


on their anniversary, the first week in February. The 


ad was topped with cuts of a full-fledged Scout, Cub, | 
Sea and Air Scouts, told of the many activities in which | 


they were engaged, and especially complimented them 
for the many services rendered during the war. In 
the window, where rebuilt and several new typewriters 
where shown, were a number of articles made by local 
Boy Scouts, with a card commending their slogan, 


INDIANAPOLIS FIRM IS AWARDED CONTRACT 


A contract for new furnishings for the Marion Coun- 
ty juvenile court, located in the East Market Court- 
house Annex at Indianapolis, Ind., was awarded re- 
cently to the Business Furniture Company of Indian- 
apolis, whose bid was $8,499.50.—CG. 
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| TRAY HOLDS 
| 500 CARDS 














Visible controls for 
inventory, sales, 
purchasing, ledger, 
personnel and many 
other records. 











SELLS FOR 
Write for information TODAY! 


DISTRIBUTED BY 


BAINBRIDGE « KIMPTON & HAUPT, Inc. 
218 GREENWICH ST. NEW YORK 8,N.Y 





ADDING 
MACHINES 


* 


CALCULATING 
MACHINES 


* 


BOOKKEEPING 
MACHINES 


* 


Select Rough 
and Rebuilt 


Calculator Equipment Corp. 
Orange, New Jersey 












SOLID BRONZE 


HONOR ROLLS 
AND 


WAR MEMORIALS 


Once again you can sell honor rolls, signs, tablets and me- 
morial plaques of International Solid Bronze. Quick, profitable 
sales to your regul ft s — businesses, churches, insti- 
tutions, fraternal organizations, etc. Dignified, imperishable, 
modest in cost. 


Tie ee cE Oe PAE Te PTE TR TYE 





For the ultimate in economy, we continue to make handseme 
International Simulated Bronze honor rolls — mounted on 
solid, hand-rubbed walnut. 


Many standard designs available in both solid and simulated 
bronze — or we submit sketches of custom designs without 
charge. Every cooperation given dealers. Write for complete 
details and free Catalogue A, 





INTERNATIONAL BRONZE TABLET COMPANY, INC. 


36 East 22nd Street, New York 10, N. Y. 


CARBON PAPERS 
WRITE eveewnuim 
: TYPEWRITER RIBBONS 











WRITE way 
to gain more 
customers 











People all around your store are buying WRITE 
products—and they ought to buy them from you. 


Display WRITE Carbon Papers . . . famous for 
making more and cleaner copies from each typing. 


Display WRITE Typewriter Ribbons . . . pre- 
ferred for sharp, legible originals. 


Let people know you carry WRITE products 
—and watch them buy—FROM YOU. 


Send TODAY for Samples and 


Discounts. 





Immediate Deliveries—No Delays 
420 Lexington Avenue 
. 177 re *- 


WRITE 


New Yor 
INCORPORATE 





FACTORY: Bridgeport, Conn. 
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ADVERTISING IDEAS THAT 
HELP TO INCREASE SALES 


EED SOME ADVERTISING ideas these days to in- 
crease your sales volume and profit, without too 
much expense? Here are some ideas that can be 
used successfully by office supply firms to make their 
advertising more readable and interesting. Plain price 
and display advertising are all right at times, but not 
for a steady diet; mix a little novelty with them and 
you'll have a better layout to catch the public eye 
and purse. 
Weather: 
There’s an old adage that everybody talks about the 
weather but nobody does anything about it. Certain 
_merchants have found that spot predictions draw 
| readers’ eyes to their advertisements. Heading of one 
merchant’s column by three-inch advertisement gave 
the lowest or highest daily temperature—depending 
on whether it was summer or winter—with a prediction 
for the next day. 
“Good Morning! Weather today: Occasional rain,” 
is the style used by a morning advertiser. 


Eye-Catcher: 

To draw attention to his daily newspaper adver- 
| tisement, and to keep people following it regularly, 
one merchant lists from eight to ten of “Tonight’s 
Best Radio Programs” in his copy. Time, name, 
| program and station are included in the listing, which 
appears in a balloon emanating from the mouth of a 
cheery bellhop whose uniform displays the name of 
the store on its arm. Because readers know the store’s 
advertisements remain on the same page—the comic 
page—night after night, many of them turn to it for 
their favorite radio program rather than page through 
the entire paper for the newspaper’s radio program, 
the position of which is not constant. Merchant’s 
copy usually runs about two columns by five inches 
deep. Even if you are a weekly advertiser you can 
use this idea, listing the best night programs on the 
day you advertise. 

Midget Newspapers: 

The weekly advertisement of one merchant takes 
the form of the front page of the newspaper in which 
it is run. Three columns wide, “The Tiny Trib” oc- 
cupies two columns by five inches in the regulation- 
sized newspaper and features local chatter inter- 
spersed with selling copy. In such an advertisement 
it is a good idea to run three to four lines of local 
news copy, getting in the name of a prospect or 
customer, then run three to four lines advertising 
your products. A few well-chosen jokes also make 
readers turn to such an advertisement regularly. 

Social Calendar: 

A social calendar to be used in publicizing church, 
lodge, bake sales, and so forth, without a cent of 
cost to the organization, is the crux of the weekly 
advertisement of another merchant. Copy averages 
seven and one-half inches by two columns wide, and 
lists the time, place and date of the meetings of vari- 
ous organizations. Each advertisement also carries 
the month’s calendar, so people can refer to dates 
listed therein quickly and easily. This has been a fine 
good will builder for the merchant. 

Swaps: 

Persons wishing to sell or swap articles are per- 
mitted to advertise free of charge in another mer- 
chant’s weekly advertisement. In this manner the 
merchant’s ad furnished a twofold purpose. It at- 
tracts those to his place of business who wish to insert 
copy and also stimulates reader interest in the adver- 
tisements themselves, because of what they may have 





to offer in addition to what he himself advertises. 
| This advertising has the highest reader value in this 
| merchant’s town. 

Way Back When: 

All newspapers have files carrying copies of their 


editions back to the time of the founding of the pub- 
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You don’t have to gaze into a crystal ball...noreven 
read the stars... we'll tell you—not all—just this 
much ... new ideas... new developments... new 
materials will all combine to give our customers a 
new plus to the advantage of looking to a special- 
ist for their ring binder requirements. Yes... three- 
quarters of a century of specialization continues to 


grow with every up-to-date advantage. In the mean- 





time, contact your jobber for your present needs. 


FELDCO Loose Leaf CORP. *s.3h35 8 


NEW YORK + 25 CENTRAL PARK WEST + PHONE CO-5-0282 «= PACIFIC COAST + 788 MISSION ST., SAN FRANCISCO + PHONE DOUGLAS. 8563 
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@ Thousands know that A-S-E trademarks a line of files 
that can be relied upon—for durability, ease of 


operation and smart good looks. 


This luxury line of A-S-E Aurora files presents a full 


quota of easy selling features. Check the smooth action 
drawers, improved locking mechanism, rugged heavy- 
weight steel construction, trouble-free follower which 

is easily moved by one hand, and the extra filing space 


—actually 26% inches of clear filing capacity. 


Let us tell you more about A-S-E Aurora files. It’s 
a quick-selling, profit-making line—a quality line 
of files that’s backed by more than 33 years of 


engineering experience in the production of 


We also manufacture 
a complete line of steel 
storage and wardrobe 
cabinets. Write today 
for full information 


precision products. Write today for full details. 





ALL-STEEL-EQUIP COMPANY, INC. 


600 Cleveland Avenue, Aurora, Illinois 
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lication. Certain merchants have found that brief 
paragraphs highlighting events which transpired in 
the city five, ten, 15, 20 or 25 years ago, make effective 
copy to augment straight display copy. In smaller 
communities these items are merely personals culled 
from old files, while in a larger city the bits refer 
to more momentous events which transpired in the 
past. The interest in such old news is considerable. 


Bible Verse: 

A progressive retailer has found Bible verse, set in a 
one column newspaper advertisement, about six inches 
deep and appearing weekly on the Saturday church 
page of the local daily, an effective way of advertising. 
No sales copy is included other than the name of the 
retailer, but considerable good will is built in this 
manner. The advertisement includes naming the 
part of the Bible from which the quotation was taken. 
In various instances, readers clip these verses regu- 
larly, saving them in a scrapbook and thereby pre- 
serving the life of the copy long beyond that of ordi- 
nary newspaper advertising. 

Handbills: 

One enterprising merchant located in the neighbor- 
hood shopping district of a city of more than 600,000 
population publishes a 22- by 16-inch flier with his 
own advertisement in the center. Approximate print- 
ing cost to the merchant for 5,000 of these is $60, and 
he sells six smaller advertisements to other merchants 
in the community for $6 each, thereby reducing the 
cost of his own advertising to $24. As a result of 
the arrangement, not only does he get preferred 
space, but he also handles the distribution of the 
handbill and thus is able to have them placed where 
he believes they will pull the best. 

Advertising Survey: 

Before placing newspaper advertising contracts, a 
merchant mailed out 1,000 penny post card ques- 
tionnaires, with return cards, asking people what 
newspapers were most widely read in his locality. He 
then proceeded to place his advertising. His survey 
card asked people to list three choices in. order. 


Negative Appeal: 

Humans are curious creatures, believes one mer- 
chant. Therefore, he often sends out his direct mail 
with some such slogan on the envelope “DO NOT 
OPEN,” or “DO NOT LOOK INSIDE.” He finds that 
the average person will not rest until he has opened 
the envelope and has inspected the contents. Copy 
inside ties in with the warning on the envelope, usual- 
ly like this. “Don’t say we didn’t warn you, but now 
that you’ve read this far, we are offering you the best 
bargain of quality merchandise we have ever—”’ 


Calling Cards: 

In order to make his entire organization sales- 
minded, one merchant furnished all. his employees, 
from office boy to executive, with calling cards 
which carried the firm’s name, address and telephone 
number. This stunt, an innovation for many of the 
employees who had never had cards of their own, 
helped step up business for the company to a marked 
degree, as the workers were anxious to pass out the 
cards at every opportunity. Another merchant gave 
all his employees printed cards to pass to other mer- 
chants when making purchases. Copy read, “This 
purchase was made by an employee of the Jones Store. 
Come over and buy from us when you can.” 

Personalizing: 

Feeling that their patrons were more interested in 
dealing with salesmen as individuals, store officials 
in one institution had calling cards printed which 
carried the photo of each salesman. To tie in with 
this, inside the store near the entrance, the store posted 
the photos of all the firm’s salesmen. In that manner, 
when a person entered the store and desired to have 
a certain sales person wait on him or her, but whose 
name had slipped his memory, all that was necessary 
was for him to select the salesman’s picture, properly 
identified, and he was able to determine whom he 
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CARBON 
PAPERS 


TYPEWRITER RIBBONS 


Made right—Priced right 
—Sold right. Here’s a 
ribbon and carbon prop- 
osition you can turn into 
real profit. You can al- 
ways count on our co- 
operation. 


EXCLUSIVELY for 
DEALERS *” STATIONERS 


Complete details on request 
ALLEN & COMPANY 
DEPT. mM 
11-13-15 Vandewater St., 
4 New York 7, N. Y. 
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1946 Edition Now Ready 


MOREY SPEEDITAX CALCULATOR 


Place Orders Now for Prompt Delivery 


Government Bracket System of 
Weekly Payroll Withholding 


Tax Computations from $11 to $200 
List $3.50 
TEN BIG FEATURES 


1. Speeds Payroll Work and 
Saves Time. 

. Space for Listing Employ- 
ees’ Names and Exemption 
Claim Numbers. 

3. A Complete Payroll Unit 
for smal] business firms. 
4. For Long Payroll, User 
lists wages consecutively 
from low to high and works 
from Tax Calculator to 

Payroll. 

5. Tax at a glance—10 con- 
secutive wages with one 
dialing. 

6. All Computations are with- 
in two lines of Red Guide 


te 


Line. 

7. Small and compact, attrac- 
tively finished, may be car- 
ried in pocket. 

&. Refills obtainable in event 
of tax changes. Cover 
permanent. 

9. Built around and operates 
in the same manner as the 
well-known Bates List 
Finder. 

10. A High Quality, Low Cost 
Product—Compare cost and 
special features with any 
other Withholding Tax Cal- 
culator. 


MOREY PRODUCTS COMPANY 


1129 Vermont Ave., N. W. Washington 5, D. C. 





Dial 
Operation 


Order from your stationer or 
jobber or write us direct for fur- 
ther information. 





SORRY 
No Typewriters yet! 


_ ae 
We still have better ribbons and car- 
jofe) ot-eemme AM ol-14(-) ao) alee 


REGALRITE . 


Carbon Papers 

Typewriter Ribbons 

J aXe lo bbele mm \/ Co (ol ebbel- mm abl eyeley er 
|sTole)¢:¢-1-) 0) bole ms \/Co Cod ebbel-Me able) ole) e-) 


HEADQUARTERS . 
Royal Typewriter Parts for Dealers 


NOW 


You should try REVIVO; it renews 
platens and cleans type amazingly! 


ANTICIPATE . 
The manufacture of a limited produc- 
tion of new typewriters has been re- 
sumed. Trade-ins should be available 
soon. List your needs with us to be 
notified as soon as they come in. 


REGAL TYPEWRITER COMPANY 


(INCORPORATED) 


200 Hudson Street New York 13, N. Y. 
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wished. In keeping with this idea, the store also 
furnished its salespeople with stationery bearing their 
individual names imprinted thereon. 

Theater Tie-up: 

One merchant in an advertising tie-up with a 
theater on a romantic picture was able to revive the 
gift idea so that he sold several hundred dollars worth 
of off-season merchandise. Tie-up included special 
window display, featuring perfumes, cigarette holders, 
billfolds and lighters. Girl clerks were attired in cos- 
tumes suggestive of the theme of the picture and 
passed out heralds advertising the film. The theater 
also distributed heralds, the back of which carried 
the merchant’s advertisement and a coupon, which 
when presented at the store entitled the bearer to 
a free colored photo of either of the two stars appear- 
ing in the film. Approximately 15,000 heralds were 
distributed and 11,000 photos given to bearers of herald 
coupons. The back of the photos also carried the 
merchant’s ad. This stunt increased store traffic 
greatly. 

Specific Advertising: 

Nettled because of mail order house competition, 
one merchant ran a newspaper ad which carried this 
kind of copy. Did you see your wife before you mar- 
ried her, or did you order her by mail? Chances are 
you saw her before making a choice. That’s good 
judgment. Why not come to our store to inspect mer- 
chandise before ordering from a mail order house? 
We'll meet ’em on prices on quality merchandise, and 
what’s more, we'll deliver the stuff right to your 
doorstep.” This ad brought results, and the merchant 
was able to show that his goods as a rule was better 
quality stuff than what was offered by mail order 
houses, money order and freight charges included. If 
a customer still wanted a cheap line, the merchant 
got it for him. 


Letter Writing: 
To pep up his advertising, a merchant ran a series 


| of weekly cqntests in which participants were asked 


to write letters in answer to his question, “What Ad- 


| verised Brands Should I Carry?” He offered a first 


| prize of $2 and three prizes of $1 each for the best 


letters. He followed this the second week with a 
question. “Should This Store Sell For Cash Or Extend 
Some Credit?” The third week the topic was, “How 
Can This Store Improve Its Service To Customers?”’ 
The fourth and final week, the question was, “Do You 
Want Delivery Service?” Through these contests, this 
merchant got the real reaction of his customers and 
prospects, gained much valuable information and also 


| many customers. 





Stationery That Sells: 

Instead of having an ordinary setup for his business 
stationery, one merchant had it made up in the form 
of a four-page folder. The front page, except for 
the name, is blank, to be used for correspondence. 
The other three pages contain pictures of the mer- 
chant’s establishment, himself and his clerks, and 
copy goes on to give a history of the firm, the products 
it handles, the services it offers, and the like. Each 
time this merchant sends somebody a letter bearing a 
three-cent stamp, this letterhead advertising message 
goes with it, of course. The merchant claims this 
method of advertising has helped him to increase 
his business, and to keep reminding regular customers 
what a swell setup he has. 


Follow The Ads: 

In order to get people to continue to read his 
weekly advertisements over a period of several months, 
a merchant offered a first prize of $10, a second prize 
of $5, and a third prize of $3, as well as two $1 prizes 
to those who picked a key word out of his advertise- 
ment each week, and built them into a suitable slogan 
or sales sentence typical of the store and its service. 
This contest drew many entrants, and it also made 


OFFICE APPLIANCES, January, 1946 








The 


wal 


No 
per 


The 
tor 
pro 





D BIG STEPS AHEAD \ \10v10 on amt 


’ 
The Copy-rite has faithfully served the Army & Navy during the There - 


war and is continuing to serve in peace. | 


Now available for progressive dealers who will cash in on the 


pent-up demand for Liquid Duplicators. 3 BRILLIANT COPIES—every one bright and alike—uses any 


m paper size from post cards to 9" x 14'"—accurate registration. 








The outstanding features of the Master Copy-rite Liquid Duplica- 
tor has earned dealer preference. H sells—it satisfies—it pays 


profits—it builds good will. 4. LONGER RUNS—on al! type of form work. 


1 FOOLPROOF—no parts to get out of adjustment. Anyone 5 FASTER & EASIER TO OPERATE—instant starting—no wicks 
gS 


can operate it. mw OF pumps. 


SERVICING REDUCED TO ABSOLUTE MINIMUM—de- 


9 signed for and proved by thousands of users to be the best 
@ for dependable operation without service problems. Write today. 


WOLBER DUPLICATOR AND SUPPLY CO. 


1203 Cortland Street, Chicago 14, Ill. 


It will pay you to look into the Copy-rite dealer set-up. 





No Stencils—No Gelatin—No Ink—No Ribbons 
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PUT Speed IN YOUR TYPEWRITER* CLEANING... 






*Mimeograph, Adding, 
Check-Writing and all other 
Business Machines as well. 


It will pay you to look into the 
possibilities of what the Aja-Dip 
Machine and MAGNUSOL can 
do for you. Ask us to send you 
complete details. 





Above— for typewriters. 
Right — for mimeograph 
machines. 






















And Get Better, More Thorough Cleaning 
WITH NEXT TO NO HAND BRUSHING! 


Cleaning typewriters (and all other business machines) requires more 
than the soaking action of an active cleaner if you expect any kind of 
cleaning speed, and want to avoid a lot of hand work. You need really 
effective agitation, such as is provided by the 


Magnus TW Aja-Dip Cleaning Machine 
( Patented ) 

which assures speedy and thorough cleaning. Moving the work up and 
down IN the cleaning solution 84 times a minute, results in a vigorous 
“shearing” contact of the solution with every part of the unit being cleaned, 
including those small interior recesses and openings which ordinary soak- 
ing does not thoroughly reach. Up to 12 typewriters or similar units can 
be cleaned per hour in this new machine, using the regular MAGNUSOL 
cleaning solution. 

This unique new machine, holding two typewriters or similar units at 
a load, will clean them thoroughly in from 10 to 15 minutes, compared 
with 20 to 30 minutes when cleaned by the old manual method. Impor- 
tant, too, is the fact that loose dirt or erasings do not have to be blown off 
before cleaning is started, and next to no hand brushing is required when 
a typewriter is removed from the machine. 


MAGNUS CHEMICAL CO., 88 SOUTH AVE., GARWOOD, N. J. 


Cleaners and Machines 
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many people familiar with the store and its policies 
and brands carried. 
Postal Cards: 

A merchant, who during boom times did a lot of ad- 
vertising, cut his appropriation heavily during dull 
times, and used penny postal cards almost exclu- 
sively, covering a wide area. He says he got a ten 
per cent sales return on cards sent out weekly, 
and that he won many new customers. One rule he 
observed when typing copy on these cards was never 
to put more than four lines of copy on a postal card, 
and to make the copy snappy. It brought him many 
sales at low cost. 

—_ = 


REMINGTON RAND, INC., MAKES APPOINTMENTS 


A number of promotions and changes in branch 
managerships have just been announced by Reming- 
ton Rand, Inc. These changes involve Pierre Marvin, 
John J. Stringer, J. L. O’Donnell, D. E. Babcock, C. W. 
Coffee, Jr., N. H. St. John, and R. A. Whipple. 

To help the branches in that area to capitalize on 
the post-war market for Remington Rand typewriters 
in the West and Gulf Coast regions, the company 
has created a new post. The position is that of per- 
sonnel supervisor for the central region and Pierre 
Marvin has been selected to fill it. He has been with 
the Rem-Rand organization since 1922, advancing 
steadily to the position of typewriter division branch 
manager in Portland, Ore. 

Succeeding Pierre Marvin as branch manager at 
Portland is John J. Stringer, who has been acting 
branch manager at Des Moines, Iowa, while J. R. Wil- 
liams has been in the service. 

New branch manager at Providence, R. I., is John L. 
O’Donnell, who moves from his previous assignment 
as assistant manager at the Boston, Mass., branch 
office. 

D. E. Back has recently joined the staff of H. E. 
Campbell, director of personnel and training, type- 
writer division. He comes to Rem-Rand from the 
Army, where he held the rank of major. While in the 
service, Maj. Babcock wrote a textbook on Army 
administration and personnel procedure which won 
him an award of the Legion of Merit. 

C. W. Coffey, Jr., is a recent addition to the staff of 
G. W. Fotis, director of sales promotion for the type- 
writer division. He previously was with the American 


Petroleum Institute and served for two years in the | 


Army Air Forces. 
Nelson St. John, former assistant secretary of the 
Citizens Casualty Company of New York, N. Y., has 


entered the Rem-Rand typewriter division organiza- | 


tion and is now associated with the Utica, N. Y., office 
in a supervisory capacity. 

After three years with the Army in the Pacific, Ross 
A. Whipple has returned to Remington Rand, Inc., 
and will be located at Dayton, Ohio, in charge of the 
operations at that office. He has held important dis- 
trict assignments with the company since 1935. 


——~_ o— 
NEW FIRM IS OPENED AT EMPORIA, KANS. 


The Navrat Office Equipment Company, a new busi- 
ness enterprise in Emporia, Kans., opened for business 
recently at 504 Commercial Street. 

Milton Navrat, owner and manager, was formerly 
associated with Hutch-Line, Inc., a Hutchison, Kans., 
office equipment company. He was with this company 
for 20 years, serving as secretary-treasurer and general 
manager of the office supply department. 

The new office will sell merchandise throughout 
Emporia’s trade territory. The store will carry filing 
cases, cabinets and desks, as well as all types of lighter 
office equipment and will also have an agency for 
L. C. Smith & Corona typewriters. 

Store personnel will include Mr. and Mrs. Navrat, 
R. B. Britton, J. L. Burkey, A. L. Shumate and Kath- 
erine Taylor.—GMH. 
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clip 


@ A Glass Smooth Plastic Fibre Board 
@ Vise-like Spring Holds Papers Securely 
@ Unreservedly Guaranteed 

Furnished in the Following Sizes 


Stock PRICE 

No. Size Ea. Dos. Gross 
200 64%4”"x11” $0.50 $5.75 $67.50 
203 ge Bh ag .50 5.75 67.50 
204 9” x12%” .55 6.85 72.00 
205 9” x15%” .60 7.20 78.00 


Packed 2 Dozen to a Carton 
Write for descriptive circular. 


SERVICE PRODUCTS, Inc. 
2035 So. Calumet Ave. ° Chicago 16, Ill. 


The continued scarcity of materials and labor stili impose a 
severe handicap to our ability to serve our many good cus- 
tomers in the prompt and efficient manner which has been our 
custom. We are sincerely grateful for the patience and under- 
standing which you have given us, and we do want you to know 
we will continue to do the best we can for you at all times. 


Sorry, No BRIGHT catalogs available. A new catalog will be 
published just as soon as the material situation becomes settied. 


BRIGHT CHAIR CO, INC. 


127-133 BLEECKER ST. NEW YORK, N. Y. 


Lee 
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COLORED PENCIL ASSORTMENT 


552—OTHELLO Indelible Colored Pencils to draw with, write 
with, paint with! 12 in a smart Red, Blue or Brown imitation 
leather pouch. Deep, true colors in lead that's hard to break. 


Also packed 
12 in full- 
colored 

paper 
display box 


540 RED 
541 BLUE 
542 GREEN 
543 VIOLET 
544 BLACK 
545 YELLOW 
546 GREEN 
547 BROWN 
548 LILAC 
549 CRIM- 
SON 
550 BLUE 
551 ORANGE 










Write for Prices 


SWAN PENCIL COMPANY, Inc. 


221-225 Fourth Ave, New York City, 3 











































PROOF 
of a 
GOOD STENCIL 


Is when they come back for more 


MAGIC PRINT STENCILS 


ARE THE KIND “YOU SWEAR BY, NOT AT” 
Run 25,000 copies and you still have a 
stencil. Clear cut duplication, weather 
resisting, durable. 

PRICES RIGHT 













DO A FINE JOB TOO 
Non-Separating, Dries Quickly, Intense Color 


CONTINENTAL INK CO. 
3142 S. AUSTIN BLVD. - CICERO, ILL. 
J 


















| mentoes. 


DISPLAYING EX-GI SOUVENIRS 





By C. M. Litteljohn 





IE BIGGEST national movement is the reconver- 
ion of the GI into a civilian. And brimful of 


| interest is the display of the stationer which ties into 


this movement of maximum interest—the display 
which features the ex-GI’s exploits while he is again 
becoming a neighbor, friend and customer. 

An extracurricular service wliich the stationer or 
typewriter dealer can perform in any locality is that 
whereby a window, or a corner thereof, is offered 
for the display of personal war souvenirs. 

“How to Win Friends and Customers” may stem from 
this little service at the present moment—a service 
that may seem somewhat removed from the actual 
merchandising of office supplies, yet, strange as it 
appears at first blush, it is right in keeping with 
the best use of the stationer’s windows for “dynamic 
display.” 

A twofold purpose in building such a window secures 


| dual results for the stationer. In the first place, such 


a display gains quick and vital attention, gathers mo- 


/ mentum, and serves also as a means for making a 
| returning hero or ex-GI, now home on either terminal 


leave or freshly discharged, better and more favorably 


| Known. 


There is opportunity afforded all neighbors and 
passers-by to view, for example, the samurai sword 
taken from some Jap officer in mortal combat, by 
someone in the neighborhood, or Jap occupation cur- 
rency, Italian bayonets, a German death notice sent 
to a bereaved family—all manner of individual me- 


You'll Get an Audience 
Persons of all ages flock to a display of this char- 


| acter—-Cub Scouts, Boy Scouts, adolescents in the teen- 
| age brackets ripe for the occupational draft. 


Surprising, too, is the fact that the older men and 
women are magnetized by the window filled with such 
personal souvenirs. Such mementoes have far more 
drawing power than plain white paper and envelopes, 
file folders or typewriter ribbons—unless such supplies 


' are built up into a window teeming with interest. 


Much too frequently the average stationer, especially 
in the neighborhood stores and in the communities 
and denser population regions of varied residential dis- 
tricts, neglects his window display, or has at best but 
a run-of-the-mine exhibit that fails to stand out. The 


| window brimful of war souvenirs may be of maximum 


usefulness in winning friends for the stationer, as well 


| as for the good customer who may need a friend, and 


who will have his exploits in the war better known by 
virtue of those articles gained by bloodshed in hand- 
to-hand combat. 

In order to make the display of ex-GI souvenirs 
“click 100 per cent,” each separate article must be 


| defiitely tagged or placarded by the veteran, with a 


MAGIC FLOW DUPLICATING INKS | 


succinct description of what it is. Of far more tran- 
scendant importance, however, is the name “Corporal 
Fairhaven” with his nearby address, showing he’s 
“home folks” now and one of the neighbors. 

A display of this particular nature can have stuff 
taken from the enemy in every erstwhile theater of 
operation, the Asiatic, the Pacific or the European 
zones of warfare, from the Italians, as well as the 
Germans and the Japs—the more the merrier in the 
matter of souvenirs from all the war fronts. 


Displays Are Never Tiresome 


Home folks never tire of looking ’em over when 
they are brought right into one’s immediate district by 
a person in the vicinity—perhaps a friend or at least 
one in the neighborhood, which fact gives that Jap 


| officer’s sword glittering with gold at the hilt 1000 per 
cent more glamor. 


An ex-GI who comes in for a stationery item with 
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FAIR CHAIR CUSHIONS 


All cushions are made with fibre matting (on one side) and 
gabardine (on the other} and are available in brown or green. 


FAIR FURNITURE COMPANY 


1197 McCARTER HIGHWAY, NEWARK 2, N. J. 
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An Office of Distinction... 
For A Man of Distinction 


How many people were in and out of your office today? The design of your office is 


important to your daily business procedure. For the past few years, we have been unable 
to supply the labor and material necessary for the decoration of your office. Today, we 
are prepared to aid you in the development of a distinctive office design. We have, for 
many years, designed private offices, libraries, laboratories, and other special features for 


schools, offices, and public buildings. 


We manufacture special equipment and cabinet work from architects’ drawings 
and specifications, or we will gladly submit drawings prepared by our designers. 


We will accept projects anywhere in the United States. WRITE US TODAY! 











512 East 137th Street New York 54, New York = 
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EXPORTER 


@ Published in Great 
Britain every three 
months this popular 
Journal contains up- 
to-date news of the 
activities of British 
Manufacturers of 
stationery and allied 
lines. A number of 
lines advertised in 
this journal, how- 
ever, are not neces- 
sarily available for 
export at the present 
time. 


Scores of American 
dealers are on our 
regular mailing lists 
and we shall be 
pleased to send you 
a copy FREE each 
quarter if you will 
complete and return 
the form below. 


BRITISH STATIONERY 





SEND US THIS COUPON 





To F. W. BRIDGES LTD. 

Proprietors THE BRITISH STATIONERY EXPORTER, 

9 Fryston Avenue, Croydon. Surrey, ENGLAND 

(Late of Grand Buildings, Trafalgar Square, London, W. C. 2.) 


Please send to the address below Free Copy each quarter of 
the BRITISH STATIONERY EXPORTER. 





(Please attach your business card or letter-head) __ wi 





























BUSINESS MAPS 


OF ALL KINDS 


% Large Scale State Maps 

% 20th Century Map of the U. S. 
% Markable, Washable Maps 

% Multi-Unit Map Systems 


Business firms need new maps to chart their 
peace-time sales plans. The return to com- 
petitive selling, with new sales organiza- 
tions, new sales managers, new products 
and new territorial allotments, create the 
greatest need in years for sales maps. 
Cram’s markable, washable maps are ideal 
for systematic, scientific territorial organiza- 
tion and sales planning. There’s a Cram 
map for every business need. Write for de- 
scriptive circular. 





THE GEORGE F. CRAM COMPANY, INC. 
730 E. Washington St. Indianapolis 7, Ind. 








FOR 
IMMEDIATE 
DELIVERY e 


MASONITE 
FLOOR MATS 


SIZE 36” x 48” $5.00 LIST 
SIZE 48” x 54” $7.00 LIST 


COLORS—MAROON, BROWN, GREEN 
NO EXTRA CHARGE FOR COLORS 


MASONITE 
‘DESK TOPS 


Swan wan nw $5.40 LIST 
SIZE 60” x 34” $5.10 LIST 
Add 10%, in lots of less than 12 


LARGE STOCK OF OFFICE 
FURNITURE USUALLY AVAILABLE 
TO DEALERS 


OFFICE FURNITURE WHOLESALE 


DISTRIBUTORS 
74 BROAD ST. N. Y. 4, N. Y. 


Bowling Green 9-8231 
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¢EPCo 


TRADE MARK 


Cuchi Cane 
—FiBE ROK 


Sturdy, sightly units for office 
and home ... built for enduring 
service. All wanted sizes, many 
finishes. This famous line presents 
a real merchandising opportunity! 















Send for Literature 
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FEDERAL FIBRE CORP. 


3704-10 Tenth Street 6 Long Island City 1, N. Y. 












GRAPHIC 
GELATINE 
ROLLS 


for 


DOMESTIC 
and 
EXPORT 
Trade 








t 


rolls have earned an enviable reputation 
for their outstanding quality, recuperative 
powers, uniformity and dependability. 
Made of fine materials they keep their fine 
copying qualities over a long period. For 
all makes of duplicators. 


HECTOGRAPHS AND REFILL | 


composition in attractively lithographed | 
containers. Two and four surface Oak 
Frame duplicators in five sizes. 


GRAPHIC DUPLICATOR CO. | 


473 BROADWAY NEW YORK 13, N. Y. 


In over thirty years GRAPHIC Duplicator 
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his bright service lapel ornament, may be considerately 


| and kindly asked if he has any souvenirs, to help get 


a display started. Even members of a large stationery 


| store’s staff, now back from the wars, have things of 


| interest to parade. And from one or two little things 


shown, there can be others. 

Then a large placard may be placed in the fore- 
ground of the window requesting: “Let Us Display 
Your Souvenirs.” Those seeing this invitation, even if 
personally modest, may bring their offerings to the 
office supply store for lending and display. Should 


| too much come in, the display can be quickly changed, 


and some stuff returned to make room for the new. 
In any event, get busy on this idea at once, for it’s 


a good one—before war interest wanes, and while mil- 
lions of GI’s are getting out of the service with war 
| trophies. 


Se i 
STATIONERS 12:30 CLUB NEWS NOTES 
After 14 months as storekeeper for the Navy at Nor- 
folk, Va., Lloyd Harris is back at his old selling spot 
with Reed’s of New Brunswick, N. Y. 
a - s 
Another returnee from the service is Charles Herget, 
back from the wars, after three years of combat serv- 
ice, holding five battle stars. During his Army days, 
he was erroneously reported as missing in action. His 
father, of the Bingham-Siegert Company, Inc., New 
York, N. Y., served during World War I. 
. * + 


F. W. Schanning has joined the expanding sales 


force of the C. E. Sheppard Company, Long Island 
| City, N. Y. He has spent many years in the trade and 
| is recognized as one of the top men in the loose leaf 


industry. 
* * * 


George Nitschke resumed his former status with the 


| Automatic Pencil Sharpener Division of the Spengler- 











GORDON NITSCHKE 


Loomis Manufacturing Company as of January 1. His 
son, Gordon, has taken over his former territory as 
representative of the General Pencil Company. 
ok * co 

The members of the 12:30 club were grieved to learn 
of the sudden death recently of the mother of Dwight 
N. Briggs. 

(These items were taken from the December bulletin 
of the Stationers 12:30 Club of New York, N. Y.) 

ee 
BUSINESS MACHINES EXHIBITED AT BUFFALO 


Practically every type of business machine, embody- 
ing the most recent developments, was on display in 
Hotel Statler, Buffalo, N. Y., at the two-day sixteenth 
annual business show of the Buffalo chapter of the 
National Association of Cost Accountants. 

More than 25 companies exhibited equipment or 
office supplies. Calculating, accounting, bookkeeping, 
dictating and addressing machines and business sys- 
tems and forms were displayed. Albert F. Glassman 
was general chairman.—GET 
1946 
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ALWAYS.... 
A Full Measure of Value! 


Time marches on but some things do not change. For Jasper Office Furniture Company 
the desire to give a ‘full measure of value" is deeply rooted. This spirit is manifest by 
every worker in our employ. It finds expression in giving a little more than the customer 
expects. No matter what the conditions . . . even during the eventful period we're passing 
through, we still adhere to the principle of a "full measure of value." Since our business 
is founded so strongly on the formula of good value, it obviously follows that the future 


is bright with promise for JACKSON DESK DEALERS. 


JASPER OFFICE FURNITURE CO. 
JASPER, INDIANA 
MEMBER WOOD OFFICE FURNITURE INSTITUTE 


REPRESENTATIVES 
James H. Davison, Route 1, Box 120, Los Gatos, Cal. 
Marion VY. Follin, 220 Fairbanks Road, Riverside, III. 
George B. Wray, 130 W. 42nd St., Room 819, New York 


Howard Maley, 115 Tarbell Ave., Bedford, Ohio 

L. H. McDaniel, 1414 West Tucker St., Ft. Worth, Tex. 
Charles L. Pettibone, Bedford, Ohio 

Ralph A. Bender, 813 Bona Allen Bidg., Atlanta, Ga. 
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PORTABLE DESK FILE 


Here at last is the answer to the busy executive and 
secretary's prayer. 


A work organizer and a pull drawer letter file combined, 
which will keep private papers really private. 


Upper compartment with lift cover for current records 
and visible data. 


Lower filing drawer for other records plus a utility 
drawer set into the base. Made of heavy gauge furni- 
ture steel. Equipped with four swivel casters. Bright, 
smooth, cadmium finished hardware. Guide rod oper- 
ates in a depressed groove for eyeleted guide opera- 
tion. Ideal for use with swinging folders. 


Finished in Cole Gray and Olive Green. 


SIZES AND PRICES 





No. 854—LETTER SIZE No. 858—LEGAL SIZE 
Wide High Deep Wide High Deep 
Upper Compartment 13” 10%,” 24” 16” 10%” 24" LETTER SIZE 
oa aver ++ 42 187. + H+» 1034,” 243," 
ti ty rawer Aad _"” yy, “” V, ” 3%, “oo 243," . . . 
rity Orataht 3004" Overall Height 3010” These prices do not include indexes. 





STEEL CARD CABINETS 


These cabinets are designed for card record systems and for 
use on des!:s or tables. Ideal for offices and libraries. Con- 
structed of best grade extra heavy cold rolled furniture 
steel, electrically welded throughout. Rubber legs are pro- 
vided but can easily be removed when the units are stacked. 





LOCKS—Cabinets equipped with lock end Drawers are equipped with bail suspension, to prevent acci- 
key add $1.75 per drawer to prices below. dental withdrawal from cabinet. Also, newly improved posi- 
tive lock compressor to keep cards in place. 


Finished in Cole Gray and Olive Green. 
Public taste is changing from green \ 














to gray. Cole's new beautiful Cole 
Gray is partially responsible for ONE DRAWER UNITS 
th h cn tast Wh No. Card Size Capacity Height Width Depth Price 
e change in taste. en you C335 3x5 1500 cards 5/4" 614" 16" $3.25 
place your next order for steel SentiéS kG ia ~ 79" 7A 4 re 
card cabinets or our New Portable co one — * 8" staal ” oe 
Desk File, make sure you order TWO DRAWER UNITS 
, Ratsh d ° h No. Card Size Capacity Height Width Depth Price 
enough finished in the Cole Gray C3352 3x5 3000 cards 51%" 12%," 16" $6.00 
| | | C3462 4x6 3000 ” 64,” 147," 16” 6.75 
\ color. / C3582 5x8 3000 ” 7V," 1834" 16” 9.50 
C3692 6x9 3000 “ 81,” 201,” 16” 12.75 


COLE STEEL SALES COMPANY 


150 NASSAU STREET . NEW YORK 
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RIVALRY TODAY... 





BUSINESS RIVALRY TOMORROW! 


Good clean competition is a vital force 
in American life. During school years, 
the spirit of rivalry stimulates youth to 
do its best whether it be in the class 
room or on the football field. Later in 
business life, competition sparks the 


individual to greater accomplishment 


INDIANA 


MEMBER WOOD OFFICE 


. . . to higher pinnacles of success. 


Indiana Desk dealers have always 
welcomed competition. They are 
secure in the knowledge that back of 
them stands a company that will fur- 


nish the ultimate in desk value. 


DESK CO. 


FURNITURE INSTITUTE 


JASPER, INDIANA 
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Ten Sheets Show 


AN, “Visible s34 


Complete 


» Record (=) 


Have Handifax Visible Record 
Cards on Hand for Instant Use 


Visible Index * Color Signals + Visible Tabulation 
No Equipment Required 


Your Executives, Sub-Executives, Clerical Staff will have all advantages 
of expensive Visible Records. Half inch Visible Margin full width of 
card. Cards easily, quickly, assemble into sheets of Visible Records. 
Use, handle, and file on edge like paper in correspondence folders. 
File in desk drawer or drawer of your steel letter files. 

500 Cards 6x4 inch $3.45 Satisfaction guaranteed. 

500 Cards 8x4 inch 4.40 Ten years national use. 


500 Cards 10x4 inch 5.30 Buy any or all three sizes. One 

| : side blank, other side ruled hori- 

Total Price $13.15 zontally. Make special card forms 

Order today. Send no money. as needed. Imprint on your office 
Pay invoice when satisfied. = nimeograph, ditto, multigraph. 


Handifax is Flexible, Compact, Portable, Durable, Convenient, Low 
Cost and Saves Time. Fits any record need such as Sales, Customer, 
Prospect, Stock, Purchase, Credit, Collection, Payroll, Prices, Cost, 
Billing, Phone Numbers, Addresses, Numerical, Personnel, Jobs, 
Schedules, Progress, Follow-Up, Rates, Discounts, Deliveries, Produc- 
tion, Things to do or not to do. Write for complete catalog. 
Information on large records. Standard or special printed forms. 


Ring binders. Steel equipment. Order Cards Today 


VISIBLE Ross-Gould Co. 
RECORD 313N. Tenth Street 
CARDS ST. LOUIS 


Dealers ask for proposition 








AFTER THE WAR—WHAT? 


Dealers who look ahead are making plans now. 
Here is your opportunity now—war or peace. 


SATIN FINISH 
EXECUTIV E Ribbons 


Meet the maximum expectations 


of users of SILK RIBBONS 


SATIN FINISH EXECUTIVE Typewriter ribbons were 
introduced seven years ago as successful competition to 
silk ribbons for sharpness of write and maximum durability. 

SATIN FINISH EXECUTIVE Ribbons have been success- 
fully sold by enterprising dealers in competition with silk 
on the basis of equal sharpness, equal wear, something 
unknown heretofore with cotton ribbons. 

SATIN FINISH EXECUTIVE will absolutely meet your 
and your customers’ fullest expectations. It is not uncom- 
mon for users to report that their typewriters consume no 
more than two or three SATIN FINISH EXECUTIVE rib- 
bons a year. So far as we know, there is no similar 
sharp writing, long wearing ribbon on the market. 

With the increasing difficulty in securing your require- 
ments on silk, SATIN FINISH EXECUTIVE is YOUR 
OPPORTUNITY to meet all the demands heretofore sup- 
plied by silk ribbons. 


“Oldest Exclusive Manufacturers of Typewriter Ribbons 
and Carbon Paper” 


‘4; ° ITTLE. 


MANUFACTURERS NC “s 


1888 Factory, Rochester 8, N. Y. 1945 
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a pencil sharpener must have 9 lives 


The high quality which went into the making of peacetime 
Boston Pencil Sharpeners has served the majority of users 
during the war. While the manufacture of Pencil Sharp- 
eners is again under way on a limited basis, everything 
possible is being done to equitably distribute Boston Ks 
and Ks Draftman Pencil Sharpeners. Your continued co- 
operation is greatly appreciated. 


|b LOM EO), 


PENCIL SHARPENERS 


C. HOWARD HUNT PEN CO. 
CAMDEN, N. J. 
SPEEDBALL PENS, HUNT PENS AND ARTISTS’ PENS 











KEEP TURNING 
AND EARNING 





DARNELL CORP. LTD 
LONG BEACH 4. CALIFORNIA 
60 WALKER ST. NEW YORK 13. NY 
36 N CLINTON. CHICAGO 6. ILL 
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UTOCOPY Gelatin Rolls are render- 
A ing dependable service under the most 


adverse conditions—the steaming jun- 


gles of Mindanao—according to word received 
from the Philippines. 

It isn’t just luck that enables AUTOCOPY 
ROLLS to reproduce clean, bright and perfect 
impressions—consistently—whether it be in the 


tropics or in the arctic! This dependability is due 


to 25 years of intensive research that culminated 
in an exclusive formula, and to advances made in 
manufacturing techniques. This combination met 
the demands of war, is now meeting the needs of 
peace. 

Little wonder that AUTOCOPY Gelatin Rolls 
are “standard” with many of the nation’s largest 


users of duplicating equipment. 


AUTOCOPY GELATIN ROLLS 
AVAILABLE FOR ALL MAKES OF DUPLICATORS 


DEALERS: 
WRITE FOR LITERATURE 


AND PRICES 


462 WEST SUPERIOR STREET CHICAGO 10, ILL 
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More and Bigger 
National Advertising 
of SKY-RITE during 1946 


SKY-RITE 


The Very Finest in LIGHTWEIGHT STATIONERY. 





COPYRIGHT 1946 — Agency Paper Co. 
74 Varick St., New York 13, New York 
New York « Los Angeles 








Chicago « 











BETTER CUSTOMER IMPRESSIONS 


WITH Longhorn Carbon 


Top-quality Longhorn carbon brings 
greater profit—more repeat sales. jf 


WON'T CURL 

LONG WEARING 
CLEAN ERASURES 
SHARP IMPRESSIONS “Spc: 


Find new profit and greater sales 
with the complete AMCO line. 


Write for new AMCO catalog with full information 
AMERICAN CARBON PAPER MFG. CO. 


ENNIS, TEXAS 






a5 "Gc 


PA€é Ry 


S.STrAED 





COMPLETE 


DEALER LINE x 


OF 
FILING SUPPLIES 


* 







Filing Filing 
Systems Folders 
e 


Printed and Ruled 


Guides and Indexes ick Mistake 





SPECIAL FORMS FOR YOUR SPECIAL NEEDS 
THE DACO CARD & INDEX CO. 


9 Federal Court Boston, Mass. 
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SPHEZDIMO 
“12 WAYS BETTER” 
STAMP PADS 


Outlasts 5 ordinary pads. Gives 
sharper impressions with full 
inking. Can be re-inked indefi- 
nitely. Silent, dust-proof, # 
sag-proof. Available in a wide /~ 
range of models and sizes for / 
every stamp pad purpose, in / 
office, factory, etc. Write for 
new catalog and prices. 









ONLY PAD MADE 
OF SPONGE RUBBER 
Surface “self- 
seals” against 
evaporation. A 
“life time” pad. 




















Masonite 
CLIP BOARDS 


Guaranteed against warping. 


ALSO: TYPEWRITER RIBBONS that 
meet overnment specifications 

ARBON PAPER of 100% 
rag content and made of genuine 
Carnauba wax... and a se 
variety of First Quality MIMEO- 
GRAPH and STATIONERY SUP- 
PLIES, including many specialties. 


Write for Price List No. 104-B 


PENGAD 





Pengad Bldg. 
Bayonne, N. J. 

















Hi-Speed Changers 


MAKES CHANGE QUICKLY 
ACCURATE—Easy 
Prevents loss; modern hi-speed 


efficiency. Durable, long-lasting; 
well made of cold rolled steel. 


4 TUBE 
$3" MODEL 


Also made in 3 & 5 Tube 
Models. Easy to operate. 
DEALERS: Write for prices and 
illustrated folder ‘’F’’ 
Quick Selling, Profitable Item 
J. L. GALEF & SON 
75 Chambers St. New York, N. Y. 




























Made 
especially for 
Stationers, 
Gift Shop, 
Window and 
Store Display 





Three Styles—Nine Numbers 











THE 
GIFT DEPARTMENTS 
P| t R C f A Complete Line of Plate, Platter and 
Cup and Saucer Holders for Resale. 
COMPANY 





Write for Dealers’ Price List 


911-913 Marquette Ave., Minneapolis 2, Minn. 
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EVERY OFFICE 
CAN USE 


FOR LETTER FILE IN- 
DEXING. Duplistick- 
ers are easier, handier 
to use than roll labels. 
Letter size sheet 
speeds typewriter 
handling. 


DUPLISTICKERS 


FOR DUPLICATE 
MAILINGS. Two, 
three and four dif- 
ferent mailings can 
be addressed in one 
Operation with 
Duplistickers. 


T. M. Reg. 
Twenty-five gummed, 
perforated  sbeets, 
thirty-three 21/7,” x 1" 
stickers to a_ sheet. 
Available in S$ colors. 


RETAILS AT 50¢ 





SPECIALTY PRINTING CO 


Stationery Div 
t 42nd St., New York 18, N. Y 








Extra sharp points for easier marking — 


MOORE 
Metlhed Maptacks 


They're easy to use—and the heads stay on— 
two reasons for steady profits and repeat sales 
when you sell MOORE Maptacks. All sizes, 
shapes and colors —plain, numbered, lettered 
or with special markings. 





MOORE PUSH-PIN COMPANY e Sicace (900 
113-25 Berkley Street, Philadelphia 44, Penna. 














| Available Now 


NO RESTRICTIONS 


MASTER 
SPEED KEYS 


THE STENOGRAPHER’S IDEAL KEY 
SPRING CUSHION—PLASTIC TOP 


WRITE FOR FULL INFORMATION 


SPEED KEY MANUFACTURING CO. 


336 COLUMBUS PLACE BROOKLYN 33, NEW YORK 











NEATYPE 


TYPE & PLATEN 
CLEANER 


Highest Quality 
Large Bottle 

Fast Easy Seller 
Wonderful Repeats 
Large Profit 


AND—Mr De aler 

NEATYPE is sealed in such 
a way that there is NO 
EVAPORATION IN STOCK 


For Full Particulars and Samples, Write 


STARKEY oil a mo eerelty Co. 


3800 AGNES AVE, KANSAS CITY 3, MO 


IA MUM LAY MAES 








Loose-leaf envelopes, punched; card-cases, any 
size; menu covers; factory record protectors; tag 
holders; bill-fold envelopes; stamp containers, etc. 
Made of acetate (flame resistant) transparent 
cellulose. We build to fit your particular need 


Write us for details. 
Markile Company, Mfrs. 


3633 S. Racine Ave. Chicago 9, U.S. A. 














ROLLING STORE LADDERS 
“A” Type Ladders * Library Ladders 


For use with Filing Cabi- 
nets and Shelving, in Of- 
fices, Vaults and Store- 
rooms. 


Made of Oak and Birch, 
in a variety of heights 
and styles, with wheels 
and Automatic Safety 
Brakes. 





wiend for Folder 
and prices. 








. D. COTTERMAN 


4535 N. Ravenswood Ave. 
CHICAGO 40 








FOR THE FIRST TIME 
STATIONERY STORES CAN NOW SELL 


GENERAL MOTORS ACCOUNTING 
SYSTEMS 


Used by General Motors, Chrysler and 
Many other Automobile Dealers 


Write for Samples and Exclusive Agency Terms 


Lewis N. Pemberton Printing Company 


Manufacturers & Distributors 
717 W. Olympic Blvd. Los Angeles 15, Calif. 
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Changeable Letter 
Bulletin and 
Menu Board Signs 


for all purposes 
Send for illustrated 


literature showing 
large variety of uses. 


ACME 


Bulletin Board Corp. 
37 East 12th St., 
New York 3, N. Y. 


SPECIAL 


TO DAY 


FRESH ROAST HAM 
REO CABBAGE 


SWEET POTATOE 
LN od od 7101 OS 
BREAD [Rr ROLLS & BUTTER 
DESSERT 
COFFEE TEA OR MILK 


35¢ 
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MAIL BAGS 


Whi Plane - Vous i ‘acheage 










Send for Descriptive Circulor 


Canvas Products Corporation 


nd Leather Specialties 
ware Box No. QNE 


FOND DU LAC, WISCONSIN 


RITE-RITE MFG. CO. * DOWNERS GROVE, ILL. 


SUBSIDIARY OF JOSEPH DIXON CRUCIBLE COMPANY 











Ad $0-EASY 
MOISTENER 


NO PRIORITY REQUIRED 


INCREASE YOUR SALES! 


Your customers are in the market for 
HONOR ROLLS & MEMORIALS in Solid 
Bronze. Let “Bronze Tablet Headquarters” 
supply you with these dignified impressive 
tributes. NO INVESTMENT ON YOUR 
PART! Send now for complete selling in- 


formation to Dept. O.A. 




















Vor ae on You can buy moisteners with- — also — ' 
envelopes, gumm out priority now. Send me + DESK SIGNS ’ EQDEK DL % 
labels. your orders. Free information. > revy ys tag yd BARRETT S 
* SIGNS, ETC. cit ela 





A. MOHLER, Manufaeturer 
Onamia, Minn. 


UNITED STATES BRONZE SIGN CO. INC. 


“BRONZE TABLET HEADQUARTERS” 
570 BROADWAY, NEW YORK 12, N. Y. 


the ACME Guib-tite BANDS Sia 


Successor 


MIDGET 1 PU feat UT 16k to Rubber 


A light weight, handy Bands 
“desk stapler with 
quiet, velvet smooth 
lever action! 




















Holds papers, deeds, mort- 
gages, insurance policies, can- 
celled vouchers, etc., neatly 


en mi alan ae and in order. Obtainable in 
e idget, like every other member of the Acme Silverstrea c » sh a 1. 

line, is built to stand more than we | abuse—to last many years lengths from 6” to 54”. Used 
with minimum service requirement. ‘oo is trom = a by manufacturers, _ retailers, 
trial concerns. In stapling, ACM oes more an oes etter. commercial institutions. banks, 


See our Silverstreak folder. _ 
etc. Write for samples. 


ACME STAPLE COMPANY ee 
1648 Haddon Ave. : Camden, N. J. Rochester Wire-0-Binding, Ine. 
ALSO MFR. ACME NO. I—NO. 2—SURESHOT—SiMPLEX Rochester 4, N.-Y.. Dept. 2.0 























Have You 


a Friend—or business acquaint- 
ance who might like to keep in touch 
with office equipment by reading 
Office Appliances? If so, send us the 
name, address and business and we will 


WD send a sample copy with our com- 
eR ee pliments. 
nov DAYTON STENCIL THE OFFICE APPLIANCE COMPANY 


WOR KS Cc F ~ ee 600 WEST JACKSON BOULEVARD, met | U. . Ma 
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* 


FAULTLESg 
SECTIONAL POST BINDERS. 


MEET THE EXACTING 
DEMANDS OF TODAY 


MADE IN ALL STOCK 
AND STANDARD SIZES 
.--TO ANSWER YOUR 
EVERY REQUIREMENT 


STATIONERS 
LOOSE LEAF CO 


MILWAUKEE 1, 524 N. Broadway 


NEW YORK 3, 114-116 E. 13th St. 8 


* 





STALOK 
APID LOCK 
PROGRESS 


























Top efficiency offices know the time- 
saving and fatigue-eliminating value of 
Error-No line-by-line copyholders. 
Many office executives have said, ““With- 
out Error-No we don’t know how our typists could cope 
with the stacks of reports and forms we have to get out.” 
Because of its all-steel, silent, vibrationless, quality 
construction Error-No stands up under constant use. 
Some Error-Nos are being shipped now. Only ma- 
terial limitations prevent us from shipping in quantity. 


WEG 
VEO. CORP. 
c 


Hall-Welter Co. 


ROCHESTER 7, N.Y. 








Many inquiries have been re- 
ceived about SPEEDRITE, 
the check writer so often 
seen in leading banks, in- 
surance and business offices. 
Some territories are open in 
which sales franchises will be 
granted to dealers. 
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FULL FRONT 
DESK MAT 


“RUFBAK” 
Type 
FF 





Bickett specializes in the 
manufacture of mats for 
use in offices. Made of 
high grade rubber in 
different colors, both 
solid and marbleized ef- 
fects. A complete range 
of sizes. and when re- 
quired, special size mats 
can be furnished. Write 
for stock chart-price lists 
covering the various 
types of mats illustrated. 


The advantage of a Full Front Desk Mat is clearly demonstrated by the illustra- 
tion. A Full Front Desk Mat makes a very beautiful and serviceable installation. 


L. M. BICKETT COMPANY, WATERTOWN, WISCONSIN 


Rubber Manufacturers 

















They te OO. ihe THEY ARE. 





RUBBER BANDS 


ReGcistt neo 





TmaOeE MaR «A 

















It’s here! 


The RUBBER BAND the trade has 
been waiting for, with NATURAL 
RUBBER added. 


Write on Company sta- 
tionery for liberal samples 


PENCER RUBBER PRODUCTS COMPANY 
YP <—Mlemyfmilirer 7 - nea A — Bandé 
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HIGGINS ADS ARE YOUR ADS 


They Sell —¢HIGGINS AMERICAN DRAWING INKS 
e HIGGINS ART BOOKS 


Pat e YOUR RELATED ART ITEMS 
Ni sl-b ame] 0) oXeXo] mm aelarsiolalihAmlame ttre al elt] olliaelilelt mer 


AMERICAN ARTIST e THE DRAFTSMAN e INDUSTRIAL ARTS & VOCATIONAL EDUCATION 
PENCIL POINTS e«¢ SCHOLASTIC «© AMERICAN VOCATIONAL JOURNAL «+ SCHOOL ARTS 


MECHANICAL ENGINEERING 
e ENGINEERING NEWS RECORD 















For the best audience in the world 


— the best drawing ink in the world HIG G I ns 


Milton Caniff, whose “Miss Lace” won the hearts of fighting 
men all over the world, calls the American GI “the best 
audience in the world.” 

Whatever your audience, you'll reach it best—express your- 
self most accurately—with the medium of master artists and 


«oF we 01 come STIS draftsmen—Higgins American Drawing Inks. Higgins 
) > *-* . . 
Tw ecriViTies: OF MSS LACE Inks give you control and precision right down the line 


—control of purpose, control of technique—assuring 
you unequaled facility of use. 


THE INTERNATIONAL STANDARD OF EXCELLENCE SINCE 1880 





HIGGINS INK COLIN. 
Ee eee. 271 NINTH STREET, BROOKLYN 15, N. Y. 


Stencils (without 


- Tempo Inks - Corre 
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MORE THAN 150 PLASTIC CREATIONS 
IN LUCITE-PLEXIGLAS, CATALIN AND LEATHER COMBINATIONS 


More than 150 stunning items—brilliantly created—ingeniously styled 
to SELL! Lucite-Plexiglas, Catalin and Leather Combinations, Brand 


New 1946 Colors. 
The Almac line is far ahead ... in 


Quality and Character. ... Ready 
NOW. IMMEDIATE DELIVERY! 





No. 860 (above) Book Ends. 
Clear Crystal Lucite and 
Two-Tone heavy Catalin 
Rod in Amber, Rose, Blue. 






No. 518 (above) Distinctively modern 
Lucite Base with Perpetual Calendar 
—complete with fountain pen. 


Fountain Pen Writing Sets 
Complete Desk Sets 


in 10 colors 


No. 620 (above) Cigarette Case. 
Holds 20 King and Regular Size. 
Highly polished. 


Write for 8 Page Catalog 
and Liberal Discounts 


7 ALMAC PRODUCTS ARE SOLD TODAY ALL OVER THE WORLD! 


ALMAC PLASTICS INC. * Ncr yon'Ny. 


No. 100 (at right) 
Lucite Perpetual Cal- 
endar. Attractively 
designed in Lucite, for 
home and office use. 

























































































AS EVER OUR OBJECT IS TO GIVE OUR DEALERS THE BEST 
SERVICE POSSIBLE—THANKS FOR YOUR CO-OPERATION. 


PEERLESS STEEL EQUIPMENT CO. 


UNRUH AND HASBROOK STS., PHILADELPHIA 11, 
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TYlew Precise 


TRIMMING BOARD 
SIMPLIFIED CONTROL 


POSITIVE ACTION... 





The new Precise Trimming Board looms head and shoulders above the 
Pat. Nos. 2,185,985 


field ... first it features a Simplified Control which assures perfect 2,804,262 
ai, ) 











squaring of the sheet. No knobs to turn or screws to adjust... just a 
simple flip of the lever locks or unlocks paper guide. Its Quick, Positive 


Action makes it a pleasure to use ... next a high grade steel is used 





on both cutting edges... and third kiln dried hard wood is used for 
the base which is finished in durable black with clear-cut white meas- 


urements. Write today for details and prices. 





FINGER-TIP 
CONTROL LEVER 











IT’S THE 
"'two-birds-with-one-stone’’ 


| ENVELOPE... 


It’s the envelope that delivers a catalog, 
price list, or booklet along with a first class 
letter in one package. Available in eight 
sizes with or without window in first class QUALITY PARK 
letter compartment. This is the envelope 

- r QUALITY PRODUCTS 


for the coming ‘new catalog season.” 














Quality Park’s LEATHEROID 


| TWO COMPARTMENT ENVELOPE BLUE LINE AIR MAIL 
| BANKER’S FLAP 


AIRWAY EXPRESS 
EXECUTIVE DESK FILES 








ENVELOPE COMPANY # 


General Office and Factory Chicago Office and Warehouse 
Quality Park 564 W. Monroe Street 
St. Paul 4, Minnesota Chicago 6, Illinois 
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Extendible Steel Bars 


for the steeless 


KLERADESK by Sengbusch 








... adding new sales-appeal to this 
already fast-moving item 


. providing an opportunity for sub- 
stantial replacement sales 


Flexibility that permits any number of plainly indexed 
compartments — that’s the kind of sales-making story 
you can tell your customers about the steeless Kleradesk 
with Extendible Steel Bar and plastic knobs. That’s the 
kind of sales argument that helps you write more orders 
for first-time purchases of Kleradesk. The Extendible 
Steel Bars fit steeless Kleradesks originally purchased 
with wood rods and porcelain knobs, permitting addi- 








ik a Sb : syosae 
Above: Small size, for models 3v, Above: Lorge size, for models 6V, 7V, av, tional expandibility of models now owned. Added to the 
AV, or 5V. With or without knobs. , , ee oe eee utility, durability, and pleasing appearance of Klera- 


Right: Intermediate bar for desk, this new feature puts you in a strong position to 
additional extendibility of build volume sales and win satisfied customers. Stock 
either size above. up now. Write for circular. 


Above: One intermediate bor extends any Kleradesk one Sengbusch Self-Closing Inkstand Co. 


to five compartments more than original capacity. Sev 1 n Milwaukee 3 Wisconsin 
eral intermediate bars may be added, if desired. 316 Se gbusch Bldg. i r 

















NEW PRODUCTS on the way 


In line with our policy of expanding dealer service we have pro- 
duced a number of patented specialty items in steel which will 


challenge the attention of office supply distributors everywhere. 


Also we have a complete line of steel files and special built-to- 
order work. Information on both specialty and regular lines will 


be supplied promptly upon request. 








Business Efficiency Aids 


BOX 258D SKOKIE, ILLINOIS 
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GRAY RUBBER PERFECTION 
ERASES INK, PENCIL, TYPEWRITING 


NO. 121 ELLIPTIC 1 Loman 20] 0-18) 32) 3 


Handy shape for ver- Soft gray texture, 
satile uses in Office, modified octagonal 
Drafting Room, School shape. A typists 
& Home. favorite. 


Part of the complete quality line of 


Woldon Robents &nabend 


Correck Mistakes tx Any Language 


WELDON ROBERTS RUBBER COMPANY 


Newark 7, New Jersey 





Po 


Wontee 


*" PLYMOUTH RUBBER COMPANY, INC. 
FOUNDED 1896 The Largest Rubberizers of Cloth in the World cANTON, MAss. 
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This is a picture of quality 
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‘$* point is this: sometimes you can’t see 
quality at all! It may be there... underneath 
the surface... but how can you be sure? Take 
chromium furniture, for example. All makes 
look shiny and nice when new, but generally 
the long-lasting quality only shows up later 

.. with usage. 

So if you need chromium chairs or tables 
today, here’s a friendly word of advice: buy 
only on the basis of the manufacturer's proved 
reputation. Look for names like Royalchrome, 
and trade-marks identifying other leading 
lines. Then you'll know you've got the kind of 
true quality you want. More of it is becoming 
available all the time .. . so why not wait for 
the best? The Royal Metal Mfg. Co., 175 N. 
Michigan Ave., Chicago 1, IIl. 





Se a eee 


Royal Steel Folding Chairs + “Royalchnome - * 


DISTINCTIVE FURNITURE 


\ LINE OF TOMORROW 


Metal Furniture Since ’97 


Stee/ Furniture 
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Heyer manufactures a complete line of both gelatin and stencil 
duplicators and supplies for all duplicators. Prices are low and quality 
{. high. This one source for all your duplicator and supply needs means 


distinct savings in time and money for you. 


In these rapidly changing times, Heyer Duplicators are more than 





ever proving their unusual value. They are like a hundred helping hands. HEYER QUALITY STENCILS 
For Lettergraph, Mimeograph, ete. 


They turn out an amazing quantity of work at a very low cost. 


| With supplies as well as duplicators, it is reassuring to know that 
Heyer has had a world-wide reputation for quality since 1903. As 
always, the Heyer name on any duplicator or supply item is your 


best guarantee of top quality and satisfactory performance. 





HEYER QUALITY INKS 
For All Stencil Duplicators 





HEYER HEKTOGRAPHS 
inexpensive short-run duplicators 





LETTERGRAPH MODEL C 


This popular machine offers every essential feature in an automatic 
feed stencil duplicator at an unusually low price. Prints from post 


card to legal size at speeds of 100 or more copies per minute. Simple 





_ to operate. Sturdily constructed for years of satisfactory service. 

HEYER CELATIN ROLLS and FILMS 
| In sizes to fit any duplicator 
| 

















Pretty soft when you're typing You work under pressure 
With smooth “Easy-Touch”... With speed and with ease. 


An Underwood feature Your letters look better; Dear Boss: 
There’s a picture of you in every 
That helps you so much. They’re letters that please. letter she writes. 

Is that picture clean-cut and appeal- 
ing? Are the type impressions sharp 
... or are they blurred, some light; 
others dark? 

. : aiiee Is the spacing between characters 
A thrill for your fingers; You feel “like a million’’, an. oh © ae 

. crowding of characters? Are the capi- 
The keyboard is grand. And throughout each day, tal and small letters exactly on the 


writing line . . . or are some above 


Such effortless typing... You're glad you’ve discovered and others below? 


If your letters do not please you... 
No strain on your hand The Underwood Way! don’t blame your secretary. It's prob 
y J ably her machine. She can make them 


look good .. with an Underwood! 














EF Underwood Corporation, One Park Ave., New York 16, N. Y. 


. TYPEWRITER LEADER OF THE WORLD! 


Copyright 1945, Underwood Corporation 





